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STYLE 

SELLS  THE  SHOE 

 But  supposing  the  style  is 

lost  after  the  first  few  times 
worn ! 

Would  the  same  person  buy  the 
same  shoes  again  ?  

Protect  your  good  name  by  using 

BENNETT 

DEPENDABLE 

COUNTERS 

Made  in  Canada  by  the  largest  Shoe  Fibre 
Manufacturers  in  the  British  Empire 
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Luxurious 
Foot  Comfort 
for  1921 


PANTH 

TREA 

■ — / 

5^ANTMER  RUBBER  CO 


PANTHER 


l  lic  wc'ircT  (if  1 'anther  TrcKl  Kubhrr 
Jleels,  or  L  tJinpositii  m  Soles,  ht'coincs 
a  booster  for  these  products. 

lie  tells  his  friends  how  comfortable 
they  are,  that  they  prevent  sli])i)ing-, 
and  never  crack. 

Panther  Soling  looks  like  leather — 
made  in  all  colors.  Can  be  stitched  and 
trimmed  easily  and  will  not  allow 
stitches  to  "pull  out."  Will  not  crack 
and  is  waterproof. 

Increase  the  number  ui  I'anther  wear- 
ers in  your  district  during  the  new 
year,  by  stocking  them  in  your  store. 

Write  us  for  information 


Panther  Rubber  Co.,  Ltd. 

Sherbrookcy  Que. 
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Emphasize  Waterproof 

These  are  the  days  to  emphasize  one  of  the  big  selling  features  of  THE) 
NAUGAHYDE  BAG — the  fact  that  this  bag  is  absolutely  waterproof.  Sooty 
snow  and  pouring  rain  have  no  more  effect  on  a  NAUGAHYDE  BAG  than 
on  a  pair  of  DOMINION  RUBBERS,  fresh  from  the  factory. 

THE  NAUGAHYDE  BAG  is  made  in  one  piece — seams,  joints  and  comer 
reinforcements  being  fused  together.  The  result  is  a  bag  that  stands  the 
hard  knocks  of  modern  travel  and  yet  keeps  its  attractive  appearance. 

You  can  get  THE  NAUGAHYDE  BAG  in  sizes  for  men  and  women — and 
sell  them  profitably  at  reasonable  prices. 

Look  into  THE  NAUGAHYDE  line  when  planning  your  spring  Travellers' 
Requisites.  For  full  information,  write  to  the  nearest  Dominion  Rubber 
System  service  branch. 


Dominion  Rubber  System  Service  Branches 

Are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 
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THE 

TALBOT 

SHOE 


You  can  count  the 
weeks  to  Easter. 

If  you  need  shoes  for  Spring,  the 
time  to  buy  is  now. 

Our  salesmen  are  making  a  special 
trip  through  the  trade,  with  new 
shoes  and  new  prices. 

The  same  high  grade  quality  is 
built  into  Talbot  Shoes  at  rock 
bottom  prices  as  when  prices 
were  at  their  highest  level. 

Do  not  overlook  these  remark- 
able values. 

The 

Talbot  Shoe  Co.,  Limited 

St.  Thomas.  Ontario 


19^1  F'OOTWEAR    IN  CANADA 


Trent  Valley 

Oak 
Sole  Leather 

k 

A  Deservingly  Popular 
Tannage  for  High  Grade 
Welts  and  Turns. 

The  Standard  of  Canadian 
Sole  Leather. 


The  Breithaupt  Leather 

Company,  Limited 

Sales  Offices: 

KITCHENER       TORONTO       VANCOUVER       MONTREAL  QUEBEC 

Tanneries  at: 

PENETANG     HASTINGS     KITCHENER   WOODSTOCK    BURK'S  FALLS 
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These  are  Days 

when  Leaders  are  Made 

Confidence  in  the  future — faith  in  one's 
products  and  one's  own  ability — with  the 
courage  and  determination  to  do  the 
things  that  good  common-sense  defines — 
these  are  the  essentials  in  these  days 
when  the  timid  ones  are  falling  by  the 
wayside  and  the  strong  are  rising  up  as 
leaders. 

Co-operation,  too,  is  playing  its  part — the 
co-operation  such  as  we,  with  our  large 
organization,  our  equipment,  our  re- 
sources and  our  full  thirty  years'  experi- 
ence, can  give. 

Let  us  show  you  what  this  co-operation, 
backed  up  by  products  which  merit  your 
faith,  can  mean  to  you  in  the  days  that 
are  immediately  ahead. 


Daoust,  Lalonde  &  Co.,  Ltd. 

Montreal 


Makers  of  Medium  and  Fine  Shoes  for 
Men,  Women  and  Children 


January,  1921 
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D  &  P 

The  Mark  of  Quality 


FORTY-FIVE  YEARS  EXPERI- 
ENCE  ENABLES  US  TO  MAN- 
UFACTURE A  COUNTER  OF 
EXCEPTIONAL  QUALITY  AND 
MERIT. 


SAMPLES  ON  REQUEST 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agentfi  for  Quebec  City 

Tannery  and  Factory  :       ST.  HYACINTHE"  P  Q. 

Sales  Office  and  Factory  :  224  LEMOINE  STREET,  MONTREAL 
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For  25  Years  a  Favorite  Among  Canadian  Shoemen 


With  the  coming-  of  1921  the  quarter  century  mark  in 
our  business  life  will  have  been  reached. 

Twenty-five  years,  with  all  its  hopes  and  ambitions,  its 
achievements  and  disappointments,  its  prosperous  days 
and  its  lean  ones,  has  taught  us  many  thing's — and  one 
in  particular — that  only  on  service  is  real  business  suc- 
cess founded. 

We  have  aimed  to  apply  the  Golden  Rule  to  business — 
to  give  a  square  deal  to  everyone  at  all  times.  We  hope 
we  have  succeeded. 

But  there  is  something-  else — we  have  learned  to  make 
footwear.  Good,  stylish,  dependable  footwear — the  sort 
the  public  likes  to  buy,  the  sort  the  merchant  likes  to  sell. 

The  range  comprises  Welts  for  Men  and  Women, 
Women's  McKays  and  Turns,  Men's  Slippers,  Turns. 
Also  White  Canvas  Goodyear  and  McKays  for  Men  and 
McKays  for  Women,  Misses,  Children  and  Infants. 

Samples  Gladly  Forwarded 


Dufresne  &  Locke,  Limited 

Montreal,  P.  Q. 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.? 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


January,  1021 
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Special  Offer 

5,000  Pairs 

OF  WOMEN^S  GAITERS 

Newest  American  styles,  made  from  English 
wove  cloths,  not  felt.  These  gaiters  are  man- 
ufactured by  Rapaport  &  Co.,  Limited,  of 
London,  England,  known  as  the  largest  exclu- 
sive makers  of  gaiters  in  the  British  Empire. 

Two  Styles: 


Ten  inch  style  in  colors,  dark 
grey,  fawn  and  dark  brown 
with  underslung  buckles  and 
leatherex  trimmings  priced 
very  specially  at 


Eleven  inch  style  similarly 
made  but  in  colors  dark  grey 
and  fawn  only.  Priced  lower 
than  to-day's  cost  of  pro- 
duction at 


$1  55  $1  65 

JL      pair  jL  pair 

Place  Your  Order  Now! 
Wire  or  Write  Direct  to 

A.  J.  Machin,  2401  Clarke  Street 

Montreal,  P.  Q. 

Sole  Canadian  Representative  for 

Rapaport  &  Company,  Limited 

37  Featherstone  St.  London,  E.  C ,  England 


January,  1931 
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January  1,  1921 

Hall  and  Hodges 


LIMITED 


Successors  to 

Industrial  Export  Company 

of  Canada,  Limited 


"A  Selling  Organization" 


Specializing  in  Footwear 


16  St  Sacrament  Street 

Montreal 
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Judge  the  Future 
By  the  Past 


The  house  that  kept  its  quaHty 
and  service  standards  during 
the  war  years  can  give  you 
service  under  any  conditions. 

Now  that  the  public  is  demand- 
ing quality  with  lower  price,  the 
Robinson  standard  of  service 
is  proving  just  as  effectiv^e  and 
satisfactory. 

The  reasonably  priced  shoes — 
with  style  and  long  wearing 
qualities— are  to  be  found  at 
Robinson's. 

Take  advantage  of  Robinson 
service  —  stock  the  shoes  that 
bring  customers  to  your  store. 

JAMES  ROBINSON  CO.,  LIMITED 

LIMITED 

184  McGILL  STREET         -  MONTREAL 


January,  1931 


FOOTWEAR   IN  CANADA 


15 


On  Beginning 
Another  Year 


Most  successful  business  men 
measure  their  progress  in  life  from 
one  New  Year  to  the  next  —  and 
so  on. 

They  believe  in  the  maxim,  "  To- 
morrow pays  a  dividend  to  the  man 
who  looks  ahead." 

Therefore,  we  say  :  Consider  the 
matter  of  your  stocks  NOW. 

Robinson  Service 

bases  its  popularity  with  the  dealer 
upon  its  absolute  reliability. 

Our  aim  is  to  make  our  shoe  ser- 
vice a  pleasure— and  your  pleasure 
our  service. 


JAMES  ROBINSON  CO.,  LIMITED 

Specialists  in  Fine  Footwear 

MONTREAL 


SI 
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The  Columbus  Rubber  Company 

extends  to  the  trade 

Best  Wishes  for  a  Prosperous 

New  Year 


For  Athletic  and  Summer  Wear 


The  Columbus  Rubber  Company 

of  Montreal,  Limited 


January,  1921 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN  ^ 

QUEBEC,  60  Colomb  St.  MONTREAL,  59  St.  Peter  St. 


Your  Plans  for 

Next  Spring 


The  business  you  will  do  a  few 
months  hence,  should  concern  you,  to 
some  extent,  at  the  present  time. 
A  well  selected  assortment  of  Yale 
McKays  will  prove  the  biggest  asset 
ever,  for  your  store — and  now  is  the 
time  to  make  the  selection. 


The  high-class  Men's  and  Boys'  trade 
is  worth  going  after,  and  he  who  carries  Yale  McKays,  will  keep  his  competitor 
hustling. 

Samples  now  ready  for  your  inspection. 

The  Yale  Shoe  Mfg.  Co.,  Limited 


Makers  of  Fine  McKays  for  Men  and  Boys 


Gait 


Ontario 
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Successful  Merchandise  Made 
This  Business  Grow 


From  the  modest  workshop  of  1913 
in  which  the  foundation  of  this  firm 
was  laid;  through  the  more  preten- 
tious estabhshment  of  1915;  down  to 
the  splendidly  equipped  plant  which 
we  now  occupy,  one  factor  has  been 
responsible  for  our  growth — the  de- 
termination to  make  successful  mer- 
chandise. 

Our  success  has  been  shared  by 
others — the  retailers  and  jobbers 
handling  our  goods — which  in  turn 
has  built  up  a  much  valued  good-will 
and  confidence  between  us. 

That  is  why  we  face  the  new  year 
1921  confidently — expectantly. 


And  we  have  made  preparations  to 
that  end.  Right  now  we  can  handle 
the  retailer's  requirements  quickly 
and  efficiently.  Prices  are  such  as  to 
satisfy  the  most  thrifty  buyer. 

And  we  believe  the  advice  to  order 
now  conservatively,  yet  sufficiently, 
is  sound. 

Let  us  show  what  we  can  do  for  you 
in  any  of  the  following  lines ;  McKay 
Sewed  and  Standard  Screwed  Shoes 
for  Men,  Boys,  Youths,  Little  Gents, 
Children  and  Infants. 


A.  A.  COTE  &  SON 

LIMITED 

ST.  HYACINTHE        -  QUEBEC 
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Our  Lines  are  Dependable 


in 


Service,  Style,  Profits 


Your  needs  must  be  very  apparent 
now  that  the  stock-taking  is  over. 

What  about  the  gaps  that  are  to 
be  filled? 

The  necessity  of  immediate  order- 
ing of  your  stock  of  Men's  and 
Women's  footwear  for  Spring, 
cannot  be  overlooked. 

There  will  be  an  insistent  demand 
for  shoes  that  are  stylish  and  ser- 
viceable, at  prices  that  will  attract. 

Just  get  our  samples  of  these  shoes 
— shoes  that  are  profitable  for 
you  to  handle. 


The 
Service 
House 
of 
Canada 


JOHN  LENNOX  &  CO 

18-20-22  KING  EAST,  HAMILTON 

BOOTS  AND  SHOES—STYLISH  AND  STAPLE 
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1921  Fall  and  Winter  1922 

Season  


Good  Buying  Now  Will 
Secure  Future  Sales 


Sheepskin  Wool 
Lined  Sox  and 
Wannigans 

Past  seasons'  sales  have 
stamped  them  as  profit 
makers. 

Oil  Tanned  Larrigans 

Made  to  stand  the  rigors 
of  wear  and  weather. 

Knit  and  Felt  Socks 

In  a  full  range  of  sizes 
and  of  durable  material. 

Leather  and  Canvas 
Leggings 

Made  right,  and  serving" 
every  need  of  sport  and 
hard  wear.  For  men, 
boys  and  youths. 


Every  new  year  brings  its 
business  opportunities  and 
1921  will  be  no  exception. 
The  general  forecast  is  good 
and  the  shoe  retailer  who 
buys  right  at  the  opportune 
time  will  make  sure  of  a 
quick  and  profitable  turn- 
over for  next  fall  and  win- 
ter. 

Your  future  trade  depends 
on  judicious  buying  now, 
and  you  can  select  from  the 
many  lines  of  footwear  here 
mentioned  on  the  assurance 
that  no  better  values  are  of- 
fered you  elsewhere.  Every 
line  comes  to  you  with  a  re- 
putation of  making  sales, 
)'ear  in  and  year  out  and  pro- 
viding the  public  with  smart, 
well-made  and  durable  foot- 
wear. 


Hockey  Boots 

Popular  lines  that  have 
always  captured  the  trade 
by  superior  features  of 
comfort  and  resistance  to 
rough  usage. 


Men's  Fine  Leather 
Slippers 

In  a  wide  variety  of  styles 
and  sizes  featuring  Ro- 
meo, Opera  and  Everett 
Patterns. 


Moose,  Buck,  Elk  and 
Horsehide  Moccasins 

Thoroughly  seasoned  ma- 
terials and  of  reliable 
manufacture.  Impervious 
to  wet  and  lasting  in 
wear. 


Give  our  salesman  a  few  minutes  to  look  over  his  samples.    It  will  be  time 
profitably  spent,  and  your  opportunity  to  select  footwear  of  real  service  to 
your  customers  and  gain  quick  returns  to  your  business. 

J.  A.  McLaren  co.,  limited 

Wholesale  Shoe  Distributors 

30  Front  Street  West  -  Toronto 
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TETRAULT'S  WELTS 

are  Easily  the  Most 
Profitable  Line  of 
Men's  Shoes  to  Handle 


Tetrault  Says: — 

WHY  pay  Nine  Dollars 

for  shoes  that  you  could 
sell  to  the  retailer  at 
that  price  and  make  a 
profit? 

WHY  carry  a  heavy 
stock  when  you  can  sort 
on  all  the  best  sellers 
from  your  local  Jobber? 

MONEY  is  made  on  the 
turnover, 

KEEP  your  stock  down 
to  a  minimum. 

BUY  often. 


A  complete  line  of  Tetrault 's  Welts  are  handled  by  every 
"live"  Jobber  in  Canada 


Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

MONTREAL 


January,  1931 
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Sound  Merchandise 

at  rock  bottom  prices 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


Is  it  economical 


Is  it  the  right  type 


Is  it  the  right  size 


? 
? 


THREE  GUESSES 

Electric  power,  heating,  lighting  and  equip- 
ment problems  are  to  be  found  in  the  shoe  and 
leather  industry. 

Perhaps  your  output  can  be  increased?  You 
are,  perhaps,  losing  electrical  energy  by 
wasteful  types  of  motors?  Are  your  switches 
and  wiring  devices  up-to-date  or  are  you  in 
continual  danger  of  fire? 

We  shall  be  pleased  to  answer  any  questions 
or  help  you  with  any  problems  whenever  you 
care  to  write  us. 


Twice 
Monthly 


Electrical  News 

349  Adelaide  St.  West.,  TORONTO 


$2.00  per 


year 
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— Service  that  is  always  greater  than  the 
purchaser  usually  expects. 

—  Comfort  that  is  a  new  sensation  to  wear- 
ers of  solid-all-leather  footwear. 

— Value  that  would  be  hard  to  duplicate, 

— And  with  more  than  half  a  century's 
sound  experience  built  into  every  shoe. 

Such  is  Yamaska — the  invariable  choice 
of  retailers  who  know. 


January,  1921 


Since 
1844 


TANNERS  OF 

Union,  Hemlock,  Oak  and  Chrome 
Sole  Leathers,  Harness  and  Saddle 
Leathers,  Case,  Bag  and  Belt  Leath- 
ers, Belting  Butts  and  Lace  Leathers, 
Cowhide  Upper  Leathers,  Shoe  and 
Glove  Splits. 

MANUFACTURERS  OF 

Cut  Soles  and  Top  Lifts,  Moulded 
Counters,  Uppers,  Leggings,  Leather 
Belting,  Goodyear  Welting,  Etc. 


DEALERS  IN 

Imported  and  Domestic  Leathers  and 
Findings  for  the  Factory  and  Fin- 
ders' Trade. 


BEARDMORE  &  COMPANY,  established  as  Tanners  in  1844,  have 
steadily  continued  the  production  of  highest  grade  Leathers  for  over 
three-quarters  of  a  century.  For  years,  the  ''STAR"  Brand  has  identi- 
fied our  Leathers,  and  the  Trade  has  always  associated  it  with  Merchan- 
dise of  the  highest  standard. 

The  "STAR"  Brand  trade-mark  distinguishes  the  product  of  a  Firm 
established  far  enough  back  in  the  history  of  the  Industry  to  make  it  un- 
pardonable to  apply  it  to  any  but  the  best. 


BEARDMORE   ^  COMPANY 

TANNERS 

TORONTO     -     MONTREAL     -      QUEBEC      -      ACTON      -  BRACEBRIDGE 
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"EUREKA" 


Our 
Leaders 


No.  30  Last 


8393 -Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  14/8  Cuban  Heel,  30  Last. 

8389~Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  12/8  Sport  Heel,  55  Last. 

Before  placing  your  ORDER,  do  not  forget 
that  we  make  the  BEST  Women's  McKAY 
SHOES   and    our   PRICES   are  RIGHT 

WRITE  US  FOR  LATEST  QUOTATIONS. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


DON'T  USE  THREAD  THAT  WILL  ONLY  HOLD  THE   SHOE  TOGETHER   UNTIL  IT 

LEAVES  THE  RETAIL  STORE. 


Y 


OU  wouldn't  use  second  or  third  grade  lumber  for  your  home — 
even  tho'  you  pay  less  for  it ;  poor  quality  wood  has  to  be  replac- 
ed soon.    Clear,  fine  grade  lumber  is  economy  because  it  lasts. 


»«^)Wlock3fifchTlireaf 

"    LISBURN,  " 
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ITS  THE  SAME  WITH  LINEN  THREAD! 

You  can  pay  less;  but  you'd  better  not;  good  threads 
are  cheaper;   it's  in  the  quality — not  in  the  price. 

FRANK  &  BRYCE,  LIMITED 

Toronto  Montreal  Quebec 
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WELTING 

Made  from 

DOUBLE  ROUGH  SHOULDERS 


1  , 


We  illustrate  one  of  our  trucks  unloading  DOUBLE  ROUGH  SHOULDERS  at  the 
door  of  our  tannery. 

BARBOUR  GROOVED  ENDLESS  WELTING  is  produced  exclusively  from  raw 
material  of  this  nature. 

Properly  curried,  and  efficiently  worked  this  class  of  leather  yields  the  most  desirable 
and  uniform  run  of  welting  possible  to  produce. 

BARBOUR  GROOVED  ENDLESS  WELTING  is  that  sort  of  welting. 


BY  INVITATION 


Brockton  Rand  Company 

BROCKTON, 

MASS. 
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I  THE  GENUINE  1  | 

VULCO  -UNIT  I 


BOX 


Apparatus,  Process  and 


TOE 


Products  Patented 


To  Preserve  the  Style  of  the  Toe  is  to 
Retain  the  Beauty  of  the  Whole  Shoe. 

This  is  why  the  leading  shoe  manufacturers 
everywhere  use  the  VULCO-UNIT  BOX  TOE. 
Because  of  its  waterproof  and  perspiration-proof 
qualities  it  is  the  most  durable  box  toe  known. 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

 SHERBROOKE,  QUEBEC  


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii^^^ 


Subscribers'  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 


Date. 
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'FOOTWEAR  IN  CANADA" 

345  Adelaide  St.,  West,  Toronto 

Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible) 


Name 


Address 
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Shoej 


ANY  merchants  throughout  Canada 
have  become  famihar  with  our  line 
of  Bench  Made  Turns  which  we  do 
not  hesitate  to  say  are  the  best 
shoes  ever  produced  in  Canada — 
some  merchants  say — even  in  the 
United  States. 


ANNOUNCEMENT 

In  addition  to  our  line  of  Bench  Made  Turns,  we  have  equipped 
our  factory  to  make  the  same  Live  Styles  in  what  is  termed  as 
"Team  Made  Turns>."  These  will  sell  at  several  dollars  less  than 
the  STRICTLY  bench  made  shoes  so  that  we  would  strongly  urge 
all  retailers  to  see  this  line  before  placing  orders  for  Spring  Shoes. 
Prices  will  range  from  $6.50  to  $10.00  and  you  have  our  Guarantee 
that  these  shoes  will  Maintain  the  High  Standard  of  OWENS- 
ELMES  Quality. 

Be  first  to  have  this  line  in  your  city. 


12-14  Sheppard  Street,  TORONTO,  Ont. 

Operating  the  first  and  only  factory  in  Canada  making  strictly 
HAND  MADE  TURNS 
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H.  o.  Mcdowell 


FACTORY  AND  BRANCH 
37   FOUNDRY   ST.  S. 

KITCHENER,  ONT 


Representing 

American  Lacing  Hool<  Co. 

Waltliam,  Mass. 
Lacing  HooIjs  and  Hook 
Setting  Macliines 

Armour   Sand   Paper  Works 
Chicago,  111. 
Crystolon  Paper  and  Cloth 
for  Uuffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass 
Inks,  Stains.  Waxes,  ".ic. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O 
Shoe  Machinery 

Hazen,   Brown  Co., 

Brockton,  Mass. 
VVatei  proof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Ileels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Welting, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


JOBBERS 
SALES  AGENTS 


H.  N.    LIN  COLN 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
S66  ST.   VALIER  STREET 
QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY   HOUSE   IN  CANADA 


MAIN  OFFICE 
154    NOTRE   DAME  ST..  W. 

MONTREAL 


In  addition  to  the  lines  shown  in  the 
Hst  of  Houses  we  represent,  and  for 
which  we  are  Exclusive  Agents,  we 
carry  large  stocks  of  Specialties. 

We  are  ready  to  Serve  you  Right  on 
any  of  the  following  lines.  Ask  for 
samples  and  prices  or  send  us  a  trial 
order: 


BELTING 

Oak  Tanned,  Tannate. 

BELT  HOOKS  and  PLIERS 
BOWS,  ALL  SIZES. 
BREASTING  KNIVES. 

CRAYONS,  MARKING 

For  Leather  &  Rubber. 

CHEESE  CLOTH. 
COVERS  FOR  LININGS. 
COVERING  PAPER. 


DRY  PASTE,  STICKFAST. 

Kegs  &  Bbls. 

SILKOLINE,  SILK 
WIPERS. 

SPONGES. 

Dressing-Gumming. 

TAG  HOLDERS. 
TARRED  FELT. 

THREAD  COTTON. 

For  Puritans. 

TUBES  FOR  ALL  PER- 
FORATORS. 
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We  can  Supply  you  with  Every  Need  of 

Blacking^  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or  wax  finish ;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  "kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 

dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 


Montreal 


Kitchener 


Quebec 


FOOTWEAR    IN    CANADA  January,  1931 


The  new  K,B,  Samples  are  now  in  the  hands  of  the  country's 
leading  jobbers. 

Retail  merchants  everywhere  will  be  inspecting  them  and 
deciding  on  their  Felt  Shoe  requirements  for  the  following  1921 
season. 

We  know  that  those  merchants  who  have  sold  K.B.s  in  the 
past  will  re-order,  with  the  confidence  in  their  own  proof  of  the 
satisfactory  standard  of  K.B.  Quality  consistently  maintained 
and  with  the  added  assurance  that  a  second  plant  doubling 
previous  K.B.  capacity  will  insure  prompt  and  full  deliveries. 

For  those  who  will  handle  K.B.'s  for  the  first  time,  let  us 
remind  that  there  never  have  been  enough  K.B.s  to  go  around 


January,  1921  FOOTWEAR    IN  CANADA 

Products  of  thirty -five 
years^  successful  effort 

K.B/s  are  Made  to  Order  Only 

— the  demand  always  exceeding  the  supply 
— that  for  1921  we  will  have  a  rtew  plant 
at  Port  Hope  making  soft  sole  "Kumfy'' 
lines  exclusively,  specializing  in  Padded 
Soft  Sole  Slippers  and  Leather  Boudoirs 
in  full  range  of  colors  and  sizes;  that  in 

the  Cobourg  plant  we  make  all  staples  in  Felt  and  Leather 
Soles  —  together  giving  our  customers  the  choice  of  the 
finest  and  most  complete  range  of  Stable  and  Fancy  Felts 

in  all  colors.     Full  sizes  and  comfortable,  neat  fitting  lasts  shown.     Skilled  work- 
manship, highest  grade  materials  and  unusual  style. 

Every  retail  merchant  should  see  the  1921  range  of  K.B.  Felts  and  "Kumfys,  "and  do 
not  make  the  mistake  of  holding  your  orders  until  later.  K.B.'s  are  made  to  order 
only,  and  early  placings  are  guaranteed  prompt  and  sure  delivery. 


K.B.'s  ARE  SOLD  ONLY  BY  THE 
LEADING  CANADIAN  SHOE  JOBBERS 
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How  is  your  stock  of  Rubbers? 

Four  months  of  busy  selling  are  just  ahead.  Winter  snows  and  spring  rains 
will  keep  up  an  active  demand  for  DOMINION  RUBBER  SYSTEM 
RUBBERS. 

Don't  miss  sales  for  lack  of  proper  shapes  and  sizes  to  fit  all  shoes.  Check 
up  your  stock — send  your  "sorting  orders"  to  the  nearest  DOMINION 
RUBBER  SYSTEM  SERVICE  BRANCH— and  thus  make  your  assort- 
ment of  Rubbers  complete  in  every  detail. 

Dominion  Rubber 
System  Rubbers 

enable  you  to  give  your  customers  their  money's  worth  in  quality,  style, 
comfort  and  sturdy  wear,  and  enable  you  to  make  sales  instead  of  excuses 
because  they  come  in  every  style  to  fit  the  shoes  of  men,  women  and  children. 


Dominion  Rubber  System 

HEAD  OFFICE      -  MONTREAL 

Service  Branches  are  located  at 

Halifax,    St.  John,    Quebec,    Montreal,    Ottawa,  Brantford, 
Toronto,    Hamilton,    London,    Kitchener,    North  Bay,  Fort 
William,    Winnipeg,    Brandon,    Regina,    Saskatoon,  Calgary, 
Edmonton,    Lethbridge,    Vancouver    and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation— every  reader  a  possible  buyer. 


Published  Monthly. 

HUGH  G.  MACLEAN,  LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 

119  Board  of  Trade  Bldg. 

WINNIPEG 

% 

Electric"  Ry.  Chambers 

VANCOUVER 

Winch  Building 

NEW  YORK 

296  Broadway 

CHICAGO 

Room  803,  63  E.  Adams  St. 

LONDON,  ENG. 

16  Regent  Street  S.  W. 

Authorized  by  the  Postmaster  General  for  Canada,  for  transmission 
as  second  class  matter. 


SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  .$1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents. 
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A  Lesson  from  1920  Mercantilel Experience 

Retailers  who  have  suffered  severe  losses,  as  many 
have,  in  the  present  crisis,  will  do  well  to  remember 
and  take  to  heart  the  lessons  which  this  situation 
teaches  them.  It  is  human  nature  to  think,  and  to 
act,  with  the  crowd,  to  be  optimistic  when  everyone 
is  optimistic,  to  buy  when  everyone  is  buying 
and  to  spend  when  everyone  is  spending,  but 
when  the  scene  changes  and  a  period  of  depression 
strikes  business,  then  Mr.  Average  Man  goes  to  the 
other  extreme  and  becomes  so  timid  and  pessimistic 
that  he  comes  to  a  virtual  stand-still.  He  acts  as  if 
the  depression  must  continue  indefinitely,  as  if  the 
country  had  no  recuperative  powers,  no  resources  in 
men,  money  and  materials,  and  he  makes  neither 
money  nor  progress  until  another  period  of  prosperity 
galvanizes  him  into  life.  He  is  prepared  neither  for 
bad  times,  nor  for  good  times,  when  they  come. 
Neither  does  he  help  intelligently,  to  bring  about  the 
latter,  nor  is  he  ever  in  a  position  to  ward  off  the 
former.  He  is  like  an  inexperienced  mariner  who  is 
ignorant  of  the  science  of  effective  tacking,  and  so, 
instead  of  using  the  trade  winds  to  bring  him  to  the 
goal  of  his  endeavors,  he  is  always  carried  in  what- 
ever direction  the  winds  may  blow. 

If  there  is  any  lesson  at  all  to  be  drawn  from  exist- 
ing conditions,  it  is  this :  That  a  business  man  should 
never  allow  himself  to  become  so  absorbed  in  the 
affairs  of  to-day — be  they  failures  or  successes — that 


he  does  not  cast  his  eye  around  for  signs  of  to-mor- 
row's weather.  It  was  men  who  could  see  ahead  that 
have  built  up  the  great  institutions  which  will  remain 
for  generations  as  monuments  to  their  names. 

It  is  as  foolish  to  refuse  to  buy,  or  to  advertise — be- 
cause that  is  the  prevailing  general  sentiment — as  it 
was  to  stock  up  heayily  with  high-priced  goods  last 
spring  and  summer,  just  because  others  were  doing 
the  same.  In  these  things,  a  business  man — if  he  is 
worthy  of  the  name — must  display  independence.  He 
may  seek  advice,  but  having  sought  it,  he  must  form 
his  own  conclusions  and  formulate  his  own  policy. 
But  there  is  not  the  slightest  doubt  that  there  will 
be  a  great  many  merchants;  and  manufacturers,  who 
will  be  as  ill-prepared  for  the  return  of  prosperity 
as  they  were  for  its  decline,  and  who.  by  their  attitude, 
will  delay  its  arrival. 


Government  Shows  Readiness  to  Curb  ''Dumping'' 

The  "dumping"  of  shoes  in  Canada  by  U.  S.  manvt- 
facturers  at  cut  prices  has  been  the  subject  of  much 
discussion  in  footwear  circles  recently.  There  is 
little  doubt  that  such  "dumping"  was  carried  on  at 
one  period,  to  a  considerable  extent ;  U.  S.  Govern- 
ment reports  show,  for  instance,  that  last  May  there 
were  86,515  pairs  of  women's  shoes  exported  to  Can- 
ada at  an  average  price  of  $2.80  per  pair.  The  actual 
cost  of  manufacturing-  the  class  of  U.  S.  shoes  which 
comprise  the  greater  part  of  Canada's  imports  of  wo- 
men's footwear  would  be  far  above  this  figure,  and 
the  only  conclusion  that  can  be  reached  is  that  a  large 
quantity  of  shoes  was  "dumped."  The  conditions 
seemed  to  improve  somewhat  in  later  months  of  the 
year,  the  average  price  of  the  women's  shoes  imported 
from  the  States  in  August  being  $4.84,  and  in  Sep- 
tember. $4.00 — though  these  figures  are  still  so  low 
as  to  be  suspicious.  In  men's  footwear,  the  average 
price  of  the  imports  during  the  month  of  June  was 
$2.54;  in  July,  $3.74  ;  August,  $7.34  ;  September,  $5.94— 
figures  which  seem  to  indicate  a  similar  condition  to 
that  regarding  the  imports  of  women's  shoes. 

Among  others,  "Footwear  in  Canada"  has  been  in 
touch  with  the  Commissioner  of  Customs,  at  Ottawa, 
with  regard  to  this  question  of  "dutiiped"  shoes.  The 
facts  brought  out  in  the  foregoing  paragraph  were  re- 
ferred to,  and  it  was  pointed  out  that  only  by  Govern- 
ment inspection  service  at  the  border  could  the  evil 
be  corrected.  The  following  communication  has  been 
received  from  the  Commissioner  of  Customs,  as  a 
result. 

"In  reply  to  your  letter  respecting  the  importation 
of  boots  and  shoes  into  Canada,  I  am  to  state  that  the 
Department  has  issued  to  all  ports  Bulletins  calling 
for  careful  scrutiny  and  appraisal  of  all  importations 
of  boots  and  shoes,  and  a  number  of  individual  impor- 
tations have  been  submitted  to  the  Department  for 
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investigation,  and  appraisals  have  been  made  based 
thereon." 

The  (lovernnient  is  evidently  prepared  to  do  its 
best  in  the  matter.  If  any  specific  cases  come  to  the 
attention  of  our  readers  we  should  be  glad  to  hear 
of  them. 

Caution  Needed  in  Applying  Style  Stimulus 

Should  the  style  stimulus  be  applied?  The  answer  to 
this  question,  as  ap])lied  to  the  shoe  business,  depends 
largely  upon  the  class  of  trade  done  by  the  individual 
retailer.  Tt  is  only  the  merchant  whose  clientele  is 
drawn  from  the  wealthier  part  of  the  conmiunity  who 
can  safely  attempt  to  stimulate  demand  in  this  way. 
"Caution"  is  a  good  watchword  for  the  trade  at  the 
mnnient,  though  it  is  hardly  necessary  to  dwell  upon 
it — for  those  who  were  utterly  reckless  in  the  boom 
days  would  now  be  cautious  if  they  could,  but.  for  the 
most  part,  they  are  reduced  to  the  necessity  of  selling 
out.  The  shrewd  business  man.  on  his  part,  needs  no 
warning. 

It  is  significant,  however,  that  in  the  States  many 
of  the  most  prominent  shoe  merchants  are  using  the 
style  stimulus  for  all  it  is  worth,  and  their  trade  jour- 
nals are  commending,  and  urging,  this  course.  Hut 
it  must  be  remembered  that  conditions  in  Canada  are 
not  just  the  same.  The  buying  public  here  are  less 
erratic  and  less  volatile — we  are  never  likely  to  ex- 
perience on  this  side  of  the  line  such  high  tides  of 
temporary  demand  as  they  have  over  there,  nor,  on  the 
other  hand,  are  we  likely  to  have  such  low  ebbs  of  trade. 
The  Canadian  i)ul)lic  as  a  whole  is  a  little  less  easily 
influenced,  a  little  more  stubborn,  and  while  it  is  cjuite 
susceptible  to  education,  it  cannot  just  be  led  by  the 
nose.  Neither  have  we  so  many  multi-millionaires 
whose  families  have  nothing  to  do  but  dress  them- 
selves. It  is  therefore  dangerous  for  the  Canadian  shoe 
merchant  to  take  too  much  for  granted  with  his  public. 
It  has  got  to  be  wooed  with  tact  and  care  for  it  is 
wary  of  traps,  and  suspicious  of  camouflage. 

Nevertheless,  where  a  retailer  has  a  high-class  clien- 
tele, we  believe  a  little  sweetening  with  new  style  is 
permissible  and  desirable. 

Figures  Can't  Lie— But  They  Can  Deceive 

There  is  considerable  confusion  among  shoe  merch- 
ants, as  well  as  other  branches  of  trade,  about  business 
figures  and  methods  of  calculation,  and  some  are  apt, 
during  this  period  of  declining  prices  to  "do"  them- 
selves out  of  a  great  deal  of  money  and  perhaps  even 
ruin  their  l)usiness  merely  through  mathematical  in- 
accuracies. 

For  example,  there  is  the  cpiestion  of  percentages. 
Many  make  the  mistake  of  muddling  percentages  that 
are  based  on  selling  price  with  those  that  are  based  on 
cost.  Expenses  and  gross  profits  must  be  calculated 
on  the  same  figures,  either  invoice  or  sales  prices.  It 
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is  more  convenient  to  use  the  celling  price,  as  the 
merchant  knows  from  day  to  day  and  year  to  year 
what  his  sales  figures  are.  The  comparative  results 
are  the  same,  no  matter  which  figures  he  may  use,  but 
what  must  be  guarded  against  is  the  use  of  invoice 
prices  for  the  calculation  of  gross  profits,  at  the  same 
time  and  the  use  of  sales  prices  for  the  calculation  of 
ex])enses. 

Another  pitfall  into  which  the  imwary  retailer  may 
fall,  particularly  at  the  present  time,  is  the  misunder- 
standing of  percentages  of  reduction  as  compared  with 
l)ercentages  of  increase.  It  must  be  remembered  that 
a  ,S3  1-.^  ])er  cent,  decrease  from  jjresent  prices  would 
l)e  e(|ual  to  a  50  per  cent,  rise  that  brought  them  to 
the  present  level.  To  illustrate:  If  a  shoe  that  origin- 
ally sold  for  $6.00  is  increased  to  $9.00,  we  call  that 
a  .^0  per  cent,  increase,  and  consider  it  cpiite  a  jump, 
l)ut  if  the  i)rice  is  again  reduced  from  $9.0()  to  $6.00 
that  is  referred  to  as  a  decrease  of  33  1-3  per  cent,  and 
it  does  not  sound  so  big.  It  is  just  here  that  the  re- 
tailer may  fool  himselt,  if  lie  gets  making  comparisons 
in  percentages  and  ducNn't  understand  them  fpiite 
clearly.  He  must  thoroughly  grasp  the  fact  that  a 
reduction  of  a  certain  percentage  from  the  original 
marked  price  of  an  article  represents  a  considerably 
higher  percentage  of  mark-d(nvn  when  the  new  selling 
price  is  usesd  as  the  basis. 


Buy  What  You  Want  When  You  Want  It 

The  best  advice  that  can  be  offered  shoe  retailers 
at  the  present  time  with  regard  to  their  buying  policy 
seems  to  be  simply  this:  "Buy  what  you  need."  It 
will  prove  poor  policy,  ,we  fear,  to  hold  of?  once  stock 
begins  to  be  depleted,  in  anticipation  of  lower  prices. 
If  retailers,  as  a  whole,  do  this,  there  is  bound  to  be 
an  upward  reaction  in  prices  in  the  spring  and  earh 
summer,  when  they  all  cc^me  into  the  market,  and  in 
the  meantime  sales  will  be  lost  because  of  poorly 
sorted  stocks.  The  wise  merchant,  theref(jre, 
while  keeping  his  stock  reasijnably  low,  and  a>  clean 
as  i)ossible,  will  not  hesitate  to  order  the  goods  when 
he  needs  them.  If  there  is  a  resumption  of  active 
Inlying  by  the  public  in  the  Sjjring.  which  many  be- 
lieve will  be  the  case,  the  man  who  has  his  stock  in 
good  shape  and  can  show  new  goods  will  get  the 
business,  while  the  man  with  bare  shelves  and  broken 
lines  will  simply  be  unaljle  to  handle  it. 

It  is  an  undeniable  fact,  however,  that  there  is 
a  considerable  percentage  of  retailers  who  are  still 
heavily  stocked,  and  who  w  ill  not  be  in  a  position  to 
go  into  the  market,  w'tb  anything  more  than  .sorting 
orders,  for  some  time  to  come.  It  would  be  foolish- 
ness for  a  man  whose  stock  is  50  or  75  per  cent,  larger 
than  it  ought  to  be  ;il  this  season  to  go  ahead  and 
purchase  new  goods  for  future  requirements.  .And 
despite  the  fact  that  little  buying  has  been  done  so 
far.  this  is  the  situation  in  which  many  find  theni- 
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selves,  witli  a  stock  that  will  carry  their  business  for 
six  niDiiths  (ir  more  without  the  necessity  of  replenish- 
ing tlieir  slielves.  This  is  not  an  encouraging  state- 
ment to  make,  but  it  cannot  be  denied  that  it  repre- 
sents the  actual  conditions  in  an  appreciable  percent- 
age of  shoe  stores.  On  the  other  hand  there  are  a 
number  of  merchants  who  have  their  stocks  in  a  nor- 
mal condition,  and  these  ought,  and,  we  believe,  will, 
buy  their  requirements,  cautiously  but  continuously 
from  now  on,  or  at  least  as  soon  as  they  have  taken 
their  inventory  and  know  exactly  how  they  stand. 

Retailers  whcj  need  new  goods  should  go  ahead  and 
])uv  them,  else  when  we  get  on  in  the  Spring,  and  early 
Summer,  there  will  be  a  suddenly  accentuated  de- 
mand, which  the  manufacturing  industry,  with  cur- 
tailed staffs  and  restricted  output,  will  not  be  in  a  posi- 
tion to  handle,  and  the  result  will  be  an  upward  reac- 
tion in  prices.  Retailers  who  are  still  over-stocked 
do  not  need  advice  as  to  their  buying  policy.  They 
will  not,  and  cannot,  go  into  the  market  for  future 
requirements,  until  their  stock  is  brought  t(i  normal 
again. 


'Xold  Feet"  Will  Kill  Trade 

If  Canadians  have  faith  in  the  resources  and  possi- 
bilities of  Canada,  now  is  the  time  to  demonstrate  it. 
In  the  piping  times  of  great  prosperity,  we  don't  need 
much  faith — we  simply  make  hay  while  the  sun  shines, 
r>ut  uninterrupted  "boom"  times  in  anv  country,  or  in 
any  age,  are  an  impossibility.  There  must  be  periods 
of  depression,  of  readjustment  and  of  curtailed  de- 
mand. It  is  such  conditions  as  these  that  test  our 
faith  in  ourselves  and  in  our  country.  If  there  is 
timidity  and  hesitancy  at  the  first  sign  of  foul  weather, 
it  surely  is  an  evidence  of  a  lack  of  that  confidence, 
that  progressive  and  determined  spirit,  which  are  es- 
sential to  the  development  of  this  Dominion  to  the 
full  extent  of  its  possibilities. 

The  manufacturers  of  Canada  have  reaped  rich 
harvests  during  recent  years.  The  demand  for  their 
l)roducts  was  greater  than  the  su])j)ly.  Prices  rose 
without  interruption,  and  the  consuming  public  spent 
their  monc}^  almost  without  stint.  It  was  almost  im- 
j^ossible  that  anv  wide-awake  business  man  should 
not  make  large  profits.  Such  conditions,  however, 
could  not  last  indefinitely — we  are  now  getting  down 
to  earth  again,  and  we  have  before  us  big  problems 
and  perhaps  some  stiff'  work  for  a  while.  But  is  that 
sufficient  reason  why  we  should  give  way  to  timidity 
and  ]:)essimism?  Rather  it  should  call  forth  all  the 
greater  energy  and  the  greater  daring.  The  negative 
attitude  w  ill  merelv  increase  our  difficulties  and  assist 
in  making  times  far  worse  than  they  are.  There  has 
lieen  a  tendency  to  let  up  on  salesmanship  and  on  ad- 
\  ertising,  to  sit  tight  and  hold  tight  instead  of  getting 
>'Ut  and  ru-^tling  for  l)us;ness.    That  is  the  spirit  thai 


is  helping,  and  will  continue  to  help,  to  kill  trade.  It 
it  continues,  our  situation  will  grow  more  difficult. 
Let  us  not  forget  that  Providence  and  the  people 
make  the  times.  Canada  has  bumper  crops  this  year, 
and  if  times  are  bad  we  can't  l^lame  it  on  Providence, 
but  only  on  ourselves. 


Clear  the  Decks  for  Action 


While  many  are  deploring  the  downward  trend  of 
retail  prices,  there  seems  to  be  among  the  biggest 
merchants  of  this  continent  a  general  feeling  of  relief 
that  we  are  on  our  way  to  a  sounder  and  safer  condi- 
tion of  trade.    "It's  well  it  came  when  it  did;  if  prices 
had  kept  on  rising  for  another  year,  there  would  have 
been  a  complete  crash  when  the  l^reak  came,  "  seems 
to  be  about  the  viewpoint  from  which  they  regard  the 
situation.    Losses  are  taken  philisophically — hy  those 
who  can  stand  theiu — and  business  men,  who  have 
sufficient  stabilit}-  to  weather  the  present  crisis,  are 
clearing  their   decks   for   action  in  a  new  and  more 
strenuous  kind  of  struggle  than  they  have  yet  been 
engaged  in.    Every  man  welcomes  a  period  of  pros- 
perity and  easy  profits,  but  the  shrewd,  progressive, 
ambitious  merchant  takes  satisfaction  in  the  time  of 
testing,  too,  when  every  resource  of  mind  and  charac- 
ter must  be  called  upon  and  success  is  only  won  with 
blood  and  sweat.    It  is  interesting  to  note  the  remark^ 
of  James  Simpson,  Vice-president  of  Marshall  Field 
&  Co.,  on  .the  situation.    Writing  in  the  Dry  Goods 
Economist,  he  says,  in  part:  "When  the  sole  object 
was  winning  the  war,  business  had  to  be  given  sec- 
ondary consideration.  During  this  period  when  every- 
thing was  more  or  less  upset,  standards  of  service 
suff'ered,  and  now  we  turn  in  earnest  to  the  task  of 
resuming  our  course. 

"W^e  find  a  new  world — a  new^  race — a  new  spirit 
stirring  all.  Every  progressive  business  is  stripped 
for  action.  Competition  is  to  be  at  its  keenest.  Every 
ounce  of  ability,  efficiency  and  resource  will  be  pui 
to  the  test.  It  is  to  be  a  survival  of  the  fittest — a  race 
of  the  strong  and  the  swift — the  laggard  must  fall. 

"The  immuta]-)le  law  of  supply  and  demand  was 
the  controlling  and  dominating  factor  in  starting 
prices  toward  a  lower  level.  Production,  which  had 
been  curtailed  during  the  war  to  make  place  for  the 
necessities  of  war,  required  the  two  years  intervening 
since  the  armistice  to  catch  up  with  the  demand,  and 
in  the  very  nature  of  things  during  that  time,  prices 
of  a  great  many  commodities  ha\'e  been  on  a  mad 
debauch. 

"When  production  increased  to  a  point  where  it 
supplied  demand  the  inevitable  happened— a  sudden 
decline  in  price  of  nearly  every  commodity  from  the 
dizzy  heights  which  had  been  reached." 
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The  Acton  Tanneries  of  Beardmore  &  Co 
and  Their  Far-Famed  Product 

A  Description  of  the  Tanneries  and  a  Brief  History  of  the  Development  of  tlie  Beardmore 
Organization -Founded  in  a  Small  Way  at  Hamilton,  Ont.,  Over  Seventy-Five  Years 
Ago— Now  Operate  Large  Tanneries  at  Acton  and  Bracebridge— Acton 
Plants  Have  Floor  Space  of  Nearly  a  Million  Square  Feet 


IN  the  year  1844.  the  late  Mr.  George  L.  Beard- 
more laid  the  foundation  stone  of  what  is  now 
one  of  Canada's  premier  industrial  organizations. 
Seventy-six  years  of  steady  and  gradual  develop- 
ment has  placed  the  firm  of  Beardmore  &  Co.  in  the 
position  where  they  can  lay  claim  to  the  ownershi]* 
of  the  largest  tanneries  in  the  British  Empire.  It 
was  in  Hamilton  that  the  founder  of  this  great  con- 
cern first  engaged  in  the  tanning  business  for  him- 
self, after  having  spent  some  years  learning  tanning 
in  a  plant  near  Toronto.  Here  he  came  in  1844  on 
the  instigation  of  his  younger  brother,  Joseph  Beard- 
mo-re,  who  had  come  to  Canada  some  years  previously. 
Both  the  brothers  were  of  English  birth  and  spent  the 
early  part  of  their  life  in  the  Old  Land.  Mr.  Joseph 
Beardmore  had  also  learned  tanning  in  England,  in 
a  plant  near  Liverpool,  and  induced  his  brother  to 
join  him  in  the  tanning  business.  So,  in  partnership, 
they  built  a  stone  tannery  in  Hamilton,  being  the  first 
stone  tannery  in  Canada,  with  but  a  very  meagre  out- 
put compared  with  the  company's  production  to-day. 
This  plant,  of  which  we  show  a  view,  still  stands  as 
a  monument  to  the  first  Beardmore  tanning  enterprise, 
although  it  is  no  longer  used  for  the  manufacture  of 
leather. 

A  few  years  after  the  business  in  Hamilton  had 
been  established  Joseph  Beardmore  died,  leaving  the 
elder  brother  to  carry  on  alone.  Another  serious  mis- 
hap occurred  shortly  afterwards,  when  a  fire  broke  out 
in  the  tannery,  which  burned  out  the  plant  and  stock, 
and  left  only  the  building  standing.  Mr.  George  L. 
Beardmore  did  not  attempt  to  re-establish  himself  in 
these  premises,  but  moved  in  1854  to  Toronto,  where 


he  engaged  in  business  as  a  leather  merchant,  and  at 
the  same  time  he  continued  to  supi)ly  the  trade  in 
Hamilton.  For  some  years,  however,  he  did  not  un- 
dertake production,  only  on  a  very  small  scale  in  a 
little  i)lant  on  the  Grand  River.  Then  an  opportunity 
gain  presented  itself  for  extending  his  tanning  oi)era- 
tions  considerably  by  accjuiring  a  plant  in  Guelph.  Mri 
Beardmore  took  over  this  plant  and  continued  to  oper- 
ate it  until  the  year  1865,  when  he  ])urchased  a  tannery 
in  .\cton,  which  formed  the  nucleus  of  the  great  or- 
ganization that  has  since  deveIo[)ed.  The  next  exten- 
sion was  made  in  the  eighties,  by  the  purchase  of  a 
small  wooden  plant,  also  in  Acton,  by  Messrs.  W.  D., 
G.  W.  and  A.  O.  Beardmore,  which' had  previously  been 
used  for  the  i)roduction  of  cordovan  leather.  When 
the  Beardmore  brothers  acquired  this  tannery  they 
made  considerable  additions  to  it,  and  turned  it  over 
to  the  manufacture  of  harness  leather.  Again  in 
the  nineties,  Beardmore  &  Co.  saw  an  opening  for 
further  developing  their  business,  and  branched  out 
into  the  production  of  belting  leather  in  the  same 
plant. 

By  that  time  the  organization  was  fairly  well  built 
up  and  consolidated  and  there  has  since  been  a  pro- 
gressive development  according  as  the  demand  for  the 
company's  products  has  increased.  Some  forty  years 
ago  they  built  their  Bracebridge  plant,  where  the 
"Muskoka"  hemlock,  which  is  so  well-known  to  the 
trade,  is  tanned.  This  plant,  like  all  their  tanneries, 
has  been  remodelled  and  modernized  from  time  to 
time  and  is  to-day  amongst  the  largest  in  the  country. 

In  the  year  1893,  Mr.  Geo.  L.  Beardmore  passed 
away,  and  the  business  was  carried  on  by  his  four 
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sons,  the  late  Mr.  VV.  D.  Beardmore,  and  the  present 
partners  in  the  company,  Messrs.  G.  W.  Beardmore, 
A.  O.  Beardmore  and  F.  N.  Beardmore.  Mr.  W.  D. 
Beardmore  entered  the  business  at  the  early  age  of  16 
years,  and  worked  his  way  up  until,  in  the  year  1870, 
he  was  admitted  into  partnership,  while  still  quite 
a  young'  man.  In  May  of -the  year  1915  he  died,  and 
Mr.  Geo.  W.  Beardmore  then  became  the  senior  part- 
ner in  the  firm. 

The  Beardmore  interests  now  include — in  addition 
to  the  parent  concern,  Beardmore  &  Co., — three  sub- 
sidiaries, the  Acton  Tanning  Co.,  Ltd.,  the  Muskoka 
Leather  Co.,  Ltd.,  and  the  Beardmore  Belting  Co., 
Limited.  The  plant  operating  under  the  firm  name 
of  Beardmore  &  Co  ait  Acton,  Ont..  is  devoted  ex- 
clusively to  the  production  of  oak  sole  leather ;  the 
Muskoka  tannery  at  Bracebridge,  as  mentioned  be- 
foje,  manufactures  "Mviskoka"  hemlock  sole  leather 
exclusively,  while  in  the  plant  of  the  Acton  Tanning 


which  are  let  to  them  at  a  nominal  rental,  ranging 
from  $6  to  $8  per  month.  Sixty  houses  are  rented 
out  in  this  way  at  the  present  time.  Also,  at  the  peti- 
tion of  their  men,  they  have  recently  opened  a  store  in 
x'Vcton,  known  as  the  Tannery  Co-operative  store, 
where  provisions  of  all  kinds  are  sold  more  cheaply 
than  thev  can  be  bought  elsewhere.  The  store  is  run 
on  a  basis  of  only  paying  expenses,  and  none  but  tan- 
nery workers  are  supplied  with  goods. 

Another  very  pleasing  feature  is  the  splendid  club 
recreation  facilities  which  the  compaii}'  have  provided 
for  their  employees.  A  club  has  been  established,  of 
which,  for  a  nominal  fee  anv  employee  may  become 
a,  member.  The  priviliges  of  membership  include  the 
use  of  tennis  courts,  quoit'ng  grounds  and  bowling 
greens  (some  of  the  finest  in  Canada),  and  a  very 
fine  club  room  where  social  functions  are  often  en- 
joyed. They  have  also  just  completed  a  large  skating 
rink  85  ft.  x  190  ft.  with  seats  on  the  sides  accommo- 


Co._  harness  and  belting  leathers  are  tanned,  in  addi- 
tion to  chrome  sole,  upper,  case,  bag,  strap,  sandal  and 
other  light  leathers.  The  Beardmore  Belting  Com- 
pany in  Toronto,  manufactures  belts  from  the  product 
supplied  by  the  Acton  Tanning  Co.,  while  cut-soles, 
taps,  lifts,  and  counters  are  also  turned  out  in  special 
departments  operated  in  Toronto  for  factory  and  find- 
ers' trade. 

Some  idea  of  the  main  tanneries  at  Acton  may  be 
gathered  when  it  is  stated  that  they  have  a  combined 
floor  space  of  nearly  a  million  square  feet,  and,  with 
the  company's  farm,  and  their  employees'  houses,  cover 
an  area  of  over  500  acres.  The  capacity  of  these  tan- 
neries is  over  one  million  sides  of  leather  per  year, 
and,  on  the  average,  5(X3  men  are  regularly  employed. 

The  company  has  been  making  every  possible  pro- 
vision for  the  welfare  of  their  employees.  In  many 
trades  the  work-people  have  been  hard  hit  by  the  high 
cost  of  living,  despite  increases  in  their  wages,  but 
Beardmore  &  Co.  have  taken  steps  to  reduce  their  em- 
ployees' living  expenses  as  far  as  possible.  One  of 
their  schemes  has  been  to  build  homes  for  their  men, 


dating  40'  spectators,  also  a  commodious  and  well- 
equip^^ed  raiilding  containing  dre.->smg  and  waiting 
rooms  for  1  j',:h  ladies  and  gentlemen.  This  nnk  is  on 
the  firm's  '^roperty  and  is  open  not  only  to  the  em- 
ployees but  also  to  the  residents  of  Acton  on  payment 
of  a  small  fee,  sufficient  to  maintain  the  ice.  These 
means  of  entertainment  lend  attractions  to  life  in  the 
small  town  which  makes  it  compare  very  favorably 
with  the  city  existence. 

The  town  of  Acton  where  the  tanneries  are  located 
has  a  population  of  about  2,000,  most  of  whom  are 
the  Beardmore  employees  and  their  families.  Acton 
is  about  35  miles  from  the  city  of  Toronto,  on  the 
main  line  of  the  Grand  Trunk  Railway.  The  Toronto 
Suburban  e  lectric  line  also  connects  it.  with  the  city. 

It  is  the  sole  leather  tanner}^  operated  by  Beard- 
more &  Co.,  which  will  be  of  most  interest  to  the  read- 
ers of  Foo;wear  in  Canada,  and  we  propose  to  take 
them  for  a  trip  through  this  plant  ^'ia  the  printed 
]jage,  and  will  make  the  visit  as  interesting  and  in- 
structive as  we  know  how. 

In  the  hide  storage  warehouse,  there  is  little  to 
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notice  except  the  hides.  tlToii^li,  in  ])assin<4,  it  is  wortli}- 
of  mention  that  closed  bins  are  ])rovided  for  foreign 
skins,  and  in  these  all  hides  received  from  India,  China, 
South  America,  or  elsewhere,  must  be  placed  as  soon 
as  they  are  received,  nor  is  it  allowable  to  remove 
them  until  thev  are  inspected  and  passed  by  the  (io'.- 
eriiment  nispcctur,  when  they  must  forth w  th  be  pre- 
Ijarcd  for  the  tannin<^-  process  and  placed  in  the  vats. 
These  jirecautions  are  taken  in  order  to  prevent  the 
introduction  of  infectious  diseases  to  which  the  cattle 
in  these  foreign  countries  are  apt  to  be  subject. 

Passing  to  the  beam-house,  we  find  at  one  end  tem- 
porary storage  facilities  for  the  h'des  brought  in  fmni 
the  hidehouse.  Here  the  hides  are  piled,  lird  np  in 
bundles,  just  as  they  have  been  ship])ed  in  on  the 
freight  cars.  A  large  percentage  of  the  hides  used  by 
lieardmorc  i^:  Co.  cnme  Ironi  .South  America,  Ixith  in 


the  dry  state  and  vvel  salted.  I'or  the  most  part,  how- 
excr.  ])acker  hides  are  used,  obt.iincd  from  the  Cana- 
dian and  U.  S.  abattoirs. 

The  dry  h'des  are  soaked  \i>y  about  a  week  and 
are  then  put  through  the  hide  mills  to  restore  them 
as  nearly  as  possible  to  their  original  condition  as 
they  came  off  the  back  of  the  animal.  The  wet  salted 
hides  are  soaked  to  clean  them,  .\fter  this  has  been 
done,  each  hide  is  slit  down  the  back,  making  two  sides. 

The  ne.xt  step  is  to  place  the  sides  in  the  lime 
\ats,  for  the  i)uri)ose  of  loosening  the  hair.  The  lim- 
ing process  which  occupies  about  li\e  da\s,  makes  it 
possible  to  remo\  ('  the  hair  without  injuring  the  grain 
ol  the  hide.  i'lic  unhairing  machine  has  a  long  c\  lin- 
der  with  Idunt  corrugations,  which  revohes  rai)idl_\ 
and  actnallx'  pulls  the  hair  right  out.  as  it  swings 
from  toi)  to  bottom  of  the  hide. 


The  Acton  harness,  strap,  bag  and  belting  leather  tannery  at  Acton.     Here  also  the  upper  and  chrome  sole  leather  are  tanned. 
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The  outside  of  the  hide  having  been  cleaned  of 
hair,  the  flesh  side  must  receive  attention,  and  the  hide 
is  passed  to  a  fleshing-  machine,  which,  by  means  of  a 
revolving  spiral  knife,  remoxes  any  flesh  that  may 
be  adhering  to  the  skin. 

The  finishing  touches,  however,  must  be  given  by 
hand,  and  a  couple  of  men  go  over  each  side,  trimming 
it,  and  removing  any  remaining  hair  or  flesh. 

Then  the  hides  are  selected.  There  are  four  classi- 
fications by  which  the  selections  are  made:  Good, 
rejects,  pasters  and  glues.  A  "Good"  hide  is  one  that 
comes  from  a'  sound,  healthy  animal,  and  has  been 
well  taken  ofi^ ;  a  "Reject"  is  a  hide  that  may  ha\  e 
been  branded  or  cut  in  some  sp(jt  where  it  breaks  into 
the  best  of  the  leather;  a  "Paster"  is  one  that  has  the 
grain  badly  damaged  due  to  a  poor  take-off^,  while  a 
"Glue"  is  not  a  hide  at  all  from  the  tanners'  stand- 
point inasmuch  as  it  is  simply  consigned  to  the  refuse 
pile  of  trimmings  which  are  shipped  to  the  glue  manu- 
facturers. 

'J'hese  trimmings  are  not  the  oniy  by-product  from 
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vats  in  which  they  are  subjected  to  a  chemical  treat- 
ment, which  thoroughly  removes  the  lime. 

Now  all  the  preliminaries  are  through  with,  and 
we  have  the  hides  "in  the  nude,"  so  to  speak,  ready  to 
get  into  the  liquor.  Before  they  proceed  to  the  tan- 
yard,  however,  they  are  first  put  into  the  coioring 
wheels,  where  they  are  immersed  in  weak  tanning 
solutions  which  give  them  their  initial  coloring. 

This  brings  us  to  the  last  operation  in  the  beam- 
house,  and  the  hides  now  pass  on  their  way  to  the 
tanyards. 

Beardmore  &  Company's  entire  production  of  sole 
leather  at  Acton  is  all  oak-tanned,  but  as  a  preliminary 
to  the  oak  tannage  the  sides  are  placed  in  bark  li- 
quors. They  are  treated  in  different  "layers,"  the 
trade  name  for  the  different  strengths  and  combina- 
tions of  liquor.  Four  "layers"  is  the  usual  run  in  a 
bark  yard.  When  the  layer  is  being  changed,  the 
sides  are  lifted  out  of  the  vat,  the  old  liquor  is  run  off, 
and  a  new  licjuor  is  run  in.  Then  the  sides  are  re- 
placed in  the  same  vat.    This  is  the  method  followed 

 ,  ,  — ,  ,  4. 


the  hide.  There  is  also  the  hair,  which  is  carefully  set 
aside  and,  after  cleaning  and  drying,  is  shipped  out 
to  carpet  works,  felt  manufacturers,  and  to  builders' 
supply  concerns  for  use  as  plasterers'  hair.  The  oper- 
ation of  the  machine  used  for  drying  the  hair  is  worth 
watching.  After  the  hair  leaves  the  slushing  tank  in 
which  it  is  washed,  it  is  carried  on  a  belt  conveyor 
and  deposited  in  a  container,  on  one  side  of  which  there 
is  a  moving  apron  bristling  with  short  steel  pins,  which 
pick  up  the  hair  in  small  quantities.  The  a])ron  is 
continuous,  like  a  wash-towel  on  a  roller,  and  the  hair 
is  carried  over  to  the  other  side — draining  in  the 
meantime — and  is  blown  off  by  a  fan  upon  a  con- 
veyor which  carries  it  through  an  enclosed  compart- 
ment, heated  to  a  temperature,  of  140  degrees.  When 
it  reaches  the  other  end  of  the  com.partment  it  comes 
out  dry.  It  is  then  put  into  a  baling  machine  and  is 
made  up  into  200-lb.  bales,  or  packed  in  sacks  or 
paper  bags.  The  white  hair  is  kept  separate,  being 
about  five  times  more  valuable  than  the  red. 

After  the  sides  have  been  selected,  they  go  through 
the  bating  process.    In  this  process  they  are  hung  in 


in  the  lleardmore  tanner}',  but  in  some  plants  the  hides 
are  changed  from  vat  to  vat,  each  vat  containing  a 
stronger  liquor. 

When  the  hides  haxe  been  treated  in  the  bark, 
during  a  period  averaging  about  two  months,  they 
are  transferred  to  the  extract  yards  where  they  re- 
ceived the  oak  tannage,  remaining  in  the  liquors  a 
somewhat  longer  time.  When  we  speak  of  hemlock 
tannages  and  oak  tannages,  it  may  be  well  to  mention, 
for  the  information  of  those  who  are  not  acquainted 
with  the  technicalities  of  the  tanning  business,  that 
a  hemlock  tanning  liquor  is  not  pure  hemlock  solution, 
nor  is  an  oak  liquor  made  from  pure  oak  extract.  In 
the  oak  liquors,  there  is  a  certain  percentage  of  other 
tanning  materials  sometimes  added,  besides  other 
chemicals,  varying  according  to  the  tanyard  foreman's 
special  j^references,  just  as  one  cook's  recipe  for  a 
certain  dish  varies  from  another's.  Similarly  the 
length  of  time  in  the  different  layers  is  varied  —  but 
these  are  the  secrets  of  the  trade. 

Coming  out  of  the  vats,  the  sides  are  put  through 
wringing  machines,  and  the  excess  moisture  pressed 
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Sole   leather   tannery  btamhouse — Here  the   hides   are   first   put    through    the   limes   in   order  to 

loosen   the   hair.     Then   they  are   unhaired  (mechanically),   fleshed,   trimmed,   and   finally  selected  in 

four  grades  and  tripe  weighed,  preparatory  to  passing  to  the  lanyards.  In  the  foreground  are  seen 
the  lime  vats. 


Sole  leather  yard  and  tanning  vats — Afttr  re 
the  hides  are  transferred  to  the  tanning  vats 
of  about  two  months,  and  are  then  placed  in  the 
longer  period.     Several  different  "layers"  are  use 


Sole  leather  scttmg  machine — After  the  leather  is  removed  from  the  bleaching  tanks  it  is  hung 
up  in  the  dry  loft  and  after  a  day  or  two  is  taken  down  and  put  through  the  setting  machine  which 
sets  jt  out  smooth.    It  then  returns  to  the  dry  loft,  where  it  remains  several  days  longer. 


{Upperj   Sol;  leather  extract  drums — These  ai 
are  removed  from  the  tanning  vats.     (Lower)   So' 1 
of  the  leather  is  the  rolling  process.     This  is  d( : 
which  are  driven  back  and  forth  at  high  speed. 
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ing  their  initial  coloring  in  the  coloring  wheels.  Sole   leather   bleaching   room — When    the    hides   are    taken    from    the    tanning    liquors,    they  are 

i   are  first  s:iven  a  bark  treatm  nt  for  a  period  first  wrung  out  and  put  through  the  extract  and  oil  drums,  and  then,  as  the  final  step  in  their  vat 

I  extract  vats,  where  they  remain  for  a  somewhat  treatment,  are  passed  to  the  bleaching  room,  where  they  are  immersed  in  bleaching  solutions.  The 

the  process.  picture  shows  how  the  men  remove  the  hides  from  the  vats  by  means  of  poles  with  iron  hooks  on  the  end. 


1 


;  drums  in  whi^r.  the  hides  are  placed  after  they 
sther  rollers — The  final  stage  in  the  manufacture 
oy  brass  rollers,  attached  to  great  rocker  arms 


Sole  leather  finishing  and  shipping  room — Here  we  see  the  sides  of  leather  ready  to  be  sent 
out  to  the  shipping  warehouse.  It  is'  first  weighed  and  stamped  and  brushed.  The  scales  are  shown  on 
the  right  of  the  picture  and  the  brushing  machine  in  the  centre. 


44 


IN  CANADA 


Jaiuiary,  1921 


out  (if  tluMii  l)et\vfcii  rnlk-rs.  Tlu'}'  louk  l.kc  Ifatlicr 
then,  hut  ha\c  not  tlie  life  and  pliability  we  find  in  the 
finished  i)niduct.  'I'his  is  i)artlv  sui)|)lied  in  the  uil- 
drums  where  the  sides  next  are  phiced. 

After  they  have  been  thoroughly  oiled,  they  are 
brought  to  the  dry  lofts  where  they  remain  until  they 
are  well  dried  out.  The  length  of  time  required  aver- 
ages about  a  week,  varying  with  the  weather.  Tn  dry 
weather,  the  leather  will  dry  much  more  quickly,  than 
when  the  atmos])here  is  damj)  and  heavy. 

The  Heardmore  dry-loft  has  a  capacity  of  about 
30,000  sides,  there  being  two  decks — an  upper  and  a 
lower.  The  sides  are  sus])ended  on  wooden  frames 
by  means  of  sticks.  Warm  air  is  distributed  through- 
out the  building  by  means  of  a  powerful  electric  fan 
and  ducts  underneath  the  floor. 

.\fter  it  has  been  hung  U])  for  aljout  a  day.  the 
leather  is  taken  down  again  and  is  put  through  a 
sjjreading  out  machine,  'i'his  machine  has  rollers  with 
deep  s])iral  corrugations  diverging  from  the  centre, 
and  as  the  leather  passes  luider  these  it  is  rolled  and 
spread  out  toward  the  edges.  Then  it  again  goes  to 
the  drying  loft,  where  it  is  left  for  several  days  longer. 

The  next  department  to  which  it  passes  is  the  roll- 
ing room.  .Strange  as  it  may  seem,  the  first  thing  that 
is  done  to  the  leather  after  it  comes  to  the  rolling 
room  from  the  dry  loft  is  to  damijen  it  again,  after 
which  it  is  placed  in  warm  compartments  for  several 
hours.  This  process,  which  is  known  as  "samniying," 
has  the  effect  of  making  the  leather  more  flexible  and 
amenable  to  rolling.  When  it  is  taken  from  the  warm 
compartments,  still  slightly  moist,  it  is  first  rough- 
rolled,  and  once  more  it  returns  to  the  dry  loft.  After 
a  day  or  two,  it  is  sent  back  to  the  rolling  department 
and  receives  its  final  rolling.  The  rolling  is  done  by 
brass  rollers  attached  to  big  rocker  arms  which  arc  sus- 
pended from  the  roof  and  are  driven  to  and  fro  very 
rapidly  like  great  pendulums.  There  are  a  number  of 
these  rolling  machines,  each  attended  by  one  operator, 
who  handles  the  leather  beneath  the  roller.  The  tables 
ui)on  which  the  leather  is  ])laced  have  movable  sec- 
tions, which  the  operator  can  raise  by  stepping  upon 
a  lever,  thus  pressing  the  leather  tightly  against  the 
roller  as  it  passes  over.    This  ironing  and  rolling 


smoothes  the  leather  out  and  L^i\es  it  the  smooth  high 
finish,  so  ])leasanl  to  the  touch,  which  characterizes 
the  best  (|ualitv  i)rodnct. 

This  strenuous  operation  com|)letes  the  manufac- 
turing i)rocex^  and  the  sides  of  leather  are  then  stamped 
and  weighed,  and  just  before  being  shipped  out,  they 
are  put  through  a  brushing  machine  which  brightens 
them  up  and  cleans  ofT  any  dust  or  dirt  that  max  have 
been  gathered. 

Then  the  leather  is  sent  to  the  warehouse,  where 
it  is  placed  in  the  different  selections,  and  kei)t  in 
stock  read\'  to  ship  out  on  recei])t  of  orders  from 
manufacturer  or  jol)ber. 

Thus  we  ha\'e  come  to  the  end  of  the  slor\-  of  the 
tanning  of  ".\cton"  oak  sole  leather.  The  plant  in 
which  this  leather  is  turned  out  has  a  floor  space  of 
280,000  s(|uare  feet  and  a  capacity  of  6,000  sides  a  week. 
The  average  number  of  employees  is  about  200. 

As  mentioned  .earlier  in  this  article,  belting  and 
harness  leather  is  also  tanned. at  .Acton,  in  a  separate 
l)lant,  and  by  a  separate  company,  the  Acton  Tanning 
Co..  owned  and  operated  by  IJeardmore  &  Co.  The 
process  of  tanning  heavy  leathers  is  very  similar,  but 
it  will  be  of  interest  to  mention  one  or  two  points 
wherein  the  manufacture  of  belting  and  harness  leather 
dififers  from  the  manufacture  of  sole  leather. 

In  the  first  place,  it  may  be  pointed  out  that  only 
the  \ery  best  part  of  hide  can  be  used  for  belting 
leather.  The  head,  the  bellies  and  the  shoulder  are 
cut  off,  leaving  a  piece  of  leather  a])proximately  square, 
known  as  a  belting  butt,  which  is  cut  into  widths  for 
the  various  sizes  of  belting — ten,  fifteen,  eighteen,  and 
right  up  to  as  wide  as  fifty  inches.  Practically  the 
wdiole  hide,  however,  prov  ided  it  is  sound,  can  be  used 
for  harness  leather. 

After  the  leather  has  been  tanned  and  dried,  it  is 
stufifed,  that  is  filled  with  grease  in  large  revolving 
drums.  This  is  done  with  the  same  object  in  view  as 
the  oiling  of  the  sole  leather — that  i-s,  to  give  it  life 
and  flexibility— but  the  material  used  is  of  a  heavier 
c'onsi.stency.  .. 

The  beltjiig  leather,  after  tanning  and  stuffing,  is 
stretched  upon  a  rack,  so  that  it  will  not  stretch  on 
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The  Acton 
Tanning 
Company's 
Plant 


(Upper)  The  harness  and 
belting  beam  house. 
(Middle)  The  chrome  tan- 
ning paddles,  where  the 
chrome  sole  and  light  leath- 
ers are  tanned.  (Lower) 
Light  leather  shaving  and 
splitting  machines. 
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the  pulleys  when  in  use.  The  amount  of  stretch  varies 
according  to  the  weight  of  the  leather,  the  average 
being  about  an  inch  to  the  foot. 

It  will  also  be  interesting  to  take  a  look  into  the 
light  leather  department.  Here  upper  leathers,  sandal 
bellies,  lace  leathers,  etc.,  are  turned  out. 

The  preparation  of  the  hide  is  much  the  same  os 
in  the  case  of  the  sole  leather;  it  is  unhaired,  fleshed, 
trimmed  and  bated,  after  which  it  is  ready  for.  the"  tan- 
ning process.  For  the  upper  leathers  a  chrome- tan- 
nage is  used,  the  hides  being  placed  in  vats,  in  which 
both  the  liquor  and  the  hides  are  kept  moving  all  the 
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time  by  revolving  paddle  wheels.  This  hastens  the 
process  and  in  a  matter  of  three  or  four  weeks  the 
leather  is  ready  to  remove. 

One  of  the  most  interesting  machines  in  the  light 
leather  department  is  the  splitting  machine,  which 
splits  the  leather  so  as  to  make  it  light  enough  for  use 
in  shoe  uppers.  The  skin  is  passed  between  rollers, 
and  is  brought  in  contact  with  the  edge  of  a  rapidly 
moving  belt  knife,  which  shears  evenly  through  the 
skin.  This  machine  is  accurate  to  the  last  degree,  and 
can  be  set  to  take  ofif  a'  shaving  as  thin  as  paper,  if 
that  were  necessary.  The  grain  side  of  the  leather  is 
of  course  used  for  the  upper,  while  the  splits  are  used 
for  cheap  working  gloves,  mitts  and  so  on.  The  split- 
ting of  the  skin  is  done  before  it  is  tanned. 

After  the  leather  comes  from  the  tanning  vats,  it 
goes  to  the  light  leather  drum  department  where  it  is 
fat  liquored,  and  colored  or  bleached.  The  bleaching  is 
done  when  a  light  colored  product  is  desired. 

After  the  coloring  the  light  leathers  are  dried  by 
stretching  out  and  tacking  on  frames  which  are  placed 
in  a  dry  loft.  When  they  are  well  dried  out  they  are 
taken  to  the  currying  department  where  they  are  set 
out  and  jacked  or  rolled  and  finished. 

The  principal  colors  in  which  the  upper  leathers 
are  produced  are  black,  mahogany  and  nut  brown. 
They  are  also  obtainable  in  a  very  wide  variety  of 
other  shades.  It  is  surprising  the  fine  appearance  and 
soft  velvety  finish  which  is  obtained  in  a  high-class 
side  leather.  In  the  best  quality,  the  grain  is  so  fine 
and  the  feel  of  it  so  pleasing-  as  to  make  it  difficult  to 
distinguish  it  from  calf. 

The  sandal  bellies  are  bark  tanned,  and  then 
shaved  on  the  splitting  machine.    The  remainder  of 


the  process"  is  similar  to  that  used  with  the  upper 
leathers. 

Chrome-tanned  sole  leather  is  also  produced  in  the 
Acton  plant.  This  is  used,  for  the  most  part,  for  the 
soles  of  shoes  which  get  extra  hard  wear  and  require 
a  water-proof  sole.  It  is  lighter  weighing  than  the  bark- 
tanned,  but  very  hard-wearing.  The  appearance  and 
feel  of  it,  however,  are  not  -nearly  so  pleasing  as  the 
oak-tanned  product. ' 

There  are  a  few  interesting  departments  in  the 
Beardmore  tanneries,  outside  of  these  in  which  the 
manufacture  of  leather  is  actually  carried  out.  There 
is  the  leech  house  where  the  tanning  liquors  are  pre- 
pared. Here  in  great  tanks  the  acids  are  steamed  out 
of  the  hemlock  bark,  which  is  first  ground  to  a  powder 
in  the  bark  mill.  The  liquor  produced  is  drained  ofl: 
to  storage  tanks,  while  the  spent  bark  is  removed, 
dried  and  used  as  fuel.  For  the  oak  liquor  this  is  not 
necessary,  as  it  is  shipped  in  from  the  south  in  a 
liquid  extract  form.  It  comes  in  tank  cars  which  dis- 
charge it  into  a  pipe  line  connected  with  the  storage 
tanks.  Quebracho  extract,  which  is  also  a  component 
of  some  of  the  liquors,  comes  in  the  form  of  a  solid 
gummy  substance. 

Another  department  worth  visiting  is  the  com- 
|)any's  power  plant  where  they  develop  "their  own  elec- 
tric current  for  power  and  lighting  purposes.  There 
is  a  battery  of  6  boilers,  and  a  500  h.p.  steam  engine, 
connected  to  an  electric  generator.  Most  of  their 
machines  are  run  by  electriGity  though  there  are  some 
run  from  shafting  driven  direct  from  the  steam  engine. 

In  an  organization  of  the  size  of  the  Beardmore 
tanneries,  it  is  necessary  to  be  ready  to  cope  with 
any  emergency  of  a  mechanical  nature  and  to  have  the 
equipment  for  dealing  with  minor  constructional  re- 
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pairs  of  every  kind.  With  this  in  view  the  company 
has  established  an  up-to-date  carpenter  and  machine 
shop,  fitted  with  planers,  saws,  steam  hammers,  drills, 
and  a  great  variety  of  other  equipment.  They  also  have 
their  hardware  stores,  where,  figuratively  speaking,  one 
can  get  anything  from  a  needle  to  an  anchor. 

In  conclusion,  it  may  be  sai(i  that  only  by  a  visit 
to  the  Beardmore  plant,  can  one  get  a  full  idea  of  the 
extent  of  the  organization,  the  range  of  equipment, 
and  expenditure  of  time,  labor  and  capital,  that  are 
required  in  producing  "Acton"  Oak  and  the  other 
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l)i;in(ls  of  J'.cardinorc  leather  on  the  scale  that  the 
needs  of,  and  conditions  in,  the  shoe  and  leather  in- 
dustry require.  The  illustrations  reproduced  with  this 
article,  to<;ether  with  the  foregoing*-  remarks,  may 
serve,  however,  to  give  the  reader  some  impression  of 
one  of  the  greatest' industrial  ])lants  of  its  kind  in  the 
llritish  l'"niiMre. 


Tanners'  Section,  Toronto  Board  of  Trade 

TNI':   Tanners'   Section   of   the   local    Board  of 
Trade  has  elected  officers  for  1921  as  follows. 
Chairman,    A.  O.  T.  Beardmore ;    first  vice- 
chairman,  K.  D.  Marlatt ;  second  vice-chair- 
niaan,    C.    W.    Conway:    secretary-treasurer.    F.  (1. 
Alorlcy. 

Executive  Committee:  A.  O.  Beardmore,  J.  C. 
Breithaupt,  G.  B.  Clarke,  Hon.  E.  J.  Davis,  W.  J. 
Heaven,  H.  B.  Johnston,  Theo.  King,  C.  G.  Madatt, 
W.  G.  ?\arsons,  Chas.  Ro'bson,  C.  O.  Shaw,  John  Sin- 
clair, G.  W.  Tobey,  S.  R.  Wickett. 

Legislation  Committee:  R.  M.  Beal,  A.  O.  Beard- 
more, L.  J.  Breithaupt,  G.  B.  Clarke,  N.  D.  Clarke, 
Hon.  E.  J.  Davis,  W.  J.  Heaven,  H.  B.  Johnston,  C. 
(i.  Marlatt,  W.  (i.  Parson.s,  Chas.  Robson.  C.  W. 
Tobey,  S.  R.  Wickett. 

Transportation  Connnittee  :  I'.  C.  Beal,  S.  1'.  lU'al. 
A.  O.  Beardmore,  L.  O.  Breithaupt,  11.  L.  Daville,  W. 
J.  Heaven,  Theo.  King,  Jas.  McMillan,  John  Sinclair, 
S.  R.  Wickett. 


Obituary 

\Vm.  J.  (iuinane,  whose  name  was  well-known  in 
shoe  retail  circles  in  Toronto,  i)assed  away  recently  at 
the  age  of  63  years.  The  late  Mr.  Guinane  was  born 
in  Toronto  sixty-three'  years  ago,  and  was  for  some 
years  associated  with  his  lirother  John,  in  a  shoe 
business  on  King  St..  which  was  founded  by  his 
father,  the  late  \Vm.  Guinane.  This  store  was  recently 
closed,  and  Mr.  John  (hiinane  now  operates  a  store  on 
^'onge  St. 


Dyes  for  the  Leather  Trade 

Messrs.  L.  !'..  llolliday  &  Co..  Limited.  Montreal, 
makers  of  aniline  dyes,  with  works  in  II  uddershcld. 
I'-ngland.  have  completed  the  issue  of  their  leathei 
shade  card.  This  shows  the  ])roduct  of  the  firm  dyed 
on  bark  tanned  and  chrome  leathers.  We  understand 
from  the  Montreal  management  that  these  colours  an' 
in  every  respect  equal  to  the  pre-war  (Jerman  pro- 
ducts, and  that  stocks  are  being  maintained  in  Mont- 
real f(jr  immediate  despatch  to  the  trade  at  price.s 
which  compare  very  favoral)ly  with  those  of  other 
firms.  The  Canadian  branch  have  now  completed 
their  laboratory  arrangements  and  are  open  to  under- 
take all  kinds  of  work  in  connection  with  leather 
dyeing. 


Toronto  Branch,  A-H-M  Hold  Entertairment 

A  very  enjoyable  house  i)arty  was  given  by  the 
stafif  of  the  ,^mes.  Holden.  McCready  System.  To- 
ronto branch,  on  Wednesday  evening.  January  5th, 
ai)out  fifty  couples  being  present.  The  early  part 
of  the  evening  was  given  over  to  ]irogressive  euchre 
and  favors  were  awarded  to  the  following:  Lady's 
first  prize.  Miss  Call ;  gentlemen's  first  prize,  Mr. 
McCoy;     lady's    consolation    ])rize,     Mrs.    McGee ; 


gentlemen's  consolation  i)rize,  Mr.  ( Olnian.  A  very 
pleasant  feature  of  the  evening  was  a  i)resentation 
to  Mr.  and  Mrs.  McGee,  Mr.  McGee  being  a  mem- 
ber of  the  staff  who  recently  joined  the  ranks  of  the 
married  folks.  Mr.  Pearson,  manager  of  the  Toron- 
to branch,  made  a  few  remarks  congratulating  Mr 
McGee  on  his  good  fortune  and  good  judgment  in 
his  selection  and  asked  him  to  accept  as  a  good-will 
gift  from  the  staff  of  the  Ontario  branch  a  cut  glass 
berry  bowl.  Mr.  Mc(jee  made  a  brief  reply  thank- 
ing them  on  i)ehalf  of  Mrs.  McGee  and  himself.  Fol- 
lowing this,  dancing  was  the  next  in  order  on  the 
program  for  the  balance  of  the  evening.  During 
an  intermission  in  the  dancing"  a  sjjlendid  bufTet 
luncheon  was  served.  The  party  broke  up  with  all 
joining  in  an  old  fashioned  I'aul  Jones,  and  three 
hearty  cheers  were  given  for  the  connnittee  who  had 
given  them  such  a  pleasant  evening.  Miss  Call,  Mr. 
Pear.son,  Miss  Armstrong,  Miss  Miller,  Mr.  McCul- 
lom  and  Mr.  Keiner  were  very  busy  seeing  that  one 
and  all  had  a  good  time  and  plenty  to  eat. 

Footwear  Men  Rule  Kitchener 

Kitchener  is  essentially  a  footwear  city.  Anyone 
who  has  doubted  this  need  only  run  over  the  list  of 
municipal  otYicers  selected  b\  the  citizens  to  man- 
age their  business  for  the  coming  }ear.  Mr.  Chas. 
(ireb.  (jreb  Shoe  Company,  is  the  choice  of  the 
electors  by  a  good  majority  for  mayor.  Mr.  Louis 
O.  P>reithaupt.  The  Breithaupt  Leather  Co.,  Ltd.,  for 
the  second  time  heads  the  polls  among  the  alder- 
manic  candidates,  and  among  his  confreres  on  the 
council  are  Messrs.  .\.  ,\.  Arml)rust,  Lady  Belle  Shoe 
Company;  Jerome  Lang,  Lang  Tanning  Company; 
h'red.  Ahrens,  Ahrens  Shoe  Company;  A.  Klugman, 
Greb  Shoe  Company;  J.  Holtze.  Canadian  Consoli- 
dated Felt  Co.;  W.  E.  Wing,  Kaufman  Rubber  Com- 
])any.  rind  |.  Ilessenaur.  a  retired  shoe  merchant. 


Bennett,  Ltd.,  Open  Kitchener  Office 

Bennett.  Limited,  the  well  known  manufacturers 
of  counters,  of  Chambly  Cantcjn  and  Montreal,  have 
opened  a  branch  office  and  warehouse  at  108  Ahrens 
Street  West,  Kitchener,  under  the  management  of  Mr. 
A.  T.  Campbell.  The  building  is  a  new  one  and  of 
substantial  construction,  and  en\ables  the  company 
t(j  carry  large  stocks  for  the  convenience  of  shoe  man- 
ufacturers in  Ontario.  The  branch  will  in  fact  be  tlie 
headijuarters  of  the  Ontario  division  of  the  firm. 


An  Attractive  Calendar 

An  artistic  calendar  for  1921,  done  in  alumimun, 
with  a  white  enamelled  face,  engraved  with  a  two- 
color  reproduction  of  the  firm's  trade-mark,  and  carry- 
ing a  large  date-pad  with  a  sej^arate  sheet  for  every 
day  in  the  year,  is  the  particularly  acce])table  ofhce 
present  we  received  at  Christmas  from  The  Citadel 
Leather  Company,  Limited,  of  Montreal  and  Quebec. 


Good  Business  in  Hamilton 

"The  general  re|)orl  on  the  retail  slioe  business  in 
Hamilton."  states  Mr.  .Arthur  L.  Wilson,  of  the  Robert 
Wilson  Shoe  Store,  Hamilton,  Out.,  "is  that  it  is  far  in 
excess  of  last  year  for  Christmas  week.  Our  Christ- 
mas week  is  at  least  35  ])er  cent,  ahead  of  last  year  and 
we  now  feel  that  the  month  of  Deceml)er  will  show  a 
substantial  increase  over  last  December." 
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What  Representative  Shoe  Merchants  Throughout  Canada 
Have  to  Say  Regarding 

Price  Reductions,  Comparative  Turn- 
over and  Buying  Prospects 

Answers  to  Questionnaire  Indicate  an  Average  Decrease  in  Retail 
Shoe  Prices  of  About  20%  —  In  Some  Cases  Cut  Has  Been  as 
High  as  50%  —  Turnover  During  Last  Half  1920  Higher  Than 
Same  Period  1919— General  Feeling  Favors  Buying  Cautiously 


IN  certain  sections  of  the  shoe  trade,  and  indeed 
among  business  men  generally,  impressions  have 
gotten  abroad  regarding  existing  conditions  in  the 
retail  shoe  trade  which,  as  far  as  we  can  learn,  are 
not  altogether  justified  by  the  facts  of  the  situation. 
One  impression  is  that  retailers  have  not  reduced 
their  prices  sufficiently,  and  as  a  result  are  damning 
up  the  industry,  and  the  other  is  that  the  public 
have  been  on  a  buying  strike  during ,  the  past  six 
months.  In  order  to  get  at  the  actual  state  of  affairs. 
"Footwear,"  within  the  last  few  days  has  been  gather- 
ing information  from  representative  shoe  retailers 
throughout  the  Dominion.  A  questionaire  was  sent 
out  and  the  five  following  cjuestions  asked : 

1.  What  is  the  average  percentage  of  reduction 
in  your  prices  as  compared  with  the  peak  of  Spring. 
1920? 

2.  On  what  lines  has  the  greatest  reduction  been 
made  (if  the  decrease  has  not  been  spread  equally  over 
all  Hnes)?  ' 

3.  How  does  your  turnover  during  the  last  six- 
months  of  1920  compare  with  the  same  period  in 
1919? 

4.  Have  you  got  your  stock  reduced  to  the  point 
where  you  think  you  can  safely  begin  buying  again? 

5.  When  do  you  figure  on  starting  to  buy  for 
spring",  if  you  have  not  already  started? 

Some  50  odd  replies  have  already  been  received, 
the  gist  of  which  is  indicated  in  the  accompanying  tab- 
ulation. Reference  to  this  table  will  show  that  the  re- 
ductions in  retail  shoe  prices  run  from  10  up  to  50  per 
cent.  A  rough  average  indicates  that  the  general  reduc- 
tion has  been  around  20  per  cent.,  and  this  would  seem 
to  be  a  fair  cut,  and  about  as  close  as  conditions  war- 
rant. The  variations  in  the  decrease  in  wholesale  prices 
cover  a  wide  range,  all  the  way  from  10  to  over  30  per 
cent.,  and  retailers  should  not  be  expected  to  exceed 
this  percentage,  though  some  of  them  have  done  so, 
contrary,  we  believe,  to  the  dictates  of  sound  business 
policy.  In  many  cases,  however,  they  have  been  forced 
to  this  exigency  by  sales  of  cancelled  stock  which  have 
been  carried  on  in  their  vicinit}'  at  prices  away  below 
actual  values.  IVIany  merchants  state  that  they  are 
simply  taking  their  inventory  at  present  market  values 
— the  old  stock  is  marked  down  to  the  figure  at  which 
new  stock  can  be  profitably  sold — and  this  is  undoubt- 
edly the  proper  course. 

Now  as  to  the  buying  strike  by  the  public:  ft  is 
a  remarkable  fact  that  of  the  replies  received  about 


half  state  that  their  turn-over  during  the  last  six 
months  of  1920  was  larger  than  during  the  same  period 
in  1919.  Several  state  that  it  is  about  equal,  while  the 
balance,  not  over  40  per  cent.,  indicate  that  it  is  smaller. 
Taking  all  the  figures  together,  a  general  increase  is 
indicated.  All  the  replies  do  not  give  percentages,  but 
from  those  that  do,,  and  those  that  indicate  their  turn- 
over is  about  equal,  we  strike  an  average  percentage  of 
increase  of  about  9  per  cent.  This  surely  does  not  indi- 
cate a  buying  strike  on  the  part  of  the  public?  In 
some  centres  trade  has  undoubtedly  been  slower  dur- 
ing the  past  six  months,  but  there  has  been  nothing  in 
the  nature  of  a  cessation  of  demand  on  the  part  of  the 
consumer.  What  the  consumer  has  demanded,  and 
has  secured,  is  lower  prices,  and  his  demand  having 
been  satisfied,  he  has  been  buying  where  he  could  get 
the  best  bargains. 

The  trouble  without  a  doubt  has  been  due  to  too 
hea\'y  stocks.  On  the  rising  market,  the  majority  of 
retailers  bought  heavily,  far  more  heavily  than  they 
ought  to  have  done,  and  were  not  prepared  for  the  re- 
action, with  the  result  that  many,  during  the  past  sum- 
mer, had  stocks  more  than  double  what  they  normally 
should  have  had.  There  are  some  still  who  say  they 
have  sufficient  stock  to  last  them  another  season,  but 
they  are  not  in  the  majority.  Others  have  fortunately 
been  able  to  practically  clean  their  shelves.  It  is  safe 
to  say,  however,  that  all  will  buy  cautiously.  It  looks 
as  if  small,  frequent  orders  will  be  the  rule  for  some 
time  to  come.  From  the  middle  of  January  forwar 
manufacturers  will  probably  hnd  business  gradual h 
improving,  and  our  feeling  is  that  April  or  Ma\-  wiil 
find  the  retail  demand  fairly  active  and  steady. 

Retail  Comment  on  the  Situation. 

Many  of  our  readers  have  timely  comments  to  make 
on  the  situation,  which  will  be  of  interest  to  their  fel- 
low-retailers, and  also  to  the  manufacturers,  as  indica. 
ing  the  retail  viewpoint.  Some  of  the  letters  even  in- 
dicate a  little  "soreness."  A  pithy  and  somewhat  cut- 
ting communication  from  an  Eastern  Quebec  retailer 
follows : 

"Never  made  a  report  to  any  magazine  before,  for 
two  reasons.  First,  being  situated  in  the  country,  we 
are  not  in  a  position  to  get  the  real  business  outlook  in 
general.  And,  secondly,  you  read  so  much  of  the  same 
little  bunch  of  grand  stand  actors  that  you  don't  like  to 
mingle  in  as  you  are  not  supposed  to  be  heard  if  you 
did  tell  your  humble  opinion.  But,  as  you  seem  very 
much  interested  in  making  reports  honestly  will  answer 
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Summary  of  Answers  to  Questionnaire 

These  are  the  Statements  of  Representative  Relaileis 
Throughout  Canada  —  Names  Omitted  but  Locations 
Show  Wide  Range  of  Territory  Covered 


Loration     of  Re- 
tailer 

ONTARIO 

C'li.atham 


Niagara  Falls 
Aylmer 

Welland 
Cobourp: 

London 

Ingorsoll 
Ottawa 

Peterboro 

Windsor 
Preston 

London 

Fort  William 
(Jriinsby 

Stratford 
Clinton 
Bo\vman\  ille 

Collin^wood 

Brock  ville 

St.  Catharines 

Cornwall 

Toronto 

Toronto 

Toronto 
Hamilton 


Average  Percent.  Reduc- 
tion in  prices,  compared 
with    peak    Sprinj;  1020 

1.5%  since  April 


2.5% 


About 


About  10%  on  low  and 
rnediiira.  Base  on  replace- 
ment values. 


Lines  on  which  greatest 
reduction  made 


Men's  and  Women's  tine 
shoes. 


All  around  2.5%, 
Fine  Shoes 


Higlier-prices  lines  men's 
and  women's. 


About  16% 


About  10';; 


20%,.  More  on  heavily 
stocked  lines. 


20"/, . 


200;  in  fine  goods.  L5%,  in 
staples. 

25%. 

About  25%  on  men's  and 
women's.  18%  boys  and 
child's. 


15%. 


1.5  to  .50%. 


High-priced  goods. 


Ladies  evening  shoes  and 
high  priced  boots  prin- 
cipally spool  heel  lines. 


Men's  and  Women's 
Goodj-ear  welts. 


Lines  of  which  we  h.ave 
heavy  stocks. 


Fine  quality  such  as  high 
grade  kid  and  calf. 

Ladies. 

Men's  and  Women's  high 
grade. 


All  lines  Men's  and  Wo- 
men's. 


Bought  very  little  at  peak.  So  present  prices  are  about 
same  as  a  year  ago.    Did  not  advance  with  market 


About  10%  on  ladies  and 
and  men's  fine  shoes. 

Prices  as  low  and  in  some  cases  lower  than  replacement 
\aiues.    Top  grades  priced  on  market  of  Oct.  1010. 


Middle-priced  lines,  about 
10%.  Higher -priced  12  to 
15%. 

About  25% . 


Staples  15  to  20%.  Fine, 
25  to  .30% 


Louis-heel  Imes. 


f)n  high  grade  shoes. 
About  33%. 


About  20  to  25%,  on  men's  and  women's  high  grade  lines. 

Only  prices  in  advance  of  $10.00  have  been  reduced. 

15  to  20%.  Taking  stock  at  Women's, 
replacement  \alues. 

Reduced  to  cost  on  the 
average.  .Some  lines  be- 
low. 

Based     on  replacement 
values. 

About  20% 


Men's   and  Women's 


Turnover  last  0  mths.  1020 
Compared  same  period  1010 


Considerably  greater.  Had 
steady  increase  . 


Increase  .?1,000  to  .$2,000 
for  year. 

Ahearl 


Consideralile  increase 


.About  25%  decrease 


Excluding  Dec.  practically 
the  same — due  to  a  big 
discount  sale  in  .\ug. 


Small  increase. 


,\bout  the  same. 


Doing  about  10%  less  than 
last  year 


Favorably. 


Is  stock  low  enoiigli  Buying  for 

to  st.'irt  buying    .igMin  Spring 


175%. 

About  35%  better. 


Held  our  own  up  till  Dec. 
Year's  business  several 
thousand  ahead. 

Much  greater. 
Not  so  large. 

Sold   more   in    1020  than 

in  1019. 

A  trifle  smaller. 

Sales  about  12%  ahead. 
About  80%. 


About  the  same  but  profits 
wiped  out. 


Slightly  less. 


.50%  increase. 


Gross  sales  ahe.ad  for  year. 
Behind  for  last  six  mos. 

Smaller 


Perhaps  10%  less. 

Ahead  every  month  from 
Sept.  to  New  Year. 


No. 


Yes. 


■No. 


Not  yet. 


Have  to  buy  staple 
lines. 


Not    very  largely. 


Yes — but  we  buy 
only  as  we  want 
goods. 

Stock  fairly  heavy 
yet 


Have  been  placing 
business. 

No. 


Have  matle  .50 
to  iV.)'-',.  nor- 
mal purcha,se 


Ha7e  bought, 
some  — •  price 
guaranteed. 

Will  be  largely 
"sizing  up." 
Start  about 
•Ian.    15  21. 

.About  March 


Have  bought 
about  all  fine 
shoes  I  intend 
to. 

Have  bought 
about  f)0% 
normal.  Little 
more  till 
Spring  Season . 

When  Spring 
IS  at  hand  and 
we  want  goods 

Have  bought 
all  we  intend 
for  the  present. 

r'onsitlerable  Spring 


Sorting  onl.V 

Have  j)laced  fair  amf)unt  of  ordcis  for 
spring  in  chcapiT  grades.  Have  plenty 
of  better  lines  hcught  riidit.  Won't  buy 
again  before  May  Hought  cancelled 
lines  at  bargains. 


Not  yet. 


Feb.  1/21 


Yes.  Lowest  for  years.  Will  start, 
buying  shortly. 

I  bought  my  requirements  for  .Spring  in 
Xiivember  to  be  dated  Apr.  1.  These 
are  already  in  stock. 


No. 


.\bout  Mar.  1 


Our  requirements  for  Spring  have  been 
placed  with  care,  and  we  have  no  fear. 


Stock  still  too  big. 


On  safe  basis. 


Placed  modest 
ordeis  on  guar- 
anteed prices. 

Already  bought 
some  fine  goods. 
Staples  in  Mar. 


Purpose  buying  only  as  required.  Still 
have  fairly  well  assorted  stock.  Buying 
for  Spring  light. 


Enough  stock  to 
last  another  season. 
May  be  a  year. 

Yes. 


No. 


Buying  nothing 
and  don't  in- 
tend to. 

Will  buy  about 
February. 

When  we  need 
the  sizes. 


Will  bu.v  gradually  from  now  on. 


Hardly  yet.  Have  already  done  some 
buying  but  will  do  little  if  any  more. 


.Stock  in  good  shape. 


Going  out  in 
.lanuary  and 
February  to 
place  orders  for 
Spring. 
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Regarding  Retail  Shoe  Prices  and  Turnover 

Replies  Indicate  Average  Decrease  in  Retail  Shoe  Prices 
of  About  20  per  cent.— See  Accompanying  Article  for 
More  Complete  Details  and  Analyses 


Location  of  Re- 
tailer. 


WESTERN  CANADA 
Minnedosa,  Man.  15  to  20% 


Average  Percent.  Reduc- 
tion in  prices,  compared 
with  peak  Spring  1920 


Lines  on  which 
reduction  made. 


Edam,  Sask. 

Winnipeg 
Winnipeg 


Winnipeg 
Winnipeg 

Winnipeg 

Vancouver 
Vancouver 
Vancouver 
Vancouver 


10  to  20%  mark-down  on 
selling  price. 


All  prices  based  on  re- 
placement. 


20  to  33-1/3%. 


15%  general  reduction. 

Average  about  10%.  Some 
lines  much  more. 

20%. 


Staple  and 
boots. 


working 


Higher  priced  lines  over 
$10.  Reduced  leathers 
in  stock  30%  during  re- 
cent ."sale. 

Calfskins. 


Higher-priced  lines. 


Women's  high  grade 
boots  and  French  heels. 


General. 


35  to  50%  on  all  lines,  staples  suffering  least. 
30  to  50%  on  old  stock  and  new  fall  goods. 
25%  General. 

Averaging  price  of  old  stock  and  newly-bought  stock. 
Discontinued  lines  cut  lower. 


Turnover  last  G  mths.1920 
compared  same  period  1919 


About  10%  less. 


About  40%  less. 


Increase  of  a  little  over 
20%.    Business  normal. 


Is  stock  low  enough 
to  start  buying  again 


Buying  for 
Spring. 


10%  better. 
About  7%  increase. 

60%  higher. 


Have  finished  buying  ail  our  spring  goods. 
Bought  light  and  only  in  lines  in  which 
we  are  low. 

Yes.  Would  begin  buying  if  could  pro- 
cure prices  that  would  allow  stalling  at 
reasonable     mark-up.     Not  otherwise 


Have  placed  freely  for  spring  and  believe 
it  good  business.  About  2/3  normal 
placing. 


Yes.  Moderately. 


Yes — Lower  than 
usual. 

Not  exactly. 


Always  buying.  Not 
overloaded. 


Have  bought 
for  spring  al- 
ready. Fur- 
ther purchases 
depend  on 
trade  condi- 
tions. 

Jan .  1 . 


Have  already 
bought  fcr 
Spring. 

Continue  to 
buy  for  Spring 
such  lines  as 
are  distinctive. 


QUEBEC 

Ste.  Agathe  des 
Monts,  Que. 

Valleyfield 
Three  Rivers 

Magog,  Que. 
Lennoxville 

Quebec  City 
Montreal 

Montreal 

Montreal 

Montreal 
Montreal 


MARITIMES 
Halifax 


Charlottetown 


15  to  25%. 


10%. 


18%.  Lowered  10%  when 
Luxury  Tax  started. 


About  20%,. 
About  15%,- 

33-1/3%,  over  all  lines. 

20  to  33-1/3%.  50%  in 
some  instances. 

10  to  15%,. 
About  25%. 


Men's  and  Women's  fine 
goods. 

All  lines. 


Men's  andWomen's  lea- 
ther footwear. 


High-priced  goods. 
On  heavy  staples. 


General. 


On  higher  grade  lines. 


About  20%  on  all  lines  men's  and  women's 


25%  on  more  expensive  lines.  10  to  15%  on  medium  and 
low  grades 


Fully  25%. 


Principally  on  men's — 
25  to  30%. 


About  15%  on  cheap  lines.  On  most  expensive  lines. 

Up  to  30%  on  best  lines. 


About  the  same. 


30%;  better. 


Favorably  considering  low- 
er prices. 


Not  in  business  in  1919. 
Considerably  less. 

About  the  same. 

20%  less — due  largely  to 
lower  prices. 


10%  less. 


Up  to  December  an  in- 
crease each  month  unless 
August. 


Last  half  1920  10%  higher 
than  first  half. 


Slightly  less. 


Much    smaller    on  high- 
priced  goods.  Equal  on  low- 
er grades. 
About  the  same. 


Will  buy  for 
Spring  in  Feb. 
or  March. 

Have  placed 
orders  as  usual 

Am  waiting  for 
settling  of  mar- 
ket and  de- 
velopments in 
Feb. 

Have  ordered  all  requirements  for  Spring 
with  prices  guaranteed  on  date  of  delivery 


Not  quite. 


Yes. 


Not  quite. 


Yes — except 
ren's  lines. 


child- 


Have  bought 
men's  and  boys 
staples  for  Mar. 
delivery,  but 
less  than  usual 


We  will  buy  very  cautiously. 

Has  done  a  little  buying  for  Spring  and 
expects  to  start  buying  the  balance  of 
immediate    requirements    in  January. 

No  Start  buying 

for  Spring  in 
February. 

No.  Spring  placing 

for  a  few  lines 
specialities  in 
October.  No 
staples  bought 

No.  Will  buy  some 

specialities  for 
Spring  in  mid- 
dle of  January 

No.  Hopes  to  start 

buying  for 
Spring  about 
end  of  Feb- 
ruary. 

Only  a  little  sorting.  We  expect  stock 
will  suffice  us  till  next  fall. 

No.  Though  I  am  out  of  a  number  of 
lines  and  sizes,  prefer  to  wait  till  stock 
is  down  about  50%.  Have  white  goods 
ordered,  but  will  buy  no  more  till  Spring. 
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your  questions  with  a  few  remarks,  which  I  hope  won't 
be  out  of  order. 

""Die  manufacturers,  who,  as  a  whole,  have  made 
i^ood  while  the  war  was  raging",  taking  each  and  every 
chance  that  i)resented  itself  to  make  the  most  money 
possible  even  at  the  cost  of  their  good  local  trade,  are 
the  ones  who  are  cursing  the  retailers  to-day,  stating 
that  they  are  holding  back  everything.  Some  of  those 
ought  to  close  up  their  works  for  ever.  During  the 
war  you  couldn't  talk  to  them  at  all  and  a  mighty  poor 
service  they  gave  \  c)u.  They  had  opened  up  a  market 
somewhere  else  and  didn't  care  for  their  local  trade 
anymore.  To  a  few  I  said  that  they  may  be  glad  some 
day  to  come  back  to  their  sound  local  trade  and  might 
ha\  e  better  dis])ositions  towards  them,  but  it  might  be 
too  late.  It  is  not  the  good  customer  that  argues,  but 
he's  the  one  that  remembers. 

"And  these  are  the  people  thai  Ijlame  the  retailer, 
declaring  that  he's  the  curse  that  is  killing  the  job. 
Stocks  in  my  surroundings  are  normal  in  the  general 
point  of  view.  The  merchants  at  the  very  time  the 
reaction  appeared,  played  safe,  reduced  their  prices 
reasonably  and  began  to  advertise  some,  putting  more 
pep  in  everything,  and  so  on.  So  it  turned  out  that 
business  has  been  very  good  this  fall.  I  don't  think 
that  there  is  one  merchant  in  this  town  that  is  not  a 
li)t  ahead  of  last  year  in  his  amount  of  sales.  The  fol- 
lowing sales'  figures  show  how  my  business  for  1920 
compares  with  1919: 

Cash  Retail  Sales. 


1919  1920 

January    .fIt.Gd-l.s:!  i(;4,49;i.l6 

February    2,904.01  ;!,»97.50 

March    4,0:!2.97  5,795.58 

April    5,:j;s7.97  6,057.33 

May    6.204.71  8,695.09 

June    5,840.24  7,668.51 

July    4,425.68  7,376.28 

August    5,595.21  7,607.98 

September    6.169.65  7.225.00 

October    6,014.82  8,:!55.35 

November   '.      5,481.48  8,349.20 


$55,670.97  $76,220.18 

■'I'"or  my  part,  I  ke])t  a  well-sorted  stock  and  I 
bought  in  October  everything  I  am  sup])Osed  to  need 
for  the  next  spring  season  and  feel  safe  about  it.  Busi- 
ness ijeople  made  more  money  in  four  years  than  they 
would  have  made  in  twenty  years  in  normal  times,  so 
if  they  only  meet  expenses  in  a  couple  years  to  come 
they  will  still  be  eighteen  years  ahead  of  time.  What 
i>  the  use  being  panic-stricken  for  nothing.    Be  game. 

"It  is  pretty  difficult  to  give  the  average  percentage 
of  decrease  since  some  lines  haven't  been  reduced  at 
all.  such  as  felts  and  rubbers  and  a  good  many  other 
lines,  but  will  say  this,  that  the  last  six  months  have 
been  the  best  of  any  since  I  have  been  in  business." 

*    *  * 

Mail  Order  Houses  Have  Pulled  Down  Standard  of 

Prices. 

Another  illuminating  letter  comes  from  .Sas- 
katchewan : 

"The  clearing  sales  put  on  by  the  mail  order  houses, 
n  which  they  have  been  selling  at  dollars  less  than 
cost,  have  apparently  established  a  standard  in  the 
minds  .of  the  public  in  the  country,  which  they  expect 
us  to  meet.  A  number  of  my  customers  have  told  me 
that  they  have  purchased  at  these  sales  their  estimated 


leather  footwear  requirements  for  next  sea.son  —  for 
themselves  and  family. 

"Unless  I  can  purchase  at  a  price  which  will  enable 
me  to  sell  at  a  figure  that  will  meet  the  demand  of  the 
public  for  drastic  reductions,  I  will  close  out  my  shoe 
department,  temporarily,  (normal  stock  $3,000  to  $3,- 
500j  and  spread  out  some  other  department  to  fill  the 
shelves. 

"It  is  useless  for  the  jobbers  and  trade  magazines 
to  tell  us  that  prices  will  be  fairly  stable  for  spring — 
for  I  am  convinced  that  if  such  is  the  case,  the  country 
|)ublic  will  not  buv." 

*  *  * 

Looks  For  Good  Spring  Business. 

.Another  from  Quebec : 

"While  the  recluction  I  have  made  on  men's  high 
grade  shoes  is  only  ten  per  cent.,  yet  we  are  selling- 
other  lines  below  what  they  would  be  sold  for,  if 
bought  at  to-day's  prices. 

"Being  only  a  small  dealer  in  the  rural  district,  I 
am  a  long  way  from  an  authority  on  the  shoe  business 
outlook,  but  I  do  think  that  the  public  are  waiting  to 
see  just  how  far  the  decline  is  going  before  they  give 
up  their  'buying  strike.' 

"Personally  I  look  for  good  business  iur  Sjjring, 
l'^21,  in  this  section,  if  the  indications  are  that  prices 
are  likely  to  hold  for  say  six  numths." 

*  *  * 

-And  this  one.  too  : 

"In  my  opinion  it  is  not  good  policy  to  reduce  the 
prices  too  low,  as  the  people  are  thinking  that  the 
prices  of  boots  are  going  to  be  lower  yet,  and  that 
keeps  them  from  buying  now.  This  is  the  impression 
of  all  my  customers.  If  every  shoe  merchant  would 
make  a  reduction  of  \S  to  25  per  cent,  only,  it  would 
be  much  better  and  in  that  way  we  could  still  make 
a  little  profit." 

b'rom  Prince  fulward  Island: 

"Excejjt  for  staple  lines,  I  think  the  time  has  ar- 
rived when  shoe  dealers  will  have  to  buy  lines  as  they 
need  them,  instead  of  ordering  so  much  ahead  for 
Spring  and  Fall,  it  being  impossible  to  keep  pace  with 
the  styles  otherwise." 

*  *  * 

What  an  Ontario  merchant  says: 

"I  believe  the  shoe  trade  are  beginning  to  realize 
that  small  stocks  permit  larger  turnover,  by  keeping- 
sizes  sorted  better  and  styles  nearer  correct. 

"I  think  the  jobbers  and  manufacturers  are  pre- 
])ared  for  this  and  the  most  successful  business  will  be 
run  on  these  lines,  rather  than  gambling  on  the  mar- 
ket, buying  ahead  in  large  quantities  and  taking  goods 
in,  paying  for  insurance  and  for  space,  which  is  daily 
getting  more  valuable,  and  then  finding  when  the  sea- 
son has  come  to  dispose  of  the  goods,  that  some  nov- 
elty has  come  and  is  taking  the  place  of  what  you  have 
bought.  This  will  tend  to  smaller  stocks  and  larger 
profits.    Good  stock  systems,  too,  will  help." 

*  *  * 

Another  prominent  Ontario  retailer: 

"For  the  last  five  months  we  have  been  pushing 
business  very  hard,  making  special  offerings.  W^e  have 
brought  our  stock  reducing  campaign  to  a  climax  this- 
month  and  have  made  six  propositions  of  half  i^rice  on 
the  lines  offered  for  one  day  only.  This  consisted  of  a 
day  for  each  of  the  following  departments  —  hosierv. 
rubbers,  spats,  juvenile  footwear,  women's  shoes,  men's 
shoe-;.    In  each  case  it  included  an\'  article  in  the  store. 
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The  result  is  that  our  stock  is  lower  to-day  than  it  has 
been  for  years  past  and  we  are  in  the  market  for  shoes 
that  show  reductions  sufficient  to  induce  the  public 
to  buy.  Don't  publish  my  name  for  fear  it  may  cause 
a  stampede,  but  am  satisfied  that  the  firms  making  the 
better  grade  of  shoes  will  have  to  show  still  greater  re- 
ductions before  the  values  offered  will  appeal  in  any 
measure  to  the  public.  The  firms  offering  medium  and 
cheap  lines  are  offering  shoes  that  can  be  sold  to  the 
public  at  a  profit  to-day." 

«    *  * 

This  also  from  Ontario : 

"I  have  based  my  price  at  present  on  what  I  think 
I  can  do  business  on  at  the  Spring  prices  I  have  had 
quoted  me.  I  have  a  few  lines  I  am  selling  at  cost, 
and  in  two  lines  of  women's  high-cut  shoes,  I  am  sell- 
ing at  less  than  cost  and  they  are  not  moving  very 
readily  at  that. 

"I  am  not  buying  a  shoe  that  I  have  to  get  more 
than  $9.00  for.  Small  town  trade  does  not  demand  a 
shoe  at  a  higher  price,  in  quantity  enough  to  make  it 
pay  to  handle  the  higher  priced  goods." 

*    *  * 
A  Wholesaler's  Comment 

We  also  have  the  following  from  a  Western  whole- 
sale house,  Harley  Henry,  Ltd.,  of  Saskatoon: 

"We  do  not  believe  there  is  a  retail  store  in  West- 
ern Canada  to-day,  nor  for  the  last  six  months,  that 
has  been  getting  an  exqrbitant  price  for  its  merchan- 
dise, and  furthermore,  in  the  greater  majority  of  cases, 
we  are  of  the  opinion  that  he  has  been  selling  his  mer- 
chandise considerably  below  replacement  values. 

"There  isn't  any  doubt  but  that  during  the  last 
year,  the  retailer  has  come  in  for  more  or  less  of  un- 
just criticism.  We  are  sure  that  there  has  not  been  a 
high  profit  made,  and  while  many  have  probably  done 
very  well,  the  rank  and  file  of  the  retail  stores  are  not 
growing  fabulously  wealthy." 

*    *  * 

Vancouver   Shows   Considerable    Decrease   in  Shoe 
Prices  and  Considerable  Increase  in  Turn-over. 

The  situation  in  Vancouver  with  regard  to  shoe 
prices  and  turnover  during  last  six  months  of  1920  is 
indicated  by  the  following  report  of  a  canvass  of  a 
number  of  the  representative  shoe  houses : 

David  Spencer,  Ltd.,  have  made  a  reduction  of 
from  35  to  50  per  cent,  on  all  lines,  the  staple  lines  suf- 
fering the  least  reduction. 

Edward  Stark  has  reduced  his  prices  on  iDoth  his 
old  stock  and  hew  fall  goods  from  30  to  50  per  cent. 

The  Ingledew  Shoe  Co.  have  made  a  general  reduc- 
tion of  25  per  cent,  and  are  of  the  opinion  that  this  per- 
centage can  be  reduced  in  the  near  future. 

The  Cluff  Shoe  Co.,  Ltd.,  are  making  a  cut  only  on 
the  lines  to  be  discontinued.  The  prices  on  their  staple 
lines  are  being  averaged;  that  is,  the  price  of  the  pres- 
ent stock  and  the  price  of  the  newly  bought  stock  is 
being  averaged.  Mr.  Cluff  says  that  he  will  continue 
to  do  this  when  prices  ascend  again. 

To  summarize  the  present  situation,  a  general  v  - 
duction  of  approximately  30  to  35  per  cent,  is  being 
made  here  and  even  the  jobbers  are  opening  retail 
stores  or  putting  their  stock  in  on  consignment  to  get 
out  from  under. 

Our  Vancouver  correspondent  reports  further 
that  the  turnover  for  the  last  six  months  of  1920  com- 
pares very  favorably  with  the  turnover  during  the  cor- 
responding months  of  1919,  showing  an  increase  of 


from  fifteen  to  thirty-five  per  cent.,  the  medium  and 
low-priced  stores  showing  the  greatest  increase.  This 
percentage  is  obtained  not  by  mere  opinion  alone  but 
by  the  comparison  by  the  merchants  of  last  year's  and 
this  year's  books. 

Their  stocks  are,  or  will  be  shortl}-,  reduced  to  a 
"safe  and  normal  level,"  with  the  exception  of  a  few  of 
the  high-priced  stores  who  are  now  conducting 
"slaughter"  sales  in  an  endeavor  to  get  rid  of  their 
higher  priced  lines. 

It  is  rather  difficult  to  get  an  opinion  from  the  re- 
tailers as  to  when  and  how  they  will  start  to  buy,  but 
they  all  seem  to  be  pretty  well  out  of  their  staple  lines 
and  are,  at  present,  confining  their  buying  to  bargain 
job-lots. 

*    *  * 
The  Situation  in  Montreal. 

The  following  information  relating  to  Montreal  re- 
tailers indicates  that  a  general  reduction  has  been 
made  in  prices.  Information  from  other  sources  con- 
firms the  statement  that  the  reductions  have  been  wide- 
spread. Naturally  the  greatest  reductions  have  been 
and  are  being  made  on  the  higher  grade  shoes,  no 
doubt,  in  some  instances,  with  a  view  of  clearing  out 
lines  for  which  there  is  a  comparatively  small  demand. 
A  glance  at  the  ordinary  daily  newspapers  indicates 
that  many  of  the  stores  have  made  great  efforts  to  cur- 
tail their  stocks  and  that  the  reductions  have  been 
|)retty  substantial. 

Louis  Adelstein,  215  St.  Lawrence  Boulevard, 
Montreal,  has  made  a  reduction  from  20  to  33  1/3  per 
cent.,  depending  upon  the  lines  and  when  they  were 
bought,  also  upon  the  style,  and  in  certain  instances  a 
reduction  of  50  per  cent,  has  been  made. 

(_)n  high-i)riced  shoes,  the  sales  tax  forced  a  con- 
siderable reduction,  customers  refusing  to  buy  goods 
on  which  there  was  a  tax  payable.  Considerable  re- 
ductions have  been  made  on  staple  and  medium-priced 
merchandise,  of  which  there  was  and  still  exists  a  con- 
siderable surplus  on  the  market,  this  being  due  to  com- 
petition. In  a  number  of  cases,  goods  were  sold  lower 
than  was  realy  justifiable. 

In  the  opinion  of  Mr.  Adelstein,  if  merchants  will 
compare  their  prices  this  season  with  those  of  the  fall 
of  1919,  they  will  find  that  the  change  in  prices  them- 
selves Avill  account  for  the  decrease  in  volume.  Under 
ordinary  circumstances  these  reductions  would  have 
had  the  effect,  and  Mr.  Adelstein  believes  they  will 
have  the  eft'ect  in  the  future,  of  stimulating  buying  and 
increasing  the  per  capita  of  pairs,  which  would  bring 
the  volume  up.  However,  this  season  and  under  ex- 
isting conditions  this  result  could  not  be  expected.  The 
turnover  as  measured  by  volume  has  been  about  2'^ 
per  cent,  less,  which  was  largely  due  to  the  downward 
trend  of  prices.  Mr.  Adelstein  has  bought  a  little  con- 
tinuously since  the  early  part  of  the  fall — only  sorting 
up  to  keep  the  stock  alive  and  not  starve  the  business. 
Mr.  Adelstein  also  states  that  he  has  done  a  little  buy- 
ing for  spring  on  some  lines  and  at  prices  which  were 
considered  quite  safe.  He  expects  to  start  buying  the 
balance  of  the  immediate  requirements  for  spring  in 
January. 

C.  R.  La  Salle,  of  F.  X.  LaSalle  &  Fils,  Rachel 
Street,  Montreal,  states  that  the  average  reduction  has 
been  from  10  to  15  per  cent.,  and  that  in  this  instance 
the  decrease  has  been  spread  equally  over  all  the  lines 
handled  by  the  firm.  The  turnover  during  the  last  six 
months  is  about  ten  ner  cent,  lower,  while  the  stock 
has  not  been  reduced  to  a  point  where  buying  can  be 
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safely  commenced.  Mr.  LaSalle  will  start  buying  U>v 
sprin;^  in  February. 

Albert  LaSalle^  1803  Notre  Dame  St.  W.,  Mont- 
real, has  reduced  his  prices  about  25  per  cent.,  this  re- 
duction beinf^  on  the  higher  grade  lines.  U])  to  the 
end  of  December  1,  1920,  there  was  an  increase  in  turn- 
over each  month,  with  the  exception  of  August.  He  is 
of  opinion  that  the  time  has  not  arrived  when  he  can 
safely  begin  to  buy  again.  His  spring  placing  was 
made  during  October  on  a  few  lines  of  specialties,  but 
no  staples  were  purchased. 

J.  T.  Lemire,  230  St.  Catherine  St.  E.,  Montreal,  has 
made  a  reduction  of  about  20  per  cent,  on  all  lines  of 
men's  and  women's  goods  which  he  only  carries  i.i 
stock.  His  turnover  represents  an  increase  of  about 
ten  per  cent,  during  the  last  six  months  of  1920,  as 
compared  with  the  first  six  months  of  the  same  year. 
His  stock,  he  states,  will  have  to  be  reduced  before  he 
commences  to  buy  again.  He  ex])ects.  however,  to 
start  buying  some  specialties  in  the  middle  of  January 
for  spring  business. 

Another  Montreal  retailer  states  that  on  the  more 
expensive  lines  the  reduction  has  been  25  per  cent, 
and  on  the  medium  and  low  grade  merchandise  a  re- 
duction was  made  from  10  to  15  per  cent.  His  turn- 
over is  only  a  small  amount  less  than  in  the  same 
])eriod  in  1919.  In  his  view  his  stock  is  not  yet  at  a 
point  where  he  can  safely  begin  buying  again.  He 
hopes  to  start  buying  for  the  spring  about  the  end  of 
February. 

John'Smithers,  4213  St.  Catherine  Street  \V.,  Mont- 
real, states  that  the  average  reduction  in  his  prices  as 
comi)ared  with  the  peak  of  spring  1920  is  about  20  per 
cent.,  and  that  the  greatest  reduction  has  been  made 
on  the  high-priced  goods.  His  turnover  during  the  last 
six  months  of  1920  was  about  7  per  cent,  less  than  in 
the  same  period  of  1919.  He  has  not  reduced  his  stock 
to  the  point  where  he  can  safely  begin  buying  again. 
He  further  states  that  he  has  already  placed  his  orders 
for  spring. 

Mr.  Smithers  adds  that  he  did  not  cancel  any  orders 
for  fall  goods.  He  points  out  that  the  retailer  who 
took  this  course  was  at  a  disadvantage  as  compared 
with  the  retailer  who  cancelled,  the  latter  being  able 
to  re-buy  similar  goods  at  a  reduction  of  25  per  cent., 
with  the  dating  May  1,  1921.  In  Mr.  Smithers'  opinion 
the  manufacturer  and  jobber  cannot  expect  orders 
from  the  retailer,  far  in  advance  of  the  season,  there 
being  no  advantage  in  ordering  very  early. 


Montreal  Firm  Holds  Annual  Dinner 

FOLLOWING  a  business  conference,  the  stafY 
of  the  Industrial  Export  Co.  of  Canada,  Lim- 
ited, held  their  annual  dinner  at  the  Ritz  Carl- 
■  ton  Hotel,  Montreal,  on  December  29th.  Mr. 
G.  G.  Hodges  presided  over  a  representative  gathering 
of  the  staf¥  and  guests. 

The  speeches  were  characterized  by  the  spirit  of 
optimism — of  expansion,  and  of  faith  in  the  possibil- 
ities and  resources  of  Canada.  While  there  is  for  the 
present,  industrial  de])ression,  the  speakers  all  ex- 
pressed the  view  that  it  would  be  of  comparatively 
short  duration.  It  was  in  this  belief  that  the  com))any 
had  set  a  much  higher  mark  of  business  to  be  aimed 
for  in  1921. 

After  the  toast  of  the  King  and  the  President  of 
the  United  States  had  been  honoured,  Mr.  S.  M.  Hast- 
ings, of  Chicago,  a  director  of  the  comi)any,  commenfed 
on  the  general  commercial  outlook.    He  spoke  very  en- 


thusiastically of  the  i)ossibilities  of  Canada,  of  the 
part  she  had  ])laye(l  in  the  war,  and  of  the  high  status 
she  had  obtained  among  the  nations  of  the  world. 
Mr.  Hastings  also  made  a  few  remarks  upon  sales- 
manship, stating  that  the  present  was  the  time  when 
the  genius  of  business  in  relat'on  to  sales  was  having 
a  se\ere  test.  When  a  salesman  sold  goods  to  a 
customer  and  w  hen  that  customer  welcomed  him  on 
his  next  call,  tluy  niii^ht  be  certain  that  the  goods 
had  been  sold  right,  lie  regarded  tlie  present  com- 
mercial position  as  unavoidable,  as  it  has  been  brough; 
about  by  artificial  conditions,  and  the  banks  had  to 
bring  the  commercial  world  to  earth  by  adopting 
means  which  would  terminate  the  period  of  infiation. 

Mr.  G.  ( i.  Ilughes  briefly  sketched  the  history  ot 
the  comi)any  and  intimated  that  it  would  in  future 
be  known  as  llall  iv  Hodges,  Limited.  lie  stated 
that  the  com])any  had  made  very  rapid  dexelopment, 
and  within  eighteen  months  had  established  agencies 
in  many  parts  of  the  world  and  had  also  sold  goods  to 
many  countries,  lie  also  took  credit  in  this  connec- 
tion for  opening  up  Canadian  trade  in  certain  diree- 
ti(jns,  and  expressed  the  belief  that  a  consideraI)ly 
larger  export  trade  could  be  done  if  Canadian  manu- 
facturers would  I  inly  seize  the  oi)])ortunities  which 


An  interesting  Sport's  Model  shown  by  Selby  Shoe  Co. 


are  a\ailable.  The  Association  were  not  middlemen 
in  the  ordinary  sense, — they  were  a  selling  organiza- 
tion, which  paved  the  way  for  Canadian  goods  out- 
s.'de  the  Dominion.  Naturally,  they  have  had  their 
difficulties,  but  the  executive  had  been  admirably  sup- 
ported by  the  firms  for  whom  they  were  agents,  in- 
cluding several  shoe  manufacturers  of  Canada  and 
England.  Mr.  Hodges  was  very  optimistic  as  to  the 
future  of  the  Association.  Mr.  R.  R.  Hall,  of  New 
York,  was  one  of  the  founders  of  the  Association,  and 
Mr.  Hodges  stated  that  much  of  the  success  was  due 
to  his  co-operation.  In  the  name  of  the  company,  he 
])resented  a  silver  headed  cane  to  Mr.  Hall. 

Mr.  Hall  briefly  returned  thanks,  and  said  that  the 
success  of  the  company  was  really  due  to  Mr.  Hodges, 
who  had  overcome  many  difficulties  and  dealt  with 
the  position  in  a  very  admirable  way. 

The  toast  of  the  visitors  was  coupled  with  the 
names  of  Messrs.  C.  A.  Hale,  J.  E.  Warrington,  (of 
the  J.  Ritchie  Company,  Quebec),  and  H.  B.  Hen  wood. 
The  first  named  briefly  replied. 

During  the  evening,  music  was  furnished  by  a  jazz 
band  and  at  the  close  of  the  dinner,  a  musical  pro- 
gramme was  given. 
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Some  Interesting  Comments  on  1921  Prospects 

A'Yhat  should  the  trade  strive  for  in  1921  ?  A\"hat 
are  the  prospects  for  the  coming-  year?  These  are 
questions  with  which  the  thoughts  of  every  live 
member  of  the  footwear  industry  are  engaged  at  tlie 
present  time,  as  Time  turns  over  a  new  leaf  in  his 
book  of  the  years,  and  places  the  old  one  under  the 
seal  of  the  irrevocable  past.  New  Year  is  a  time  for 
mental  stock-taking ;  we  look  back  over  the  year  that 
is  gone  and  think  of  our  achievements  and  out  fail- 
ures— perhaps  more  of  the  latter — and  we  look  for- 
ward and  plan  for  the  coming  year  which  is  ours  to 
make  or  mar.  Prospect,  even  though  the  sky  be  dark, 
is  generally  more  cheering,  more  stimulating  and 
more  profitable  than  retrospect.  There  are  some 
things  we  ought  to  remember,  a  fev\'  we  like  to  re- 
member, and  a  great  deal  we  would  like  to  forget. 
The  wise  man  learns  his  lessons,  but  does  not  brood 
over  them.  He  looks  ahead,  plans  ahead  and  goes 
ahead,  and  lets  the  dead  past  bury  its  dead. 

The  year  1920  has  not  been  a  bright  and  rosy  one 
for  the  shoe  industry,  and  1921  may  not  be  all  clear 
sailing",  but  there  is  nothing  to  be  gained  by  pessmi- 
ism,  and  the  more  cheerfully  we  face  the  future,  the 
more  cheering  we  are  likely  to  find  it.  Mere  are  some 
opinions  from  prominent  members  of  the  industry,  as 
to  what  the  trade  must  look  forward  to,  and  strive 
for,  in  1921 : 

Kenworthy  Bros,  of  Canada 

An  order  once  placed  should  be  looked  upon  by 
all  parties  as  a  contract  which  cannot  be  voided  with- 
out the  mutual  consent  of  all  parties  concerned.  In 
accepting  orders  for  future  delivery,  it  is  our  policy 
to  guarantee  production  against  declines  in  price  and 
as  soon  as  raw  materials  come  to  a  point  where 
prices  can  be  reduced,  our  trade  will  receive  the 
benefit  of  such  a  reduction,  irrespective  of  the  cjuant- 
ity  and  materials  they  have  on  order  with  us  at  higher 
prices.  We  feel  that  through  such  a  policy  the  trade 
will  become  more  confident  and  will  not  hesitate  lo 
place  orders  in  anticipation  of  their  requirements  and 
as  soon  as  this  result  is  obtained,  better  business  will 
be  had  generally.  1921  is  bound  to  be  a  year  of  con- 
servative buying,  in  our  opinion,  but  we  feel  that  the 
trade  generally  speaking  will  go  through  the  period 
and  will  be  much  better  business  men  in  the  future, 
than  they  have  been  in  the  past. 

A.  A.  Cote  &  Son 

Buyers  have  only  bought  from  hand  to  mouth 
since  last  spring  and  are  still  doing  so.  People  could 
ai¥ord  to  go  barefoot  last  summer,  but  they  cannot 
do  so,  by  this  time.  The  consequence  ought  to  be 
that  stocks  should  be  lower,  and  buyers  will  have  to 
buy  in  the  spring.  Now  they  might  want  again  to 
buy  from  hand  to  mouth,  in  the  anticipation  of  lower 
prices.  We  believe,  however,  that  that  fright  of  a 
further  drop  in  the  prices  of  shoes  is  without  sound 
basis.    The  tanners  and  leather  merchants  have  done 


all  they  <;ould  in  that  respect  so  far,  and  prices  of 
lal)our  and  find.ngs  remain  pretty  near  the  same,  so 
that  the  buyers  cannot  expect  a  very  1)ig  drop  m 
prices  of  shoes,  should  there  be  any  in  the  spring. 
*      *  * 

Peter  Doig 

It  is  difficult  to  think  of  something  that  would  be 
pleasant  as  the  conditions  at  the  present  time  demand 
only  one  thing,  and  that  is,  untiring  effort.  My 
suggestion  would  be  that  you  start  in  the  New  Year 
with  this  motto — "Work  You  Beggar  Work." 


Dupont  &  Frere. 

We  do  not  believe  that  shoes  will  be  very 
much  cheaper  next  year  than  they  are  to-day,  while 
we  will  advise  the  traders  to  Iniy  only  for  their  re- 
c|uireinents,  it  is  no  time  to  try  to  speculate  on 
shoes,  and  as  there  will  be  quite  a  lot  of  cheap  shoes 
on  the  market  it  will  be  l)etter  to  be  safe  as  there  is 
no  fear  of  increase.  On  account  of  so  many  unem- 
ployed men  during  the  winter  and  as  we  think  that 
several  trades  will  be  very  quiet  for  the  coming  six 
months  the  retailers  should  buy  only  what  they  re- 
Cjuire. 

*  * 

The  Spirit  that  Industry  Needs 

Preston,  Out. 

Editor,  Footwear  in  Canada  ; 

At  4.30  to-day  at  a  ipass  meeting  of  some  200  em- 
ployees of  this  Company,  Mr.  G.  P.  Hurlbut,  Pres- 
ident, and  Cla3'ton  E.  Htirlbut  were  each  presented 
with  a  handsome  reading  lamp  after  the  address  had 
been  read  by  the  Chairman  of  the  Advisory  Council, 
a  body  elected  by  the  workers  having  large  powers 
co-operating  with  the  Management. 

In  the  interest  of  good  relations  between  manage- 
ment and  labor,  we  thought  you  would  be  glad  to 
know  something  of  what  we  have  accomplished  here 
during  the  past  two  years. 

Yours  truly, 
(Signed)  Clayton  E.  Hurlbui. 


Address  Presented  to  Messrs.  C.  E.  and  G.  P.  Hurl- 
but,  by  the  Employees  of  the  Hurlbut  Co.  Ltd. 

We  the  assembled  workers  of  the  Hurlbut  Co. 
desire  to  express  our  thanks  for  the  manner  in  which 
our  factory  has  been  operated  on  full  time  for  the 
last  year. 

AVe  realize  that  this  has  entailed  a  great  deal  of 
selling  energy,  a  large  amount  of  worry  and  in  some 
cases  real  financial  loss. 

.  Having  seen  other  factories,  particularly  shoe 
factories,  having  to  close  down  or  run  on  short  hours, 
the  fact  that  every  worker  here  has  had  an  opportunity 
to  work  practically  full  time  is  something  we  are 
grateful  for. 

We  also  wish  to  thank  the  management  for  the 
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cordial  and  fair  manner  with  which  they  have  always 
treated  their  workers. 

Therefore  all  the  workers,  including  the  ofBce 
staff,  department  heads,  and  everyone,  even  some  ex- 
workers,  as  a  token  o-f  their  appreciation  and  esteem, 
ask  you  to  accept  these  table  lami)s,  and  while  we 
knovv  not  what  next  year  may  hold  forth,  we  all  join 
in  wishing  you  a  very  Merry  Christmas. 

J.  Cardy, 
Chairman  Advisory  Committee. 

s|:  *  * 

The  Relation  of  Wages  to  Shoe  Prices  —  A 
Reader's  Criticism 

Toronto,  Dec.  16th.  1920. 
Editor  Footwear  in  Canada, 
Dear  Sir: — 

In  your  issue  for  the  current  month  you  have  an 
editorial  on  page  73  under  heading  ("Hides  a  Small 
Factor  in  the  Cost  of  Shoes.").  Surely  this  article 
was  intended  for  a  joke — most  particularly  that 
part  which  says:  At  least  three-quarters  of  the  cost 
of  a  pair  of  --.hoes  is  for  the  labor.  It  would  be  as  well 
we  think  before  such  a  statement  as  this  is  made  that 
\-ou  should  be  sure  you  are  right.  As  we  understand 
"it,  the  cost  of  the  labor  in  a  jiair  of  shoes  as  proved  by 
the  Board  of  Commerce  is  $1.26.  Surely  this  is  a 
long  way  from  three-quarters  the  cost  of  a  piuv  of 
$10.00  shoes. 

Yours  truly, 

Russell's. 

[We  are  very  pleased  to  have  Mr.  Russell's  letter 
but  regret  that  the  figures  we  stated  are  no  joke.  Our 
correspondent  has  (|uoted  part  of  a  sentence  and 
omitted  the  riualifying  and  explanatory  phrases  which 
I)ring  out  ihe  idea  we  intended  to  convey.  He  quotes 
us  as  .'■■aying:  "At  least  three-ciuarters  of  the  cost  of 
a  pair  of  shoes  is  for  the  labor,"  a  statement  which,  as 
it  stands,  may  appear  incorrect.  What  we  actually 
said  wa.s:  "At  least  three-quarters  of  the  cost  of  a 
pair  of  shoes,  from  the  raw  materials  to  the  customer's 
foot,  is  for  labor,  in  the  general  sense."  I'hat  conveys 
quite  a  different  meaning.  Wc  had  in  mind  all  the 
cost  of  all  the  work  that  has  to  be  done,  from  the 
take-off  of  the  hide  and  the  manufacture  of  the  raw 
cotton  into  drilling,  right  down  to  the  fitting  of  the 
shoe  and  its  delivery  to  the  customer. — Ed.] 


Well  Known  Toronto  Firm  Opens  Second 
Shoe  Store 

IT  is  quite  an  unusual  procedure  for  a  retailer  in 
any  line  to  operate  two  stores  on  the  same  street. 
The  shoe  firm  of  Chisholm's,  Toronto,  are  not  stick- 
lers for  precedent,  however  and  they  have  just  re- 
cently opened  a  second  store  almost  opposite  their 
original  establishment.  They  are  located  on  Dundas 
St.  in  the  West  end  of  the  city  and  have  been  catering 
to  a  fairly  high  class  clientele  in  their  older  store,  which 
is  very  attractive  both  as  to  the  exterior  and  the  in- 
terior. Just  across  the  street,  about  half  a  dozen  doors 
east,  are  their  new  premises  in  which  after  considerable 
remodelling,  they  have  now  started  business. 

The  newly-opened  store  has  a  recessed  front  with 
windows  of  the  show-case  type.  The  lobby  is  both 
wide  and  deep,  and  there  are  two  entrance  doors,  be- 
tween which  there  is  an  isolated  display  section,  in 
which  children's  goods  and  hosiery  will  be  shown. 
A  feature  of  the  establishment  is  the  signs  across 


the  top  of  the  windows  and  the  doors,  which  are  in 
white  on  a  blue  ground.  Right  in  front  on  either 
side  is  the  motto,  "Good  Shoes  at  Low  Prices,"  which 
is  the  slogan  of  the  store,  and  over  the  lobby  elevation 
of  each  window  the  firm's  trade-mark  is  shown  ;  "The 
Big  C  Boot  Shop,"  in  a  diamond  and  scroll  design. 
Then  over  the  entrance,  they  have  the  mottoes,  "Al- 
ways Value  Here,"  "We  Sell  Good  Shoes,"  "Good  Hon- 
est Value." 

This  new  establishment  is  designed  to  cater  to  a 
cheaper  class  trade  than  the  original  store,  and  the 
interior  is  therefore  arranged  with  the  primary  object 
in  view  of  providing  the  readiest  service,  though  at 
the  same  time  attractiveness  of  appearance  has  not 
been  neglected.  The  feature  is  a  number  of  cases 
all  of  which  have  table  tops,  for  the  display  of  goods 
and  for  serving,  and  underneath  there  is  space  for 
holding  cartons.  Some  of  them  have  racks  upon  which 
are  hung  various  lines  of  shoes,  in  one-price  lots,  with 
tags  attached.  There  arc  four  groups  of  fitting  chairs 
arranged  along  the  walls,  with  five  chairs  in  each. 

Messrs.  M.  and  J.  L.  Chisholm  are  the  partners  in 
the  firm,  and,  since  they  have  been  in  the  retail  shoe 
business,  have  built  uj)  a  wide  clientele.  Their  new 
store  carries  medium  and  staple  grade  goods,  which 
will  not  conflict  with  the  trade  in  the  older  one,  and 
for  the  purposes  of  management  it  is  very  advantag- 
eous to  have  the  two  establishments  located  so  close- 
ly together.  Mr.  W.  P.  Williams  has  charge  of  the 
new  store. 


Edward  Stark  Shoe  Co.  Announces  Cut  in 
Shoe  Prices 

Mr.  Edward  Stark,  of  the  I^dward  Stark  Shoe 
Company,  Ltd.,  Vancouver,  1>.  C,  says:  "The  better 
grades  of  footwear  for  men  and  women  will  soon  be 
selling  at  a  price  that  will  place  them  within  the 
means  of  the  average  l)uyer.  The  public  during  the 
last  five  years  demanded  the  best,  whether  it  were 
shoes,  clothing  or  other  wearing  apparel.  The  result 
was  that  the  demand  for  the  better  qualities  so  far 
exceeded  the  supply  that  prices  were  inflated  beyond 
reason.  Finally  prices  reached  such  a  height  that  this 
class  of  merchandise  was  ])laced  beyond  the  means  of 
the  average  consumer. 

"The  result  was  that  merchants  who  dealt  in  only 
the  higher  'grades  of  merchandise  were  placed  under 
a  serious  handicap. 

"Certainly,  no  one  can  be  more  pleased  than  these 
merchants  at  the  present  downward  trend  of  prices. 
It  means  that  the  lower  prices  will  enable  this  class 
of  merchants  to  re-establish  their  connection  with  the 
great  mass  of  the  buying  public. 

"Personally,  I  think  that  j^rices  will  reach  a  normal 
level  within  the  next  year.  In  fact,  I  am  backing  that 
belief  by  placing  my  entire  stock  on  sale  at  the  new 
low-level  prices. 

"In  spite  of  the  loss  that  I  shall  incur  by  this  sharp 
decline  in  prices,  no  one  can  be  more  pleased  than  my- 
self. Because  the  life-blood  of  a  successful  merchant 
is  'volume' — one  must  be  able  to  sell  good  merchandise 
at  a  price  within  the  means  of  the  average  man  nr 
w(>man." 

4,,,  „„  „„  „„  „  „„  „,  ,M,  ««  ..,  ™  ,M,  .1..  I...  ....  ...  ...  ....  

I  i 

I  According  to  Bradstreet  84  per  cent,  of  all  j 
1  firms  that  fail  are  non-advertisers.  f 
j   ^  I 
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The  "K''  Boot  Shop,  Vancouver 

Oiie  of  the  City's  Modern  and  Up-to-the-Minute 
Establishments— Remarkable  Growth 
in  Nine  Years 


Mr.  William  Wood,,  prominent  shoeman,  and  head 
of  the  firm  of  Wood's  Ltd.,  Vancouver,  formerly  con- 
ducted a  business  in  Winnipeg  from  1893  to  1899.  When 
he  moved  from  there  to  Vancouver  he  first  became 
connected  with  Edward  Stark  and  then  H.  D.  Rae.  In 
February  1912,  he  decided  to  start  in  business  for  him- 
self, opening  half  of  his  present  premises  at  160  Cor- 
dova Street  W.,  and  eventually  occupying  the  entire 
building.  Three  years  later  he  successfully  launched 
another  store  known  as  the  "K  Boot  Shop"  at  301 
Hastings  Street  West,  and  despite  his  aim  to  do  a 
compact,  steady  shoe  trade,  found  that  his  business 
had  grown  to  such  healthy  proportions  that  it  was 
deemed  advisable  to  form  a  joint  stock  company.  A. 
J.  Barter  and  James  Harley,  the  managers  of  the  two 
stores,  with  Mr.  Wood,  constitute  the  firm. 

A  large  custom  and  repair  business  is  enjoyed  by 


the  firm  although  they  do  not  specialize  in  this  class 
of  work.  Through  the  medium  of  a  very  attractive 
mail  order  catalogue,,  a  large  amount  of  business  is 
done  throughout  the  province. 


The  Situation 

This  story,  as  told  by  a  salesman  "on"  his  chief,  a 
big  doll  manufacturer,  is  going  the  rounds  in  New 
York.  A  customer  of  long  and  good  standing  wired 
■  in  to  the  firm  :  "Cancel  all  outstanding  orders  immed- 
itely,"  whereupon  the  manufacturer  wired  back : 
"Can't  cancel  immediately.  You  will  have  to  wait 
your  turn." 


Returned  Men  Open  Repair  Shop 

A.  Mawby  and  P.  Spencer  have  recently  purchased 
the  boot  and  shoe  repairing-  business  of  E.  Ford  of 
1095  Yonge  Street,  Toronto.  Both  Mr.  Mawby  and 
Mr.  Spencer  served  with  the  Imperial  Machine  Gun 
Corps  during  the  war,  and  Mr.  Mawby  was  a  prisoner 
in  Germany  for  nine  months. 

Mr.  E.  Ford  is  now  situated  at  215  Ossington 
.A.venue,  in  the  boot  and  shoes  repair  business. 
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Shoeman's  Merchandising  Calendar 


Hints  on  Window  Displays  and  Selling  Ideas 
for  the  Month  of  February — Timeliness  is  one 
of  the  Secrets  of  Getting  Results— Watch  for 
this  Calendar  Every  Month  —  It  Will  Keep 
You  Posted  Several  Weeks  Ahead  of  Time. 


When  the  Ground  Hog  Sallies  Forth 

February,  being  in  the  midst  of  the  sea- 
son, is  sonicwhat  of  a  featureless  month  from 
tlic  standpoint  of  the  shoe  merchant.  Still  it  does 
not  altogether  lack  opportunity  for  timely  and  in- 
teresting window  displays.  The  first  point  that 
may  l)e  recalled  is  that  Feb.  3  is  Ground  Hog 
Day.  A  great  many  people  are  unable  to  recol- 
lect such  dates  as  these,  and  yet  they  are  quite 
interested  in  the  myth  about  the  ground  hog 
coming  out  to  look  for  his  shadow.  The  shoe  re- 
tailer might  have  a  couple  of  cards  ready  for  the 
occasion,  one  to  suit  the  bright  day  and  the  other 
to  suit  the  gloomy  day.  Here  are  a  few  sugges- 
tions: "Ah,  Ha!  The  ground  hog  saw  his  shade 
to-day.  Are  you  prepared  for  another  six  week's 
hard  weather?  A  pair  of  arctics  will  protect  you 
from  cold  and  chills."  "While  the  ground  hog 
sleeps,  don't  get  cold  feet.  Wear  timely,  com- 
fortable footwear."  "Cheer  up!  The  ground  hog 
says  winter  will  soon  he  over.  A  pair  of  these 
rubbers  will  save  your  shoes  in  the  meantime." 

St.  Valentine's  Day 

St.  Valentine's  Day  comes  on  Pel).  14,  when 
cupids,  hearts  and  arrows  are  in  order  in  your 
window  display,  and  an  opportunity  is  offered  for 
a  very  attractive  and  interesting  trim,  which 
might  be  used  for  three  or  four  days  leading 
up  to  St.  Valentine's  day  with  appropriate  win- 
dow cards.     Dancing  and  party  slippers  should 


l)e  shown  in  this  display,  and  indeed,  it  is 
well  to  make  a  feature  of  these  on  several  occa- 
sions during  the  month  of  February,  as,  from  the 
middle  of  the  month  forward,  the  social  season  is 
at  its  height.  The  shoe  merchant  who  does  a 
high-class  trade  will  do  well  to  remember  that, 
under  the  existing  conditions,  his  most  effective 
appeal  can  ()rol>ably  be  made  to  the  "Society'-' 
Miss. 

Sell  Warm  Footwear  for  Cold  Feet 

Tt  is  wise  to  co-operate  with  the  elements  in 
your  window  displays.  February  is  generally  a 
rather  cold  month — some  would  say  that  was  put- 
ting it  mildly — and  if  a  man  is  suffering  from  cold 
feet,  he  may  be  rece])tive  to  the  suggestion  that 
he  ought  to  supply  himself  with  a  pair  of  heavy, 
warm,  comfortable  shoes.  Spats  and  arctics  may 
also  be  featured  to  advantage,  making  a  point  of 
the  comfort  and  warmth  they  give  the  wearer. 

As  a  final  suggestion  for  February,  we  might 
say,  keep  your  sidewalks  clean  and  navigable,  if 
the  municipality  does  not  do  it  for  you.  Don't 
have  a  mess  of  snow  broth  in  front  of  your  store, 
through  which  a  customer  will  have  to  wade  up 
to  her  ankles,  and  don't  have  a  sheet  of  ice  on 
which  she  inay  unexpectedly  sit  down.  Use  a 
snow  shovel,  and  salt,  ashes,  sawdust,  or  what 
you  please,  but  have  it  so  that  the  customer  can 
reach  your  store  with  the  least  inconvenience 
possible. 
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Yale  Shoe  Store  Taken  Over  by  Mr.  H.  W. 

Stark 

Mr.  H.  W.  Stark,  who  formerly  operated  a  .shoe 
retail  business  in  Winnipeg,  has  recently  taken  over 
the  Yale  Shoe  Store  in  Vancouver  from  Trick,  Thorne 
&  Neelands.    He  intends  doino-  a  medium  and  low- 


Mr.  H.  W.  Stark 


priced  business  in  men's,  women's  and  children's 
shoes,  and  anticipates  an  excellent  season.  Trade  at 
the  Yale  store  has  increased  considerably  even  in  the 
short  time  since  it  has  come  into  Mr.  Stark's  hands. 


Review  of  the  Hide  Market  During  1920 

Tl  1  li  year  1920  has  been  a  disastrous  one  in  the 
history  of  the  hide  business.  There  has  been 
a  rapid,  and  almost  uninterrupted,  decline  in 
prices,  while  the  business  transacted  has  been 
negligible.  It  was  when  the  Canadian  embargo  upon 
hides  was  enforced  in  July,  1919,  that  Canadian  dealers 
first  began  to  see  indications  of  the  coming  depression, 
and  from  that  time  forward  the  trade  declined,  though 
it  was  not  until  the  present  vear  that  effect  upon  prices 
became  so  marked. 

Packer  hides  a  year  ago  were  worth  45  to  47  cents 
a  pound,  while  to-day  the  quotations  are  12  to  13 
cents,  and  these  are  merely  nominal,  as  there  are  not 
sufficient  sales  being  made  to  establish  a  market  price. 
This  decline  has  been  spread  over  the  twelve  months, 
but  it  may  be  said  that  there  were  three  levels  or  buy- 
ing period.s — in  the  spring  the  quotations  were  40  to 
44  cents,  and  in  the  early  fall,  22  to  24  cents,  while  the 
present  quota.tions  of  12  to  13  cents  mark  the  low  point 
of  the  year.  All  through  the  summer  very  few  sales 
were  recorded  and  up  until  the  Fall  when  a  little  busi- 
ness was  done  at  the  22  to  24  cent  level. 

Chicago,  of  course,  is  the  centre,  and  barometer,  of 
the  hide  market,  and  latterly,  with  the  exception  of  the 
week  of  Nov.  30 — when  one  million  hides  were  moved 
— very  few  transactions  have  been  reported.  This 
spurt  around  the  beginning  of  December  was  merely 
an  artificial  stimulation  of  the  trade,  and  when  it  died 
down  left  business  as  dead  as  ever.  It  is  interesting 
to  note,  however,  the  prices  at  which  this  million  hides 


were  moved,  as  compared  with  pre-war  quotations. 
The  figures  follow : 

Sales  Price.    Pre-war  Quotations. 

Heavy  native  steers  ....  21c  :20c  to  30}4 

Light  native  steers    ....  20c  l'.)ctol9J/4 

Heavy  native  cows   ....  18c  19c 

Light    native    cows    ....  15c  19^c 

Heavy  Texas  steers  ....  IGc  19>4c 

Light  Texas  steers   ....  14c  19c 
Extreme  light  Texas 

steers    13c  lS34c 

Colorado    steers    .......  14c  •  lOc 

Butt  branded  steers  ....  15c  19c'to  igj^ 

Branded   cows    i:!c  18K>c  to  1S3/1 

This  was  a  big  clean-u|)  sale,  initiated  by  the  pack- 
ers, and  most  of  the  hides  probably  found  their  way  to 
their  own  tanneries. 

The  next  transactions  of  any  importance  took 
place  in  Christmas  week,  when  a  sale  of  90,000  to  100,- 
000  light  packer  cows  (September  to  November  take- 
off) were  sold  at  13c.,  and  about  100,000  branded  cows, 
an  extreme  Texas,  at  12c.,  the  prices  indicating  the 
present  condition  of  the  market. 

The  drop  in  the  price  of  calfskin  has  been  e\en 
more  marked.  To-day  they  are  quoted  at  12  to  14'-. 
for  veals,  with  very  few  sales  being  made.  This  re- 
presents a  reduction  of  about  80  per  cent,  from  Decem- 
ber, 1919,  when  the  average  [jrice  was  around  65  cents. 
Spring  saw  calfskins  quoted  at  from  45  to  50  cents,  and 
they  have  been  falling  off  ever  since. 

Though  prices  are  so  very  favorable  from  the  buy- 
ers' viewpoint,  the  immediate  outlook  in  the  hide  busi- 
ness is  uncertain.  Until  activity  in  the  shoe  manu- 
facturing industry  is  resumed  and  tanners  are  enabled 
to  liquidate  their  present  stocks,  it  is  doubtful  whether 
they  will  be  in  a  position  to  buy  heavily. 


The  Getty  &  Scott  No.  3  factory  at  the  corner  of 
Colborne  and  North  Water  streets  is  rapidly  getting 
into  shape  for  occupation.  The  old  buildings,  too, 
have  been  thoroughly  renovated  and  newly  fitted  up, 
and  will  provide  quite  a  large  additional  space  for 
manufacturing  purposes.  Here  is  one  firm  that  is 
demonstrating  its  complete  confidence  in  the  speedy 
return  of  the  shoe  industry  to  a  normal  and  sound 
condition,  in  a  very  practical  way. 


Ames-Holden-McCready,  Limited,  announce  that 
their  factories  in  Montreal  which  have  been  completely 
closed  down  since  October,  will  be  opened  in  the 
middle  of  January,  and  will  recommence  production 
on  an  active  basis.  Throughout  1921,  it  is  stated,  the 
firm's  prices  will  be  based  on  obtaining  a  net  profit 
of  4  per  cent,  on  the  turnover. 


The  Shoe  Superintendent's  and  Foremen's  Asso- 
ciation of  Montreal  are  holding  a  smoker  and  concert 
on  Friday  night,  January  14th,  1921.  Judging  from 
the  attendance  at  the  last  smoker  this  should  be  a 
bumper  meeting. 


The  Breithaupt  Leather  Co.,  Ltd.,  have  gotten  out 
a  very  attractive  calendar  for  the  year  1921.  It  is  ap- 
proximately sixteen  inches  square,  and  illustrates,  in 
colors,  a  typical  Canadian  harvest  scene  in  the  Golden 
West. 
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Salesmanship  in  the  Repair  Shop 

A  Phase  of  the  Repairing  Business  that  Requires  Closer  Attention — 
Have  You  "Got  the  Goods"?— Then  Your  Success 

r 


Depends  on  How  You  Sell  Them 


EVERY  man  in  business  to-day — whatever  his 
line  may  be — must  use  salesmanship  if  he  is  to 
succeed.  Some  there  are  who  still  stick  to 
Nineteenth  Century  methods  and  yet  manage 
to  stay  in  business,  but  tliey  merely  make  a  li\ing. 
Next  to  our  old  friend,  "Supply  and  Demand,"  sales- 
manship is  the  most  powerful  force,  the  most  inescap- 
al)le  law,  that  operates  throughout  the  whole  indus- 
trial and  commercial  life  of  the  world  to-day,  and  the 
shoe  repairer  is  subject  to  its  o])eration,  just  as  surely 
as  is  the  retailer,  the  wholesaler,  the  manufactm^er,  the 
advertising  man.  and  all  the  others  who  ])ay  toi^-notch 
salaries  to  t(Ji)-notch  salesmen  for  marketing  their 
products  or  their  services. 

Xow  granted  that  the  repair  man  i>  a  salesman, 
what  has  he  to  sell?  Xot  merely  sole  leather,  nor 
fibre  soles,  nor  rubber  heels,  nor,  if  he  takes  the  right 
vievvi)oint  of  his  work,  can  he  even  be  said  to  be  sell- 
ing rei)air  jobs.  What  is  he  selling  then?  Well,  what 
is  it  the  customer  wants?  Longer  life  for  his  shoes 
is  one  thing.  Wut,  mind  you,  he  wants  that  longer  life 
without  an  ugly  and  clumsy  old  age.  He  wants  his  shoes 
kept  new  as  long  as  possible.  As  a  matter  of  fact,  once 
a  shoe  loses  its  attractiveness,  its  life  is  over,  in  the 
estimation  of  a  great  many  people,  and  it  is  no  longer 
fit  for  anything  but  to  be  sold  to  the  travelling  repre- 
sentatives of  the  second-hand  stores.  This  then  is 
what  a  live  up-to-the-minute  repairer  has  to  sell, 
"longer  life  for  shoes,  and  preservation  of  their  appear- 
ance." Of  course,  ])art  of  the  responsibility  rests  with 
the  customer,  but  one  thing  is  certain  that  if  Made- 
moiselle, the  little  stenographer  who  is  so  proud  of 
her  feet  and  ankles,  gets  her  $16  oxfords  clumsily  re- 
paired, it  matters  not  to  her  that  the  new  soles  should 
wear  like  iron,  she  has  not  got  what  she  expected  nor 
what  she  paid  her  money  for.  There  is  a  small  per- 
centage of  people,  we  suppose,  with  whom  wear  is  the 
first,  last  and  only  consideration,  but  with  the  large 
majority,  appearance  is  at  least  equally  important. 
This  fact  requires  neither  argument  nor  demonstration, 
for  when  we  consider  what  an  important  factor  "Style" 
is  in  the  sale  of  shoes  to-day,  it  becomes  immediately 
self-evident. 

Now  that  we  have  discovered  what  the  repair  man 
has  to  sell,  we  are  in  a  position  to  discuss  intelligently 
how  best  he  can  sell  it.  It  may  be  pointed  out  right 
at  the  start  that  though  his  problem,  on  the  surface, 
appears  different  from  that  of  the  retailer,  it  is  funda- 
mentally the  same.  The  apparent  difference  lies  in  his 
first  dealings  with  the  customer.  When  a  customer 
enters  a  shoe  store,  he  may,  or  may  not,  have  made 
up  his  mind  to  buy  shoes,  and  if  he  has  decided  that 
he  needs  shoes,  he's  not  very  sure  whether  or  not  he's 
going  to  buy  them  in  that  particular  store  or  not.  The 
salesmen,  in  this  case,  has  to,  first,  get  his  attention  ; 
second,  arouse  his  interest  in  the  goods ;  thirdly, 
awaken  a  desire  for  them  in  his  mind,  and,  fourthly, 
influence  his  decision  to  buy  them.   That,  as  psycholo- 


gists and  writers  on  salesmanship  tell  us,  is  the  actual 
and  complete  process  of  selling.  The  repair  man, 
however,  has  not  to  bother  with  attention,  interest, 
desire,  and  determination,  once  he  is  in  touch  with  his 
customer,  for,  in  nine  hundred  and  ninety-nine  cases 
out  of  a  thousand,  that  has  all  taken  place  in  his  cus- 
tomer's mind  before  he  enters  the  sho]).  The  cus- 
tomer wdio  visits  a  repair  shop  comes  with  the  full 
intention  of  having  his  shoes  repaired — unless  it  be  in 
a  case  where  he  wants  first  to  ask  the  repair  man's  ad- 
\  ice  as  to  whether  they  are  worth  the  expense.  The 
shoe  repairer's  problem,  then,  is  to  get  people  to  come 
to  his  shop,  and  when  they  df)  come,  to  make  perman- 
ent customers  of  them.  That  is  the  final  ol)ject  of 
salesmanship — to  make  cu-tomcrs — and  it  is  the  ])rob- 
lem  which  retailer  and  rci).'urer  alike  have  to  deal  with. 

".Making  customers.  '  then,  is  the  cpiestion  which 
we  must  consider,  and  the  answer  to  it  is  indeed 
simple:  h'irst  attract  them  to  your  store,  and  when 
\'ou  get  them  there,  ])lease  them.  In  the  last  issue,  we 
had  some  remarks  to  make  on  advertising  for  the  re- 
pair man.  Advertising — which  is  nothing  more  or 
less  than  printed  salesmanship — is  the  most  effective 
method  of  drawing  new  business.  It  reaches  out  and 
gets  the  atcntion  of  the  fellow  who  would  never  hear 
of  you  otherwise,  and  when  he  enters  your  establish- 
ment, then,  by  personal  salesmanship,  you  have  the 
opportunity  of  winning  him  as  a  permanent  customer. 
If  you  haven't  got  the  service  and  the  salesmanship  to 
back  up  your  advertising,  then  you  had  best  not  adver- 
tise, for  you  are  wasting  its  results  entirely  and  throw- 
ing away  your  money.  But  if  you  have  "got  the 
goods"  and  advertise  wisely  and  well,  then  you  have 
the  combination  that  builds  big  business. 

Handling  a  customer  is  a  delicate  proposition,  let 
it  be  said.  It  is  a  science  in  the  study  of  which  a  man 
may  spend  half  his  life  before  he  becomes  expert  at  it. 
It  requires  tact,  patience,  judgment  and  keen  obser- 
vation of  human  nature,  but  it's  worth  while  cultivat- 
ing, for  he  who  masters  it  is  on  the  road  to  success.. 

There  are  three  fundamental  principles  in  sales- 
manship, three  main  factors  in  the  all-important  prob- 
lem of  pleasing  the  customer.  These  are  courtesy, 
Icnowledge  and  service. 

Courtesy  comes  first,  and  is  first;  it  is  the  very 
spirit  of  salesmanshij).  Customers  to-day,  expect,  and 
demand,  to  be  treated  as  welcome  guests  in  the  store 
or  shop  they  patronize.  They  come  to  hand  out  good 
money,  part  of  which  goes  to  the  proprietor  as  a  profit, 
and  feel  that  since  their  trade  supplies  his  bread  and 
butter,  they  are  entitled  to  every  consideration.  And 
they  are  right,  or,  at  any  rate,  the  stores  that  operate 
on  the  principle  that  they  are  right,  do  the  biggest 
business.  The  greatest  selling  organizations  on  this 
continent  have  been  built  up  on  this  basis.  "The  cus- 
tomer is  the  boss,"  is  the  gospel  of  Twentieth  Cen- 
tury Merchandising,  and  its  adoDtion  has  been  the 
cause  of  developing,  for  better  or  for  worse,  far  larger 
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and  more  profitable  business  institutions  that  had  pre- 
viously been  even  dreamed  of  in  the  retail  field. 

It  is  very  important  then  how  you  meet  and  greet 
your  customer.  However,  you  do  it,  show  that  you 
are  really  pleased  to  see  him.  Be  cheerful  about  it. 
Give  him  a  pleasant  "Good  morning,"  or  "Good  even- 
ing," as  the  case  may  be,  and  if  you  know  his  name 
address  him  by  it.  Don't  use  any  of  those  old,  stale, 
half-baked  expressions,  which  have  been  handed  down 
from  generation  to  generation  of  retail  salesmen  from 
the  beginning  of  the  Nineteenth  Century,  or  may  be 
before  it.  "Something  for  you.  Mister?"  is  one  of 
them — probably  the  worst.  No  one  with  average 
common  sense  goes  to  a  repair  shop  or  a  retail  store 
vmless  he  wants  something,  and  a  greeting  of  this 

,|. — „„ — „_,„  ,  „,  „,4. 

J  i 
I     It's  a  Pity—  I 

to  throw  away  good  shoe  I 

f     leather  these  days.  ! 

! 

1         Having  your  shoes  re-  \ 
paired  is  a  real  economy,  | 


kind  prompts  a  customer  who  is  inclined  to  be  sarcas- 
tic, to  reply,  "Oh,  no !  Thought  this  was  a  rest  room, 
and  just  dropped  in  to  have  a  smoke."  However,  it 
must  be  admitted  that  the  repair  man  is  not  nearly  so 
bad  an  ofi^ender  in  this  respect  as  the  clerk  in  the  retail 
store.  He  generally  shows  more  originality  and  indi- 
viduality in  greeting  his  customers.  But  there  are 
many  repairers  who  do  not  make  an  efifort  to  fit  the 
greeting  to  the  individual.  They  have  their  own  way 
of  doing  things  and  saying  things  and  what  goes 
alright  with  one  customer  should  go  with  all,  they 
think.  There  they  make  a  mistake.  Some  customers 
are  naturally  talkative  and  sociable,  and  are  quite 
willing  to  enter  into  a  friendly  conversation,  but  others 
are  reserved  and  easily  ofifended.  So  it  is  necessary 
to  be  careful  and  take  no  liberties.  Undue  familiarity 
is  to  be  avoided  on  the  one  hand,  and  coldness  on  the 
other.  A  cheerful  "Good  morning !  How  can  we  serve 
you  to-day,  Mr.  Blank?"  can  offend  no  one,  that  is,  if 
you've  got  the  name  right. 

One  very  important  matter  in  which  there  is  un- 
justifiable carelessness  shown  by  many  shoe  repair 
men  is  "Personal  appearance."  The  average  customer 
judges  you,  on  first  meeting,  by  what  you  look  like 
and  what  you  talk  like — afterwards,  of  course,  he  takes 
into  serious  consideration  what  you  act  like.  But  first 
impressions  are  very  important,  and  how  much  pleas - 
anter  it  is  to  deal  with  a  man  who  is  neat,  clean  and 
shaven,  than  one  who  has  two  days'  growth  of  whisk- 
ers on  his  face  and  two  weeks'  accumulation  of  dirt  on 
his  apron.  These  things  count  with  women  especially, 
but  many  men,  too,  feel  much  the  same  about  them. 
And  they  have  their  efi^ect  upon  the  repair  man  him- 
self. The  average  man  will  have  much  more  confi- 
dence in  dealing  with  his  customers,  if  he  knows  he  is 
not  under  the  disadvantage  of  receiving  silent,  but  un- 
favorable, criticism  on  account  of  his  untidy  appear- 
ance. 

Many  men  have  climbed  the  ladder  of  success 
with  surprising  celerity  largely  on  the  strength  of  one 
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faculty,  that  of  remembering  names.  When  you  ad- 
dress a  customer  by  name  the  second  time  he  calls, 
you  may  be  sure  that  it  tickles  his  vanity.  It  makes 
him  feel  that  he  is  regarded  as  an  important  customer, 
and  that  the  repairer  considers  his .  business  worth 
while  having  which  certainly  won't  displease  him.  The 
repair  man  will,  therefore,  find  it  well  worth  while  to 
cultivate  this  faculty,  so  that  when  a  customer  returns 
for  his  shoes,  he  can  address  him  by  name.  It  is  a  real 
courtesy  and  will  prove  a  business  builder. 

Courtesy  next  demands  that,  when  you  are  dealing 
with  a  customer,  you  should  give  him  your  entire  at- 
tention. There  is  nothing  more  irritating  than  to  feel 
that,  while  one  is  explaining  his  needs,  the  proprietor 
or  salesman,  is  thinking  of  something  else,  or  to  have 
him  interrupt  you  to  attend  to  some  other  matter.  Any 
repair  man  will  understand  that  from  his  own  experi- 
ence in  retail  stores.  Then  apply  that  experience  to 
your  treatment  of  your  own  customers.  Listen  to  his, 
or  her,  remarks  as  if  they  were  spoken  by  an  oracle. 
It  will  permit  you  to  understand  his  needs  better  to 
correct  his  wrong  notions,  and  will  show  him  you  are 
anxious  to  give  him  the  best  possible  service.  There 
are  of  course  many  people  who  make  unreasonable  de- 
mands and  who  talk  a  good  deal  of  nonsense  upon 
subjects  about  which  they  know  little  or  nothing. 
There  are  those  who  will  tell  you  that  the  price  of 
hides  is  away  down  and  that  there's  no  reason  in  the 
world  why  shoe  repair  prices  should  not  be  reduced  in 
proportion.  Now  don't  tell  a  man  who  talks  like  this 
that  he's  "departing  from  the  truth."  There's  nothing" 
to  be  gained  by  that.  Nor  don't  commence  an  argu- 
ment with  him.  It's  much  better  to  take  him  gently 
and  remove  the  ground  from  underneath  his  feet  with- 
out upsetting-  him.  If  he  says,  "You  fellows  are  all 
profiteers.  Look  at  the  price  of  hides  now,  away  down 
at  rock  bottom.    Shoe  repair  prices  are  all  out  of  line." 

+  .  „  „  + 

I 

I    A  Stylish 
Repair  Job 

That's  what  we  give 
you.  We  double 
the  life  of  your  shoe 
without  spoiling  the 
style. 

4. — , — ,  ,  4 

Now,  don't  begin  to  answer  him  with  a  flat  contradic- 
tion. That  will  merely  irritate  him  and  not  convince 
him.  Proceed  rather  like  this:  "Prices  are  high,  no 
doubt,  at  least  high  in  comparison  to  what  they  were 
before  the  war,  and  hides  are  down,  that's  true,  too. 
But  then  we  don't  buy  hides,  we  buy  leather,  and  the 
reduction  in  the  price  of  the  best  grade  of  leather  is 
very  small.  If  you  want  a  cheaper  job,  with  second 
or  third  grade  leather  used  on  your  shoes,  you  can  find 
shops  that  will  give  it  to  you.  W e  don't  do  that  class 
of  business.  Then  you're  not  buying  leather  from  us 
in  any  case,  you're  buying  service — a  first-class  repair 
job  that  will  double  the  life  of  your  shoes,  without  in- 
juring their  appearance  or  comfort.    And  in  that  ser- 
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vice,  leallicr  is  merely  an  item.  I  here's  the  wages  of 
ex])ert  labor,  thread,  lindings,  upkeep  of  machinery, 
rents,  insurance,  and  many  other  items  to  be  taken  into 
consideration — all  of  which  are  higher,  not  lower,  than 
they  were  some  months  a.^o.  \\  hen  there  comes  a 
drop  in  labor,  rents  and  i^eneral  expenses,  we'll  be  in 
a  |)()sition  to  lower  our  prices,  and  ,L;lad  we'll  be  ol  it. 
In  the  meantime,  we've  ^ot  t(j  make  a  living." 

Be  a  Consulting  Expert  to  the  Customer 

(  )ne  of  the  most  important  serx  ices  that  the  slujc 
rcjiairer  has  to  render  the  customer  is  in  gix'ing  him 
sound  advice.  He  should  be  a  consulting  expert  on 
footwear  and  upon  feet,  and  his  advice  should  always 
be  sincere.  It  is  a  whole  lot  better  to  tell  a  customer 
])lainl\'  that  his  shoes  are  not  worth  repairing  than  to 
repair  them  when  it  is  clear  the  upper  will  not  weai' 
long  enough  for  him  to  gel  \alue  out  ol  the  jol). 
.Again,  if  the  wearing  points  in  tlie  shoe  indicate  that 
it  is  not  the  proper  shai)e  for  the  customer's  foot  and 
that  it  will  sooner  or  later  create  foot  trouble  for  him, 
the  repairer  should  tell  him  so,  diplomatically.  There 
are  a  few,  of  ccjurse,  who  do  not  want  your  advice,  and 
there  is  no  need  to  force  it  on  them.  The  wa\-  to  make 
customers,  howe\er,  is  to  always  cons.der  their  best 
interests,  ratlu'r  than  the  immediate  return  on  (jue 
repair  job. 

ICven  as  the  re])airer  is  careful  in  handling  his  cus- 
tomers, so  he  should  be  careful  in  handling  their  shoes. 
It  is  absoluteh-  a])])alling  to  see  the  w^ay  in  which  some 
repairmen  throw  the  shoes  around.  They  seem  in 
man\'  cases  to  be  treated  as  so  much  scraj), — tossed 
into  a  corner  in  a  ])ile  with  all  sorts  and  conditions  of 
footwear.  This  i>  untidy,  unsanitarv  and  unbusiness- 
like, and  is  l)ound  to  offend  any  customer  who  has 
ordinarv  regard  for  his  personal  property,  or  who  has 
an  eye  of  neatness  and  cleanliness.  Each  shoe  slKtuld 
be  handled  as  carefully  as  if  it  were  new  and  had  just 
beiMi  removed  from  the  carton. 

It  is  when  the  customer  return^  for  the  repaired 
shoes  that  the  re])air  man  has  his  best  opportunity  for 
getting  in  some  real  salesmanship.  Unless  the  cus- 
tcMiier  i>  in  an  urgent  hurry,  show  him  the  job,  and  how 
well  it  looks;  ])oint  out  how  neatly  it  is  finished  and 
how  the  sha|)e  of  the  shoe  has  been  preserved.  But  be 
brief — don't  waste  his  time.  There  is  no  better  time 
than  right  then  to  sell  him  a  pair  of  laces,  too.  "A  pair 
(jf  extra  laces  wotild  come  in  handy,  wouldn't  they? 
Shall  I  wra])  them  up  in  the  jjarcel  for  you?"  "And 
how  about  ]Kjlish?  That's  something  one  generally 
forgets  till  the  tin  is  empty  or  dried  U])?"  "Here's  a 
very  good  combination  cleaner  that  you'll  find  will 
spruce  tip  your  shoes  wonderfully,  and  will  help  to  pre- 
serve the  leather.    Perhaps  you  would  care  to  try  it." 

Finally,  never  disa])])oint  your  ctistomers.    If  yoti 
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I  On  the  evening  of  Thursday,  Jan.  13th,  the  1 

f  Toronto  Shoe  Repairers'  Association  will  hold  f 

I  their  first  meeting  of  the  New  Year.    This  meet-  s 

I  ing  is  to  be  given  over  to  entertainment  and  will  I 

J  be  in  the  form  of  a  ladies'  night,  the  members  j 

J  being   invited    to    bring   their    wives   and   lady  | 

1  friends.  The  feature  of  the  evening  will  be  a  musi-  j 

I  cal  program  provided  by  a  Hawaiian  orchestra,  j 

1  15  in  number,  under  the  leadership  of  Mr.  Ozart,  • 

I  of  the  Avenue  Road  Shoe  Repair  Shop,  who  is  a  ! 

I  member  of  the  Association.    Refreshments  will  | 

}  also  be  provided.  I 

i  Important  business  is  on  the  slate  for  future  : 

I  meetings. 

I   ^ 
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say  you  will  ha\e  a  job  linished  at  o'clock  Wednes- 
day, ha\e  it  linished  and  ready  for  them  when  they 
call.  Never  make  promises  you  can't  fulfill.  Business 
is  not  buih  uj)  on  the  basis  of  grabbing  every  job  \  on 
can  get,  l)Ut  on  the  basis  of  making  everv  customer 
y(ju  can  get. 

Election  of  Officers  of  Toronto  Association 

TM  I''  annual  meeting  of  the  Toronto  Shoe  Re- 
])airers'  Association  was  held  on  the  ex  ening  of 
December  9,  when  the  election  of  officers  took 
place.  Mr.  S.  lUirnett  was  re-elected  president 
ol  the  Association,  and  the  following  com])rise  the 
ofiicers  and  executixe:  \'ice-])resident,  I.  I..  Weir; 
-ecretary,  Jesse  Merchant;  treasurer,  j.  \\  .  Mendry; 
executive  committee — .S.  Rynder,  Walter  I'lUrnill,  W. 
Ilughes,  X.  Dollery,  S.  Pemble,  and  .\rthur  Saps- 
ford. 

Most  of  these  names  will  be  \ery  familiar  to  those 
w  ho  attend  the  meetings  of  the  Toronto  Shoe  Re|)air- 

^.  „„  „„  .„  .„,  ...  ...  ....  ....  ....  ...  .„  „..  ...  ...  ...  ....  ...  ...  

I  On  the  opposite  page  are  shown  the  photo-  ! 

J        graphs  of  the  officers  of  the  Toronto  Shoe  Re- 
J        pairers'  Association  elected  for  1921.  | 

I 
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(Ts  AsxKMation,  tlhuigh  ^omc  new  blood  ha^  been  in- 
Ircjduced,  including  men  who  have  ipute  recently  be- 
come members  of  the  association. 

The  re-elected  president,  Mr.  Ilurnett,  needs  no 
introduction  to  any  repairers'  organization  in  the  pro- 
vince of  Ontario.  He  lias  played  a  large  part  in  the 
affairs  of  the  Toronto  Association,  and  the  confidence 
of  his  fellow -workers  is  expressed  b\  hi>  re-election. 

Mr.  J.  L.  Weir  was  last  year  a  member  of  the  execu- 
tive of  the  association,  and  has  always  been  a  consis- 
tent booster  of  its  interests.  He  operates  the  Parlia- 
ment rej)air  shop  on  Carlton  St. 

Mr.  Jesse  Merchant  is  an  enthusiastic  association 
worker,  and  during  the  past  year  has  taken  an  active 
part  in  i)r(jmoting  the  interests  of  the  local  organ- 
ization. 

Mr.  J.  W.  Plendry,  who  last  year  held  the  oftice  of 
organizer  in  the  association,  is  noted  among  the  To- 
ronto men  for  his  "pe]),"  and  is  always  to  the  fore  when 
there  is  work  to  be  done. 

Mr.  S.  Rynder  is  one  of  the  more  recent  arrivals  in 
the  Toronto  Association.  He  is  a  young  repair  man, 
who  immigrated  to  this  country  from  Holland,  and 
has  set  U])  shop  for  himself  on  Bloor  .St.  W.,  where  he 
has  a  good  location.  He  has  made  splendid  progress 
in  the  mastery  of  the  iMiglish  languaue,  and  speaks  it 
(|uite  fluently. 

Air.  Walter  llurnill  is  one  of  Toronto's  best  known 
association  men.  In  one  way  or  another  he  has  been 
active  in  organization  work  nearly  all  his  life,  and  at 
the  present  time  is  president  of  the  Toronto  Shoe  Re- 
tailers' Asst)ciation,  as  well  as  holding  office  in  the 
repairers'  organization. 

Air.  E.  N.  Dollery  last  }  ear  held  the  office  of  finan- 
cial secretary  of  the  association.  The'  duties  of  this 
position,  however,  were  assumed  by  the  recording  sec- 
retary.   He  operates  a  repair  shop  on  Harbord  Street. 

Messrs.  Hughes,  Pemble  and  Sapsford  are  all  new 
blood  in  the  executive  of  the  association,  and  have 
shown  by  their  active  interest  in  association  work  the 
qualities  that  make  successful  association  men. 


Mr.   Arthur   Sapsford,  Executive 


Mr.   W.    Hughes,  Executive 


Mr.   S.   Pemble,  Executive 
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Successful  Sherbrooke  Shoeman 

Has  Been  Operating  Retail  Store  for  Over  Eleven 
Years— Handsomely  Furnished  Premises 
and  High  Grade  Stock 

Mr.  M.  J.  Choquette,  Slicrl)rooke,  P.  O.,  shoe  re- 
tailer, went  into  the  shoe  business  in  1909.  when  he 
bought  out  II.  H.  Morency,  of  .Sherbrooke.  Mr. 
Choquette  vv^as  born  in  Farnham,  1*.  O.,  in  1(S85.  His 
first  position  was  with  L.  11.  ()li\  er,  grocer,  of  Sher- 
brcoke.  After  three,  years  with  Mr.  Oliver,  he  went 
into  the  employ  of  Mr.  L.  .\.  Codere,  furrier,  men's 
furnishings  and  shoe  retailer.  Later- Mr.  Choquette 
was  associated  with  the  firm  of  II.  C.  Wilson  &  .Son. 


Mr.    M.    J.  Choquette 

as  travelling  representative,  which  position  he  held  for 
nine  years.  In  1909,  as  stated  above,  Mr.  Choquette 
bought  out  H.  H.  Morency,  shoe  retailer,  Sherbrooke. 
Mr.  Choquette  is  a  great  believer  in  advertising.  He 
stocks  high  grade  footwear  consisting  of  Gold  Bond 
Brand  for  men,  and  Smardon  Shoes  for  women.  He 
also  sells  Dr.  Scholl's  Foot  Easers.  In  addition  to  the 
retail  store,  Mr.  Choquette  operates  a  rejjair  shop. 
Different  I  mes  of  shoes,  also  shoe  liiiflmgs  are  dis- 


Interior  view,  Choquette  Store,  Sherbrooke 

pjayed  in  the  showcase  in  the  front  of  the  store.  Mr. 
Choquette's  office  is  situated  in  the  rear  close  to  the 
stairs  leading  to  the  repair  department. 

He  has  been  a  constant  reader  of  Footwear  for  the 


l)ast  11  years,  and  says  that  he  derives  great  benefit 
especially  from  the  window  dressing  suggestions 
v\  hich  appear  from  time  to  time. 


A     handsome  JuHet 
slipper   model  shown 
by  the  Cobourgf  Felt 
Company 


Veteran  Salesman  Joins  John  Palmer  Co.'s  Staff 

Mr.  A.  \'.  Kierstead,  who  has  been  selling  shoes 
for  the  llartt  Boot  &  Shoe  Co.  for  almost  ten  years, 
has  recently  resigned  to  join  the  forces  of  the  John 
Palmer  Co.,  Ltd.,  with  headquarters  at  Hampton,  N.  B. 

With  the  excei)tion  of  Mr.  L.  Farewell,  of  Winni- 
peg, Mr.  Kierstead  had  the  longest  service  record  with 
the  Hartt  Shoe  Co.  of  any  man  on  their  sales'  staff. 
"Fent,"  as  he  is  intimately  called  by  his  close  friends, 
is  well-known  to  both  retailers  and  shoe  salesmen,  and 
with  his  excellent  record  is  sure  to  make  good  with 
Mooseliead  Pirand  footwear.     He  is  covering  Nova 
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Mr.  A.  F.  Kierstead 


Scotia  and  Prince  Edward  Island  for  the  Palmer  con- 
cern. 

Many  are  the  changes,  Mr.  Kierstead  tells  us,  that 
he  has  noticed  since  he  first  went  on  the  road,  and 
there  is  a  great  difference  in  both  styles  and  prices.  A 
jump  from  $5.00  to  $18.00  and  $20^00  in  retail  prices 
is  rather  startling,  and  the  now  every-present  recede 
toe  would  have  attracted  a  great  deal  of  attention,  but 
not  many  buyers  in  the  earlier  days,  Mr.  Kierstead 
savs. 


January,  1931 
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MELTONIAN 

Boot  Polishes 

and 

Creams 


The  Polishes 
That  Get  Hold 
of  the  Public 


SAMPLES 
PRICES 
&  TERMS 

with 

PLEASURE 

from 

Mr.  Robt.  D.  AYLING 

23  Scott  Street 
Phone  Main  7613 

TORONTO 

Agent  jor  the  sole  manufacturers  : 

E.  BROWN  &  SON,  Ltd. 

LONDON  AND  PARIS 
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FOOTWEAR   FINDINGS  1 

Happenings  in  the  Shoe  and  Leather  Trade  | 
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Tlie  l\eal  iMt  J'^ootwear  Co.,  Montreal,  is  reported  to 
l)e  about  to  present  a  petition  in  bankruptcy. 

The  Korrect  Slioe  Company,  shoe  retailers,  Toronto, 
have  assigned  to  R.  Tew. 

John  Asnew  Co.,  Ltd.,  London,  Ont.,  have  recently 
moved  from  their  former  location  at  223  Dundas  St.  to  a 
new  and  ui)-t()-date  store  close  hy  on  the  same  street. 

Mr.  .\rtliur  L.  Wilson,  of  liamiltun,  will  have  to  con- 
lent  himself  with  bachelor  ways  for  the  ne.xt  few  months. 
I  lis  wife  has  recently  set  out  on  a  trip  to  Ireland,  taking 
the  family  with  her.  Mrs.  Wilson  sailed  from  Halifax  early 
in  December  and  is  visiting  her  father,  Mr.  Edward  l^ewlow, 
J.I'.,  in  VVarrenpoint,  Ireland. 

Mr.  J.  E.  Ruprc.  representing  the  Montreal  Heel  Co., 
Ltd.,  has  recently  been  visiting  the  trade  in  Western  On- 
tario. 

J.  Mclntyre  has  opened  an  up-to-date  shoe  store  at  280 
Danforth  Ave.,  Tornnto,  where  he  has  installed  a  complete 
stock  of  boots  and  shoes. 

J.  l\.  Bourque,  who  is  manager  of  an  up-to-date  §tore 
at  127  I'rincipale  St.,  Hull,  Que.- — opened  by  him  three  years 
ago  for  M.  L.  Diamond, — recently  purchased  the  bankrupt 
stock  of  the  l'"eldnian  estate  from  the  executors,  adding 
many  new  lines  of  shoes  to  his  stock.  He  reports  liusiness 
.good. 

O.  L.  Waters,  a  progressive  young  business  man,  has 
just  opened  a  retail  store  at  22'.)()  Hloor  St.  W.,  Toronto, 
with  a  complete  line  of  shoes  and  rubbers,  for  men.  women 
and  children. 

W .  A.  McEv\'en.  29:;  Koncesvalles  .\\e..  has  purchased 
ihe  stock  and  good-will  of  the  retail  shoe  business  formerly 
operated  under  the  name  of  the  Shinnick  Shoe  Store,  at  (he 
same  time  adding  a  number  of  new  lines,  and  with  A,  L. 
Hurlburt  as  manager,  is  now  fully  equipped  to  inish  busi- 
ness vigorously  and  successfully. 

The  Perth  Shoe  Conqiany's  [ilant.  at  I'ertli.  Ont.,  of 
which  certain  departments  were  temporarily  shut  down, 
will,  the  company  advises  us.  be  operating  in  all  depart- 
ments shortly  after  the  New  Year. 

The  Premier  Shoe  l\ei)air  Stores,  Limited,  whose  head 
office  is  at  loii  Queen  St.  Iv,  Toronto,  have  recently  opened 
their  store  No.  5  at  445  Danforth  .\ve.  They  have  installed 
an  is-foot  Goodyear  finisher  and  stitcher  with  electric  heat, 
and  the  shop  is  modernly  equipped  in  every  way. 

Mr.  George  Davis,  vice-president  and  sales  mana.ger  of 
Bennett  Limited,  has  been  spending  a  few  days  in  New  York 
City. 

The  factory  of  Peter  Braunstein,  shoe  manufacturer, 
Montreal,  was  totally  destroyed  by  fire  on  December  27th. 
Mr.  Braunstein's  loss  is  only  partly  covered  by  insurance. 

Dama,gc  to  the  extent  of  several  thousand  dollars  is 
reported  to  have  been  done  to  the  store  of  Louis  Deschenes, 
58  St.  John  St..  Quebec  City,  in  a  recent  fire. 

Mr.  T.  C.  Lafontaine  has  severed  his  connection  with 
Ames,  Holden,  McCready  Co.,  Ltd.,  Montreal,  and  joined 
the  sales  force  of  the  Eagle  Shoe  Company,  Montreal.  Mr. 
Lafontaine  has  been  in  the  employ  of  Ames,  Holden,  Mc- 
Cready Co.,  Ltd.,  for  the  past  ten  years. 

The  proprietors  of  the  Reliable  Shoe  Store,  Guelph,  Ont., 
who  were   formerly  operating  two   establishments   in  that 


)f   the  stores 


town,   recently    decided    to   shut    down  oi 
known  as  the  Guelph  Shoe  Store. 

l''o()twear  l''indings  of  Canada,  Ltd.,  has  been  incorpor- 
ated, with  an  authorized  capital  stock  of  .$1()0.()()().  and  will 
operate  with  headquarters  at  tlie  village  of  Cowansville.  Que. 

The  Canada  Tanning  Company,  Limited,  has  taken  out 
letters  patent  in  Ontario  with  headquarters  at  the  town  of 
Simcoe,  capital  stock     1  oo.dOd. 

Cnder  agreement  willi  the  town  council  r>f  .Acton,  Ont., 
the  (iourlay  Shoe  Co.  are  installing  a  plant  in  a  shoe  factory 
building  which  the  town  has  recently  had  completed. 

The  Certificate  Shoe  Co.,  Montreal,  which  had  com- 
menced the  operation  of  a  chain  sales  scheme  by  means  of 
coupons,  has  ceased  its  activities.  The  Retail  Merchants' 
.\ssociatioii  had  succeeded  in  having  a  warrant  issued  a.gainst 
liie  company.  l)ut  ii  was  then  found  that  its  jjremises  were 
shut  down  and  that  it  was  no  longer  operating. 

The  (iosscliii  Shoe  Comi)any.  Ltd.,  which  was  incorpor- 
ated some  niontlis  ago.  has  established  an  office  at  !)(")  Sain; 
Leon  St..  Quebec  City,  which  will  lie  its  liead(|uarters. 

The  .Albert  Kerr  Co.,  iiide  merchants.  Toronto,  have 
opened  a  branch  in  Saskatoon. 

S.  R.  SafTord  iS;  l!ro..  hide  iiierchaiits.  Montreal,  iiave 
re.gistered. 

The  Atlas  b'ootwear  Co.,  Montreal,  have  obtained  a 
charter. 

The  Cnitcfl  Shoe  Repair  Shops.  Montreal,  have  obtained 
a  charter. 


Brogue  Model  Shown 
by  Boyden  Shoe  Mfg. 
Company. 


MEN   WANTED         .ncr  Caim.la.  i 
Right  l-'orni  <  )\'ergaiters  .'iii'i  Slmr  l-'iii'hiii 
Montreal,  (Ji'e.  ;  Nova  Siulia.   with  the  r\ii|it 
rrn   and   Western   Ontario;    Manitoha;  Saskati 
.Mherta. 

liox  449.  Footwear  in  Canada.  Toronto. 


1  .  I  ^  ^iilr  linr  our  lines  of 
tin   ti  Territor.v  open; — 

>!  (  aiie  Breton;  East- 
111  ;    liritish    C'olutnhia  : 


(6 


Judge  It  by  its  Users'' 

New  Castle  Kid 

BLACK   WHITE  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 
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G 


MINISTPQ^of 
.MUNITIONS 


53k  Order  of  ^fie'^^'smi^^'^ 'Disposal Hoard 

Government  Property 
FOR  SALE 


FACTORIES 

AERODROMES 

BUILDING  MATERIAL 

FURNITURE 

DOMESTIC  EQUIPMENT 

MACHINERY 

POWER  PLANT 

STEAM  PLANT 

ELECTRICAL  PLANT 

AGRICULTURAL  MACHINERY 

ROAD  BRIDGES 

RAILWAY  MATERIAL 

DOCK  MATERIAL 

etc., 


CONTRACTORS'  STORES 
TEXTILE  GOODS 
CLOTHING 
BOOTS  AND  SHOES 
MEDICAL  STORES 
FERROUS  AND  NON-FERROUS 
METAL 

CHEMICALS  AND  EXPLOSIVES 
RIVER  AND  CANAL  CRAFT 
MOTOR  LAUNCHES  AND 

STEAMERS 
MISCELLANEOUS  STORES 
etc. 


Buyers  should  instruct  their  representatives  in 
the  United  Kingdom  to  communicate  with  the 
Secretary,  Disposal  Board,  Ministry  of  Muni- 
tions, Caxton  House,  Tothill  Street,  London 
S.  W.  1.  Cable  address:  "Dispexport,  Munorgize, 
London." 


For  further  particulars  of  Government  Property 
for  sale  see  "Surplus",  price  by  quarterly  subscrip- 
tions of  2s  post  free,  payable  in  advance  to  the 
Director  of  Publicity,  Ministry  of  Munitions, 
Whitehall  Place,  S.W.L 


64 


FOOTWEAR   IN  CANADA 


January,  1021 


THE  Ectabliihed  1863 

KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturer*  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


•V.D.t\RMSTROM0 

ENGRAVEROF  FINE  STEEL  STAMPS  &.DIES 
230,cj^>NES^M0NTREALm>w^  675 

CR^^^C^^tr)   r>  QUE.  c^   r^*>^^  AfAlN 


MY  STAMPS  ARE'UPTO  date"  IN  DESIGN] 
&ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOEScp 
•  WHICH  WILL  INCREASE  YOUR  SALES 


1 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — Tliey  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  —  Ihcy  save  time  in  packing. 

5.  — They   save   storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    it  lower 

than  wood. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


We  Have  a 


Stock 


of  Boots,  Oxfords,  Brogues 
and  Ties,  in  Brown 
and  Black  Kid. 

1st  Quality,  on  latest  styles  of  lasts,  at 
prices  based  on  to-day's  market  val- 
ues of  leathers  and  other  materials. 

Your  enquiries  solicited  for  Spring 
Sorting  requirements. 

We  will  be  glad  to  submit  samples. 


Canadian  Shoes  limited 


TORONTO,  CANADA 
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Increased  Efficiency 

follows  the  installation  of  this  machine 


It  eliminates  all  hand  work  and  rough 
scouring-  and  rtnishes  the  Heel  Breast 
from  edge  to  edge. 

It  trims  leather  board  heels  as  easily 
as  those  with  leather  seats  and  without 
pulling  out  pieces  of  the  heel  at  the  side. 
It  trims  close  to  shank  without  scuffing 

it. 

All  heels  trimmed  to  same  template 
are  absolutely  uniform. 

It  does  its  work  easily,  accurately  and 
^)06S  speedily,   trimming   Louis   heels   of  an}' 

curve  or  style. 

May  we  demonstrate  its  value  to  you? 

The  Louis  G.  Freeman  Co* 


What  the 

Louis 

Heel 

Breast 

Trimmer 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Fred.  F.  Dufton 

LEATHER 

so  Foundry  Street  South 

Kitchener        «  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickelt  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock,  of  above  well  known  lines  always  on  hand. 
Call  and  inspect  them. 


CINCINNATI,  OHIO,  U.S.A. 

Representatives : 

International  Supply  Co.,  Kitchener,  Ont. ;  Montreal,  Que.;  Quebec,  Que. 

Manufacturers    Supplies    Company,    St.    Louis,    Mo. — Milwaukee,  Wis. 

Markem  Machine  Company,  Boston,  Mass. 

Schuster  Ehrlich  &  Cia,  Buenos  Aires,  Arg.  Rep.,  S.  A. 

Ernest  Evna,  Copenhagen,  Denmark. 

O.  J.  Locke  Co.,  New  York. 

Standard  Engineering  Co.,  Leicester,  England. 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Cases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 

Head  Office  and  Sale  Rooms  Tanneries 

27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYRT"LTD^5J!iT'i!FA-L"''Qj,l: 


Number  7 


BOX  TOE  GUM 


This  Makes  a  Hard,  Strong,  Slightly  Flexible 
Box,  the  Gum  Being  Very  Smooth  Spreads 
Nicely  and  Evenly,  Making  a  Smooth,  and 
Even  Toe  Which  Conforms  Perfectly  to  the 

Shape  of  the  Last. 

Manufactured  by: 

Boston  Blacking  Company 

152  McGill  Street,  MONTREAL,  Canada 
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-1921- 
HERE'S  TO  A 

PROSPEROUS 
NEW  YEAR 

WITH  OUR 

ASSURANCE 

OF 

SERVICE 

TO  HELP  MAKE  IT  SO 


United  Shoe  Machinery  Co.  of  Canada^  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackcrmaii,  Son  Sz  Co.,  B.  F   7'j 

Aircl  &  Son    18 

Ames-Holden-McCready    10 

Armstrong,  \V.  D   6  4 

Bockwith  Box  Toe  Co   2t- 

Bennett  Limited    ! 

Blonin,   I'icrre    IT 

Boot  and  Shoe  Workers'   Union    .  . 

Boston  Blacking  Co   (>(' 

Boston  Leather  Stain  Co   :!1 

Brcittiaupt  Leather  Co   5 

Brockton   Rand  Co   2: 

Brown  &  Son,  E   (il 

Bearclmore    &    Co   2.5 

Cohnnhns  Rubber  Co   ICi 

Connaught   Shoe   Co   7i) 

Canadian  Consolidated  Rubber  Co 

Canadian   Shoes,  Limited    (w 

Champion  Shoe  Machinery  Co.   ...  it 

Clarke  &.  Co.,  A.  R   80 

Cobourg  Felt   Co  .^,;2-;:! 

Cote,  J.  A.  &  M   ;m 

Cote   &  Son,  A.  A   j() 

Daonst,  Lalonde  &  Co   (i 

Duclos  &  Payan   

Dufresne  &  Locke    8 

Dufton,  Fred   F   ().") 


Edwards  &  Edwards    (>(> 

Elite  Footwear  Co   7t 

Eureka  Shoe  Co   '.I'] 

F'ortuna  Machine  Co   7" 

Franklin  Machine  Co   7  7 

Freeman,  Louis  G   (>.") 

Frank  &  Bryce    :l<\ 

Franks,  Arthur    7!! 

(iirourd  Limitee.  La  Maison    7(i 

Globe  Furniture  Co   7:. 

Globe  Shoe  Co   (ii) 

Hall  &  Hodges    13 

Jlinde  &  Dauch  Paper  Co   (It 

Holliday  &  Co.,  L.  B  

Ilnmberstone    Shoe    Co   7.'i 

Infants'  Footwear  Limited    70 

International   Supply   Co   liO 

Kelly  &  Co.,  Thos.  A   70 

Kenworthy  Bros   70 

King  Brothers   Co   04 

King  Paper  Box  Co   (iii 

LaDuchesse  Shoe  Co   7fi 

Landers  Bros.  Co   70 

Landis  Machine  Co   70 

Lagace  &  Lepinay    ;>.; 

Lennox  &  Co.,  John    20 


McLaren  Co.,  J.  .\   21 

Maranda  &  Dcsormeau    77 

Millner  Co   7:1 

Ministry  of  Munitions    6.'! 

Montreal  Slipper  &  Gaiter  Co   77 

Montreal  Stencil  Works    7.1 

National  Cash  Register  Co   78 

New  Castle  Leather  Co   02 

(^wens-Elmes   

Panther   Rubber   Co   2 

Robinson   Co.,  Jas   14-11 

Robson  Leather  Co.    68 

Ross  &  Shaw    72 

Rapaport  &  Co.,  1   12 

Samson    Enr.,   J.    E   65 

Sisman  Shoe  Co.,  T   69 

Spaulding  &  Sons  Co.,  J   11 

Tetrault  Shoe  Mfg.  Co   22 

Talbot  Shoe  Co   ± 

United  Shoe  Machinery   0  7-71 

United  States  Hotel    77 

i 

Upham.  II.  W   7h 

Yale  Shoe  Mfg.  Co   17 


OSHAWA 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  ChronDe  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co,  Limited 

MONTREAL  OSHAWA  QUEBEC 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


'''///iiiwm 


Patented  ^. 

1919 


THE  WAY 

the  Child's  Foot  is  jjrt)wing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


The  First  Thought 
for  1921 

Wise  dealers,  who  have  been  studying  the 
shoe  situation  closely,  can  readily  see  that 
the  public  want  lower  priced  shoes. 

A  Good  Shoe  at  a 
Reasonable  Price 

This  is  what  the  people  will  ask  for  in  1921. 

Show  the  Sisman  Line— the  solid  staple  shoe,  with  style 
and  quality  of  material  and  workmanship. 

Your  jobber  can  supply  you 

THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
clays,  the  average  daily  output  has  been  800  dozen 
rtnislied  skins,  or  an  equivalent  o{  9,600  skins  per  da\ . 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Equalize  the  increased  cost  of  material  by  installing  machinery  to 
do  your  shoe  repair  work. 

Landis  Stitchers  and  Finishers  are  unequalled  in  quality,  the  prices 
are  reasonable  and  the  terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers.    Write  for  com- 
plete catalogue  with  prices  and  terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  N.zsthst.,  St.  Louis,  U.S.A. 
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CHAMPION 
Shoe  Repair  Machinery 

Largest  and  Most  Complete  Line  of 
Shoe  Repair  Machinery  in  the  Market 


30,000  in  Use  Everywhere 

Adopted  by  U.  S.  Army  and  Marine  as  Stand- 
ard Machines. 

Champion  Peerless  Straight 
Needle  and  Awl  Shoe  Stitcher 

Only  Machine  of  this  kind  in  the  Market. 


Champion  Peerless  Combination 
Harness  and  Shoe  Stitcher 

Indispensable  in  Every  Harness  and  Shoe  Re- 
pair Shop. 

PEERLESS  STRAIGHT  NEE^^        No  Other  Machine  Gives  You  this  Working      peerless  combination 

&  AWL  SHOE  SI  11  CHER  FaciUty.  HARNESS  &  SHOE  STITCHER 

Champion  Universal  Model  Curv- 
ed Needle  and  Awl  Shoe 
Stitcher 

Built  on   Solid  and    Thorough  Mechanical 
Lines — 

Covers  Every  Requirement  of  New  Custom 
Work  and  Half-soling. 


UNIVERSAL    MODEL  CURVED 
NEEDLE  &  AWL  SHOE  STITCH- 
ER 


Champion  New  Model  Combin- 
ation Clincher,  Sole  Fastener  and 
Heel  Slugger 

An  Extraordinary  Labor  Saver  and  Money 
Maker — 

Leaves  the  Sole  Pliable  and  Flexible. 


COMBINATION 
SOLE  FASTEN 
SLUG 


CLINCHER 
ER  &  HEEL 
GER 


Champion  Line  Includes  Over  Thirty  Different  Models  Repair  Outfits  Consisting  of  Stitchers  and  Finishers 
Champion  Machines  are  Sold  on  Terms  Net  Cash,  or  on  Monthly  Payments.  They  are  Not  sold  on 
Royalty.  Write  us  for  Particulars,  Prices  and  Terms. 

Champion  Shoe  Machinery  Company 

3723-41  Forest  Park  Boulevard  St.  Louis,  Mo.,  U.S.A. 
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Indian  Moccasins,  Chrome  Moccasins,  Shoe  Packs,  Fancy 

Indian  Slippers,  Showshoes 

We  are  the  Exclusive  Agents  for 

ARMAND  BASTIEN,    BASTIEN  BROS.,    HENRY  BROS,    Indian  Lorette,  P.Q. 

The  Home  of  the  Indian  Tanned  Goods 

ROSS  &  SHAW 

Successors  to  Chas.  F.  Ross 
32  Front  St.  W.  -  Toronto         Tel.  Adel.  4147 


Jhrfum 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Mamif.acturers  of 

Shoe3,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Asents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    muit    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie   General   Merchants  are   Departmental   Stores — in   miniature — 

found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
trade,  because  the  General  Merchant  is  not  an  exclusive  shoe  dealer. 


K«#WU.Kiy  riHANOAL.UMHUaAL  &. 

Over  33  years  in  its  field 

"CANADA'S    GREATEST   TRADE  PAPER." 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points.  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branchei  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


The  MONTREAL  STENCIL  WORKS,  Limited 

ESTABLISHED  1875  221-223  McGlll  St.    Montreal  Xel.  Main  1434  &  6616 

Makers  of 

STEEL  DIES,  SHOE  STAMPS, 

Shoe  Lining  Markers* 
Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines 

RUBBER  and  BRASS  STAMPS  For  All  Purposes 


LET  US  HEAR  FROM  YOU 
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Globe  Furniture  Co. 

(Limited) 

Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days  free  trial. 


Write  today  for  full 
particulars 


Millner  Company 

1706  N.  12th  St.,  St.  Louis,  Mo. 


'A  \ 


Tiie  Greatest  \ 

Dancers 

o/" tlie  Day 


l^^lll'      insist  on  wearing  Arth- 
.■\       ur  Franks' Ballet  Shoes. 
No  other  shoes  afford 
the    same    amount  of 
comfort  and  sup- 
port. .. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Nijinsky,  Novikoff, 
\'olinini,  Adolph  Bolm,  etc. 


yirthur  FrankMS 


3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


Shoes  for  Youngsters 


in  Black 
and  Tan 


A  Splendid  Line  for  Jobbers 

Sturdy,  well  designed,  and  show- 
ing excellent  workmanship  and 
materials,  it  is  a  line  that  makes 
for  quick  and  profitable  selling. 
A  postcard  will  bring  you  full 
information.    Write  us  to-day. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 
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Cork  Insoles 


An  Insole  That  Will  Appeal  to 
the  Buying  Public 


Cork  Insoles  are  a  line  of  Insoles 
which  have  never  been  offered  on  the 
Canadian  market,  filled  with  genuine 
sheet  cork  and  covered  with  hair  or 
flannel  in  the  warm,  soft  colorings  that 
people  take  delight  in. 

Some  are  covered  with  hair,  others  are 
covered  on  one  or  both  sides  with  extra 
quality  flannel.  Most  styles  are  bound 
at  the  edges  with  harmonizing  tape — 
the  rest  are  bound  with  a  strong,  ser- 
viceable, overlock  stitch. 


A  HIGH- CLASS,    BRITISH  -  MADE 
PRODUCT 


Send  for  Samples  and  Prices  To  -  day. 

United  Shoe  Machinery  Company 
of  Canada  Limited 
MONTREAL 


TORONTO 


KITCHENER 


QUEBEC 


January,  1921 
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^WORKERS  UNION^ 


UNIO^STAMP 

Factory 


WORKERS  UNION/ 


UNION^STAMP 

factory 


Lots  of  Stamps  Are  Seen 

but 

This  One  is  Looked  For 

There  are  all  kinds  of  stamps  on  different  shoes 
all  over  the  country.  Some  of  them  are  well  known 
— many  of  them  don't  mean  anything  in  particular 
to  many  who  see  them. 

THE  STAMP  OF  THE  BOOT 
AND  SHOE  WORKERS'  UNION 

is  looked  for  by  millions  of  people  when  buying 
their  shoes.  They  know  what  it  means — it  is  re- 
cognized as  readily  in  Maine  as  in  Arizona.  It  is 
a  real  sales  clincher  and  business  builder  among 
union  workmen  everywhere. 

It  doesn't  cost  you  any  more  for  union  made  shoes 
but  they  appeal  directly  to  the  vast  horde  of  union 
workers  in  every  community. 

Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 


246  SUMMER  STREET 


BOSTON,  MASS. 


COLLIS  LOVELY  Gen'I  Pre»  t.    CHAS.  L.  BAINE,  Gen'I  Sec'y-Treas. 
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Connaughtj  Shoe  Company 


510  Danforth  Ave. 

Wholesale  and  Retail 

Heavy,  Medium 
and  Light 
Goodyear 
Welts 

Always  in  Stock 


Toronto,  Ont. 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO  "  SHOE 


Infoot  Brand — British  Make 

SK  858 
SILK  (PLAIN) 

Pink,  White 
or  Blue 

SOFT  SOLES 
$10.90  Per.  Doz. 

INFANTS*  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


H.  W.  UPHAM 

Maritime  Province  Headquarters  for 
Shoe  Repairer's  supplies  of  all  kinds. 


Prompt  Service 

SUSSEX 


Fair  Prices 

N.B. 


*^La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating    good  work- 


manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co, 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 


January,  1931 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^tridt,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  JilGKEY,  Manager 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


The  Elite  Footwear 
Co.y  Limited 

Manufacturers  of 

Medium  Grade 

WOMEN'S 
McKAYS 

and 

TURNS 

FOR  JOBBERS  ONLY 

F.  X.  LEBLANC      597  De  Lanaudiere  St. 
General  Manager  MONTREAL 


ENGLISH   ARCTIC  SLIPPERS 


So-Restful 


MADE  IN  CANADA 

REGISTERED 

Hand  Turned 
with  Cushion 
Sole 

SOLD  BY  ALU  LEADING  JOBBERS  AND  MADE  IN  CANADA  BY 

Montreal  Slipper  &  Gaiter  Company 

287-291  NOTRE  DAME,  W.,  MONTREAL 
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Let  him  help  you 


There  is  a  better  way  to  keep 
the  store  records  you  need 

In  your  province  there  are  representatives  of  The 
National  Cash  Register  Company  of  Canada,  Limited. 
They  are  students  of  business  systems.  They  have 
been  trained  to  be  of  service  to  merchants — to  help 
merchants  solve  their  problems. 

Let  one  of  our  representatives  show  you  how  you 
can  get  the  store  records  you  need  without  working 
overtime  on  day  books,  pass  books,  ledgers,  and 
memorandums. 

He  will  show  you  the  easiest  way  to  get  the  records 
you  need  every  day  to  control  your  business. 


We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 

OF   CANADA.  LIMITED 


January,  1931 
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CANADA 


"Prosperity 
Ahead" 


"IZ  EN  DEX  is  the  logical  re- 
-'-^  quisite  for  the  more  up-to- 
date  manufacturer  of  shoes.  If 
you  have  never  used  it,  you 
cannot  know  why.  We  can  tell 
you  that  it  will  not  crack,  swell 
or  shrink.  We  can  claim  ab- 
solute fastness  of  color,  flex- 
ibility, and  ease  in  working. 
We  can  show  you  that  it  is  a 
non-conductor  and  a  comfort- 
giving  feature  of  the  shoe — 
all  these  things  are  true  but 
makers  say  you  cannot  appreci- 
ate Kendex  till  you  have  tried 
it. 


HEEL  PADS         TONGUE  LINING  PIECE  FELTS 

Kenworthy  Bros,  of  Canada  Limited 

St.  Johns,  Que. 


KENDEX 

for 

1921 


Represented  by — Horace  d'Artois,  224  Lemoine  St.,  Montreal,  Que. 


t 


Patent 
Leather 


A.  R.  Clarke  &  Co.,  Limited 

'^Makers  for  the  Nation'' 
Montreal  TORONTO  Quebec 


pLASSIC  SHOES 
reflect  leather  qua- 
lity and  expert  model- 
ling for  the  kiddies, 
while  the  magic  touch 
of  Dame  Fashion's 
wand  is  evident  in  the 
exquisite  designs  for 
women. 

Getty  &  Scott 

LIMITED 

Gait    -  Ont. 

Makers  of 
the  Classic  Shoe 
for 

Women  and  Children 


Sic 


Dainty 
Feet 
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Trade  Builder 

for  the 

Progressive  Dealer 


The  real  basis  of  a  good  business  is  to 
carry  what  the  people  ask  for. 

Important  items  to  keep  in  stock,  are — 


Panther 
Soles 


And 


SURE  STEP 
Rubber  Heels 


WE  CAN  FILL  YOUR  ORDER 
WITHIN  A  FEW  DAYS  OF 
ITS  RECEIPT  AT  OUR  OFFICE 


Panther  Rubber  Company,  Ltd. 

SHERBROOKE,  Que. 


February,  1921 
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The  Naugahyde  Bag 

THIS  SPRING 

Make  your  store  the  headquarters  for  Travellers'  Requisites 
by  specializing  on  THE  NAUGAHYDE  BAG. 

The  Naugahyde  is  a  bag  so  sturdy  and  durable — so  well  made 
throughout — so  handsome  in  appearance — that  you  can  fea- 
ture it  and  recommend  it  to  every  customer. 

THE  NAUGAHYDE  BAG  is  fused  all  in  one  piece— is  AB- 
SOLUTELY WATERPROOF— and  is  finished  with  attrac- 
tive brass  fittings  and  lining. 

It  is  rnade  in  popular  sizes  for  men  and  women — and  priced 
so  that  every  sale  gives  you  a  good  profit.  Feature  THE 
NAUGAHYDE  BAG  this  Spring,  and  let  it  build  up  your 
trade  in  Travellers'  Requisites.  Full  details  may  be  had  by 
writing  to  the  nearest  Dominon  Rubber  System  Service 
Branch. 


Dominion  Rubber  System  Service  Branches 

Are  located  at 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford,  Kitchener, 
London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina,  Saskatoon, 
Calgary,  Lethbridge,  Edmonton,  Vancouver  and  Victoria. 
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A  Brand  that  takes 

the  Guess  out  of  Retailing 


MEN'S  AND  WOMEN'S 
WELTS    AND  McKAYS. 


^  Few  merchants  ever  luul  cause 
to  legret  their  association  with  this 
nationally  known  line  of^footwear. 

^  Many  there  are  who  testify  to 
the  splendid  business  and  good-will 
which  it  has  brought  them. 

^  Everything  considered  —  the  work- 
manship —  styles—  materials  -  value — 
this  is  not  surprising,  as  an  examin- 
ation of  samples^will  prove. 

Why  not  let  us  send  you 
full  particulars  ? 


The  Metropolitan  Shoe  Co.  Ltd. 


91  St.  Paul  St.  E. 

EACTORY: 

45  —  49  Victoria  Square 


Montreal 


BRANCH  OF 

Daoust,  Lalonde  &  Co.,  Ltd. 

MONTREAL 


i 


i 


i 


i 
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Do  you  buy  Counters  —  or 
Counter  Service? 

Most  Counters  are  sold  to  outwear 
the  shoe.  BENNETT  Counters  are 
built  to  do  it. 

SERVICE  is  buih  into  BENNETT 
Counter  fibre  ;  from  it  the  counter 
is  shaped  to  fit  your  needs. 

BENNETT  Trade  Mark  on  the  Count- 
er means  Satisfactory  Counter  Service. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 


Mnde  in  Canada  by  the  Largest  Shoe  Fibre  Makers  in  the   liritish  Empire 
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J.  A.  Massicotte  F.  X.  Charbonneau  C.  H.  Deguise  Guide 


Go  After  the  Big  Game 

This  Year! 

1921  is  going  to  offer  plenty  of  scope  to  the 
man  who  will    load  for  B'ar/' 

By  that  we  mean,  preparing— now— for  the 
"  Big  Game  "  that's  found  right  in  your  own 
district.  It  means  getting  in  a  plentiful 
supply  of  C.  &  D.  "  ammunition."  Old  cam- 
paigners say  it's  the  surest  and  best  they 
have  used— hits  the  mark  every  time— never 
let's  you  down  in  the  pinches— and  good  the 
year  'round. 

If  YOU  are  going  after  the  big  stuff  this  year 
you'll  need  some  too. 

Let  us  send  full  particulars. 

Boys',  Youlhs\  Little  Gents'',  Growing 
Girls\  Misses\  Children's  and  Infants' 
McKays,  S.S.  and  Hand  Welts. 

CHARBONNEAU  fir  DEGUISE 

636  CRAIG  ST.  EAST  MONTREAL,  P.Q. 
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Counters  are  Known  by 
the  Shoes  they  Serve 

Judge  a  counter  by  the  manufacturers  who  use  it 
— by  the  shoes  of  which  it  forms  a  part — by  the 
people  who  wear  those  shoes. 

In  the  case  of  D.  &  P.  counters  they  are  invariably 
to  be  found  in  good  company. 

The  manufacturers  who  use  them  are  among  the 
foremost  in  the  industry.  The  shoes  of  which 
they  form  a  part  are  to  be  seen  in  the  best  stores 
from  coast  to  coast.  The  people  who  wear  those 
shoes  are  ones  who  demand  shapely,  snug-fitting, 
fashionable  and  lasting  footwear. 

Give  them  a  trial.    You  will  never  regret  it. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  City 

Tan^neryTnd  Factory  :       ST.  HYACINTHE^  P.Q. 


Sales  Office  and  Warehouses  : 


224  LEMOINE  STREET,  MONTREAL 


FOOTWEAR   IN  CANADA 


February,  1921 


Keep  Your  Stock  in  a 
Healthy  Condition 

The  merchant  who  fails  to  fill  up  his  lines  as  they  become 
depleted  will  be  in  pretty  much  the  same  position  as  the 
one  who  recklessly  overbought  a  year  ago. 

Good,  healthy,  normal  business  is  just  ahead.  The  mer- 
chant who  will  get  it  will  be  the  one  who  prepares  for  it — 
who  prepares  for  it  by  keeping  his  stock  up  to  full 
strength,  with  clean,  fresh  goods  of  known  business-get- 
ting qualities. 

Fill  up  from  these: — 

The  range  comprises  Welts  for  Men  and  Women, 
Women's  McKays  and  Turns,  Men's  Slippers,  Turns.  Also 
White  Canvas  Goodyear  and  McKays  for  Men  and  Mc- 
Kays for  Women,  Misses,  Children  and  Infants. 

Samples  Gladly  Forwarded 

Dufresne  &  Locke,  Limited 

Montreal,  P.  Q. 


February,  1921 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.? 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  PHOSPHINE  R.  ' 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

•    BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 
MAGENTA  POWDER.                       •   ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 
FAST  RED  A.                                 '       NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,     Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Cal  gary,  Vancouver. 


Fohnmrj',  1921. 
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INKIE. 
ASHES 


New  Spring  Samples 


and 


Patterns  Now  Ready! 


Children's  Pantettes 

Tailor-made,  perfect  fit,  washable, 
and  economical.  A  great  demand 
for  Spring  wear. 


 Men's  Spats  

Best  West  of  England  box 
cloths  used,  perfect  fitting  as- 
sured— all  the  newest  shades, 
specially  cut  to  fit  snugly  with 
oxfords. 


— Women's  Gaiters — 

Women's  underslung  gaiters, 
tailor-made,  new  patterns  in 
a  variety  of  popular  shades. 
Only  the  finest  cloths  used  in 
the  making. 


Wire  or  Write  direct  to  — 


A.  J.  Machin,  2401  Clarke  Street 

MONTREAL,  P.Q. 

Sole  Canadian  Representative  for 

Rapaport  &  Company,  Limited 

37  Featherstone  Street  -  LONDON,  E.C.,  England 


Fclirnary,  1021 
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Hall  and  Hodges 

Limited 

(Successors  to  Industrial  Export  Company  of  Canada,  Limited) 


Sole  distributors  for  J.  P.  Cochrane  &  Co.  (Cochrane  Soles) 
French  Beading  and  Novelty  Co.  (Beaded  Buckles,  Tlieo 
Charms,  Beaded  Bows),  Hornby  &  West  Co.  Ltd.  (Enghsh 
Brogue  Shoes  for  Men  and  Women),  Indian  Slipper  Mfg. 
Co.  (Indian  Slippers  and  Moccasins),  S.  S  May  Co.  (Es- 
may  Spats  and  Overgaiters). 

Address  all  communications  to  Hall  &  Hodges  Limited,  16 
St.  Sacrament  St.,  Montreal. 


Esmay  Gaiters 

Highest  grade  custom  tailored  merchandise,  in 

FELT.  CLOTH,  SILK 

Fit,  style,  cjuality  and  workmanship  have  made  them  Canada's 
best.  Ask  the  man  who  has  handled  them.  Each  pa'w  in  an 
indi\  idual  carton. 

ESMAY  SPATS  FIT 

Hornby  and  West,  Ltd. 

NORTHAMPTON 

England's  Best  Brogues,  for  men  and  women  ;  also  men's  high 
grade  light  weight  welts  and  court  shoes.  Complete  range  of 
men's  and  women's  tennis  and  sport  shoes  in  real  white  buck  and 
combination  effects — don't  miss  this  line  of  exclusive  merchan- 
dise. 

Indian  Slippers 

A  strictly  hand  made,  very  popular  and  profitable  line  to  handle. 
Much  superior  to  the  ordinary  factory-made  kind.  In  all  sizes 
for  Men,  Women,  Children  and  Infants.  You  should  see  our 
new  coloured  models. 

Cochrane's  Soles 

These  soles  are  experiencing  a  phenomenal  sale  throughout  the 
country,  particularly  among  ex-soldiers.  Both  indoor  and  out- 
door workers  are  wearing'  them ;  you  should  have  a  supply. 
Price  $12.00  per  dozen  pairs.  Shipped  same  day  as  order  is 
received. 
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Safety 
in  Buying 


There  is  a  prevalent  demand  for 
Shoe  at  a  Price." 

These  are  abnormal  tmies,  and  one 
has  to  be  guided  to  a  certam  extent 
by  the  exigencies  of  the  moment. 

Goods  are  bought  by  the  trade  to 
sell  again,  and  the  after  effect  of  the 
final  sale  to  the  wearer  should  not 
be  lost  for  a  moment. 

To  sell  shoes  at  a  price  to  attract 
the  customer,  the  dealer  must  judge 
his  buying  accordmgly,  making  cer- 
taui  that  he  gets  shoes  that  will  not 
injure  his  reputation,  or  destroy  the 
goodwill  of  his  patrons. 


JAMES  ROBINSON  CO.,  LIMITED 

184  McGILL  STREET       -  MONTREAL 


jiiiiiiiiiiiiliiii 


February,  1921 
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The 
Empty  Shelves 


January  was  the  inventory  month, 
the  ''sizing  up"  period  when  the 
retail  dealer  scratched  his  head  as 
he  wondered  how  he  should  fill  the 
gaps  in  the  shelves. 

Februaryis  here---the  buyingmonth. 
Those  "gaps  m  the  shelves"  will 
hold  a  line  of  shoes  the  public  are 
demanding  —  shoes  of  worth  and 
quality,  at  a  lower  price. 

Keep  your  shelves  filled — but  fill 
them  with  the  right  shoes — - 

ROBINSON'S 

JAMES  ROBINSON  CO.,  LIMITED 

Specialists  in  Fine  Footwear 

MONTREAL 


Ui 


FOOTWEAR    IN  CANADA 


February,  1021 


The  Mistaken  Economy 

of  Penny  wise  Saving 

Goodyear  Welting  today  may  be  purchased  at  a  wide 
range  of  prices. 

Various  grades  and  qualities  are  offered  and  many 
inferior  selections  are  available. 

We  advocate  the  purchase  of  Welting  on  a  qual- 
ity basis. 

Buy  Standard  No.  1  Double  Shoulder 
Welting,  and  pass  by  the  low-priced 
but  ultimately  expensive  Hues. 

It  is  a  mistaken  economy  of  the 
most  serious  sort  to  attempt 
pennywise  economy  at  this 
vital  point. 


The  Recognized 

Standard  of  Quality 

is 

Barbour 
Grooved 
Endless 
Welting 

Manufactured  by 

Brockton  Rand  Company 

BROCKTON, 

MASS. 


February,  1931 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN  ^ 

QUEBEC,  60  Colomb  St.  MONTREAL,  59  St.  Peter  St. 


McKays  You  Will  Need 


There  is  a  well  established  need  in  every 
retailer's  business  for  just  the  kind  of  foot- 
wear that  Yale  McKays  represent.  And 
the  next  few  months  will  prove  it.  There  is 
no  doubt  about  that. 

And  so  we  say,  if  you  want 
something  to  really  catch 
the  fancy  of  your  Men's  and 
Boy's  trade,  and  hold  it, 
look  over  the  samples  we 
have  waiting  for  you.  The 
earlier  the  better. 


The  Yale  Shoe  Mfg.  Co.,  Limited 

Makers  of  Fine  McKays  for  Men  and  Boys 


Gait 


Ontario 


Fcljruary,  1931 
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For  the  Merchant 
who  Buys  Carefully 


Shrewd,  careful  mer- 
chants who  place 
their  requirements 
after  searching  in- 
vestigation of  what 
the  market  affords, 
form  a  big  propor- 
tion of  those  who 
handle  Miner  Foot- 
wear. 

All  our  goods  are 
based  on  to-day's 
market  values  which 
are  low. 


The  Miner  Shoe  Co.,  Ltd. 

MONTREAL      OTTAWA       TORONTO  QUEBEC 
Agents  for  the  celebrated  Miner  Rubbers 


Stock  on  hand  includes  Men's, 
Boys',  Youths',  Women's,  Misses' 
and  Children's  Goodyear  Welts, 
McKays,  Turns  and  Standard 
Screws. 
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USE 

LENNOX  SERVICE 


And  Save  Money 

Midwinter  usually  finds  the  merchant  in  a  peculiar  position.  His 
stocks  from  one  end  to  the  other  are  in  various  statues  of  de])letion.  In 
some  lines  that  have  been  extremely  ])optilar  he  will  be  very  k)w. 

With  Sprinii'  but  a  few  weeks  away  and  its  c()nse(|uent  demand  for 
Spring  goods  he  will  not  want  to  stock  up  heavily.  The  wise  thing  is 
to  take  advantage  of  our  midwinter  sorting  service. 

Particularly  do  we  urge  upon  ycni  the  splendid  range  of 

FELT  FOOTWEAR 

that  we  have  in  both  felt  and  leather  soled  goods.  They  of¥er  splen- 
did values  and  being  of  that  fine,  reliable  grade  will  prove  profitable 
selling.  We  can  supply  you  with  just  what  you  are  looking  for  and 
give  you  rush  service. 

Other  ])0])ular  lines  that  will  bring  you  good  business  are  our  Cosy 
Felt  Slippers,  Boudoir  Slipi)ers,  .Arctic  Slippers,  Moccasins  and  Felt 
and  Knit  .Sox. 

Then  in  our  regular  lines  of 

Fine,  Medium  and  Staple 
BOOTS  and  SHOES  for 
Men,  Women  and  Children 

we  have  much  that  will  ai)peal  to  you  for  fine  appearance  and  out- 
standing values. 

JOHN  LENNOX  &  COMPANY 

18-20-22  KING  EAST  -  HAMILTON 

BOOTS    AND    SHOES  STYLISH    AND  ST.APLE 


February,  1921 
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ll>    Mil  IITT 
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^BURK5FALLS 


PENETANG 

"TETE  DE  BOEUF" 

HEMLOCK 
SOLE  LEATHER 


w 


ORKS 

AND 

EARS 
ELL 


For  Shoe  Manufacturer 

and  Shoe  Repair  Trade 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
'''The  Standard  of  Canadian  Sole  Leather^' 

Sales  Offices: 

KITCHENER       TORONTO       VANCOUVER       MONTREAL  QUEBEC 

Tanneries  at: 

PENETANG     HASTINGS     KITCHENER    WOODSTOCK    BURK'S  FALLS 


:^Mj>l^^llHIWIIIIIHIllllll4llllll4lllll^llllllti!!^^ff4^^^ 
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Tetrault's 
Welts 

are  Easily  the 
Most  Profitable 
Line  of  Men's 
Shoes  to  handle 


Tetrault  Says: 

WHY  pay  Nine  Dollars  for  shoes  that  you 
could  sell  to^^the  retailer  at  that  price  and 
make  a  profit? 

WHY  carry  a  heavy  stock  when  you  can 
sort  on  all  the  best  sellers  from  your  local 
Jobber  ? 

MONEY  is  made  on  the  turnover. 
KEEP  your  stock  down  to  a  minimum. 
BUY  often. 


A  complete  line  of  Tetrault's  Welts  are  handled  by  every 
"live"  jobber  in  Canada 


Tetrault  Shoe  Manufacturing  Co.,  Ltd 

MONTREAL 


February,  19:il 
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Mr.  Retailer  I 


There  is,  in  active  existence,  a  Canad- 
ian National  Shoe  Retailers'  Association. 

This  association,  during  the  past  year, 
has  been  putting  money  in  your  pocket, 
perhaps  without  your  knowledge. 

How?— You  Ask! 

Listen  to  these  Facts ! 

(1)  LUXURY  TAX— By  continual  representa- 
tions to  the  Government  by  this  Association,  this  griev- 
ous Tax  was  altered  from  10%  on  the  total  sale  price 
to  15%  on  the  excess  over  $9.00 — eventually  being  en- 
tirely removed.  Consider  how  much  increased  turn- 
over this  means  to  you! 

(2)  IN-STOCK  DEPTS.— It  will  now  no  longer 
be  necessary  for  the  Canadian  shoe  retailer  to  order 
his  stock  many  months  in  advance,  thus  tying  up  all 
his  capital.  Following  recent  representations  by  the 
Shoe  Retailers'  Association,  many  manufacturers  have 
indicated  their  willingness  to  co-operate  and,  in  fu- 
ture, the  progressive  manufacturers  will  maintain  'in- 
stock"  departments. 

(3)  SMUGGLING— The  Association  was  directly 
responsible  for  the  operations  of  a  special  Customs' 
officer,  who  has  been  stationed  in  various  Border  towns 
and  cities  during  the  last  few  months,  eliminating 
much  smuggling,  to  the  advantage  of  the  Canadian  re- 
tailer. One  member  says:  'It  saved  my  Christmas 
Trade." 

(4)  DUMPING— During  the  latter  part  of  1920 
there  was  a  considerable  amount  of  "dumping"  of  Can- 
adian shoes,  which  threatened  to  drive  many  retailers 
into  bankruptcy.  The  Shoe  Retailers'  Association  took 
the  matter  up  with  the  manufacturers,  with  the  result 
that  the  "dumping"  has  practically  discontinued. 


The  above  are  four  definite  and  distinct  activities  of  the  National  Shoe  Retailers'  Associa- 
tion of  Canada  and  others  of  equal  importance  might  be  added.  These  are  enough,  however, 
to  prove  that  the  retail  shoe  industry  of  Canada  would  be  in  very  much  worse  shape  today,  than 
it  is,  if  our  xA.ssociation  had  not  been  in  active  operation. 

In  other  words,  every  shoe  retailer  in  Canada,  whether  a  member  of  the  Association  or  not, 
has  benefited — in  dollars. 

What  do  you  think  of  an  Association  that  watches 
your  interests,  works  to  increase  your  profits,  and 
seeks  to  consolidate  the  whole  shoe  industry? 

Has  It  Earned  Your  Support 

If  you  feel  it  has,  drop  a  line  of  approval  to — 


Geo.  G.  Gales,  President,  Montreal  or  Howard  C.  Blachford,  286  Yonge  St.,  Toronto,  Sec 
NATIONAL  SHOE  RETAILERS  ASSOCIATION  OF  CANADA 
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''EUREKA" 


JOBBERS  ATTENTION! 


WE  wish  to  announce  that  we  have 
now  added  to  our  WOMEN'S 
lines  the  GIRLS',  MISSES'  and  GROW- 
ING GIRLS'  lines,  also  TWO  NEW 
WOMEN'S  LASTS.  We  can  now 
show  a  complete  line  of  WOMEN'S 
McKAYS  on  SEVEN  different  lasts  as 
well  as 

GIRLS'  on  two  lasts, 
MISSES'  on  two  lasts, 
GROWING  GIRLS'  on  two  lasts. 

It  will  PAY  you  to  see  our  samples. 
Our  prices  are  right  and  they  include 
laces  and  corrugated  cases. 

If  you  as  a  jobber  are  interested  in  a  line  of  footwear  that  is  making 
a  remarkable  showing  even  during  this  abnormal  period,  we  shall  be 
pleased  to  send  you  full  particulars. 

Just  drop  us  a  line  when  coming  East  and  we  will  be  pleased  to  meet 
you  in  Montreal  any  time. 


Eureka  Shoe  Company,  Limited 

Three  Rivers  -  Quebec 


I'"ebruary,  1921 
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5T.HYACINTME. 
CANADA, 


Yamaska  Value  Cannot 
be  Overestimated 


Value  through  service  is  the  out- 
standing feature  of  all  Yamaska  foot- 
wear. 

This  service  that  the  v^earer  gets  is 
the  result  of  using  only  materials 
that  are  unquestionable  and  employ- 
ing only  w^orkmen  who  know  their 
business. 

So  that  if  you  feature  Yamaska  you 
can  also  feature  Value.  And  that,  no 
doubt,  is  what  the  public  is  buying  to- 
day. 


La  Compagnie  J.  A.  &  M.  Cote 

ST.  HYACINTHE,   -  QUEBEC 


men's,  boys',  youth's,  women's, 
misses'  and  children's  medium 
McKays,  s.s.,  pegged  and  welts. 
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HoLTERSHOEsMeans  Styl 


Service- 
is  one  other  important  factor  in 
the  deahngs  you  have  with  your 
manufacturer. 

To-day — producing  shoes  of  style, 
fit,  value  and  quality  is  not  all — 
sufficient. 

You  require  and  should  have  that 
kind  of  service  which  will  enable 
you  to  fill-in  quickly  on  wanted 
sizes  of  your  best  sellers,  during 
the  season. 

We  are  prepared  to  give  you  just 
that  sort  of  service. 

The  Holters  Company 

Cincinnati,  Ohio 


February,  1021 
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We  will  carry  in  stock  a  complete 
range  of  sizes  and  widths  in  the 
best  selling  numbers. 

We  will  also  add  a  few  of  the  very 
latest  creations— and  these  too  will 
be  stocked. 

You  can  then  order  at  will  and 
your  wants  will  be  taken  care  of 
with  dispatch. 

Write  us  now  to  mail  you  (when 
ready)  our  book  of  spring  styles  in 
stock  ready  to  ship. 
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REFLECTING 

QUALITY 

that  means  increased  busi- 
ness for  the  Retailer 


Give  a  thought  to  Spring  buying 


Everything  points  to  a  greatly 
renewed  business  in  the  Spring. 
Easter,  coming  early,  will  hasten 
it.  If  you  are  to  be  ready  you 
must  act  immediately. 

Your  stocks,  to  be  at  their  best, 
will  require  a   generous  assort- 


ment of  Scroggins'  "Renown 
Brand"  McKays.  They  are  for 
Boys,  Youths,  Little  Gents,  Grow- 
ing Girls,  Misses  and  Girls. 

Their  fine  quality,  good  work- 
manship and  sensible  styles  will 
bring  you  much  valued  business. 


Write  us  to-day 


GALT  ONTARIO 


February,  1921 
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FRANK  W.  SL/^ER  1 

SHOE 

Super-  Quality 
in  Stock! 


High  class  shoes  for  immedi- 
ate delivery — this  is  our  ser- 
vice to  the  trade.  Buy  them  as 
you  need  them,  but  be  sure  of 
the  quality ;  real  quality  always 
sells. 

Our  price  list  can  be  sent  you 
by  return  mail. 


For  Men 
and  Women, 
Ten  lines 
each. 


STOCK   NO.  5008 
Women's  Duchess  Brown  Calf  Brogue  Oxford 
Slip    Sole,    Widths    D    &    E,    Last   94,    Sizes  2-7. 
PRICE— $6.10 


Eagle  Shoe  Company  Limited 

587  Beaudry  Street,         -  MONTREAL 


I 
t 


I 
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H.  O.  MCDOWELL 


IMPORTERS  hUX)!]  JOBBERS  C/J 
V        MANUFACTURERS X^^:;;;^  SALES  AGENTS  H 


N.  LINCOLN 


FACTORY  AND  BRANCH 
37   FOUNDRY   ST  S. 

KITCHENER,  ONT. 


Representing 

American  Lacing  Hook  Co. 

Waltliani,  Mast 
Lacing  Hooks  and  Hook 
Setting  Macliines 

Armour   Sand   Paper  Works 

Chicago,  HI. 
Ciystolon  Paper  and  Cloth 
for  Buffing  and  Scouring 

Boston  Leather  Stain  Co. 

Boston,  Mass. 
Inks,  Stains,  Waxes,  ^tc. 
Cyclone  Bleach 

The  Ceroxylon  Co., 

Boston,  Mass 
Ceroxylon,  the  Perfect 
Liquid  Wax 

Dean  Chase  Co., 

Boston,  Mass 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 
Cincinnati,  O. 
Shoe  Machinery 

Hazen,  Brown  Co., 

Brockton,  Mass. 

Waterproof  Box  Toe 
Gum,  Rubber  Cement 

Lynn  Wood  Heel  Co., 

Keene,  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass. 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding,  S'taying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass. 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 

Factory  Supplies, 
Needles,  etc. 

|.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

The  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambridge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Weltinj, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


SHOE 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


566   ST    VALIER  STREET 
QUEBEC 


THE  LARGEST  SHOE  FACTORY  SUPPLY   HOUSE   IN  CANADA 


MAIN  OFFICE 
154   NOTRE  DAME  ST  .  W. 

MONTREAL 


In  addition  to  the  lines  shown  in  the 
list  of  Houses  we  represent,  and  for 
which  we  are  Exclusive  Agents,  we 
carry  large  stocks  of  Specialties. 

We  are  ready  to  Serve  you  Right  on 
any  of  the  following  lines.  Ask  for 
samples  and  prices  or  send  us  a  trial 
order: 


BELTING 

Oak  Tanned,  Tannate. 

BELT  HOOKS  and  PLIERS 
BOWS,  ALL  SIZES. 
BREASTING  KNIVES. 

CRAYONS,  MARKING 

For  Leather  &  Rubber. 

CHEESE  CLOTH. 
COVERS  FOR  LININGS. 
COVERING  PAPER. 


DRY  PASTE,  STICKFAST. 

Kegs  &  Bbls. 

SILKOLINE,  SILK 
WIPERS. 

SPONGES. 

Dressing-Gumming, 

TAG  HOLDERS. 
TARRED  FELT. 

THREAD  COTTON. 

For  Puritans. 

TUBES  FOR  ALL  PER- 
FORATORS. 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for   two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  all  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 

American  Eagle  Polish 

Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and   edges,  in   white  and  all 

colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  the  place  of  paint 
or   wax   finish ;   will  cover  all  kinds  of 


leather 


Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of  all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 

dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  "  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polish  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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TENAX  SOLES 


AND 


"SCOOP"  HEELS 


Can  People  See 
Your  Sign? 

People  Go  Where  They  Know  They 

can  get  the 

Best  Material  and  Workmanship 

Tenax  Soles  and  ^^Scoop'^  Heels 

are  the  best  material  and  they  make 
neat  repairing  easy 


Gutta  Percha  fir  Rubber,  Limited 

HEAD  OFFICES  AND  FACTORY  :  TORONTO 
Branches  in  Leading  Canadian  Cities 
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is 

The  growing  preference  shown 
by  the  trade  for  Robin  lasts  and 
woodfillers  has  necessitated  an 
addition  to  our  plant. 

This  new  addition  which  will  very 
shortly  be  in  full  operation  will 
enable  us  to  take  care  of  many 
new  customers— manufacturers- 
jobbers. 

If  you  are  one  of  these  and  will 
get  in  touch  with  us  we  shall  be 
pleased  to  send  you  full  partic- 
ulars as  to  prices,  etc.,  and  any 
other  information  you  may  desire. 

And  our  prices  are  lowered. 

Robin  Bros. 

Last  Manufacturers 

Carrier  &  Gilford  Sq.  Montreal 
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we  send  you  16  Snappy  Cards  each  month  -  designs  always 
seasonable  — ^neat  price  tickets  and  frames  also  furnished 


Standard  -  Show 
Car  {^-Service,  ^ 

56  W.Wdshiagtorv  St.  —  Chicago,  III. 


Start  People  Talk- 
ing About  Your 
Windows 

Use  our  su(ipj>y  and  at- 
tractive  window  display 
accessories 

Fancy  Papers,  Artificial 
Flowers,  Borders,  Glass 
Stands  and  Shelves, 
Baskets,  etc. 

Prize  Winners  at  Recent  Shoe 
Convention  in  Milwaukee  used 
our  Novelty  Papers  Exclusively. 

Srnd  for  our  Sprinf!  Ctil(ilof(in-s 

Doty&Scrimgeour  Sales  Co. 
30  Reade  St.,    New  York  City 


A  Rare  Business  Opportunity 

Centralize  Your  Efforts — Standardize  Your  Stock 

SPECIALIZE 


Wc  solicit  enquiries  in  respect  to  our  famous  "Taplin  Natural  Tread"  Shoes  and 
our  methods  of  introducing  these  shoes  into  your  town  or  city. 

The  Lasts,  Patterns  and  c|uaHty  of  "Taplin  Natural  Treads"  are  never  changed. 
Dead  stock  is  just  as  much  out  of  the  question  in  a  stock  of  "Taplin  Natural  Treads" 
as  in  No.  1  hard  wheat.  "In  stock"  lines  are  always  carried  at  factory.  Replacement 
orders  in  these  best  selling  lines  can  be  fdled  immediately. 

I'repare  yourself  now  to  take  care  of  the  present  and  fast  growing  demand  for  pro- 
])erly  shajicd  shoes. 

"Taplin  Natural  Treads"  are  more  highly  appro\  ed  than  any  other  Hygienic  shoe 
on  earth  and  we  are  ready  to  not  only  sell  you  the  shoes  but  to  sell  the  shoes  for  you. 

If  you  conduct  a  high  class  trade  or  are  prepared  to  specialize  in  our  line  alone 
there  is  big  money  and  a  name  for  service  awaiting  you. 

Write  for  full  particulars  of  introductory  campaign  and  price. 

NATURAL  TREAD  SHOES,  LIMITED 

BELLEVILLE,  Ont. 
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Every  Canadian  Retail  Shoe  Dealer  Will  Want 
O.  "Kumfy's"  and  "Juliets" 

These  K.  B,  lines  of  Soft  Sole,  Felt,  Leather  Boudoir,  and  Handsome 
Juliet  Slippers  are  rapidly  becoming  the  standard  indoor  wear  for 
the  Canadian  family. 

Made  in  all  colors  and  sizes  for  men,  women  and  children, 
K,B.  Staple  Felts  for  Outdoor  Cold  Weather  Wear,  in  All  Felt  and 

Leather  Soles  are  recognized  as  the  standard  for  high  quality 
material,  honest  workmanship,  and  comfortable  neat  fitting  full 
size  lasts. 

The  K.B.  line  for  1921  season,  sets  a  higher  standard  than  ever  for  Quality  Felt  Footwear. 

Two  factories  specializing  separately  in  Soft  Sole  lines  and  Heavy  Staple  Felts— with  manu- 
facturing equipment  and  catacity — that  will  ensure  uniform  High  Grade  Product,  and  guar- 
anteed delivery  dates. 

K.B.'s  are  made  to  orcier  only.  Play  safe  by  placing  your  order  early. 
Others  are  doing  it! 


THE  LEADING  CANADIAN  SHOE  JOBBERS 
ARE    SHOWING    SAMPLE    K.  B.'s  NOW 
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A 

Service 
Complete  and 
Satisfactory 


No  matter  what  demands  for  Rubbers 
your  customers  make,  you  can  fill  every 
want  and  make  every  sale,  when  you 
specialize  on 


Dominion  Rubber 
System  Rubbers 


Our  Message  to 
Your  Customers 

Protect  your 
health  as  well 
as  your  shoes 
by  wearing 
rubbers  this 
Winter  and 
Spring. 


DOMINION  RUBBER  SYSTEM  RUBBERS  include 
shapes  and  sizes  to  perfectly  fit  the  shoes  of  every 
member  of  the  family — men,  women,  boys  and  girls. 

DOMINION  RUBBER  SYSTEM  RUBBERS  have  the 
sturdy  quality  and  expert  workmanship  that  insure  the 
long  wear  that  your  customers  have  a  right  to  expect. 

And  DOMINION  RUBBER  SYSTEM  "SERVICE 
BRANCHES  are  located  at  convenient  centres  from 
coast  to  coast  in  order  to  serve  every  dealer  in  Canada 
promptly  and  satisfactorily. 


MINIO 

RUBBER 


Dominion  Rubber  System  Service  Branches 

at 

Halifax,    St.  John,    Quebec,    Montreal,    Ottawa,  Brantford, 
Toronto,    Hamilton,    London,    Kitchener,    North  Bay,  Fort 
William,    Winnipeg,    Brandon,    Regina,    Saskatoon,  Calgary, 
Edmonton,    Lethbridge,    Vancouver    and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 

Published  Monthly. 

HUGH  G.  MACLEAN  PUBLICATIONS 

LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 
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Friction  Fatal  to  the  Efficiency  of  the  Canadian 
Footwear  Industry 

One  of  the  seemingly  inevitable  results  arising  out 
of  conditions  such  as  exist  at  present,  when  business 
men  are  faced  with  the  necessity  of  taking  losses,  and 
other  difficult  problems  of  readjustment,  is  a  clash  of 
the  interests  of  the  different  branches  of  industry — 
or,  what  amounts  to  the  same  thing,  the  feeling  of 
the  members  of  these  different  branches— retailer, 
wholesaler  and  manufacturer — that  their  interests  do 
clash.  It  must  be  admitted  that  at  the  present  time 
there  is  not  an  entire  absence  of  ill  feeling  in  the  foot- 
wear industry.  Get  a  manufacturer  or  travelling  sales- 
man talking  on  the  subject  of  cancellations  and  he  will 
tell  you  a  tale  of  woe  that  would  melt  the  heart  of 
anyone  less  hard-hearted  than  a  retailer.  But  go  to 
the  retailer,  and  he,  on  his  part,  will  give  you  a  harrow- 
ing story  of  arbitrary  and  unjust  treatment  on  the  part 
of  the  manufacturer. 

Let  us  cite  a  couple  of  instances. 

Talking  with  a  shoe  salesman  recently  he  told  us  of 
a  retailer  who,  a  short  time  before,  had  ordered  a  couple 
of  cases  of  shoes  from  him  and  who  was  now  refusing 
to  accept  them.  The  circumstances,  as  related,  were 
these:  The  goods  were  ordered  a  month  or  two  pre- 
vious to  be  specially  made  up  for  quick  delivery.  The 
manufacturer  in  question,  in  view  of  the  fact  that  he 
was  anxious  for  the  work  in  order  to  keep  his  plant 
going,  was  glad  to  shave  his  price  to  the  limit,  and  the 


quotation  to  the  retailer  included  only  a  very  smxail 
margin  of  profit.  In  the  meantime,  however,  this  dealer 
found  out  that  another  merchant  had  been  able  to 
secure  similar  goods  more  cheaply  from  a  wholesale 
concern,  which,  being  up  against  it  for  cash,  were  al- 
most giving  the  shoes  away.  He  then  came  back  at 
the  manufacturer  and  declared  that  unless  he  was  given 
the  same  price  as  this  wholesale  house  had  been  selling 
at,  he  would  not  accept  delivery.  The  goods  had  by 
this  time  already  been  shipped,  and  when  they  arrived 
at  the  station  the  retailer  was,  this  time,  as  good  as 
his  word  and  refused  them.  At  the  time  the  story  was 
told,  they  were  still  at  the  station. 

And  now  let  us  hear  what  a  retailer  has  to  say : 
This  retailer  explained  that  he  had  cancelled  no 
orders,  that  he  had  accepted  all  goods  that  he  had 
ordered,  and  that  in  all  the  years  since  he  had  been  in 
business  he  had  always  tried  to  be  as  fair  as  possible 
to  the  manufacturer  and  to  be  impartial  as  between  the 
interests  of  the  manufacturer  and  his  own  customers. 
This  year  he  ordered  certain  goods  for  September  de- 
livery and  another  lot  for  November  delivery.  Early 
in  September  the  first  consignment  arrived,  and  he  ac- 
cepted them  without  any  complaint,  although  it  would 
have  been  more  convenient  for  him  to  cancell.  He  had 
scarcely  got  these  goods  in  his  stock  room  when  the 
November  lot  began  to  arrive.  His  stock  room  was 
filled  and  he  had  no  place  to  store  them  except  a  damp 
cellar.  He  asked  the  manufacturers  to  hold  shipment, 
but  they  paid  no  attention  to  his  request  and  continued 
to  forward  the  goods,  so  that  they  were  all  in  hand  in 
the  middle  of  the  month  of  October.  Despite  the  in- 
convenience he  was  put  to,  he  refused  none  of  them. 
Afterwards,  he  discovered  that  the  manufacturer  was 
selling  the  same  goods  for  immediate  shipment  at 
the  spring  prices  which  were  considerably  lower  than 
he  had  paid.  The  manufacturer,  however,  made  no 
offer  to  give  him  the  advantage  of  the  lower  figures, 
and  the  retailer,  being  of  an  independent  disposition, 
did  not  ask  him  for  it.  His  feelings  toward  that  con- 
cern, however,  are  not  of  the  most  friendly.  The  manu- 
facturers, he  declares,  have  shown  no  discrimination 
in  the  treatment  of  the  retailers — the  men  who  con- 
celled  right  and  left  receive  just  as  much  consideration 
as  the  men  who  did  the  square  thing  'Tn  the  past," 
this  retailer  said,  "I  have  tried  not  to  overlook  the 
rights  and  interests  of  the  manufacturer,  but  after  the 
way  I  have  been  treated  this  year,  I  am  going  to  look 
out  for  No.  1." 

Each  of  the  men  who  recited  these  instances  to  us 
had,  we  believe,  a  real  grievance,  and  it  is  only  human 
and  natural  that  there  should  be  a  feeling  of  resent- 
ment on  the  part  of  both.  In  one  case  a  retailer  was 
to  blame  and  in  the  other  a  manufacturer.  And  this 
must  always  be  remembered — that  all  the  faults  do 
not  lie  with  either  branch  of  the  trade;  there  are 
faults  on  both  sides — in  some  cases  the  retailers  have 
been  unjust,  unfair,  and  with  respect  to  a  few,  we  will 
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even  go  so  far  as  to  say,  downright  dishonest  in  the 
matter  of  cancellations,  hut,  on  the  other  hand,  we 
lind  that  there  are  manufacturers  who  have  heen  ab- 
solutely arbitrary  in  their  attitude  to  the  retailers,  who 
have  shown  no  discrimination  at  all  in  their  treatment 
of  them,  and  who  have  completely  overlooked  the 
interests  and  the  rights  of  the  merchants  who  acted 
on  the  sc|uare.  As  it  has  worked  out,  some  of  the 
manufacturers  have  allowed  dishonest  dealers  to  use 
the  present  s'tuation  to  tlicir  own  advantage  at  the 
expense  of  the  honest  merchant  who  deserved  all  their 
CI  insideration. 

It  is  regrettable  in  the  extreme  that  conditions  such 
as  these  >hould  lia\e  arisen.  W'e  do  not  belii'\e  they 
are  at  all  general,  but  that  it  i>  merely  a  case  ol  the 
sins  of  ;i  few  black  sheep  being  reHected  on  the  whole 
Hock.  .\nd  this  is  the  idea  we  should  like  to  imi)rcss 
upon  our  readers.  To  the  manufacturer  we  say:  If 
there  are  a  few  retailers  who  ha\e  slujwn  themselves 
dishonest  and  untru'^t worthy  in  ihc'.r  deaiings  with 
vuu.  be  warned  again>t  them  in  future,  but  do  not,  on 
that  account,  danni  all  their  fellows.  And  to  the  re- 
tailer: If  there  is  an}-  manufacturer  or  wholesaler  who 
has  recompensed  your  honest  attitude  toward  him 
with  double-dealing,  and  "dumping'"  his  goods  at 
undesirable  outlets  has  placed  you  under  a  disadvant- 
age to  unworthy  competitors,  you  have  means  of  re- 
dress ;  the  next  time — and  every  time —  his  salesman 
calls,  send  him  away  with  a  blank  sheet  in  his  order 
book;  but  don't  take  it  out  of  the  whole  manufactur- 
ing trade;  don't  imagine  that  every  manufacturer  will 
go  back  on  you  when  occasion  arises,  if  you  treat  him 
decently.  The  large  majority  of  shoe  retailers  and 
manufacturers  are  honest  men  and  good  fellows,  and  if 
they  do  not  always  live  up  to  the  Golden  Rule,  are,  at 
least,  always  ready  to  do  as  they  are  done  by,  and  to 
recompense  scjuare  dealings  with  square  dealings. 

Friction,  whether  in  a  steam  plant,  an  automoble, 
or  the  operation  of  an  industry,  is  a  waste  of  energy. 
The  sooner  it  i*?  eliminated  from  the  footwear  industry, 
the  better  for  every  meml)er  of  it,  and  all  men  of  good 
v.  ill,  will  lend  their  support  to  that  end. 


What's  Ahead?     Factors  that  Influence  the 
Business  Situation 


A  question  which  is  being  asked  on  all  sides  is 
"When  will  good  times  return?"  Business  and  finan- 
cial experts,  both  in  Canada  and  the  States,  have  been 
discussing  the  situation,  pro  and  con,  and  it  is  en- 
couraging to  note  that,  -while  there  is  no  attempt  to 
make  light  of  our  difficulties,  the  opinion  of  those  who 
should  best  be  able  to  gauge  the  probable  develop- 
ments of  the  next  few  months  is  optimistic.  Sir  Ilenrv 
Drayton  probably  expressed  the  general  feeling  in  his 
address  at  the  banquet  of  the  Shoe  Manufacturers'  As- 
sociation in  Toronto  when  he  said    "Canada  is  not 


broken.  The  only  thing  that  can  break  Canada  is  Can- 
adians— and  they  do  not  propose  to  do  it." 

Among  the  unfav(jrable  factcu's  which  are  men- 
tioned are : 

1.  Pessimism  among  many  business — not  finan- 
cial— men  is  running  to  dangerous  extremes. 

2.  Severe  shrinkage  in  the  market  value  ot  ma- 
terials and  st<jcks  on  hand  has  made  borrowing  dif- 
ficult. 

?).  The  ])ublic,  aggrieved  over  the  exorbitant 
prices  demanded  in  the  earlier  ])art  ot  l''2(),  have  not 
yet  regained  conlidence  in  the  stability  ot  the  market. 

4.  The  depreciation  in  foreign  currency  makes  the 
l)lacing-  of  goods  in  l'~uro])e;in  markets  at  the  pre  ent 
time  verv  difficult. 

5.  .\n  apparent  lowering  of  the  commercial  stan- 
dard of  morality  is  seriously  affecting  the  observance 
of  contracts. 

().  The  (iovernment  is  under  huge  tinancial  obli- 
gations arising  out  of  the  war.  This  year's  budget 
for  soldiers'  re-establishment,  pensions,  etc.,  is  much 
larger  than  the  country's  total  expenditures  fcjr  the 
year  1914.  It  is,  therefore^  evident  that  taxation  must 
continue  very  heavy. 

6.  The  shrinkage  of  millions  of  dollars  in  the 
market  value  of  crops  is  causing  some  dismay  among 
the  agricultural  i)opnlation  and  militating  against 
free  spending. 

8.  Wages  of  labor,  in  general,  are  not  falling  in 
line  with  the  decrease  in  material  costs. 

9.  Imports  are  still  growing. 

The  folUnving  are  mentioned  as  favorable  factors: 

1.  The  season's  crops,  in  nearly  every  line,  are 
unusually  bountiful. 

2.  The  weeding  out  of  unsatisfactory  woi'kers, 
rendered  possible  by  slackened  demand,  has  favorably 
affected  the  efficiency  of  labor. 

3.  Canada's  ct'editors  are,  very  largely,  Canada's 
own  citizens. 

4.  The  view  of  many  authorities  is  that  chaotic 
deflation  in  most  lines  is  about  at  an  end. 

5.  The  deadkjck  in  buying  between  luanufacturer 
and  retailer,  which  has  brought  so  many  factories  to 
a  standstill,  appears  to  be  breaking.  The  general 
feeling  is  that  commodities  are  now  at  a  purchase. 

6.  The  cost  of  living  has  gone  down  ten  or  fif- 
teen per  cent.,  paving  the  way  for  a  readjustn-ient  of 
wages. 

7.  The  stock  markets,  which  are  generalK-  a  sure 
indication  of  the  trend  of  business,  appear  to  have 
taken  on  a  firmer  tone. 

8.  The  resoin"ces  of  this  country  are  so  great,  and 
the  mental  and  ])hysical  calibre  of  its  population  is  so 
high,  that  every  Canadian  believes  that  the  country 
cannot  suffer  anything  more  than  a  very  temporary 
set-back  in  its  development. 
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Second  Annual  Convention  of  the  Shoe 
Manufacturers'  Association  of  Canada 

Representative  Gathering  of  Shoemen  in  |Toronto —Atmosphere  of  Optimism  Prevails — 
Hear  Views  of  Weil-Known  Leather  ard  Shoemen  on  the  Situation — Interesting 
Reports  and  Addresses  and  Splendid  Entertainment — Committee  to 
Take  Up  Matter  of  Dating,  Contracts,  Etc.,  with  Retailers 


THE  Second  Annual  Convention  of  the  Shoe 
Manufacturers'  Association  of  Canada,  held 
during  the  two  days,  Tuesday  and  AVed- 
ncsday,  January  25-26,  was  a  most  interesting" 
and  successful  affair.  Representatives  of  nearly 
one  hundred  firms  registered,  and  a  large  number 
of  travelling  men  also  gathered  in  during  the  ses- 
sions. Several  interesting  addresses  were  presented, 
bearing,  for  the  inost  part,  on  the  present  situation 
in  the  shoe  and  leather  industry,  and  the  opinions  of 
prominent  and  able  men,  who  have  studied  conditions 
from  all  angles,  who  are  keeping  their  eyes  on  the 
markets  of  this  country  and  of  the  world,  and  who 
have  based  their  conclusions  upon  the  surest  infor- 
mation and  the  widest  experience,  will  be  read  with 
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the  keenest  interest  and  benefit  by  the  trade  at  large. 
We  would  advise  our  readers  to  pay  particular  atten- 
tion to  the  reviews  of  the  Upper  Leather  and  Sole 
Leather  situation,  by  Hon.  E.  J.  Davis,  of  the  Davis 
Leather  Co.,  and  Mr.  L.  J-  Breithaupt,  president  of  the 
Breithaupt  Leather  Co.,  respectively.  Another  very 
valuable  paper  was  presented  by  Mr.  F.  W.  Knowlton, 
of  the  United  Shoe  Machinery  Co.,  on  "The  Shoe 
Manufacturing  Trade  of  Canada  as  Seen  from  a  Ma- 
chinery Point  of  View." 

A  number  of  important  resolutions  were  also 
brought  forward  and  passed,  nearly  all  of  them  dealing 
with  matters  affecting  the  relations  of  the  shoe  manu- 
facturers with  the  Government,  the  retail  trade  and 
the  public. 

Entertainment  was  not  forgotten.     The  men  of 


Ouebec  have  a  reputation  for  right-royal  hospitality, 
which  was  fully  sustained  at  the  1919  convention  In 
the  city  of  Ouebec,  but,  after  the  reception  they  re- 
ceived in  Toronto,  the  feeling  among  the  visitors  from 
the  French-Canadian  province  was  that  their  Ontario 
compatriots  were  not  a  whit  behind  in  the  hospitable 
arts  and  graces.  Messrs.  Beardmore  &  Co.  tendered  a 
splendid  banquet  to  the  association,  after  which  the 
guests  adjourned  to  the  palatial  Beardmore  residence 
and  the  remainder  of  the  evening  was  spent  most  en- 
joyabl}^  On  the  following  night,  Wednesday,  the  an- 
nual convention  banquet  was  held  in  the  King"  Edward 
Hotel,  Sir  Henry  Drayton,  the  Minister  of  Finance, 
and  Mr.  A.  Monro  Grier,  K.C.,  being  the  guests  of 
honor  and  speakers  of  the  evening'.  Excellent  music 
provided  by  well-known  local  artists  also  added  to  the 
pleasure  of  the  event. 

The  manufacturers  were  also  the  guests  of  the 
tanners  at  luncheon  on  Wednesday,  which  was  pre- 
sided over  by  Mr.  Geo.  Lang,  president  of  the  Lang- 
Tanning  Co. 

Greetings  to  the  Visitors 

The  convention  opened  at  10.30  a.m.  on  Tuesday 
morning,  with  the  retiring  president,  Mr.  F.  S.  Scott, 
j\LP.,  in  the  chair.  Messrs.  S.  H.  Parker,  vice-chair- 
man of  the  Ontario  Shoe  Manufacturers'  Association, 
and  F.  II.  Ahrens,  chairman  of  the  Ontario  Shoe  Manu- 
facturers' Association,  and  Mayor  T.  L.  Church, 
L.L.D.,  took  part  in  the  official  welcome  of  the  members 
to  the  city  of  'l^oronto  and  the  province  of  Ontario. 
Toronto's  po])ular  and  widely-known  Mayor  spoke 
first,  extending  most  hearty  greetings  to  the  visitors, 
and  all  good  wishes  for  the  success  of  the  association 
in  its  work  during-  the  coming'  year.  Mr.  Parker  then 
presented  a  brief  address  in  French,  in  deference  to 
the  French-Canadian  members,  after  which  Mr.  Ahrens 
spoke  in  English,  Avelcoming  the  visitors  on  behalf  of 
the  Ontario  Shoe  Manufacturers'  Association. 

Reports 

The  minutes  of  the  First  Annual  Meeting  vi-ere 
taken  as  read,  and  then  followed  the  reports  of  the 
secretary-treasurer,  Mr.  Henri  Viau,  and  the  reports  of 
the  National  Advertising  Committee  and  the  Tariff 
Committee. 

The  secretary-treasurer,  in  his  report,  referred  to 
the  various  activities  of  the  association  during  the  past 
year.  Among  these  were  mentioned:  the  standardiz- 
ation of  cartons ;  .export  trade  (an  export  branch  of 
the  association  ma}'  be  formed  in  the  near  future)  ;  co- 
operation— the  more  harmonious  working  together  of 
the  various  district  associations  and  exchange  of  views 
on  questions  of  national  interest ;  the  shoe  and  leather 
fair  ;  the  tariff ;  the  Made-in-Canada  campaign  ;  curb- 
ing the  "dumping"  of  U.  S.  shoes;  fraudulent  adver- 
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tisin^:  checking  of  cancellations — it  was  stated  that  a 
new  department  had  been  organized  to  deal  with  this 
(juestion  and  so  far  the  names  of  thirty  delinquents 
had  been  reported  who  were  cancelling  bona  fide  or- 
ders or  returning  goods  l)ought  in  good  faith. 

The  secretary-treasurer's  financial  statement  show- 
ed the  association  to  be  in  a  sound  condition  financially. 

National  Advertising  Committee's  Report. 

The  report  of  the  National  Advertising  Committee 
— which  contains  a  complete  outline  of  the  shoe  manu- 
facturers' advertising  campaign  and  the  results  ac- 
complished— in  the  absence  of  Mr.  J.  D.  Palmer,  the 
chairman  of  the  committee,  was  presented  by  Mr.  Alex. 
Marshall,  secretary  of  the  Ontario  Shoe  Manufacturers' 
Association,  and,  on  motion  of  Mr.  Ainsley,  seconded 
by  Mr.  Corson,  was  accepted. 

The  report  of  the  National  Advertising  Committee 
pointed  out  that  the  plan  of  publicity  involved  the  use 
of  about  170  daily  and  weekly  newspapers,  magazine-, 
farm  publications,  labor  papers  and  trade  papers  carry- 
ing a  series  of  six  large  advertisements,  French  papers 
and  English  papers  being  utilized  proportionately. 
The  next  feature  was  a  booklet  telling  the  Made-in- 
Canada  shoe  story  to  the  retailers  and  conveying  sug- 
gestions as  to  how  the  retailers  should  link  up 
with  the  campaign.  Essay  contests  for  school  child- 
ren, for  retailers  and  their  clerks  and  for  the 
manufacturers'  and  jobbers'  salesmen  were  inaug- 
urated in  this  booklet.  The  committee  also  arranged 
for  the  pu])lication  of  the  survey  of  the  shoe  industry 
by  the  Canadian  Reconstruction  Association.  Another 
feature  was  their  motion  picture,  entitled  "Sole  Mates,"' 
which  illustrated  the  various  processes  and  activities 
in  the  shoe  and  leather  industry  from  the  time  the 
hides  were  on  the  cattle  till  the  shoes  were  sold  in  the 
retail  store.  The  association  owns  over  2.000  ft.  of 
negati\c  and  six  prints  of  this  film,  which  has  ])layed 
in  aI)out  100  theatres  in  ()ntario,  Quebec  and  the  Mari- 
times.    Western  circulation  is  now  being  arranged. 

As  to  the  results,  the  report  points  out  that  the  ob- 
ject of  the  campaign  was  not,  primarily,  to  sell  shoes, 
but  to  inform  the  public  of  the  extent  and  importance 
of  this  industry.  It  is  stated  that  there  are  evidences 
from  many  quarters  that  the  ])eople  of  Canada  have 
been  weaned  from  an  antagonistic  feeling  to  the  shoe 
manufacturers  to  one  of  sympathy,  and  frequent  le- 
ports  from  unbiased  sources  are  coming  in  that  more 
and  more  Canadian  ])eople  are  insisting  on  having 
Canadian-made  shoes. 

It  is  also  pointed  out  that  the  newspaper  men  them- 
selves have  become  apprised  of  the  facts  about  the 
industry,  and  that  anything  dealing  with  the  shoe  in- 
dustry is  now  considered  real  news  and  finds  a  place 
much  more  readily  in  their  columns.  This  was  illus- 
trated when  the  Luxury  Tax  was  being  discussed  — 
although  twenty  or  more  trades  were  affected,  almost 
invariably,  about  a  quarter  of  the  space  was  given 
over  to  the  statements  of  people  connected  with  the 
shoe  manufacturing  trade. 

Tariff  Committee  Report  Presented 

The  report  of  the  Tariff  Committee  consisted  main- 
Iv  of  a  review  of  the  statement  submitted  to  the  Tariff 
Commissioners,  during  its  sitting  in  Montreal,  on  Nov. 
1.%  reorcsenting  the  position  of  the  boot  and  shoe 
manufacturers  of  Canada  on  this  question.  As  this 
statement  received  the  fullest  publicity  in  both  trade 
and  daily  press,  it  would  seem  superfluous  to  print 
the  text  again.    The  committee  declares  that  "had  the 


association  not  submitted  the  facts  that  are  now  in  the 
hands  of  the  government,  as  a  result  of  the  rei)ort,  no 
doubt  the  decision  of  the  'i'ariff  Commission  rejtort  to 
the  (iovernment  would  ha\ c  been  disastrous  to  the 
shoe  industry  of  Canada." 

The  convention  luncheon  was  held  at  12. ,50  and 
the  members  assembled  again  in  the  convention  hall 
at  2.30  for  the  afternoon  session,  which  opened  with  the 
address  of  the  retiring  president.  Mr.  Scott's  address 
is  printed  below. 

The  Presidential  Address 

The  shoe  manufacturing  industry  in  Canada  has 
passed  through  the  most  unsettled  and  unsatisfactory 
year  in  its  history.  The  conditions  which  existed 
were  by  no  means  confined  to  Canada,  but  have  been 
wi  irld-wide. 

During  the  war,  prices  of  all  classes  of  materials 
advanced  to  unheard  of  levels,  and  the  cost  of  produc- 
ing leather  footwear  for  the  Fall  season  of  1920  was 
the  highest  ever  known.  In  the  short  space  of  a  few 
months,  these  conditions  were  completely  changed. 
The  demand  for  footwear  abated  in  a  remarkable  way. 
Hides  and  skins  accumulated  in  dealers'  hands,  and 
the  prices  of  these  raw  materials  dropped  in  many 
cases  to  lower  levels  than  obtained  previous  to  the 
war.  It  was  inevitable  that  such  a  readjustment  would 
bring  enormous  losses  to  the  industry.  During  the 
war  much  was  heard  of  profiteering  in  various  lines. 
To-day,  the  average  man  or  woman  has  little  or  no  con- 
ception of  the  losses  that  have  occurred  in  almost 
every  line  of  business. 

In  this  connection  the  silence  of  the  i)ress  at  this 
time  is  in  marked  contrast  to  their  activity  when  con- 
ditions were  reverse.  It  is  generally  conceded  that  in- 
sofar as  the  shoe  and  leather  industry  is  concerned,  the 
bottom  in  prices  has  been  reached,  and  that  from  the 
present  time  on,  we  can  look  for  a  gradual  return  to 
more  normal  conditions. 

Your  executive  have  been  called  upon  to  deal  with 
many  questions  affecting  the  trade  during  the  year. 
Strong  representations  were  made  to  the  Dominion 
(Government  regarding  the  adverse  effect  of  the  luxury 
tax.  It  was  a  source  of  great  satisfaction  to  the  entire 
trade,  manufacturers,  wholesalers  and  retailers,  when 
it  was  abolished.  A  memorandum  on  the  tariff  ques- 
tion as  applied  to  the  shoe  industry  was  prepared  and 
submitted  to  the  members  of  the  Government  who 
formed  the  Tariff  Commission. 

A  Style  Show  was  held  in  the  city  of  Montreal  in 
July  last  which  proved  to  be  a  great  success,  and  gave 
evidence  of  the  great  progress  that  has  been  made  m 
the  shoe  industry  in  Canada.  While  conditions  at  that 
time  were  most  unsettled,  there  can  be  no  doubt  that 
much  good  resulted,  and  it  is  to  be  hoped  that  the  show 
will  be  continued  in  the  future. 

An  advertising  campaign  was  also  entered  upon, 
h;i\ing  for  its  object  the  encouragement  of  the  con- 
sumption of  Canadian  made  shoes.  A  committee  under 
the  chairmanship  of  Mr.  J.  D.  Palmer  handled  this 
work  in  a  most  capal)le  way,  and  its  acti\ities  will  no 
doubt  have  far-reaching  results. 

W  hile  we  believe  that  the  most  difiicult  period  of 
readjustment  has  been  passed,  doubtless  many  diffi- 
culties still  confront  us.  There  will  be  much  work  for 
the  incoming  executive  to  do. 

The  question  of  the  appointment  of  a  secretary 
who  could  devote  his  entire  time  to  the  work  of  the 
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members  should  receive  your  consideration  and 
thought. 

I  wish  to  express  my  appreciation  of  the  assistance 
and  co-operation  I  have  at  all  times  received  at  the 
hands  of  my  fellow  officers  and  members,  and  assure 
my  successor  of  my  desire  to  assist  him  in  any  way  in 
my  power  during-  his  tenure  of  ofifice. 

Officers  Elected  for  1921 

Following-  Mr.  Scott's  address,  the  report  of  the 
nominating  committee  was  presented,  and  was  unani- 
mously adopted.  The  following  are  the  ofificers  of  the 
association  for  the  year  1921  : 

Honorary  president,  Mr.  F.  S.  Scott,  Getty  &  Scott, 
Gait,  Ont. ;  president,  Joseph  Daoust,  Daoust,  Lalonde 
&  Co.,  Montreal;  first  vice-president,  Mr.  John  D. 
Palmer,  Hartt  Boot  &  Shoe  Co.,  Fredericton  ;  second 
vice-president,  Mr.  J.  E.  Warrington,  John  Ritchie  & 
Co.,  Quebec  ;  Executive :  Mr.  J.  Leckie,  J.  Leckie  & 
Co.,  Ltd.,  Vancouver;  Mr.  C.  S.  Sutherland,  Amherst 
Boot  &  Shoe  Co.,  Amherst,  N.S. ;  Mr.  Oscar  Dufresne, 
Dufresne  &  Locke,  Ltd.,  Montreal ;  Mr.  D.  F.  Desmar- 
ais,  La  Duchesse  Shoe  Co.,  Montreal ;  Mr.  T.  H.  Ried- 
er, Ames,  Holden,  McCready,  Montreal ;  Mr.  H.  E. 
Moles,  J.  &  T.  Bell  Co.,  Ltd.,  Montreal;  Mr.  H.  V. 
Gale,  Gale  Bros.,  Ltd.,  Quebec ;  J.  E.  Samson,  J.  E. 
Samson  Co.,  Reg'd,  Quebec;  Mr.  David  Marsh,  Wm. 
A.  Marsh  Co.,  Ltd.,  Quebec;  Mr. 
A.  Ahrens,  Ltd.,  Kitchener;  Mr. 
Leather  Shoe  Co.,  Ltd.,  Preston  ; 
land,  Williams  Shoe  Co.,  Ltd., 

Brandon,  Brandon  Shoe  Co.,  Ltd.,  Brantford;  Mr.  J. 
A.  Walker,  Walker,  Parker  Co.,  Ltd.,  Toronto,  and 
Mr.  Raoul  Lanthier,  Kingsbury  Footwear  Company. 
Montreal. ;  secretary-treasurer,  Henri  Viau. 

When  the  new  officers  had  been  elected,  Mr.  F.  S. 
Scott  vacated  the  chair  in  favor  of  Mr.  Jos.  Daoust, 
the  new  president.  Mr.  Daoust  spoke  briefly  on  his 
acceptance,  thanking  the  members  for  the  honor  they 
had  done  him  and  assuring  them  of  his  best  efforts  on 
behalf  of  the  association.  He  also  spoke  of  the  work 
that  lay  ahead  during  the  coming  year.  "The  more  I 
study  the  results  of  association  work,"  he  said,  "the 
more  I  am  convinced  that  we  must  have  an  organiz- 
ation of  this  kind.   We  are  this  year  to  see  the  revision 
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of  the  tariff  and,  as  an  indication  that  this  association 
has  some  weight  with  the  government,  I  may  say  that 
one  of  the  members  of  the  Tariff  Commission,  Senator 
Robertson,  recently  wrote  me,  as  the  coming  president 
of  this  body,  inviting  me  to  go  to  see  him  in  Ottawa 
and  discuss  with  him  the  question  of  the  tariff,  before 
he  makes  up  his  mind  on  it.  Lie  wanted  to  talk  the 
matter  over  with  a  representative  of  our  association 
before  reaching  a  decision  as  to  whether  the  tarifl 
should  be  revised  one  way  or  another.  I  will  try  and 
convince  the  Minister  of  Labor  and  also  the  Minister 
of  Finance  that  we  need  the  protection  we  now  have." 

Mr.  Daoust  repeated  his  remarks  briefly  in  French. 

The  next  item  on  the  programme  was  a  written  ad- 
dress by  Hon.  E.  J.  Davis,  of  the  Davis  Leather  Co., 
which,  in  his  absence,  was  read  by  Mr.  G.  W.  McFar- 
land.  This  excellent  review  of  the  upper  leather  situ- 
ation appears  on  another  page  of  this  issue. 

A  representative  of  a  company  manufacturing  a 
collapsible  steel  container  for  shipping  of  shoes  wa'^ 
introduced  to  the  convention  and  explained  the  ad- 
vantages of  his  product.  The  container,  it  was  stated, 
could  be  used  several  hundreds  of  times,  and  would 
pay  for  its  cost  in  perhaps  seven  to  ten  shipments,  i'^ 
the  saving  effected  by  eliminating  the  use  of  fibre  or 
wooden  cases  which  are  scrapped  after  being  once 
used. 

Important  Resolutions  Passed 

A  number  of  resolutions  were  then  brought  forward. 
The  following,  moved  by  Mr.  J.  A.  Warrington  and 
seconded  by  Mr.  Duffield,  dealing  with  the  Business 
Profits  War  Tax,  was  unanimously  carried : 

"Whereas  the  present  Business  Profits  War  Tax 
is  detrimental  to  the  expansion  of  the  Shoe  Industry 
in  Canada,  absorbing  as  it  does  profits  which  should 
be  reinvested  in  the  business  and  preventing  the  in- 
vestment of  new  caoital  in  Canadian  industry ; 

"Be  it  resolved  that  the  Dominion  Government  be 
urged  to  discontinue  this  method  of  taxation." — 
Carried. 

Mr.  F.  S.  Scott  spoke  to  this  resolution.   "From  the 
beginning,"  he  declared.  "I  was  strongly  opposed  to 
the  Bus'ness  Profits  War  Tax.    It  is  a  vicious  prin- 
ciole,  and  in  the  end  it  hampers  and  hurts  business, 
feel  an  organization  such  as  this  cannot  place  its  views 
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too  stront^ly  before  the  Governincnt.  There  are  con- 
cerns to-day  in  Canada  and  the  United  States  finan- 
cially emhara.ssed  which  a  year  or  two  ago  paid  lari;'- 
amounts  to  the  Government  through  the  operation  ,ii 
this  tax.  The  average  person  does  not  know  what  a 
burden  it  has  been.  During  the  v\ar,  when  conditions 
were  critical,  we  were  willing  to  submit  to  anything 
that  seemed  necessary,  but  now  that  things  are 
changed,  I  think  this  Business  Profits  Tax  is  one  of 
the  first  things  that  should  go." 

In  Great  P.ritain,  Mr.  Scott  pointed  out.  the  tax 
was  ent.'rely  difTerent.  It  was  an  excess  i)rofits  tax, 
and  a  firm  was  allowed  to  make  as  much  as  the  average 
of  any  three  years  prior  to  the  war  before  its  earnings 
became  subject  to  the  operation  of  the  tax.  The  sys- 
tem applied  in  Canada  was  infinitely  more  viciou-.  and 
se\  ere  than  the  British  tax. 

Resolution  on  the  Tariff 

'J"he  following  resolutidu,  moved  by  Mr.  (jeo.  Blach- 
ford  and  seconded  bv  Mr.  A\ \  F.  Martin,  was  unani- 
mously adopted : 

"Whereas  if  the  Canadian  shoe  industry  is  to  o])cr- 
ate  on  the  lowest  economical  cost  basis  and  to  con- 
tinue to  supply  shoes  at  fair  prices,  it  requires  the  full 
support  of  the  domestic  market ; 

"lie  it  resolved  that  the  Shoe  Manufacturers'  Asso- 
ciation of  Canada,  in  convention  assembled,  recommend 
to  the  Government  of  Canada  that  no  reduction  be 
made  in  the  tarifl^  items  611  and  611a,  Boots  and 
Shoes,  and  also  recommends  that  more  stringent  regu- 
lations be'  put  in  force  bv  the  customs  authorities  to 
protect  the  Canaclian  market  from  unfair  dum])ing." 
— Carried. 

Resolution  re  Sales  Tax 

The  following  resolution  re  Sales  Tax,  was  moved 
by  Mr.  \\'.  1'.  Martin  and  seconded  by  Mr.  F.  H. 
Ah  reus  : 

"Whereas  the  shoe  industry  is  in  favor  of  taxation 
in  the  form  of  sales  tax; 

■"lie  it  resolved  that  this  association  recommends 
that  this  tax  be  collected  exclusively  at  the  sourc 
from  wholesalers  and  manufacturers." — Carried. 

An  addition  to  the  resolution  was  suggested  by  Mr. 
Martin  to  the  effect  that  the  Government  be  requested 
to  extend  the  time  for  paying  this  tax,  so  that  in  the 


meantime  the  manufacturer  would  have  received  the 
amount  of  the  tax  from  the  retailer  and  would  not  be 
kept  out  of  the  money  for  a  considerable  time  as  is  fre- 
ipiently  the  case  under  present  circumstances. 

The  resolution,  with  the  addition,  was  carried. 

The  object  of  the  resolution,  as  explained  by  M 
F.  S.  .Scott,  was  to  assure  the  Government  that  the 
manufacturers  were  satisfied  with  the  present  sales 
tax,  but  that  they  were  opposed  to  its  extension  to  the 
retail  trade.  1  fe  believed  that  would  be  the  wrong 
plan,  and  that  the  retailers  as  a  whole  would  greatly 
l^refer  it  to  be  left  as  at  !)resent. 

On  Wednesday  morning,  Mr.  iJaoust,  on  assuming 
the  chair,  referred  to  the  presence  of  some  prominent 
members  of  the  retail  trade.  He  said  that  he  was  glad 
to  see  old  faces,  and  that  the  retailers  were  always 
welcome,  for  the  manufacturers  had  no  secrets  to  dis- 
cuss behind  closed  doors. 

The  first  item  on  the  progranuue  was  an  address 
by  i\Ir.  L.  J.  Breithaupt,  president  of  the  Breithaupt 
Leather  Co.,  Kitchener,  who  spoke  in  a  most  interest- 
ing way  on  the  present  conditions  and  ])rospects  of  the 
sole  leather  market.  This  address  ajjpears  elsewhere 
in  this  issue. 

"llovv  to  Hold  a  Customer"  was  the  subject  of  an 
excellent  address  by  Mr.  Peter  A.  Doig.  Before  com- 
ing to  the  actual  topic  of  his  talk,  Mr.  Doig  touched 
upon  the  present  situation  in  the  fontwear  industry. 
Pte  used  an  interesting  metaphor  to  illustrate  his  point. 
"We  have  been  in  heavy  fogs,"  he  said,  "and  our  boat 
has  I)een  hardly  moving  at  all,  the  captain  and  boat- 
swain and  the  crew  have  been  doing  nothing  but  tak- 
ing soundings.  But,  as  when  a  fog  is  lifting  on  the 
sea,  one  sees  the  little  white  light  l)eginning  to  appear 
in  the  heavens,  so  now  the  little  white  light  of  return- 
ing prosperity  is  making  itself  visible,  and  soon  these 
heavy  mists  will  all  be  cleared  away. 

My.  Doig  read  letters  from  Sir  Frederick  \\'illiams- 
Taylor  and  Premier  Meighen  containing  messages  for 
the  members  of  the  association.  Both,  while  not  mini- 
mizing the  difificulties  of  the  situation,  took  an  opti- 
mistic viewpoint  of  the  future. 

"How  to  Hold  a  Customer" 

Getting  down  to  the  question  of  "Plow  to  Hold  a 
Customer,"  Mr.  Doio  had  some  interesting  and  humor- 
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ous  remarks  to  make.  "You  know,"  he  said,  "that  we 
do  ask  ourselves  silly  questions  at  the  beginning  of 
a  trip — I  wonder  if  we  are  going  to  have  so  and  so's 
business  this  season.  W e  repeat  that  question  at  the 
outset  of  every  season,  and  the  thought  has  come  to  me 
very  forcibly  as  to  why  we  need  have  any  doubt.  AVhat 
cause  have  we  to  fear  that  this  customer  or  that  cus- 
tomer who  bought  our  goods  last  j^ear  will  not  do  so 
again  this  year?  Is  it  that  we  have  shipped  him  in- 
ferior merchandise?  Is  it  because  we  have  neglected 
him,  or  have  not  given  him  rock-bottom  quotations? 
We  ought  to  render  such  service  to  our  customers  that 
they  become  wedded  to  us.  We  ought  to  be  able  to 
depend  upon  their  trade  from  season  to  season. 

"Then  what  is  necessary  in  order  that  we  may  be 
in  a  position  to  handle  our  business  in  this  way?  You 
know  we  do  business  in  such  a  free  and  easy  fashion, 
and  leave  so  much  to  chance.  Orders  are  taken  in  a 
sort  of  haphazard  way  that  is  not  business-like:  What 
we  want  is  a  clean-cut  proposition  that  is  a  contract. 
The  prices  shotild  be  set  and  the  terms  set,  and  it 
ought  to  be  understood  that  no  goods  can  be  sent 
back  without  your  customer  first  submitting  a 
sample  of  the  line  he  is  criticizing".  In  this  way  our 
business  will  be  placed  upon  a  sound  basis,  and  we  will 
be  able  to  give  better  service  to  our  customers. 

"If  we  are  to  hold  a  customer,  it  is  not  by  going 
out  and  treating  him.  nor  is  it  bv  sending  out  a  sales- 
man that  is  al)le  to  entertain  him.  What  we  want  to 
do  is  this:  I'roduce  the  goods  equal  to  sample,  and 
have  them  properly  represented.  Most  travellers  1 
meet  like  to  go  out  and  represent  a  firm  that  has  some 
honor  in  it  and  that  is  the  kind  of  firm  whose  merchan- 
dise is  easy  to  dispose  of." 

"Grains  of  Salt" 

Here  are  some  terse  eoigrammes  regarding  the 
treatment  of  customers,  wh'ch  Mr.  Doig  handed  out 
to  his  hearers : 

"Don't  try  and  buy  the  good  will  of  your  customers 
— merit  it !" 

"Set  high  standards — a  real  man  lives  up  to  them. 
Don't  go  to  work  and  feel  that  shoe  manufacture 
are  a  bunch  of  fellows  without  princioles." 

"Don't  play  upon  the  ignorance  of  your  customers. 
He  may  not  be  able  to  make  shoes,  or  to  compare  their 
quality  with  those  of  another  firm,  but  his  guarantee 
that  the  shoe  is  right  should  be  your  ability  to  pro- 
duce it." 

"Give  service  in  all  its  fullness." 

"Charge  your  oroposition  with  real  life.  By  this  1 
mean:  quality  finish,  attention  to  detail  and,  let  us  say, 
friendship.  Our  business  relations  are  our  opportuni- 
ties of  meeting  other  men,  and  if  we  can  only  ring 
true,  we  will  find  they  are  looking  for  sincere  acquaint- 
anceships that  may  develop  into  closer  friendships." 

Standard  Form  of  Agreement  Urged 

"What  I  feel  we  should  do  before  this  convention 
closes  is  to  form  a  committee  to  get  together  with  the 
committees  of  the  travellers  and  the  retailers  and  form 
some  sort  of  agreement,  as  to  a  standard  form  of 
order,  that  would  suit  everybody.  In  this  way,  our 
business  would  be  on  a  sounder  basis,  and  we  would 
avoid  the  misunderstandings  by  which  we  losfe  some 
of  our  best  customers." 

Following  Mr.  Dole's  address,  an  interesting  paper 
on  the  "Peculiarities  of  the  Quebec  Market"  was  read 
by  Mr.  Chas,  Holmes,  vice-president  of  Le  Prix 
Courant. 


Mr.  Holmes  gave  a  great  deal  of  interesting  infor- 
mation abovit  the  French-Canadian  province,  its  people 
and  its  industries.  He  pointed  out  that  the  French- 
Canadians,  being  of  a  different  race  and  temperament, 
must,  in  a  sales'  campaign,  be  approached  in  a  different 
way  from  the  people  of  the  English-speaking  provinces. 
Being-  a  Latin,  he  was  very  often  guided  by  sentiment, 
and  therefore  needed  treatment  particularly  suited  to 
his  temperament.  Mr.  Holmes  also  urged-  that  the 
dual  language  in  Canada  must  be  faced  as  a  fact  and 
as  an  element  in  Canadian  business,  and  that  any 
attempt  to  force  English  upon  the  French-Canadian 
was  un-British. 

In  courtesy  to  the  retailers,  who  were  renresented 
in  the  audience  by  President  Gales,  of  the  N.S.R.A.  of 
Canada;  the  past  president,  Mr.  Warren  T.  Fegan,  and 
the  secretary,  Mr.  Howard  Blachford.  Mr.  Daoust 
called  upon  Mr.  Fegan  to  speak. 

Mr.  Fegan,  on  rising,  first  offered  his  congratula- 
tions to  Mr.  Daoust  upon  his  election  to  the  office  of 
president,  and  to  the  association  in  having  Mr.  Daoust 
for  this  office.  Continuing,  he  sooke  of  present  con- 
ditions and  the  circumstances  which  led  uo  to  them. 
"As  a  retailer,"  he  said,  "I  feel  that  there  were  three 
things  that  tended  to  make  conditions  as  thev  are. 
First  of  all,  I  think  the  press  was  largely  instrumental 
in  causing  the  general  public  to  back  up  and  refuse  to 
buy.  The  next  thing  was  the  imnositioii  of  the  Luxury 
Ta.x  uoon  the  retailer,  and  the  third  was  the  withhold- 
ing of  credit  b}^  the  banks.  Now,  I  don't  know  what 
vou  have  done  with  regard  to  publicity  or  to  influenc- 
ing the  newsoapers  to  take  the  attitude  thev  should  at 
the  present  time.  I  claim  that  in  justice  to  the  shoe 
trade  in  general,  the  nress  should  give  equal  Promin- 
ence to  headings  indicating  the  present  conditions  as 
they  did  to  headlines  regarding  the  "Crash  in  Prices." 
I  am  very  glad  to  say  that  since  the  Luxury  Tax  was 
taken  off.  the  nublic  have  shown  their  ai:)nreciation  by 
buying  more  freely  and  the  general  feeling  is  improved. 
I  think  we  retailers  are  looking  forward  to  ag-ain  estab- 
lish our  business  on  a  really  sound  basis,  and  go  ahead 
with  a  swing." 

Luncheon  Tendered  by  Canadian  Tanneis 

At  noon  on  Wednesday,  the  members  of  the  Shoe 
Manufacturers'  Association  were  the  guests  of  the 
Canadian  tanners  at  a  splendid  luncheon  in  the  King 
Edward  Hotel.  Mr.  Geo.  Lang,  of  the  Lang  Tanning 
Co.,  occupied  the  chair,  and  after  the  good  things  had 
been  disposed  of,  made  some  very  humorous  and  in- 
teresting remarks.  "The  time  has  come,"  he  said, 
"when  shoemen  and  leather  men  must  get  together  as 
Canadians,  if  we  want  to  make  something  of  this  great 
big  country.  We  have  a  wonderful  country,  with  won= 
derful  resources,  and  a  great  opportunity  lies  before  us. 
Now  you  shoe  manufacturers  have  done  wonders  dur- 
ing recent  years.  You  are  to-day  making  as  good  a 
product  as  is  made  any  place  in  the  world.  You 
have,  done  that  on  your  own  initiative,  and,  I  some- 
times think,  at  your  own  cost.  I  don't  think  the  shoe 
manufacturer  has  come  into  his  own.  Why  aren't 
you  fellows  millionaires?  You  ought  to  be,  every 
one  of  you.  However,  your-  time  is  coming,  -  but 
we  have  to  produce  the  goods  and  please  our  people 
whether  we  become  millionaires  or  not. 

"Now  we  have  an  opportunity  to-day  of  getting  to- 
gether and  knowing  each  other.  A  gathering  of  this 
kind  can  only  be  of  real  good,  if  we  go  back  home  with 
bigger  hearts  and  broader  views.    And  I  hope  that  is 
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how  all  of  us,  both  tanners  and  manufacturers,  feel 
about  it.  But  remember,  when  this  convention  meets 
again  in  Toronto,  the  tanners  won't  l)e  satisfied  with  a 
luncheon,  they'll  want  a  whole  day  or  an  evening  at 
least  to  entertain  their  good  friends,  the  manu- 
facturers." 

Mr.  Lang  then  called  upon  Mr.  F.  S.  Scott  to  speak. 

Mr.  Scott  expressed  the  thanks  of  the  manufac- 
turers for  the  hospitality  of  the  tanners,  and  made 
reference  to  Mr.  Lang's  remarks  regarding  the  shoe 
manufacturing  industry.  "The  road  of  the  shoe  manu- 
facturers," he  said,  "has  been  a  difficult  one,  as  Mr. 
Lang  has  pointed  out.  Flowever,  we  all  feel  that  the 
promises  of  the  future  are  bright.  We,  as  manufac- 
turers are  proud  of  our  own  industry,  but  we  are  also 
proud  of  the  position  occupied  by  the  tanning  industry 
of  the  Dominion  of  Canada.  One  of  the  greatest  prob- 
lems this  country  has  to  face  is  that  of  export  trade, 
and  when  we  consider  the  exchange  situation  and  the 
necessity  of  Canada  going  into  the  markets  of  the 
world  with  her  products,  it  is  a  matter  of  congratula- 
tion that  the  tanning  industry  is  in  such  an  exceptional 
position  for  doing  an  export  business  as  at  present." 

Mr.  Daoust  was  also  called  upon  to  speak.  "I  have 
noticed  here,"  said  Mr.  Daoust,  "that  the  shoe  manu- 
facturers are  being  spoilt  by  the  tanners.  I  believe  it 
is  in  the  tanning  business  that  the  money  is  made,  if 
we  can  judge  from  the  entertainment  last  night  and 
to-day.  The  tanners  of  Ontario  are  all  millionaires, 
and  if  we  Quebec  men  come  down  here  often  enough, 
perhaps  we  shall  be  able  to  learn  how  the  money  is 
made. 

"On  behalf  (jf  the  shoe  manufacturers  of  Canada," 
concluded  Mr.  Daoust,  "I  tender  our  most  cordial 
thanks  for  the  princely  reception  we  have  had  in  this 
city." 

"Heaven  knows!"  said  Mr.  Lang,  "T  think  we  had 
better  ask  him  to  speak."  And  on  this  invitation,  Mr. 
Heaven,  of  the  Anglo-Canadian  Leather  Co.,  told  a 
good  story.  "A  man  passing  through  my  office 
the  other  day  called  out  to  me,  'How's  business?'  I 
said  'Fine!'  'Do  you  know,'  said  he,  'what  I  would  be 
if  I  had  said  what  you  have  just  said  now?'  And  with 
that  he  walked  out  and  closed  the  door.  I  thought  for 
a  moment  and  then  ran  to  the  door  and  called  after 
him,  'Yes,  I  know  what  that  word  you  were  thinking 
of  is — you'd  be  an  Optimist.' 

"And  I  think,"  said  Mr.  Heaven,  "we  can  afford  to 
be  optimists  now.  Business  is  like  a  man  who  has 
over-indulged  and  has  had  to  take  a  dose  of  medicine, 
but  after  it  has  taken  efifect,  he  feels  better  than  before 
he  swallowed  it.  So  I  feel  that  this  countrv  will  be  in 
better  shape  after  we  get  over  this  temjjorary  lull,  than 
it  was  before." 

Wednesday  P.  M.  Session 

The  first  item  on  the  programme  of  the  afternoon 
session  was  a  paper  by  Mr.  F.  W.  Knowlton,  of  the 
Ignited  Shoe  Machinery  Co.  of  Canada,  on  "The  Shoe 
Manufacturing  Lidustry  of  Canada  as  Seen  From  a 
Machinery  Point  of  View."  This  paper  appears  on 
another  page  of  this  issue. 

Next  was  an  address  on  "Co-operation  Within  and 
Without,"  by  Jas.  Acton,  of  the  Acton  Publishing  Co. 
Mr.  Acton  spoke  first  briefly  in  French,  and  afterwards 
in  English.  He  explained  the  plan  of  organization  fol- 
lowed by  the  United  Typothetae  of  the  United  States 


and  Canada,  many  points  of  which  he  thought  could  be 
applied  with  benefit  by  the  shoe  manufacturers. 

Resolution  re  Government  Orders 

The  following  resolution,  moved  by  Mr.  G.  W.  Mc- 
barland  and  seconded  by  Mr.  J.  V.  I.agace,  was  car- 
ried unanimously  : 

"Whereas  the  unemi)loyment  situation  throughout 
the  country  is  serious  and  in  a  great  man\  lines  of  in- 
dustry an  actual  depression  exists; 

"\\f  it  resolved  that  the  Provincial  and  b'ederal  Gov- 
ernments be  urged  to  i)lace  orders  for  their  anticipated 
requirements  immediately  and  commence  operation 
on  all  necessary  public  works  without  delay  and  that 
in  all  cases  when  poss'ble.  domestic  products  should 
be  used." 

The  session  was  then  throw  n  for  stiggestions  to  the 
incoming  executive. 

Mr.  T.  H.  Rieder,  president  of  the  Anies-Holden- 
McCready  Co.,  said  he  beliex  ed  this  ccjming  year  was 
one  when  the  shoe  manufacturers  wcnild  have  time  to 
work  out  new  ideas.  He  reterred  to  the  recent  meet- 
ing of  the  furnitiu'e  manufacturers,  where,  he  had  been 
interested  to  read,  they  had  adopted  a  uniform  cost 
system,  and  thought  the  shoe  manufacturers  might 
follow-  their  example.  Now  was  the  time  to  plan 
ahead. 

Mr.  Datnist  felt  that  the  lack  of  a  proper  cost 
system  was  a  great  detriment  to  many  manufacturers, 
and  it  was  not  only  those  wlio  lacked  such  a  system 
who  sufl^ered,  l)Ut  also  other  members  of  the  trade, 
who  were  thus  subjected  to  unfair  comjietition. 

The  Question  of  Dating 

Mr.  A.  A.  Aml)urst,  of  the  Lady  llelle  Shoe  Co., 
brought  u')  the  (|uestion  of  dating.  The  usual  terms, 
he  pointed  out,  are  AjM-il  and  October,  and,  in  very 
many  cases.  May  and  November.  The  shoe  trade  was 
the  only  one  in  which  these  long  terms  were  given. 
"By  selling  on  these  terms,"  he  said,  "you  are  crowd- 
ing the  retailers ;  and  if  the  terms  were  shorter  you 
could  go  out  and  ask  him  for  a  repeat  order  without 
feeling  that  you  were  crowding  his  payments.  I  be- 
lieve if  we  had  shorter  terms,  we  could  reduce  our 
prices  in  proportion,  while  the  trade  would  be  more 
steady,  and  demand  would  vary  less  throughout  the 
year. 

Mr.  Peter  Doig  suggested  that  a  committee  should 
be  formed  to  co-operate  with  the  retailers,  so  that  they 
might  advise  their  own  members  as  to  the  advantages 
of  these  reduced  terms,  and  also  to  get  in  touch  with 
the  travellers  in  the  same  way.  "The  leather  men," 
he  said,  "used  to  give  the  manufacturers  six  months, 
and  then  they  suddenly  cut  it  down  to  ten  days,  and 
business  has  gone  as  usual.  We  don't  viant  to  give 
the  retailers  the  idea  that  we  are  imposing  something 
on  them  against  their  will,  but  rather  that  we  are  in- 
troducing something  that  will  work  to  our  mutual 
benefit  with  their  co-operation." 

Mr.  Amburst  said  he  heartily  approved  Mr.  Doig's 
suggestion  that  a  committee  be  formed  for  this 
purpose. 

Mr.  Sharp,  of  the  firm  of  J.  M.  Cote,  said  that 
he  had  carried  out  that  idea  with  his  own  customers. 
He  had  had  no  dating  ahead,  but  had  said  to  his  cus- 
tomer, "you  can  have  the  goods  when  you  like,  but 
they  must  be  paid  for  at  the  time."  He  had  been  sell- 
ing for  forty-three  vears,  and  had  found  that  if  the 
goods  were  right,  the  terms  did  not  cause  trouble. 

N.  B.  Detwiler,  of  the  Hydro  City  Shoe  Mfrs.,  Ltd., 
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was  also  in  favor  of  the  suggestion  regarding  reduced 
terms. 

Mr.  Rieder  moved  that  a  committee  of  five  be  ap- 
pointed (three  distributing  to  the  retailers  and  two 
to  the  jobbers)  to  take  this  matter  up  with  the  repre- 
sentatives of  the  trades  concerned. 

Mr.  J.  A.  Warringon,  of  the  Jno.  Ritchie  Co.,  sug- 
gested that  this  committee  should  be  appointed  to 
take  up  other  matters  with  the  retailers  as  well,  such 
as  contracts,  etc.,  and  Mr.  Rieder  withdrew  his  motion 
in  favor  of  Mr.  Warrington's,  which  was  carried 
unanimously. 

Mr.  Daoust  read  a  letter  received  from  Mr.  Geo. 
A.  Slater,  of  Montreal,  expressing-  his  regrets  at  his 
inability  to  be  present  at  the  convention.    Mr.  Slater's 
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communication  also  made  reference  to  the  matter  of 
"dumping"  of  U.  S.  goods,  which  he  thought  should 
receive  particular  attention  by  the  members. 

Mr.  Rieder  suggested  that  it  would  be  well  to  take 
a  vote  of  confidence,  to  show  that  the  incoming  execu- 
tive had  the  entire  support  of  the  members. 

Mr.  Warrington  seconded  this  resolution,  mention- 
ing among  other  things  the  fees,"  which  he  thought 
were  ridiculously  small. 

Mr.  G.  W.  McFarland  also  spoke  supporting  this 
motion,  which  was  carried  unanimously. 

The  convention  closed  with  a  motion  by  Mr.  Doig, 
seconded  by  Mr.  Marsh,  expressing  the  thanks  of  the 
visiting  delegates  to  the  committee  who  had  made  the 
arrangements  for  the  accommodation  and  entertain- 
ment. 


What  Should  the  Trade  Strive  for  in  1921? 

APART  from  individual  aims  and  enterprises,  it 
is  necessary  that  the  members  of  the  footwear 
industry  have  a  common  objective  to  strive  for 
in  the  year  1921,  if  they  are  to  restore  the  in- 
dustry to  a  safe  and  normal  basis  in  the  least  possible 
time.  An  interesting  contribution  on  what  this  com- 
mon objective  should  be  comes  from  Mr.  W.  A.  Coles, 
of  Universal  Shoe  Machinery,  Ltd.,  which  we  print 
below : 

Montreal,  Jan.  8,  1921. 

Editor,  Footwear  in  Canada : 

The  chief  issues  which  can  boost  the  business  men 
of  Canada  today  are,  first,  the  present  exchange  rate 
against  us  and  how  to  rectify  it,  and  second,  the  pres- 
ent business  stagnation  and  how  to  overcome  it. 

To  the  writer's  way  of  thinking,  mental  and  per- 
sonal attitudes  are  a  larger  factor  in  the  successful 
accomplishment  of  our  daily  transactions  or  achieve- 
ments than  people  generally  imagine.  A  great  deal 
can  ])e  said  with  reference  to  how  to  overcome  the 
tendency  toward  negative  and  unhealthy  attitudes, 
but  the  greatest  weapon  we  could  use  against  them  is 
good-will  and  boosting,  and  everlastingly  meeting  our 
long-jawed  neighbors  with  a  cheero'  for  the  to-morrow. 
Whether  it  be  at  home,  at  the  club  or  at  our  places  of 
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business,  we  could  strive  to  discourage  "The  Under- 
takers' Attitude"  which  dwells  upon  how  depresed 
conditions  an  and  what  a  long  time  thev  are  going  t.;i 
last 

Befor^;  suggesting  a  remed}*  let  us  diagnose  our 
case. 

While  we  were  busy  making  munitions,  etc.,  for  war 
purposes,  abundant  prosperity  \-isited  the  homes  of 
large  numbers  who  had  ne\'er  tasted  of  it  Ijefore. 
Many  thousands  who  had  never  been  able  to  buv  lux- 
uries were  then  making  easy  money  and  spending  ic 
so  fast  that  the  purchase  of  luxuries  was  greatly  in- 
flated. Earnings  were  expended  on  motor  cars,  theatre 
tickets  and  in  a  hundred  and  one  unnecessary  ways 
which  were  a  mere  waste  and  which  in  due  time  created 
a  tremendous  trade  'balance  Ijetween  Canada  and  (Jreat 
Britain  and  the  U.S. 

In  the  meantime  merchants  were  stocking  to  the 
roofs ;  s[)eculat-ng  dail_\-  on  the  increase  in  price  of 
hundreds  of  articles.  This  speculation  increased  to 
such  proportions  that  frequently  commodities  ad- 
vanced se\-eral  times  a  week  until  the  pul)lic  realized 
the  fact  and  ceased  purchasing. 

The  eft'ect  was  as  mentioned  before,  namely,  a  de- 
preciation of  the  Canadian  dollar  and  ])usiness  stag- 
nation. If  the  Canadian  people  will  only  realize  the 
ser.'ousness  of  the  situation,  they  may  apply  the  neces- 
sary remedy  by  voluntarily  restricting  their  purchases 
of  imported  goods  whenever  possible. 

Another  remedy  too  has  already  been  suggested: 
Boosting  and  optimism  can  do  more  to  restore  trade 
than  all  the  discount  sales  in  the  world.  iV'rsonally, 
the  writer  believes  discount  sales  are  a  real  evil.  It 
is  far  better  to  reduce  the  regular  stock  tickets,  as  the 
bu3nng  public  have  no  faith  in  discounts  or  discount 
sales. 

It  should  also  be  remembered  that  there  are 
numerous  factors  which  warrant  confidence  on  the  part 
of  the  public,  the  merchant  and  the  manufacturer. 

First — wages  still  ha\'e  a  i)urchasing  power  as  great 
as  during  the  war. 

Second — reduction  in  prices  have  already  stimulated 
purchasing,  and  goods  cannot  at  present  be  reduced 
lower. 

Third — The  ultimate  consumer  will  soon  be  pur- 
chasing as  freely  as  under  normal  conditions,  and 
stocks  are  being  steadily  reduced. 

Fourth — As  soon  as  these  surplus  stocks  have  been 
absorbed,  production  must  be  continued  on  a  basis 
which  will  give  reasonable  returns  to  the  producers. 
It  will  therefore  soon  be  necessary  to  place  spring 
orders. 

"What  the  trade  should  strive  for  in  1921,"  should 
be,  first,  to  immediatelv  lower  their  prices  and  profits 
to  the  minimum,  and  then  establish  confidence  in  the 
minds  of  the  ])ublic  that  this  has  been  done,  secondly,  to 
create  an  optimistic  viewpoint — as  contempt  breeds 
contempt,  so  optimism  breeds  ODtimism ;  third,  to 
boost,  build  and  boom  Canada  and  Canadian  goods,  and 
fourth,  to  overcome  our  present  exchange  rate  by 
purchasing  Canadian  goods  in  Canada. 

^„ — „i, — „i, — i„i — 11,1 — ii„ — „i, — i„i — „„ — „„ — „„ — „„ — „„ — „„ — „„ — „„ — ,1,,.^  „, — „„  „„   4^ 
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I  Canada's  trade  in  1920  showed  an  increase  of  I 

1  $464,000,000  over  1919.    Unfortunately  more  than  J 

1  90  per  cent,  of  this  is  represented  by  increased  J 

I  imports.  | 
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The  Upper  Leather  Situation 

Hides  Alone  Reduced  in  Cost— Practically  Everything  Else  at  War  Peak  Prices— Indications 
That  Present  Leather  Prices  are  Safe— January  Shows  Business  Improving 
— Necessity  of  Buying  Canadian  Goods 

Address  by  Hon.  E.  J.  Davis* 


THE  year  1920  has  been  the  most  extraordinary 
that  any  of  us  have  experienced,  it  matters  not 
how  lon^:;-  we  have  l)een  engaged  in  any  brancli 
of  the  footwear  and  leather  industry.  It  be- 
gan witiT  prices  higher  than  had  ever  1)een  experienced 
in  the  jjast.  The  demand  for  leather  in  shoes  was 
unprecedented,-  our  chief  difficulty  being  to  supply 
goods  as  fast  as  our  customers  demanded.  Monthly 
sales  were  larger  than  ever  before,  this  condition  con- 
tinuing until  about  the  end  of  ]\Ia_\-.  Then  suddenly 
there  came  a  ver_\-  marked  falling  off  in  demand  in  the 
United  States,  which  increased  rapidly  during  the  ne.xt 
few  weeks,  resulting  in  an  avalanche  of  cancellations 
by  the  shoe  jobbers  and  retailers  and,  soon  after,  Can- 
ada passed  through  the  same  experience.  Everybody 
ai)])arently  by  common  consent  stopped  buying  and 
shoe  manufacturers  and  tanners  found  themselves  in 
the  position  of  having  raw  mater  al,  which  they  were 
com])elled  to  arrange  for  to  till  contracts  on  their  books, 
and  it  was  almost  impossil)le  f(jr  varioirs  reasons  to 
make  deliveries. 

Slump  Unexpectedly  Sudden. 

Then  j^rices  began  to  drop  and  ctmtinued  steadily 
downward  until  about  the  first  week  in  December,  and 
while  every  ])rudent  business  man  must  have  known  as 
soon  as  the  war  closed  that  |jrices  could  not  continue 
at  the  dizzy  height  which  they  had  reached  as  a  result 
of  the  greatest  war  in  the  world's  history  and  that  it 
was  necessary  to  prepare  in  advance  for  that  condition 
which  was  sure  to  come,  vefy  few,  I  am  sure,  expected 
that  the  drop  would  be  so  sudden,  resulting  in  an 
almost  absolute  stoppage  of  business. 

The  tanners  generally  reduced  their  in]:)Ut,  reduced 
their  Avorking  force,  ran  shorter  hours  with  what  they 
had  left,  and  some  even  temporarily  closed  as  far  as 
you  can  do  that  with  a  tannery. 

The  shoe  manufacturers  found  themselves  in  the 
same  position.  Some  factories  were  closed,  others  ran 
short  time  with  reduced  stafifs  and  the  year  closed  with 
the  most  unsatisfactory  situation  for  our  trade. 

The  difficulties  that  the  last  six  months  have 
brought  to  us  all  I  need  not  enlarge  upon.  Each  one 
will  have  their  own  experience  and  it  has  been  one 
that  will  not  be  forgotten  during  the  life-time  of  any 
of  us. 

The  present  situation,  however,  and  the  outlook 
for  1921  'is  one  in  which  we  are  all  vitally  concerned 
and  any  light  and  information  we  can  obtain  that  will 
assist  us  will  be  to  our  great  advantage.  I  always  hesi- 
tate to  attempt  to  foretell  the  future,  but  there  are  some 
general  principles  in  business  which  perhaps  one  might 
safely  apply  to  the  present  situation. 

Prices  Now  On  Solid  Ground. 

In  the  first  place,  since  the  first  of  the  year  there 
are  many  indications  which  would  seem  to  show  that 
solid  ground  has  been  reached  so  far  as  prices  are  con- 
cerned. This  is  assuming  that  in  our  December  inven- 
tory we  have  made  our  losses  and  placed  our  price  list 

*Read  by  Mr.  G.  W.  McFarland. 


on  a  reai'unable  replacement  basis.  There  is  reason 
to  believe  that  tanners  and  shoe  manufacturers  have 
followed  th.s  course.  i\s  to  the  shoe  jobber  and  re- 
tailer, I  am  not  in  a  position  to  speak  with  as  much 
knowledge  of  the  situation,  but  as  they  had  the  ad- 
vantage of  the  rising  market  the  same  as  the  tanner 
and  shoe  manufacturer  they  must  expect  to  clean  out 
their  old  stock  at  a  reasonable  price,  as  they  can  replace 
them  for  much  less  money.  We  may  as  well  all  make 
up  our  minds  thai  war  profits  arc  a  thing  of  the  past, 
and  we  nni^t  all  ,L;c't  down  to  hard  work,  economical 
production  and  small  profits  in  keeping  with-the  finan- 
cial conditions  and  ])ui"chasing  |)owers  of  all  the  coun- 
tries of  the  world. 

Pre-war  Prices  for  Leather  Impossible. 

There  is  a  statement  thai  \  i>u  may  have  heard  'lur- 
ing the  last  few  months,  or  pe  rhaps  some  of  you  ha\e 
made  the  >tatemenl  yourscKes,  that  if  hides  and  skins 
were  at  a  ])re-war  basis  leather  also  ought  to  be  at  a 
pre-war  l)asis.  iMay  I  slunv  the  im])ossiI)ilities  of  that 
statement  being  true  when  I  say  that  jiractically  every- 
thing" that  goes  into  the  manufacture  of  leather  con- 
tinues at  war  peak  prices. 

Take  the  (juestion  of  labt^r.  Hours  have  been 
shortened  since  ])re-war  times,  wages  have  been  in- 
creased enormously  and  although  there  is  unemploy- 
ment, which  we  all  regret,  most  of  us  are  paying  the 
highest  wages  that  were  paid  during  the  war. 

Then  take  the  c[uestion  of  freight  rates,  which  is  a 
heavy  one  in  the  tanning  business.  They  are  ])racti- 
cally  double  what  they  were  before  the  war. 

Coal  is  in  the  same  situation,  and  while  it  has  re- 
duced recently  to  some  extent  it  still  costs  more  than 
twice  as  much  per  ton  to  lay  it  down-  at  the  plant  as 
it  did  before  the  war,  and  the  reason  for  this  is  the  in- 
crease in  wages  at  the  mines  and  in  freight  rates. 

Hemlock  bark,  dyes  and  chemicals  all  are  very  much 
higher  than  before  the  war  and  with  little  apparent 
prospect  in  the  near  future  of  any  important  reduc- 
tions being  made  as  wages  and  freight  enter  into  these 
goods. 

We  also  have  certain  taxes  which  were  not  in  oper- 
ation before  the  war  which  require  to  be  paid  whether 
there  is  any  profit  or  not  in  the  business,  such  as  the 
sales  tax,  stamp  tax  on  notes,  drafts  and  checks  which 
in  the  aggregate,  in  a  large  business,  means  a  very 
considerable  sum  which  has  to  be  added  to  costs. 

We  also  have  increased  express  rates,  telephone 
rates,  railway  passenger  rates  and  Pullman  rates,  all 
of  which  add  to  the  cost  of  manufacturing  and  which 
did  not  prevail  previous  to  the  war. 

Taking  all  these  things  into  consideration  it  should 
be  safe  to  operate  on  to-day's  leather  prices. 

New  Year  Showed  a  Turn  for  the  Better. 

Since  the  beginning  of  the  year  we  have  found  a 
greater  feeling  of  confidence  in  the  trade  and  have  re- 
ceived more  orders  than  during  any  month,  up  to  the 
same  date, '  for  the  last  four  of  five  months,  and  all 
want  prompt  shipment,  an  indication  that  stocks  are 
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light.  There  is  evidence  on  every  hand  that  the  people 
generally  in  Canada  are  stopping,  to  a  great  extent, 
the  extravagant  expenditures  of  monej^  in  ways  that 
do  not  result  in  any  permanent  advantage,  and  that 
attitude  must  send  more  money  into  the  channels  that 
provide  food,  clothing  and  the  real  essentials  for  the 
comfort  of  our  homes,  and  in  that  class  our  product 
is  very  important  and  ought  to  be  advantaged  by  that 
condition  of  mind. 

National  economy,  also,  is  an  important  element  in 
aiding  legitimate  business.  That  does  not  mean  to 
stop  all  expenditures  but  that  our  money  should  be 
spent  in  the  development  of  our  country  and  in  ways 
that  will  bring  reasonable  returns  to  the  citizens  of 
Canada.  To  this  end,  as  an  association,  and  as  indi- 
viduals, we  should  impress  upon  the  Dominion  govern- 
ment,, and  the  various  provincial  governments  of  Can- 
ada, and  the  councils  of  the  municipalities  where  v/e 
reside  the  importance  of  exercising  proper  economy  in 
the  distribution  of  public  money  and  of  seeing  that  a 
dollar's  value  is  received  for  every  dollar  expended. 

The  taxation  levied  by  every  government  in  Canada, 
and  by  practically  every  municipality  in  Canada,  has 
been  increasing  rapidly  during  the  last  few  years,  and 
the  tax  bills  of  the  people  in  the  aggregate  are  really 
becoming  very  burdensome.  This  reduces  the  ]^ur- 
chasing  power  of  the  people  and  is  a  drawback  to  busi- 
ness developments. 

The  Importance  of  a  Contract 

Will  you  allow  me  to  again  impress  uj)on  you  the 
importance  of  a  contract?  It  is  impossible  to  run  busi- 
ness in  a  satisfactory  manner  unless  both  parties  to  a 
contract  feel  their  responsibility  of  living  up  to  its 
terms  and  conditions.  Had  that  course  been  pursued 
during  the  past  six  months  in  the  United  States  and 
Canada  there  would  not  ha\e  been  anything  like  the 
difficulties,  perplexities  and  losses  that  ver}-  many 
have  improperly  sustained.  This  principle  should  be 
impressed  strongly  in  all  of  our  three  associations — 
tanners,  shoe  manufacturers  and  shoe  retailers. 

Buying  At  Home. 

There  is  another  feature  I  would  like  to  refer  to,  and 
I  do  so  with  confidence  because  I  believe  the  shoe 
manufacturers  of  Canada  are  making  as  good  boots 
and  shoes  as  can  be  purchased  anywhere,  giving  real 
value.  It  is  difficult  to  understand  why  shoe  buyers 
should  go  to  another  country  to  obtain  that  which  can 
be  found  at  home.  The  shoes  they  import  into  Canada 
they  expect  to  sell  to  Canadian  people  and  by  buying 
outside  they  are  taking'  away  from  the  shoe  workers 
of  the  Dominion  of  Canada  their  livelihood,  reducing 
their  purchasing  power  and  limiting  the  number  of 
shoes  that  ought  to  be  bought  in  Canada.  This  is  a 
matter  that  is  worthy  of  the  most  careful  consideration 
of  every  shoe  jobber  and  shoe  retailer  in  the  Dominion. 
If  there  ever  was  a  time  that  we  should  stand  by 
Canada  to  help  develop  her  industries  to  enable  us  to 
carry  the  load  of  war  debts,  which  we  have  to  face  in 
the  years  to  come,  that  time  is  now.  Let  us  all  do  our 
share. 

In  conclusion,  let  me  say  that  I  have  the  most  pleas- 
ant recollections  of  the  kindness  and  abounding  hos- 
pitality extended  to  me  at  the  meeting  held  in  Mont- 
real when  your  association  was  finally  organized,  and 
sincerely  hope  that  at  this  meeting  of  your  association 
in  Toronto  the  Ontario  membe-s  will  have  an  oppor- 
tunity to  reciprocate  in  extending  hospitality  to  the 
members  of  the  association  from  the  province  of  Que- 
bec.   As  the  members  of  the  association  from  the  dif- 


ferent provinces  meet  together  from  time  to  time  and 
become  better  acquainted  they  find  more  good  quali- 
ties and  inore  to  be  admired  in  each  other  than  they 
had  appreciated  or  understood  in  the  past.  Co-oper- 
ation should  be  Canada's  model  to-day,  and  whether 
we  are  Catholic  or  Protestant,  French  or  English- 
speaking,  we  are  brothers  all  as  citizens  of  this  great 
Dominion. 


Then,  60  Pairs  a  Week— Now,  5,000  Pairs 

Mr.  Albert  Charron,  shoe  manufacturer,  Contre- 
coeur,  P.Q.,  has  had  25  years'  experience  in  the  shoe 
industry.  Mr.  Charron  held  positions  in  several  Mont- 
real shoe  factories  prior  to  going  into  business  for 


Mr.  Albert  Chareon 


himself  at  Contrecoeur  in  1898.  His  father  was  also 
a  shoe  manufacturer  at  St.  Henry,  P.Q. 

Mr.  Albert  Charron  commenced  operations  at  Con- 
trecoeur with  an  output  of  60  pairs  per  week.  This 
number  has  been  steadily  increased  from  time  to  time, 
and  he  now  ships  approximately  5,000  pairs  of  wo- 
men's, misses',  children's  and  infants'  turns  per  week. 


The  Milwaukee  Convention 

The  Tenth  Annual  Convention  of  the  National  Shoe 
Retailers'  Association  at  Milwaukee,  Wis,,  Jan.  10-13, 
was  a  very  elaborate  and  brilliant  event,  and  it  ap- 
pears to  have  an  effect  in  stimulating  business.  It  is 
declared  that  the  retail  shoe  merchants  of  the  United 
States  have  resumed  buying,  and  there  is  a  general 
feeling  that  it  is  time  to  set  the  whole  trade  moving. 

There  were  a  number  of  very  interesting  and  valu- 
able addresses,  but  owing  to  lack  of  space  it  is  impos- 
sible to  include  any  of  these  in  our  present  issue.  Our 
readers  may,  however,  look  to  see  the  best  of  the 
material  in  future  numbers. 


Pierre  Blouin,  Limited,  Quebec,  has  been  incorpor- 
ated with  a  capital  of  $145,000,  to  carry  on  business  as 
tanners,  curriers,  dyers,  manufacturers  and  wholesale 
and  retail  dealers  in  hides,  leather,  oils,  dyes,  etc. ; 
and  also  to  manufacture  footwear  of  every  description. 
The  company  is  also  authorized  to  take  over  the  busi- 
ness of  Pierre  Blouin,  Reg'd.,  of  Quebec. 
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The  Sole  Leather  Situation 

Leather  Trade  Emerges  From  Readjustment  Period  in  Sound  Condition  Despite  Losses 
— Prices  Apparently  At  the  Bottom — Next  Few  Months  May  See  Upward 
Reaction — Outlook  for  Export  Business  Improves 

  Address  by  Mr.  L.  J.  Breithaupt   


;  nieet- 
11  shoe 
With- 
I  need 


Tlll'l  subject  given  me  to  speak  on  at  thi^ 
ing,  v-z:  sole  leather,  is  one  in  which  a 
manufacturers  naturally  are  interested, 
(jut  it  there  could  be  no  leather  shoes, 
not  refer  to  the  various  classes  of  sole  leather,  viz: 
Oak,  Union  and  Hemlock,  as  also  chrome  sole  leather, 
which  are  all  made  in  Canada.  The  old  adage  about 
leather  might  probably  be  improved  by  saying  "there 
is  nothing  like  sole  leather."  This  may  be  true  when 
you  consider  that  it  is  the  "understanding"  of  civilized 
mankind.    It  has  even  been  said  that  it  is  the  "sole 


sup])ort 
we  arc  ; 
portant 
turers,  I 


lat 


(if  man."  In  any  case,  suffice  it  to  say 
ill  directly  or  indirectly  interested  in  this  ini- 
commodity.  What  you,  as  shoe  manufac- 
assume,  would  be  particularly  interested  in 
now  is  to  ascertain  if  possible  what  prices  and  con- 
diti(;ns  will  govern  the  sole  leather  trade,  say  during 
the  next  six  months  or  the  greater  part  of  the  year 
we  have  just  entered.  This  is  of  course  a  very  diffi- 
cult matter  to  deline,  but  ])erha])s  we  can  give  you 
some  information  on  which  you  may  possibly  arrive  at 
a  conclusi(_)n. 

"Dear  Hides  Make  Cheap  Leather" — The  Experience 

of  1920 

I  need  ncjt  remind  you  of  the  great  and  unexpected 
changes  that  have  taken  ])lace  during  the  year  recently 
closed.  Leather  and  hide  prices  were  a  year  ago  at  the 
highest  ever  recorded  in  the  history  of  the  trade  ;  in 
fact  they  were  cjuite  abnormal,  although  we  did  not 
realize  that  at  the  time.  As  the  leather  trade  was 
good,  to  "keep  in  the  swim,"  tanners  were  obliged  to 
purchase  hides  and  they  have  therefore  had  another 
costly  experience  of  the  old  adage,  "dear  hides  make 
cheap  leather,"  not  that  the  cost  thereof  is  cheap,  but 
the  selling  prices  thereof  much  below  the  actual  cost. 

The  year  1920  was  characterized  not  only  by  high 
nrices  and  great  activity  at  the  outset,  but  by  the  ex- 
treme opposite  conditions  of  dullness  and  low  prices  at 
the  close.  That  these  extremes,  yea  direct  opposites, 
should  take  place  within  the  comparative  short  period 
of  one  year  seemed  utterly  impossible,  but  such  are 

the  facts,  as  you  well  know,  in  ^„_„„_^^,  

both    the    shoe    and    leather     j  —....—„„_,„,_„_, 

trades. 


cast  to  the  win(l>.  I  need  n(jl  dwell  on  the  unlairne-i.^ 
and  injustice  of  such  action.  h\)rtunately,  Canadian 
Tanners  had  'but  little,  if  anv,  direct  reason  to  com- 
|)lain  regarding  this  e\il  practice.  Canadian  shoe 
manufacturers  ha\e  some  regard  for  their  business 
(jbligaW'  'ns. 

Despite  all  these  and  other  unforeseen  and  unpre- 
cedented conditions  during  the  reconstruction  ])eriod 
after  the  great  war,  the  shoe  and  leather  trade  have 
emerged  therefrom.  com])arati\ely  speaking,  in  a  safe 
and  sound  condition.  \\'e  all  know  that  the  change 
had  to  come  but  scarcely  an_\one  thought  it  would 
come  s(j  abruptly  and  with  such  se\erit_\-.  Inflation 
invariably  means  deflation,  sooner  or  later,  only  in  the 
])resenl  case  it  came  much  sooner  than  expected,  in- 
stead of  gix  ing  all  of  us  a  chance  to  "get  from  under." 

Further  Declines  Apparently  Impossible 

As  shoe  and  leather  trades  were  among  the  earliest 
suiterers  of  these  untoward  conditions,  thev  are  ex- 
])ected  to  be  among  the  lirst  to  emerge  from  them; 
])rices  today  on  some  lines,  being  at  a  pre-war  basis, 
il  would  seem  that  further  material  declines  are  im- 
j)Ossible,  for  in  fact  in  some  instances  the  finished  ar- 
ticle in  both  leather  and  shoes,  is  being  actually  sold  at 
less  than  the  ])resent  re-placement  value.  ( )ne  ex- 
treme usual  1}-  brings  another.  Leather  certainly  can- 
not be  produced  as  yet  at  pre-war  ])rices.  Costs  of 
transportation  by  land  and  sea  continue  extremely 
high.  The  same  may  be  said  of  rates  of  exchange  on 
South  American  hides  imported  via  American  ports 
payable  in  American  funds.  The  high  cost  of 
merchandising  remains  practically  unaltered,  laliour 
may  be  lower  as  soon  as  cost  of  living  declines,  but 
far  this  has  been  immaterial.    We  are  likelv  at  the 


so 

bottom  of  prices  now,  or  certainly  very  close  thereto, 
and  the  pendulum  may  soon  swing  the  other  way  and 
everybody  may  then  be  anxious  to  get  under  cover, 
which  usually  has  the  effect  of  advancing  prices.  Few 
buy  on  a  declining  market,  but  nearly  everybody  buys 
on  an  advancing  market,  when  confidence  is  restored. 
You  are  doubtless  aware  that  there  has  been  great 


Canadian  Tanners  did  not  Suf- 
fer With  Cancellations 

Shrinkage  of  shoe  manufac- 
turers' and  tanners'  inventories 
has  entailed  heavy  losses.  Can- 
cellation of  orders.  I  under- 
stand, has  been  another  con- 
siderable source  of  loss  to  shoe 
manufacturers,  and  one,  gen- 
erally speaking,  that  they 
should  not  have  been  called 
upon  to  bear.  Business  ethics, 
it  ir  claimed,  were  for  a  time 


I 


When  to  Buy 


A  certain  individual,  anxious  to  make 
his  fortune  on  Wall  Street,  was  advised 
by  a  veteran  of  that  noted  district  never 
to  go  into  a  broker's  office  to  buy  when 
there  was  a  crowd  of  purchasers  about, 
but,  on  the  contrary,  it  was  suggested 
to  him  that  the  time  to  buy  was 
when  there  were  but  few  buyers  to  be 
seen.  I  need  scarcely  say  that  this  might 
apply  very  well  at  the  present  time  to 
purchasers  of  shoes  and  leather!  Both 
I  certainly  believe  can  be  bought  lower 
today  than  possibly  in  a  few  months  from 
now.    Time  will  tell. — L.  J.  Breithaupt. 
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curtailment  in  the  production 
of  all  lines  of  leather.  During 
the  last  eight  months  or  more 
probably  not  one-third  of  the 
former  output  has  been  made, 
owing  to  not  only  the  "slowing" 
down''  of  tanneries,  but  to  com- 
plete stopi)age  of  a  number  cf 
them.  During  all  this  time 
everybody  has  been  wearing 
shoes  and  leather  as  usual. 
.Stocks  throughout  the  country 
have  been  much  reduced  and 
the  time  for  necessary  replace- 
ment cannot  be  far  distant. 
Ivetailers  may  then  perhaps 
find   that   this   cannot   be  ac- 
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complished  as  quickly  as  they  may  have  imagined  and 
possibly  not  at  as  low  prices. 

Manufacturers  have  little  or  no  leather  on  hand. 
While  tanners  still  have  ample  stocks  they  are  already 
running-  quite  low  on  some- grades  and  weights,  and 
when  a  real  buying  movement  sets  in  stocks  of 
leather  will  \'anish  metre  qu'ckly  than  expected. 

Reaction  Certain  Once  Export  Trade  Opens 

While  there  has  been  but  little  or  no  export  trade 
for '  a  long  time  such  is  likely  to  be  re-esta'blished 
early  this  year.  The  exchange  situation  with  Great 
Britain  and  the  poverty  and  adverse  conditions  of 
Continental  Europe  made  export  practically  impos- 
sible. Exchange  is  gradually  righting  itself.  Cent- 
ral Europe  is  greatly  in  want  of  all  kinds  of  leather. 
When  export  opens,  even  to  a  small  degree,  condi- 
tions will  be  immediately  affected.  Watch  for  the  re- 
action then  or  before.  It  is  as  sure  to  come  as  day 
comes  after  night. 

It  will  likely  affect  prices  to  a  greater  extent  than 
now  expected — one  sharp  reaction  may  bring  another, 
and  why  not?    Compare  with  the  unexpected  drop. 

Conditions  in  this  Canada  of  ours  are  fundamentally 
sound,  and  we  are  probably  more  fortunate  than  we 
appreciate,  and  especially  so  as  compared  with  other 
nations,  none  of  whom  have  escaped  the  aftermath  of 
the  great  struggle.  Our  crops  in  1920  were,  even  at 
the  reduced  prices,  the  most  valuable  in  our  history. 
What  we  do  require  is  a  larger  population  and  more 
immigration,  of  the  right  sort,  to  fill  up  and  build  up 
not  only  our  great  and  promising  west,  'but  also  many 
parts  of  the  older  provinces.  W ere  our  vast  areas  of 
untilled  soil  put  to  the  use  for  which  nature  intended 
them  the  advancement  of  Canada  would  in  a  short 
time  be  phenomenal. 

Sole  Leather  Tanners  Have  Huge  Export  Capacity 

In  normal  times  Canadian  sole  leather  tanners  ex- 
ported an  average  of  about  35  and  40%1  of  their  pro- 
duct. With  the  increased  tanning  capacity  caused  by 
the  great  demand  for  leather  during  the  war  and  the 
definite  mandate  of  our  Government  to  produce  all  the 
tanners  possibly  could,  tannery  capacity  and  produc- 
tion has  been  considerably  increased,  with  the  result 
that  Canada  can  now  readily  produce  at  least  double 
the  quantity  of  leather  that  its  population  can  possibly 
consume.  This  I  know  is  the  case  in  sole  leather,  and 
I  dare  sa}^  the  upper  and  light  stock  trade  are  prob- 
ably in  a  similar  position.  With  the  Preferential  Tar- 
iff we  now  enjoy  with  the  British  West  Indies  a  further 
export  outlet  has  been  opened  to  Canada  for  various 
lines  of  manufacture,  including  that  of  shoes  and 
leather.  Russia,  New  Zealand  and  other  countries 
will  also  buy. 

Under  these  conditions  I  think  we  may  look  to 
the  future  with  considerable  optimism.  Business  is 
being  brought  down  to  a  sound  basis.  Pessimism 
must  gradually  vanish  ;  hard  work  and  the  exercise  of 
economy,  avoiding  all  forms  of  extravagance,  can,  with 
■reasonable  care  and  foresight,  have  but  one  result — 
that  of  assisting  in  the  bringing  about  of  the  much 
desired  and  expected  imjirovement  of  trade. 


Wells,  Limited,  Montreal,  has  been  incorporated 
with  a  capital  of  $20,000,  to  manufacture  and  deal  in 
hides,  leather,  leather  board,  counters,  shoe  findings, 
and  footwear;  and  also  to  carry  on  business  as  tanners 
and  dyers. 


"Made  in  Canada"  Essay  Competition 
Awards 

THE  awards  in  connection  with  the  essay  com- 
petition for  shoe  retailers  and  their  clerks,  shoe 
travellers,  and  school  children,  on  the  subject 
of  Made-in-Canada  shoes,  which  was  inaugur- 
ated last  August  by  the  National  Advertising  Com- 
mittee of  the  Shoe  Manufacturers'  Association,  have 
now  been  made.  In  the  competition  for  the  retailers 
and  shoe  clerks,  a  prize  of  $25.00  was  awarded  for 
each  province,  and  in  addition  a  grand  prize  of  $100 
for  the  best  essay  for  the  whole  of  Canada.  A  prize 
of  $250.00  was  also  offered  for  the  best  essay  by  any 
shoe  traveller  in  the  Dominion. 

The  awards  to  the  retailers  and  shoe  clerks  in  each 
province  are  as  follows : 

Ontario — H.  C.  Blachford,  286  Yonge  St.,  Toronto. 
Quebec — AA'alter  T.  Sutton,  I^ittle  Pabos,  Co.  Gaspe, 
Que. 

Nova  Scotia — Christina  McLean  Lawson,  Grafton, 
King's  Co. 

Prince  Edward  Island — A.  E.  McEachen,  Char- 
lottetown. 

Alberta— T.  W\  A\hittick,  Brown  Davies,  Ltd., 
Medicine  Hat. 

Saskatchewan — A.  F.  Sallows,  P.  O.  Box  607, 
North  Battleford. 

The  grand  prize  goes  to  Mr.  H.  C.  Blachford, 
Toronto. 

Mr.  R.  J.  Tretheway,  789  Hellmuth  Ave.,  London, 
was  successful  in  winning  the  prize  awarded  for  the 
best  essay  by  a  shoe  traveller. 


"  Footwear's"  Calendar  Page 

IN  our  last  issue  we  started  the  first  of  a  series  of 
"Calendar  Pages"  which- are  to  appear  from  month 
to  month  in  "Footwear."  The  object  of  this 
Calendar  is  to  give  the  merchant,  several  weeks 
ahead  of  time,  hints  for  his  window  trims  and  timely 
merchandising  ideas,  and  to  keep  him  reminded  of 
anniversaries,  holidays  and  so  forth  which  ofi:er  op- 
portunities for  special  displays  and  advertising.  It  is 
our  intention,  gradually,  to  develop  this  department 
of  the  paper,  so  that  it  will  be  one  of  the  outstanding- 
features  of  the  magazine. 

A  well-known  Grimsby,  Out.,  merchant  writes 
regarding  this  page  as  follows : 

"To  my  mind  this  is  probably  the  most  valuable 
part  of  the  paper  to  the  retailer.  By  keeping  in  touch 
with  jobber  and  manufacturer,  it  is  not  very  difficult 
to  solve  the  buying  problem.  What  we  want  most  i- 
selling  plans  and  ideas  for  display,  and  I  am  glad  to 
note  that  you  throw  out  sug'gestions  in  plenty  of  time 
to  be  acted  upon,  instead  of  giving  illustrations  for 
certain  seasons  or  events  after  they  are  past." 

Another  reader,  a  prominent  AVindsor  shoe  retailer, 
writes : — ■ 

'T  have  looked  over  the  'Footwear  in  Canada'  for 
January,  which  has  just  come  to  hand,  and  I  do  no', 
know  just  how  much'  space  you  would  want  to  give 
to  this  subject  in  your  journal,  but  if  it  were  possible 
to  give  this  more  space  and  the  whole  subject  more 
attention,  I  believe  it  would  be  a  splendid  feature. 
To  go  into  this  thing  properly,  I  believe  it  would  be 
wise  to  devote  two  or  three  pages  to  it  and  I  am  sure 
it  would  be  a  very  interesting  deparfment  of  your 
paper." 
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Words  of  Wisdom  Heard  at 

The  Convention  Banquet 

Delicate  Subjects  Deftly  Handled  by  President  Daoust  and  Sir  Henry  Drayton— Tariff,  Business 
Profits  Tax,  Luxury  Tax— Delightful  Surprise  for  "Peter"  and  "George" 


TIIR  Cuiivcnlion  ISanquet  on  Wednesday  was  an 
eIal)orate  and  most  cnjoyal)le  alTair.  Splend.d 
music   was   ])ro\ided  well-known  Toronto 

artists,  while  a  suniplnous  repast  was  being 
disposed  of,  and  then,  the  ]\oyal  toast  having'  been 
propt)sed  and  drunk,  the  members  listened  with  the 
keenest  intei-est  to  addresses  by  the  president-elect, 
Air.  jos.  Daoust,  Sir  lleni-y  l)ra\iou,  .\linister  of  Imu- 
ance,  and  .Mr.  A.  .Monro  ( irier,  K.C,  .Secretary  of  the 
Toronto-Niagara  i'ower  CO.,  who  is  one  <il  Toronto's 
well-known  after-d.nner  sjieakers. 

President  1  )aonst  s])oke  somewhat  in  a  humerous 
\'ein,  at  times  bantering  the  .\bnister  of  l""inance, 
though  he  said  some  serious  things.  Mis  talk  ])rcs- 
ented  the  manufacturers'  viewpoint  on  many  questions 
of  national  finance  and  various  measures  which  have 
been  introduced  in  order  to  raise  re\  enue  for  carry  ing 
on  the  government  of  the  countr_v. 

"There  arc  many  dififerences  of  op'nion,"  he  said 
"as  to  the  cause  of  the  present  conditions  in  industry. 
vSome  will  blame  it  on  our  Finance  Minister  for  his 
Lu.xury  Tax.  Some  will  blame  it  on  the  bankers  for 
curtailing  of  credits;  while  others  w'll  blame  the  news- 
papers, because  of  their  talk  about  prices,  and  so  on. 
These  may  be  some  of  the  reasons,  but  there  are 
others.  As  you  all  know,  conditions  for  the  last  four 
or  five  years  have  been  too  prosjjerou.s — we  have  not 
been  walking,  but  running,  and  a  stoj)  had  to  come 
some  day.  When  the  i)eople  realized  that  the  pur- 
chasing power  of  a  dollar  was  only  50  cents,  they 
stopped  buying,  and  what  caused  this  disruption  of 
business  was  more  the  buyers'  strike  than  anything 
else.  The  other  causes  may  have  been  incidental  to 
this  depression,  but  as  it  has  been  universal,  there 
must  be  a  dee])cr  reason  than  these. 

Conditions  in  the  Leather  Market 

"What  is  the  actual  position  in  the  leather  market?' 
I  say  we  must  trust  the  tanners.  We  have  heard  what 
was  said  in  their  addresses — that  the  bottom  was 
reached — and.  as  a  shoe  manufacturer,  I  believe  that. 
(I  am  not  speaking  as  a  tanner  now).  And  we  should 
go  into  the  open  markets  and  buy  now,  Init  in  order  to 
do  that,  we  must  show  some  courage  and  take  the  in- 
itiative. W^e  have  at  present  the  great  problem  of 
uncm])loyment.  The  Government.s — Federal,  provinc- 
ial and  municipal — have  been  requested  to  start  pub- 
lic works  to  employ  thase  who  are  idle.  There  is  a 
solution  to  that  without  the  aid  of  the  governments 
and  without  the  aid  of  the  municipalities.  It  is  to 
ojjon  the  factories  and  start  to  work. 

In  conclusion,  Mr.  Daoust  referred  to  the  Bonne 
Entente,  wh:ch  had  l)een  shown  during  the  convention. 
Racial  prejudice  should  not  exist  in  Canada,  and  he 
felt  it  was  a  matter  of  congratulation  that  the  shoe 
manufacturers  were  setting  such  a  good  example. 

The  Finance  Minister's  Address 

Sir  TIenry  \-erv  gracefulh"  complimented  Mr. 
Daoust  on  his  election  as  ]:)resident  of  the  Association 


and  the  .Association  on  its  having  Mr.  Daoust  in  this 
])osition.    I)Ut  getting  to  the  subject  : — 

Keferring  to  "that  much  abused  piece  of  legisla- 
tion." the  Lu.xury  Tax,  the  {•"inance  Minister  jjointed 
out  that  in  May,  when  this  tax  was  introduced,  the  in- 
dex had  risen  to  2o,^.l.  Wliether  the  taxation  itself 
caused  the  change-  that  had  since  taken  ])lace  or 
whether  it  brought  it  about  a  little  bit  sooner  than  it 
otherwise  wnnld  ha\e  d  nne  and  sa\ed  some  pyramid- 
ing ot  costs  and  inxdices,  was  hard  to  say.  At  anv  rate 
the  last  index  nnndier  gave  2M)  as  the  cost  of  living 
as  against  263.1  at  the  time  the  tax  was  ])ut  on. 

Excess  Business  Profits  Tax 

Sir  llenry  said  he  was  quite  ready  to  admit  that 
the  Business  Profits  War  Tax  was  not  a  well-w^orked 
out  system,  born  in  haste  and  fathered  in  necessity, 
and  that  it  was  something  that  did  not,  in  every  case. 
a])i)ly  fairly  to  different  com])anies.  "I  am  further 
])erfectly  ready  to  admit,"  he  said,  "that  while  things 
go  up,  things  must  come  down  and  that  to  the  extent 
that  profits  were  taken  which  otherwise  would  not 
lia\  (■  been  distributed  and  which  wcnild  ha\  e  been  put 
away  for  the  ])urpose  of  meeting  necessary  shrinkage 
the  results  of  the  tax  are  unfortunate.  I  don't  think 
you  are  going  to  grumble  much  now,  however,  as  you 
are  making  nothing  and  the  tax  will  not  affect  you." 

The  speaker  also  po  uted  out  that  the  tax  was 
changed  in  1920  in  such  a  way  as  to  make  it  much 
less  burdensome.  Under  the  original  scheme,  all  pro- 
fits over  7  per  cent,  were  taxed,  and  now  they  were 
exempt  until  they  reach  over  10  per  cent.,  and  the 
whole  scheme  had  been  so  greatly  modified  that  .he 
didn't  think  the  manufacturers  were  g'o''is  co  be 
troubled  very  much  over  it. 

The  Tariff 

"i  don't  think  any  ouv  thinks  tiie  tariff  perfect," 
declared  Sir  Menry.  "Co.nditions  have  changed  in 
Canada  and  a  revision  that  is  sufficient  in  one  case  may 
])rove  burdensome  to-day  in  another,  and  again  quite 
inadequate  in  another.  But  beyond  that  is  the  ques- 
tion of  financing  Canada,  and  it  is  necessary  that  rev- 
enue should  l)e  secured  from  every  possible  source 
from  which  it  can  be  taken  without  improper  injury 
to  business.  All  taxation  is,  to  a  certain  extent,  a 
hindrance.  Yet  if  we  got  away  from  it  altogether,  I 
do  not  think  it  would  be  a  good  thing.  As  in  the  case 
of  the  individual,  duties,  obligations  and  sacrifices 
make  a  better  man,  so  is  it  with  the  nation. 

"Tn  the  last  budget  we  have  a  sum  of  $296,000,000 
for  the  re-estal)lishmcnt  of  our  soldiers,  pensions,  land 
settlement,  etc.  Just  think  of  it,  $206,000,000  for  pur- 
l)()ses  resulting  from  the  war  alone,  while  in  1914  our 
total  budget  for  the  Dominion  of  Canada  only  amount- 
ed to  $164,000,000.  So  in  view  of  these  conditions  and 
the  necessity  of  heavy  taxation,  there  was  a  necessity, 
a  very  real  necessity,  for  the  Government,  or  those 
members  most  closely  connected  with  the  duties  of 
collecting  these  taxes,  to  come  into  closer  contact 
".\ith  the  greatest  possilile  number  of  Canadians,  so 
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that  they  could  give  them  their  viewpoint,  tell  them 
their  troubles  and  what  they  thought  should  be  done. 

"I  am  afraid,  however,  I  can't  tell  your  president 
that  I  have  been  unable  to  make  up  my  mind,  nor  that 
I  have  been  able  to  make  up  my  mind,  with  regard  to 
the  tariff,  or  excess  profits  taxes." 

"Besides  working  and  maintaining  industrial  peace 
at  home,"  continued  Sir  lienr}',  "without  which  we 
can't  get  results,  there  are  some  things  we  have  got 
to  look  after  in  the  very  near  future.  Last  year,  up  till 
Dec.  31,  w-th  those  fallen  prices  applied  to  our  ex- 
])orts,  we  nevertheless  exported  $33,000,000  more  than 
the  previous  year.  Nothing  to  feel  down-hearted 
about  there.  lUit,  while  we  are  doing  better  with  our 
exports,  we  are  not  doing  very  well  in  connection  with 
our  i)urchases.  We  are  still  spending  a  great  deal  of 
money  in  foreign  markets,  and  we  are  placing  nearly 
all  our  money  in  the  market  where  our  dollar  is  at  a 
discount.  1  wonder  wh_\'  we  do  it.  1  wonder  why,  for 
example,  when  Canadian  boots  and  shoe  factories  are 
closed  down  or  running  on  limited  schedules. — -1  won- 
der why  it  is  necessary  for  this  countrv  to  import  $1,- 
600,000  worth  of  leather  boots  and  shoes.  Of  course, 
when  things  are  going  well,  it  is  a  small  thing,  but  it 
seems  a  whole  lot  nowadays,  and  it  represents  a  great 
many  pairs  of  shoes,  and  very  nearly  the  whole  of 
them  come  from  the  United  States,  again  depressing 
our  dollar. 

It  is  the  people  themselves  that  are  going  to  de- 
termine where  they  are  going  to  buy  and  what  they 
will  do  with  their  money.  But  I  wonder  if  there  is  no 
way  of  checking-  purchases.  It  is,  I  admit,  very  diffi- 
cult to  classify  luxuries,  but  this  country  has  imported 
$60,000,000  worth  of  goods  durin'g  the  last  year,  which, 
to  my  mind,  can  only  be  classed  as  luxuries,  or  ma- 
terials and  products  which  can  just  as  easily  be  ob- 
tained at  home.  You  know  I  have  got  the  idea  that 
the  average  Canadian  has  not  half  high  enough  opinion 
about  what  Canada  can  do  and  what  Canadian  work- 
men can  do  and  Canadian  factories  can  produce.  I 
think  if  they  did  these  figures  could  be  clianged. 

"I  wonder,  gentlemen,  if  the  manufacturers  of  this 
country  themselves  are  not  to  blame.  As  far  as  your 
own  product  is  concerned,  of  coin\se,  you  are  not.  But 
I  wonder  whether  vou  never  ])urchase  American  auto- 
mobiles, or  American  trucks.  I  wonder  if  you  never 
buy  American  tires.  I  wonder  if  you  manufacturers 
buy  100  per  cent.  Canadian  output.  1  know  mauA^ 
manufacturers  that  do  not,  and  the  only  way  you  will 
ever  get  this  balance  changed  and  strengthen  3^our 
country's  national  position  will  be  when  everybody 
pulls  together — and  there  is  no  class  more  interested  in 
seeing  that  Canadians  purchase  100  per  cent.  Canadian- 
made  products  than  are  the  manufacturers.  And  they 
are  not  only  interested  in  their  own  activities,  but  the}' 
are  interested  in  connection  with  the  whole  field. 

Following  Sir  Henry  Drayton's  address,  Mr. 
Daoust  called  upon  Mr.  A.  Monro  Grier,  who  gave  a 
brief,  but  very  humorous  and  enlivening  address. 

The  banquet  closed  with  a  very  pleasing  incident. 
Mr.  F.  S.  Scott,  on  behalf  of  the  Shoe  Manufacturers' 
Association,  made  presentations  to  Mr.  Peter  Doig 
and  Mr.  Geo.  Gales,  in  recognition  of  their  services  in 
connection  with  the  Montreal  Shoe  Fair  last  July. 
Each  received  a  gold  watch,  with  the  following  inscrip- 
tion on  the  inner  side  of  the  case:  "To  (Peter  A. 
Do"g)  (Geo.  G.  Gales)  ,  from  the  Shoe  Manufacturers 
of  Canada,  for  excellent  service.  Shoe  &  Leather  Fair, 
Montreal,  July  13-17,  1920." 
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Quebec  Shoe  Travellers  Hold  Their  First 
Meeting 

TIM'",  lll■^t  meeting  of  the  newly  organized  Shoe 
Traxellers'  Asociation  of  the  Trovince  of  Que- 
bec was  held  at  Montreal,  January  5th,  1921. 
Mr.  R.  L.  Savage,  of  Clarke  i5ros.  occupied  the 
cliair.  In  o])en:ng  the  meeting  Mr.  Savage  spoke  of 
the  work  accomj)lished  since  the  .\ssociation  was 
formed  last  July.  The  executive  had  been  very  busy 
drafting  the  constitution  and  by-laws  and  this  work 
was  jjractically  completed.  Mr.  Savage  went  nn  to 
^a\-  thai  lie  had  received  several  suggestions  in  regard 
to  holding  niMiithly  meetings.  It  has  been  decided  to 
hold  a  luncheon  on  the  last  Saturday  of  every  monih 
throughout  the  year,  and  it  is  also  the  intention  of  the 
executive  to  have  a  different  speaker  at  each  luncheon. 
Tn  concluding,  Mr.  Savage  .stated  that  an  Advisory 
l'>oard  would  be  formed  to  look  after  the  best  interests 
of  the  shoe  travellers. 

Mr.' Geo.  G.  Gales,  President  of  the  Xational  Shoe 
Retailers'  Association,  asked  that  a  vote  be  taken 
among  those  ])resent  as  to  where  they  would  like  the 
next  Shoe  Fair  held,  yuebec,  Toronto,  and  Montreal 
were  suggested,  but  no  vote  was  taken.  It  was  de- 
cided to  form  a  committee  to  take  this  matter  up  witli 
the  shoe  retailers.  The  following  travellers  were  aj)- 
pointed  on  this  committee:  Messrs.  Dionne,  Scott  and 
Martineau. 

The  chief  speaker  of  the  evening  was  Mr.  V.  Rin- 
tret,  M.r.,  for  St.  James  Division,  Montreal,  who 
Ijointed  out  that  in  the  matter  of  tarif?  business  men 
should  be  consulted,  and  take  a  strong  interest  there- 
in, and  that  the  whole  issue  should  not  be  left  to  the 
politicians.  He  emphasized  the  necessity  of  going  slow 
on  tariff  changes  and  declared  himself  not  to  be  a  be- 


Mr.  R.  L.  Savage,  Chairman  of  Montreal 
Branch  of  Travellers'  Ass'n. 


liever  in  \  arious  doctrines  adxanced.  "It  is  better  to  un- 
derstand," said  Mr.  Rinfret,  "once  for  all  that  the  in- 
terests of  Canada  are  in  the  hands  of  Canadians  and  we 
should  ])ut  aside  any  ideas  as  to  any  advantages  from 
annexation  or  from  ultra-imperialism,  and  make  ap 
our  minds  that  the  development  of  Canada  de[)ends  on 
ourselves  and  on  no  others." 

Mr.  Peter  Doig,  in  thanking  Mr.  Rinfret  for  his 
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address,  spoke  of  how  the  English  and  h"rench  of  the 
l'ro\incc  nf  (Juebec  got  along  together.  He  referred 
also  to  the  necessity  of  hannonv  between  the  different 


♦ 


Mr.   Peter   Doig,   President  National   Shoe  & 
Leather   Travellers'  Ass'n. 

Prov  inces  of  Canada  and  the  need  of  men  of  modern 
thought  and  ideas. 

The  rest  of  the  evening  was  devoted  to  a  musical 
programme,  followed  l)y  refreshments. 


Veteran  Shoemaker  Dies  in  His  111th  Year 

Nl'^ARLY  every  centarian  will  attribute  his 
old  age  to  a  different  cause.  It  may  be  that 
occupation  has  something  to  do  with  it.  If 
so,  the  shoemaking  trade  must  be  the  real 
specific  for  longevity  —  if  we  are  to  judge  by 
the  record  of  Joseph  Mantell,  who  recently  died 
in  his  1 11th  year.  Mr.  Mantell  learned  the  shoe- 
making  trade  in  his  youth  and  followed  it  during 
the  greater  part  of  his  life.  He  was  born  in 
Edmonton,  England,  in  FSIO,  and  could  recall  the 
Napoleonic  war,  the  Russian  war,  and  other  smaller 
wars  in  the  early  part  of  the  nineteenth  century.  And 
what  seems  more  remarkable,  he  had  seen  meat  sell- 
ing at  75  cents  per  cwt.,  or  three-quarters  of  a  cent  per 
pound,  and  houses  rented  at  75  cents  a  month. 

Eighty-two  years  ago  he  came  to  Canada  and 
walked  from  Quebec  to  Toronto.  For  a  number  of 
years  he  lived  in  London,  Ont.,  and  al.so  in  Tillson- 
burg,  Ont.,  and  finally  settled  in  Toronto.  Almost  up 
to  the  time  of  his  death,  he  was  hale  and  hearty  and 
in  full  pf>ssession  of  his  faculties.  The  funeral  was 
held  in  Tillsonbiu'g. 


A  new  store  in  New  York  City  has  a  unique 
arrangement  whereby  fitting  stools  are  eliminated. 
The  centre  of  the  floor  upon  which  the  customers' 
chairs  are  placed  is  raised  about  IS  in.  abi)\  e  the  origin- 
al floor,  the  salesman  standing  on  the  lower  level.  In 
this  way  the  customer  is  raised  up  sufficiently  so  that 
the  salesman  can  tit  her  foot  while  in  standing  ])ositinn. 
velvet  covered  foot-rests  being  provided  which  can 
be  raised  or  lowered  to  the  most  convenient  height. 


February,  1931 


FOOTWEAR    IN  CANADA 


"53 


Shoemen  Enjoy  Beardmore  Hospitality 


One  of  the  memorable  events  of  the  convention 
was  the  banquet  tendered  to  the  shoe  manufacturers 
by  Messrs.  Beardmore  &  Co.  It  was  held  in  the  King 
Edward  Hotel  on  Tuesday  evening,  and  the  manufac- 
turers showed  their  appreciation  of  the  hospitality  by 
attending"  en  masse.  Following  the  luncheon,  which 
was  entirely  informal,  the  chairman,  Mr.  Geo.  W. 
Beardmore,  briefly  but  delig'htfully  expressed  the 
pleasure  it  gave  him  and  his  two  brothers,  Mr.  A.  O. 
Beardmore  and  Mr.  F.  W.  Beardmore,  to  entertain 
as  guests  the  delegates  to  the  shoe  manufacturers' 
convention,  and  continued  as  follows : 

"Toronto  is  an  old  Indian  name  for  'Meeting  Place' 
and  this  carries  with  it  also  a  welcome.  The  Indians 
did  not  come  here  to  fight,  but  to  be  friendly,  and  I 
hope  we  may  all  be  imbued  with  that  spirit. 

"Our  famil}^  came  from  England  about  the  year 
1833.  1  am  proud  that  we  are  British  and  that  I  am 
a  Canadian.  At  the  same  time,  I  have  a  great  regard 
for  the  Scotch  people.  This  is  Bobby  Burns'  birth- 
day and  I  celebrated  it,  before  coming  to  this  dinner, 
b}^  eating"  haggis  and  drinking  just  a  wee  drop  of  very 
old  Scotch  whiskey. 

"With  reference  to  Sole  Leather  conditions  and  the 
outlook  for  1921,  it  is  most  difficult  to  predict  what 
might  happen.  A  year  ago,  very  few  anticipated  the 
slump  in  trade  and  prices  which  has  taken  place 
within  the  last  three  or  four  months.  We  are  now 
passing"  through  a  trying  experience ;  this  is  inevi- 
table, if  we  are  to  get  back  to  normal  conditions. 
Wages,  commodit}^  prices  and  producing  costs  all 
have  a  normal  relation  to  each  other. 

"Trade  with  us  has  been  very  bad  for  the  last 
three  or  four  months.  This  has  also  been  the  case  in 
England.  The  people  are  now  beginning  to  save, 
after  a  period  of  unexampled  extravagance  ;  shelves 
are  becoming  bare  ;  stocks  are  being  liquidated.  This 
is  laying  the  foundation  of  good,  healthy  business. 

"We  have  just  received  a  letter  from  one  of  the 
largest  distributors  of  sole  leather  in  England;  this 
is  what  they  write : — 

We  are  sorry  to  say  that,  as  regards  trade  in  this  country, 
we  have  been  passing  through  the  slowest  and  worst  trade 
that  anyone  can  remember  during  the  past  fifty  years,  but  we 
are  looking  forward  to  better  trade  in  the  near  future,  as 
soon  as  the  factories  re-open  and  selling  prices  become 
steady. 

Sales  made  during  the  past  few  months  have  been  at 
such  ridiculously  low  figures  (well  below  cost  of  produc- 
tion) that  same  are  really  hindering  business,  instead  of 
helping  it..  Of  course,  this  cannot  last,  and  we  are  looking 
forward  to  the  time  when  we  will  again  be  in  your  market. 

"We  need  not  expect  to  have  an  active  trade  in  the 
spring",  but  we  are  looking  forward  to  a  decided  im- 
provement in  the  autumn  and  we  would  not  be  sur- 
prised to  see  an  actual  shortage  of  certain  classes  of 
leather,  especially  sole  leather.  This  time  last  year 
we  were  doing  a  large  export  trade  in  sole  leather; 
this  year,  for  some  little  time  past,  we  have  had  little 
or  no  export  trade,  -but,  if  the  usual  export  trade  is 
resumed  and  trade  in  Canada  becomes  normal,  it  will 
soeedily  clear  up  stocks  of  sole  leather  remaining  with 
the  tanners. 

"We  tanners  have  had  a  serious  curtailment  in  the 
volume  of  our  business  and  in  the  decline  of  values, 
with  the  result  that  most  tanners  are  reducing  con- 


siderably the  working  in  of  hides  and,  naturally,  their 
output  of  leather.  To  sum  it  up,  the  only  reason  that 
tanners  have  a  quantity  of  leather  on  hand  is  due  to 
the  fact  that  the  boot  and  shoe  manufacturers  have 
only  been  ordering  from  'hand  to  mouth'  and  we  have 
had  no  export  trade. 

"Hides  are  at  pre-war  prices,  but  the  high  cost  of 
labor,  tanning  materials,  overhead  charges  and  coal 
must  be  reckoned  as  a  considerable  item  in  the  cost  of 
production,  and,  until  they  come  down  to  pre-war 
prices,  or  thereabouts,  leather  cannot  possibly  be  pro- 
duced at  pre-war  prices. 

"If  tanneries  are  not  operating  at  full  capacity, 
then,  of  course,  the  average  cost  per  side,  or  per 
povmd,  of  the  overhead  charges  naturally  increases. 

"We  are  now  into  the  season  for  poor  hides  and, 
for  that  reason,  hides  may  still  decline  in  price,  but 
this  is  no  indication  of  values  coming  down  ;  as  soon 
as  good  hides  come  into  the  market  again,  prices  may 
advance  a  little. 

"Everyone  believes  that  we  should  exercise  econo- 
my and  careful  buying,  but,  if  all  the  retailers  of  boots 
and  shoes  allow  their  stocks  to  run  down  too  low, 
they  cannot  expect  to  have  their  orders  filled  by  the 
manufacturers  of  boots  and  shoes  at  a  few  days'  notice. 
It  is  even  more  difficult  for  tanners  to  supply  the  boot 
and  shoe  manufacturers  at  short  notice,  for  the  reason 
that  boots  and  shoes  can  be  produced  in  a  few  weeks, 
but  it  takes  many  months  to  produce  leather. 

"For  the  year  ending  31st  of  October,  the  imports 
of  boots  and  shoes  were  $3,400,000;  the  imports  of 
shoes  for  the  full  year  1920,  ending  31st  of  December, 
totalled  $2,500,000,  showing  that,  in  November  and 
December,  there  must  have  been  a  marked  decline  in 
the  imports,  which  is  most  satisfactory  and  encourag- 
ing, and  I  hope  the  boot  and  shoe  manufacturers  will 
see  to  it  that  there  is  a  further  decline  this  year  in  the 
imports  of  boots  and  shoes  and  I  trust  that  the  export 
trade  will  increase. 

"The  English  manufacturers  and  firms  interested 
in  export  trade  have  formed  themselves  into  a  group, 
pooling"  their  interests  and  perfecting  an  organization 
to  handle  exclusively  the  exportation  of  shoes  to  for- 
eign countries.  The  English  shoe  manufacturers  have 
seen  the  wisdom  of  this  and  I  trust  the  same  arrange- 
ment may  be  tried  out  in  Canada.  Some  of  the  other 
Canadian  trades  have  tried  it  with  splendid  results. 

"Representatives  are  here  from  all  the  centres  of 
the  boot  and  shoe  industry  in  dififerent  parts  of  Canada 
and  we  hope  that  much  benefit  will  be  derived  from 
this  convention. 

"We  must  compliment  you  upon  forming  your- 
selves into  such  a  powerful  association,  representing 
one  of  the  most  important  industries  in  the  country. 
The  present  conditions  bring  to  the  attention  of  us  all 
the  greater  need  for  closer  association  and  co-oper- 
ation." 

Mr.  Beardmore  concluded  his  remarks  by  extend- 
ing" a  further  invitation  to  the  delegates  to  adjourn  to 
his  private  residence,  "Chudleigh."  Motors  were  pro- 
vided for  the  occasion,  and  a  large  number  of  the 
members  availed  themselves  of  the  opportunity  of 
visiting  one  of  Toronto's  most  famous  homes  and  par- 
taking of  some  of  Toronto's  most  princely  hospitalit}". 
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Shoeman's  Merchandising  Calendar 


— 


March  17 

The  shamrock  is  not  in  such  high  esteem  in 
some  quarters  as  it  used  to  be,  and  there  are 
communities  in  which  the  "wearin'  o"  the  green" 
in  a  window  trim  will  not  be  particularly  success- 
ful in  attracting  trade.  Tt  must  be  remembered' 
that  a  window  display  is  a  strictly  commercial 
proposition,  and  a  retailer  must  suit  his  trim  to 
trade,  whatever  his  opinions  on  the  Irish,  or  any 
other,  political  question  may  be.  If  he  does  not 
want  to  put  in  an  entirely  "Irish"  trim,  the  Union 
Jack  and  a  Canadian  flag  crossed,  might  be  set 
in  the  background,  and  a  harp,  entwined  with 
shamrocks,  set  beneath.  Green  and  white  are 
the  colors  for  the  trim. 

March  21 

The  first  day  of  Spring,  March  21,  may  not 
be  very  spring-like  in  this  northern  climate.  Nev- 
ertheless, it  is  a  good  opportunity  to  suggest 
new  styles.  It  is  just  about  then  that  people  are 
beginning  to  feel  a  bit  restless  and  think  they 
need  spring  tonics,  and  it  often  happens  that  a 
new  hat  or  a  new  pair  of  shoes  is  about  as  good 
a  tonic  as  you  can  give — to  a  woman  at  any  rate. 
And  of  course  it's  up  to  the  shoe  merchant  to 
talk  "shoes."  He  should  usher  in  the  season  with 
something  new  and  snappy.  If  the  weather  per- 
mits of  it  at  all,  make  your  display  as  bright  and 
as  suggestive  of  the  spirit  of  spring  as  possible. 
Salmon  and  green  are  the  accepted  colors  for 
trimming  on  this  day.  Perhaps,  however,  noth- 
ing would  be  more  ef¥ective  than  a  floral  display. 
Delicately-tinted  flowers,  and  dainty  spring  foot- 
wear go  well  together.  If  flowers  are  not  avail- 
able, ferns  or  plants  may  be  used — any  attractive 
greenery  that  will  express  the  idea  of  freshness 
and  growth.  As  March  21  is  the  day  following 
Palm  Sunday  palms  would  be  a  quite  appropriate 
decoration. 

A  window  card  something  like  this  might  be 
used:    "Spring  is  here.    So  says  the  Calendar — 
and  the  weather  man.    And  here  too  are  Spring 
styles  in  footwear — Dainty,  new.  difi^erent." 
Easter 

The  week  preceding  Easter  (March  21-26, 
Mondav  to  Saturdav)  is  the  week  of  weeks  for 


the  shoe  man.  This  is  the  time  when  good  dis- 
plays and  good  adxertising  will  lie  most  efYective. 
It  will  he  well  to  begin  your  Easter  advertising 
as  early  as  the  middle  of  the  month,  so  it  will 
have  time  to  sink  in  and  make  your  (lisi)lays  all 
the  more  suggestive  and  irresistible.  March  20 
is  Palm  Sunday,  and  palms  might  well  be  used 
in  the  display  on  the  first  business  day  of  the 
week,  'i'hereafter  the  Easter  Lily  will  be  the  most 
appropriate  decoration.  As  pointed  out  in  a  pre- 
ceding  ])aragraiili.  tlie  >hoe  merchant  must  keep 
in  mind  the  psychology  of  the  public  during  this 
season — the  desire  for  something  new  and  the 
fact  that  they  are  tired  of  winter  apparel  makes 
them  particularly  susceptible  to  salesmanship 
and  suggestion. 

March  2(5,  the  day  before  Easter  Sunday,  is  the 
retailer's  biggest  opportunity  of  the  year,  prob- 
ably. .\  Aery  attractive  trim  can  be  worked  up 
with  the  use  of  Easter  Lilies.  Rabbits  and  eggs 
are  also  legitimate  Easter  decorative  material  if 
the  trimmer  has  sufficient  originality  to  work  up 
a  scheme  for  tlieir  effective  use.  Here  is  a  sug- 
gestion for  those  who  wish  to  experiment.  Get 
a  large  flat  tin  pan  or  a  shallow  wooden  box,  a 
quantity  of  glue  and  a  few  dozen  eggs.  Melt  the 
glue  into  the  pan,  and  set  the  eggs  in  the  glue  to 
form  the  words  '"Easter  Styles,"  or  some  other 
ap])rijpriatc  legend.  Then  let  the  glue  set,  and 
you  lia\e  your  Easter  Styles  written  in  Easter 
egg-,  and  all  ready  to  hang  up  in  your  back- 
ground. To  conceal  the  glue,  confetti  might  be 
sprinkled  over  it  before  it  is  set  hard.  It  would 
be  the  part  of  wisdom  to  have  the  pan  strung 
across  with  wires  or  cords  so  as  to  ]>revent  the 
glue   coming   out   in   a  cake. 

To  those  who  wish  to  make  use  of  the  services 
of  a  sign  painter  to  produce  a  special  Easter 
background,  the  decoration  at  the  top  of  this 
page  may  perhaps  suggest  something.  As  Easter 
is  in  March  this  year,  a  little  window  card  like 
this  might  not  be  out  of  place. 

"When  March  hare  and  Easter  rabbit  meet." 
■■  'Tis   time,   they   say,   to   fit   new   shoes  on 
daintv  feet." 
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New  Policy  Decided  Upon  at 

Annual  Meeting  of  Toronto  Shoe 
Retailers'  Association 

Plan  to  Affiliate  With  Retail  Merchants'  Association— Officers  Elected  for  1921— 
Association  Hears  Interesting  Reminiscences  by  Veterans  in  the  Shoe  Game 


I'^llE  Toronto  Shoe  Retailers'  Association  held 
their  annual  meeting  on  the  evening  of  Wed- 
nesda3^  Jan.  19,  in  the  Board  of  Trade  Building. 
Preceding  the  business  part  of  the  programme, 
it  had  been  arranged  that  three  of  the  pioneer  shoe- 
men  of  Toronto  should  give  brief  addresses  of  a  more 
or  less  historic  nature — Mr.  Chas  E.  Blachford,  Mr. 
Geo.  J.  St.  Leger  and  Mr.  J.  Jupp.  It  was  very  much  to 
the  regret  of  the  members  ])resent  that  Mr.  Blachford 
was  not  able  to  undertake  the  physical  exertion  neces- 
sary to  attend  such  a  meeting,  as  explained  by  his  son, 
Howard  C.  Most  interesting  addresses  were  given, 
however,  by  Mr.  Jupp  and  Mr.  St.  Leger.  Mr.  Jupj) 
spoke  of  the  time  when  he  had  bo'ught  youths'  boots 
at  60c  and  sold  them  for  70c  ;  girls'  boots  at  70c  and 
sold  them  at  85c;  men's  for  a  dollar  and  sold  them  for 
$1.25.  He  related  how,  when  the  South  African  War 
broke  out,  he  offered  to  sujiply  a  pair  of  boot*  free  to 
every  man  in  his  district  who  enlisted,  and  mentioned 
the  fact  of  one  soldier  returning  and  relating  how  he 
had  worn  this  pair  of  shoes  all  through  the  war  and 
then  finally  had  them  stolen  on  the  way  home,  on 
account  of  their  good  condition  proving  too  great  a 
temptation  to  one  of  his  fellow-passengers.  Mr.  Jupp 
impressed  upon  the  younger  men  jiresent  that  his 
success  in  business  had  been  due  to  hard  work,  readi- 
ness to  accept  whate^'er  task  came  to  hand,  eagerness 
to  learn  everything  about  his  business,  and.  finallv, 
the  development  of  close  relationshi])  with  his  cus- 
tomers, from  which  followed,  as  a  natviral  result,  that 
they  placed  greater  confidence  in  his  word  and  judg- 
ment. It  was  indeed  a  pleasure  to  members  of  the 
Toronto  Shoe  Retailers'  Association  to  hear  Mr.  Juv)]) 
and  to  realize  that,  both  mentally  and  physically,  he  i- 
still  strong  and  active. 

Mr.  St.  Leger's  reminiscences  were  no  less  enjoy- 
able. He  spoke  of  his  unpretentious  start  in  the  shoe 
business,  following  a  suggestion  by  Mrs.  St.  Leger 
that  he  could  improve  on  his  condition  of  $2.00  a  day 
in  a  machine  shop.  An  interesting  side  light  was  also 
thrown  on  another  small  beginning,  which,  like  Mr. 
St.  Leger's  business,  has  shown  wonderful  develop- 
ment, when  Mr.  St.  Leger  mentioned  the  fact  that 
the  Neilson  chocolate  business  started  about  the  same 
time.  Mr.  Neilson  was  a  fellow-worker  with  Mr.  St. 
Leger,  and  a  few  days  after  the  St.  Legers  .started  in 
business  for  themselves,  Mrs.  Neilson  said  to  her  hus- 
band, "Why  shouldn't  we  start  in  business  like  the  St. 
Legers?  If  you  will  buy  me  a  couple  of  cows,  I  will 
look  after  them  and  make  ice  cream  to  sell."  Thus 
the  beginnings  of  two  of  the  largest  industries  of  the'r 
kind  in  Canada  coincided — for  the  chain  of  St.  Leger 
stores  are  an  outstanding  evidence  of  the  abilit}-  and 
business  acumen  which  Mr.  St.  Leger  brought  to  bear 
"^n  his  private  undertaking  from  start  to  finish. 

Messrs.  Jas.  Acton,  Shoe  &  Leather,  and  W.  R, 


Carr,  Footwear,  were  s[)ecial  guests  on  this  occasion, 
and  also  spoke  briefly. 

The  retiring  president,  Mr.  Walter  lUirnill,  made 
a  brief,  but  very  splendid,  address.  He  outlined  the 
work  of  the  association  during  the  past  year,  the  in- 
fluence that  had  been  exerted  on  such  matters  as  the 
Luxur}'  Tax,  the  rubber  situation,  the  "dumping"  of 
shoes,  the  retailing  of  shoes  by  jobbers,  and  so  on,  and 
he  urged  upon  the  members  the  importance  of  getting 
l)ehind  their  new  officers  -and  each  member  taking  as 
his  motto,  not,  "What  can  I  get  out  t)f  the  associ- 
ation?" but  "What  can  1  ])ut  into  it?"  .\  very  hearty 
^'ote  of  thanks  was  unanimouslv  voted  to  Mr.  Burnill 
for  the  efficient  and  efl'ective  manner  in  which  he  liad 
filled  the  (.)ffice  of  president  during  the  year. 

When  nominations  were  called  for  new  officers,  Mr. 
J.  W.  Jupp,  in  order,  as  he  said,  to  expedite  matters, 


Mr.  Geo.  St.  Leger.  President-elect  of  the 
Toronto  Shoe  Retailers'  Association,  who  has 
accepted  office  on  the  condition  that  the  As- 
sociation link  up  with  the  Retail  Merchants' 
Association — or  some  other  organization  that 
will  help  them  to  do  some  real  work.  Mr.  St. 
Leger  states  that  it  is  his  object  to  carry  out 
whatever  measures  on  behalf  of  the  trade  the 
majority  of  the  members  approve,  independent 
of  his  personal  opinions. 

proposed  a  committee  of  three  members  to  bring  in  a 
slate — Howard  Blachford,  Warren  T.  Fegan  and 
Bert  Sproul.  The  slate,  as  brought  in  by  the  com- 
mittee, proved  entirely  satisfactory  to  the  members, 
luit  not  entirely  so  to  the  proposed  officers.  Mr. 
Chisholm,  who  was  nominated  for  secretary,  stated 
that  it  would  be  im])ossible  for  him  to  act  and  his 
name  was  very  reluctantly  withdrawn.  Mr.  Cham- 
bers' name  was  substituted  for  that  of  Mr.  Chisholm, 
and,  for  a  time,  it  looked  as  if  the  meeting  would  win 
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out,  l)Ut  Mr.  Chambers  finally  con\inced  them  that 
such  an  office  was  not  in  his  line.  Then  Mr. 
Sproul  made  the  happy  suggestion  that  Mr.  Harry 
Scvthes  should  l)e  ofl'ered  the  nom'nation.  This  was 
made  unanimous,  and  Mr.  Scythes,  in  a  neat  speech, 
accepted  the  responsibility,  unwillingly,  as  he  said, 
but  feeling  that  it  was  his  duty  to  help  the  associ- 
ation in  this  wav.  if  the  meml)ers  felt  it  was  in  his 
])ower  to  do  so. 

The  complete  slate  thus  stood  as  follows:  Presi- 
dent, (leo.  St.  Leger;  vice-president,  j.  C.  Budreo ; 
secretary,  Harry  Scythes;  treasurer.  Thos.  Kelley ; 
sergeant-at-arms,  A.  J.  Chessum.  Executive  com- 
mittee: Messrs.  McLellan,  Woods,  Marshall,  Laird 
and  .S])roul. 

In  assuming  the  office  of  chairman,  Mr.  St.  Leger 
sjioke  briefly.  He  stated,  frankly,  that  while  he  ap- 
preciated the  value  of  the  work  that  had  been  accom- 
plished l)y  the  association  in  the  past,  he  felt  that,  on 
manv  ([uestions.  their  weight  of  numbers  has  not  been 
sufficient  to  exert  any  influence,  especially  where  the 
Government  was  concerned.  He,  therefore,  asked 
the  members  to  consider  the  advisability  of  affiliating 
with  the  Retail  Merchants'  Association,  and,  in  ex- 
planation, stated  that  he  had  been  in  touch  with  the 
secretar\-  of  the  Toronto  branch  of  the  latter  organiz- 
;ition  and  had  received  a  letter  frf)m  Ir'ni.  pointing  out 
the  ad\antages  to  be  gained  bv  affiliation  with  the 
larger  association.  These  advantages,  briefly,  out- 
lined as  follows  : 

In  the  first  i)lace  the  Retail  Merchants'  Associa- 
tion imdertake  to  do  the  organization  work.  The 
shoe  retailers  have  not  time  to  leave  their  business 
and  organize  the  trade  proi)erly,  and  the  fact  that 
the  Retail  Merchants'  Association  have  ])aid  canvas- 
sers whose  whole  time  is  devoted  to  this  work  will 
be  a-  great  advantage. 

The  Retail  Merchants'  Association  furnish  the 
rooms  for  the  meetings,  send  out  notices  free  of 
charge,  hand'e  clerical  work,  etc.,  which  will  result  in 
a  gain  in  efficiency  and  a  .saving  of  money. 

It  is  also  pointed  out  that  the  form  oi  (organization 
(jf  the  Retail  Merchants'  Association,  while  it  has 
the  unity  which  makes  for  the  greatest  strength,  at 
the  same  time  allows  for  the  fullest  autonomy  of 
the  local  bodies.  Each  local,  provincial  or  district 
board  manages  its  own  affiairs,  providing  it  conforms 
to  the  powers  granted  in  the  Charter  and  Commis- 
sion. The  Association  has  its  head  office  established 
in  the  city  of  Ottawa,  and  provincial  boards  have 
been  established  in  all  of  the  provinces.  Branches 
have  also  been  established  in  all  the  leading  cities  and 
towns  of  the  Dominion,  and  the  association  is  now 
the  largest  commercial  organization  in  Canada. 
Eighty-seven  permanent  officers  and  employees  are 
constantly  engaged  in  giving  service  to  the  members 
of  the  association. 

Mr.  St.  Leger  then  called  f(>r  expressions  of  opinion 
from  some  well-known  members  including  Messrs.  Mc- 
Cullough,  Fegan,  Snyder,  Wood  and  Chambers,  whose 
opinion,  in  every  case,  was  favorable  to  the  afifiliation 
suggested  by  Mr.  St.  Leger — so  unanimous  was  the 
apparent  att'tude  of  the  members  that  it  was  moved 
by  Mr.  Howard  Hlachford  and  seconded  by  Mr.  Fegan 
that  the  new  executix  e  be  given  authority  to  enter  into 
negotiations  with  the  Retail  Merchants'  Association 
and  bring  in  a  report  to  be  placed  loefore  the  next 


general  meeting  of  the  Toronto  .Shoe  Retailers'  Asso- 
ciation. 

The  meeting  broke  up  with  "God  Save  the  King," 
and  many  hearty  congratulations  to  the  new  presi- 
dent, who  during  the  few^  moments  he  occupied  the 
chair,  evidently  caught  the  fancy  of  the  members  and 
impressed  them  with  the  pep  and  vim  he  threw  into 
the  undertaking.  We  predict  an  active  year  for  the 
association  and  meetings  of  such  value  that  no  shoe- 
man  can  afiford  to  be  absent. 


A  Worth-While  Record  in  the  Shoe  Game 

Mr.  Llenri  Martineau,  of  Montreal,  has  discontinued 
the  rei)resentation  of  the  I^agle  Shoe  Comi)any,  of 
that  city.  He  has  been  connected  with  the  shoe  in- 
dustry for  a  number  of  years,  both  in  the  I'nited 
.States  and  Canada. 

Mr.  Martineau's  first  |)osition  in  Canada  was  with 
Michaud.  Lambert  &  Com])any,  shoe  manufacturers, 
Montreal,  now  known  as  Alfred  Lambert,  Incorpor- 
ated.   After  several  years'  service  with  this  firm,  he 


Mr.  Henry  Martineau 


resigned  and  went  into  the  employ  of  the  McCready 
.Shoe  Company,  now  the  Ames,  Holden,  McCready 
Company,  Limited. 

Mr.  Martineau's  sam])le  room  in  the  Dandurand 
Bldg.,  corner  St.  Denis  &  St.  Catherine  Streets,  Mont- 
real, is  one  of  the  most  modern  in  Canada.  In  ad- 
dition to  the  sample  room  there  is  another  room  which 
is  used  for  an  office. 

Mr.  Martineau  is  very  well  known  in  the  trade, 
and  is  one  of  the  most  popular  shoe  travellers  in  the 
Province  of  Quebec. 


The  National  Cash  Register  Co.  have  made  big 
improvements  to  their  plant  at  Dayton  last  year.  Two 
new  buildings  have  been  erected  ;  a  new  cupola  has 
been  added  to  the  foundry ;  a  new  water  softener  has 
been  built,  and  wings  have  been  added  to  one  of  the 
existing  structures.  Here,  at  least,  is  one  concern  that 
has  com])lete  faith  in  the  speedy  return  of  the  retail 
business  to  a  normal  and  healthy  condition. 


February,  1921 


FOOTWEAR    IN  CANADA 


57 


Show-Card  Writing — Talk  No.  1 


With  this  issue  Footwear  in  Canada  begins  a  series  of  illustrated  talks  on  modern 
show  card  writing.  The  author  of  these  "talks"  has  had  a  wide  experience  in  show  card 
work  and  we  know  our  readers  will  take  a  keen  interest  in  the  articles  as  they  ap- 
pear. Inquiries  to  our  card-writing  department  will  be  welcomed  and  questions  per- 
taining to  show-card  work  will  be  promptly  answered.  We  suggest  that  these  talks 
be  preserved  and  filed  together  for  future  reference. 


,,,-4. 


IT  is  unnecessary  in  this  day  of  wide-awake  re- 
tailing and  keen  competition  to  make  an  appeal 
for  the  use  of  show  cards  as  business-getters. 
What  we  hope  to  present  in  the  following-  talks 
will  be,  how  to  meet  the  existing  demand  for  up-to- 
date  cards. 

Contrary  to  the  general  opinion  of  shoe  salesmen, 
as  well  as  shoe  merchants,  a  talent  for  drawing  is  not 
a  necessity  to  become  a  good  card  writer.  The  first 
requirement  is  proper  tools,  and  the  next  essential 
from  the  mechanical  standpoint  is  common  sense  in- 
struction. Good  card  writers,  like  good  musicians, 
get  there  by  application  and  practice,  and  still  more 
practice. 

Good  brushes  are  an  absolute  necessity.  Prac- 
tically all  card  work  is  done  with  what  are  known  as 
red  sable  card  writing  brushes.  Red  sable  is  much 
more  expensive  than  camel's  hair  but  no  other  kind 
work  so  well  in  water  colors  for  making  letters./  Don't 


experiment  with  any  but  real  sable  brushes.  These 
come  in  \'ariuu>  sizes  numbering  1  to  14.  liowever, 
for  general  use  numljer  6,  8  and  10  are  good  sizes. 
Some  card  writers  prefer  long  handles,  but  as  a  rule 
six  inch  handles  balance  better  in  the  hand  and  it  will 
be  found  advisable  to  cut  the  brushes  when  necessary 
to  this  length. 

Two  or  three  good  makes  of  manufactured  card 
writers'  colors  are  now  on  sale  at  most  good  stationery 
stores.  These  can  be  secured  in  handy  two  ounce 
bottles.  Colors  drying  without  a  gloss  are  much 
easier  worked  with  and  not  as  hard  on  l:)rushes  as  the 
colors  with  glossy  finish. 

h^or  our  first  lesson  we  will  begin  with  black  paini 
and  ])ractice  the  various  strokes.  There  are  about 
fifteen  different  strokes  in  the  formation  of  any  given 
style  of  letter  or  scroll.  Master  these  and  sign  paint- 
ing will  be  come  easy  work.  Practice  and  plenty  ot 
exercise  with  the  brush  will  give  sure  results.  No 
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one  can  draw  a  straii^lit  line  with  a  brusli  tlic  lir^l 
time,  a  stead}'  hand  can  only  be  acquired  by  perser- 
\erance. 

I)i:)  \(ini-  brush  into  the  bottk'  and  tlieii  sniootii  Uj 
a  square  chisel  end  before  atlein])tiny'  to  make  a  stroke. 
.\l\\'a\  s  make  your  brusli  strokes  continut)us,  the}'  can 
be  made  more  ])erfectl}'  with  a  fairly  ra])id  steady 
stroke.  Mold  tlie  brush  in  the  same  w^ay  as  a  pencil 
but  not  ri.L^id,  as  the  brush  must  roll  between  the 
lingers  in  the  e.\.ecuti(jn  of  \arious  curves. 

lU'gin  by  painting  the  vertical  strokes  and  then  g(j 
on  to  the  horizontal  which  will  be  harder  to  manage. 
In  the  copy  it  will  be  noticed  that  some  (jf  the  strokes 
are  straight  on  one  side  cmly.  Practice  these. as  well 
as  the  ones  that  are  straight  on  both  edges.  Next 
come  the  cur\es  and  double  cur\es  which  of  course 
are  to  be  made  with  one  ctrnqdete  stroke  of  the  brush. 
Start  in  with  confidence  and  work  rapidly  but  care- 
fnlh'.  .\nv  common  smooth  jiaper  is  good  enough 
to  practice  on. 

iMualK'  always  wash  out  brushes  carefully  in  clean 
water,  Hatten  them  out  to  a  chisel  end  and  leave  stand- 
ing with  the  hair  end  uj). 

Base  Business  on  Today's  Market  Values 

Tli^Rh'  is  no  doubt  A\hatever  that  the  i)roi)er 
liasis  tq)on  which  to  mark  goods  is  the  exist- 
ing market  \alue.  It  was  the  proper  policy  on 
the  rising  market,  and  it  is  also  the^-  proper 
|>olicy  on  the  falling  market.  l'"urtherm()re  it  has  got 
\  )  be  d(Mie  eventually,  and  it  had  much  better  ])e  done 
now.  This  ai)i)lies  to  the  manufacturing  and  the  retail 
trade  alike,  and  if  both  will  co-operate  by  prcnnpt 
action  in  this  connection,  the  trade  will  soon  be  oper- 
ating on  a  safe  and  firm  foundation,  and  normal  con- 
ditions will  be  brought  about.  The  Ijaloon  has  been 
deflated  and  our  car  has  come  down  to  earth,  and  we 
had  much  better  get  out  and  walk  rather  than  sit  wait- 
ing for  it  to  rise  again  and  carry  us  forward — we'll 
be  still  waiting  when  our  co!n])etitors  are  six  m(jnths 
or  a  year  ahead  of  us. 

Many  shoe  manufacturers  and  shoe  retailers  (the 
great  majority,  we  hope)  are  adopting  this  policy  and 
ha\'e  marked  their  goods  at  the  actual  market  values 
of  to-day.  In  this  connection  it  is  interesting  to  note 
a  letter  recently  sent  out  to  the  trade  by  Mr.  A.  R. 
Angus,  sales  manager  of  the  Miner  Shoe  Company. 
The  letter  says,  in  ]jart : 

"Sooner  or  later  we  beliex  e  that  business  will  have 
to  be  based  on  the  market  value  of  to-day.  So  firm 
is  oiu"  con\iction,  in  fact,  that  on  and  after  January 
5  our  cpiotations  will  be  made  on  that  value.  This 
will  entail  considerable  loss,  but  we  also  realize  that 
customers  wdio  favored  us  with  orders  for  spring  must 
lie  in  a  position  to  meet  present-day  competition  ;  for 
this  reason  their  goods  will  be  invoiced  at  the  new 
lower  prices.  We  arc  fully  persuaded  that  our  action 
will  contribute  in  an  ap])reciable  measure  to  bringing 
about  a  normal  level  not  only  in  shoe  prices,  but  gen- 
erally throughout  the  shoe  business. 

"In  the  trade  situation  of  the  last  few^  months  there 
have  been  a  few  points  of  outstanding  interest. 

"In  the  first  i)lace,  many  of  the  shoe  factories  have 
been  closed  down  for  months,  while  those  in  o])era- 
tion  have  been  greatly  curtailed  owdng  to  the  scarcity 
of  orders.  Then  again  the  retailer,  anxious  to  reduce 
his  stock  and  feeling  that  prices  would  come  down, 
has  not  been  placing  orders  for  his  usual  reciuirements. 


Lastly,  the  public  has  held  off  buying  in  the  expecta- 
tion of  lower  prices. 

"The  net  result  of  thcst:  dc\ clopments  is  that 
retailers  are  now  running  on  low  stocks,  and  that  be- 
fore long  the  public  will  have  to  buy  again.  We  feel 
sure  that  prices  are  at  their  lowest  level — lower  than 
they  w  ill  fall  again  during  1921.  With  the  advent  of 
conlidence  we  look  for  sound  business  conditions  from 
111  iw  ( m." 

Annual  Smoker  of  Montreal  Superintendents 
and  Foremen's  Association 

Tl  I  I'"  annual  smoker  of  the  Shoe  Sui)erinleii(lents' 
and   l'"oremen's   .\ssociation   f)f   Montreal  was 
b.cld  on  January  14tli,  1*-'21,  at  their  headcjuar- 
ters,    817    Mount    Royal    y'\ve.    IC,  Montreal. 
.\bout  fifty  members  and  friends  attended,  and  the 
smoker  i)roved  \'erv  successful  in  every  respect. 

The  president  of  the  association,  Mr.  Geo.  A.  For- 
tin,  of  the  Star  .Shoe  Co.,  Limited,  Montreal,  in  wel- 
coming the  members,  si)okc  of  the  work  that  had  been 
accomplished  since  the  association  was  formed.  From 
a  very  small  beginning  it  has  grown  to  such  an  extent 
that  largicr  (piarters  had  to  be  secured  in  order  to  ac- 
commodate all  those  attending  the  dilTerent  meetimgs. 
i'\dlowing  the  president's  address,  a  \'er\'  enjovablc; 
musical  ])rogranime  Was  gi\en,  the  music  being  ])ro- 
\'ided  1)}'  the  Masse  Orchestra,  one  of  the  finest  in 
Montreal. 

A  \'ote  of  thanks  was  extended  to  the  members  of 
the  committee  who  ha\  e.  worked  early  and  late  to  en- 
sure a  successful  snujker.  The  following  is  a  list  of  the 
menibers  of  the  committee:  Messrs.  (_'.  M.  Hall,  of 
Ik'nnett,  Limited;  J.  h\  liarbeau,  of  I)u])ont  &;  Freres ; 
J.  L.  Rochfcjrd,  of  Parker,  Irwin,  Limited  ;  A.  Girard, 
of  MacFarlane  Shoe,  Limited,  and  J.  Bouchard,  of  the 
Tetrault  Shoe  M  fg.  Co.,  Ltd. 

During  the  smoker  the  (|uestion  of  holding  the 
annual  dance  this  }'ear  was  discussed.  It  was  decided 
to  hold  this  dance  on  ,\])ril  22nd  next,  at  Stanley  Hall, 
^Montreal.  This  event  jjroved  a  great  success  last  year 
when  it  was  attended  by  u])wards  f)f  1,000  ])eople.  No 
trouble  or  expense  is  being  spared  to  make  this  event 
the  greatest  ever  held  b}'  the  association. 

The  following  menibers  were  present  at  the  smoker: 
Messrs.  Geo.  A.  I'ortin,  president;  Jos.  F.  Harper, 
vice-president;  J.  R.  Leonard,  recording  secretary ;  A. 
H.  Llamilton,  financial  secretary;  Nap.  Rivet,  honorary 
member;  A.  Alain,  J.  M.  Berrie,  M.  C.  Boulette,  G. 
l)Ourque,  L.  Boyer,  H.  Bouthillier,  M.  Brousseau,  J. 
V.  I'rousseau,  Jos.  lieaudoin,  Fred  Ijoisseau,  J.  Bou- 
chard, A.  .\rcand.  O.  (  houinard,  Geo.  Drolet,  W.  Dage- 
nais,  |.  F.  Desautel,  j.  ]•'.  Garrity,  A.  Girard,  J.  Llarris, 
P.  J."llogan,  C.  M.  ilall,  A.  II.  llamilton,  Floule  Lu- 
cien,  J.  Jettc,  Frank  Langlois,  J.  T.  Lacroix,  J.  E.  La- 
mothe.  j.  E.  Nolan,  W.  Paquette,  L.  Paquette,  H.  Pra- 
zofT,  M.  Ouinn,  Jos.  Riel,  Chas.  Rancour,  T.  L.  Roch- 
ford,  F.  Racette."  M.  Soucy,  Fug.  Saucy,  G.  P.  Stock- 
ton, X.  Yaillancourt  and  F,.  X'^aillancourt. 

4.,, — ,„_„„  „„_„._„„_„„_„„_„._„„ — „ — „_„„ — ,  ,_, — „._„„_.,4. 

I  I 

I  "When  we  hear  of  a  man  cutting  do-wn  on  his  I 

I  I 
I        advertising,"  said  a  bank  president  recently,  "we  = 

J  cut  down  on  his  credit."  s 
1  I 

4.  + 


Fcbniai-y,  1031 


FOOTWEAR   IN  CANADA 


50 


Annual  Meeting  Ontario  Shoe 
Manufacturers'  Association 

Memorialize  Premier  re  Goverment  Order  and  Luxury 
Tax— Plan  to  Compile  Statistics  re  Shoe  Industry 


Tl  1 1^  Annual  Meeting  uf  ihu  Ontario  Shoe  Manu- 
facturers' Association  was  held  yesterday  in 
Toronto.    The  meeting  was  well  attended  1)} 
representative    shoe  .  manufacturers    from  all 
]:)arts  of  the  Province,  and  many  important  matters  of 
business  were  dealt  with.    The  new  Officers  and  Com- 
mittees for  1921  are  as  follows: — 

Hon.  Chairman,  A.  Brandon,  Brantford;  Chair- 
man, F.  11.  Ahrens,  Kitchener;  Vice-chairman,  S.  Fl. 
I'arker,  Preston.  Directors,  F.  W.  Manson,  Toronto; 
W.  I'.  Ackerman,  Peterborough;  W.  ii.  Duffield,  Ham- 
ilton; J.  A.  Walker,  Toronto;  F.  C.  van  Geel,  Tillson- 
burg.  Secretary-Treasurer,  Alex.  Marshall,  Toronto. 
Ixlominations  and  Resolution  Committee,  A.  Prandon, 
G.  W.  Mcl'arland,  C.  E.  Plurllnit.  (Jntario  Repres- 
entatives to  Fxecutive  Committee  of  Slioe  Manufac- 
facturers'  Association  of  Canada,  F.  H.  Ahrens,  S.  Fl. 
Parker,  G.  \\\  McFarland,  A.  Urandon,  j.  A.  W  alker. 

Uy  unanimous  re:-olution  the  following  letter  was 
authorized  to  be  sent  to  the  Prime  Minister  of  Canada 
and  the  Prime  IMinister  of  (.)ntario  and  other  members 
of  the  Ca])inet : 

"As  a  result  of  the  world  wide  unsettled  market 
conditions  and  many  local  causes,  there  is  considerable 
unemployment  in  various  trades  at  different  points  in 
Canada.  AVhile  business  men  are  [)ractically  a  unit  in 
agreeing  that  fundamental  conditions  in  Canada  are 
sound  and  hope  for  the  future  l)right,  there  is  some- 
times found  an  undercurrent  of  pessimism  brought 
about  hy  the  present  process  of  deflation  and  con- 
current im  employment. 

"There  are  also  some  evidences  that  conditions 
might  readil}'  l)ecome  more  serious  if  this  pessimism 
gained  much  headway,  and  which,  if  it  became  pre- 
valent, would  tend,  by  causing  fiu'ther  timidity  on  the 
part  (if  ])uyers,  to  render  much  more  serious  the  un- 
employment situation. 

"Just  after  the  Armistice  was  signed  a  similar  wave 
of  pessimism  began  to  rise,  but  prompt  action  on  the 
])art  of  the  Provincial  and  Dominion  (  ioN  crnments  in 
advancing  their  buying  programmes  helped  to  dispel 
this  jiessimism,  created  op])ortunities  for  returned 
soldiers  and  bridged  the  ga])  between  the  war  Ijasis 
and  the  ])eace  basis  in  industry. 

"It  would  seem  that  just  such  another  situation  has 
arisen  in  which  pul)lic  opinion  is  looking  to  the  Gov- 
ernment for  tangible  expressions  of  its  faith  in  the 
soundness  of  conditions  and  of  its  laitli  in  the  luture 
of  Canada. 

"May  we,  therefore,  suggest  that  one  of  the  forms 
that  this  expression  may  take  be  the  placing  by  Gov- 
ernuK'nt  departments  of  orders  or  contracts  for  neces- 
"sary  materials  and  supplies  required  for  the  carrying- 
on  of  the  Government's  business? 

"As  shoe  manufacturers,  we  are  only  interested  in  an 
indirect  way,  Fut  we  Felie^'e  that  it  will  be  greatly  to 
the  advantage  of  the  whole  country  if  these  orders,  as 
suggested,  were  placed  for  deli\'ery  in  advance  of  the 
time  actually  required. 

"On  the  adoption  of  such  a  policy  publicly  an- 


nounced, unquestionably  a  steadying  effect  would  soon 
be  felt  with  resulting  improvement  to  all  forms  of  in- 
dustry and  commerce. 

"In  the  event  of  such  a  policy  being  adopted,  we 
venture  to  say  that  the  confidence  exhibited  by  the 
Government  in  the  industrial  and  commercial  com- 
munity will  be  fully  justified." 

Another  resolution  on  the  remission  of  the  Fuxury 
Tax  follows,  copies  of  wdiich  are  also  to  be  sent  to  the 
Pr  ime  Minister  and  members  of  the  Cabinet. 

"Whereas  the  Government  of  Canada  has  seen  fit 
to  remit  as  of  date  December  20th,  1920,  the  so-called 
Fuxury  Tax  on  shoes  ; 

And  whereas,  in  our  o])inion,  an  unearned  stigma 
and  deterrent  to  business  have  been  removed  from  the 
shoe  trade  by  leason  of  its  remission  ; 

And  whereas  the  remission  of  the  Tax  will  un- 
doubtedly be  followed  by  increased  trade  in  shoes  to 
the  ultimate  benefit  of  the  thousands  of  employees 
engaged  i:   the  trade  ; 

Be  it  therefore  resop-ed  that  the  Ontario  Shoe  Man- 
ufacturers' Association  in  Annual  Meeting  assembled 
record  its  approval  and  ai)])reciation  of  the  action  of 
the  Government  in  this  respect  : 

Further  resolved  that  a-  cojjy  of  this  resolution  be 
sent  to  the  Prime  Minister  and  other  Cabinet  Min- 
isters." 

1  he  Association  is  also  preparing  to  compile  a  good 
deal  of  statistical  in forniati(jn  which  will  enable  its 
members  to  be  fully  con\  crsant  with  the  shoe  trade  in 
Canada,  and  is  making  ;i  number  of  recommendations 
along  similar  lines  to  the  Convention  of  the  Shoe 
iManufacturers'  .Vssociation  of  Canada. 


Shoe  Manufacturing  Concern  Organized  by 
Toronto  Shoe  Workers 

ANFAV  venture  in  the  shoe  manufacturing  indus- 
try, organized  along  novel  lines,  has  been  un- 
dertaken in  Toronto.  This  concern,  known  as 
the  Empire  Shoe  iK:  Slipper  Co.,  operating  with 
headquarters  at' 71  Adelaide  St.  \V.,  is  composed  en- 
tirely of  shoe  workers,  and  e\  erv  man  engaged  in  the 
factory  has  not  less  than  $1,000'  invested  in  the  busi- 
ness. 

The  officers  of  the. company  are:  President,  Wm. 
f,ennon  ;  manager,  Chas.  Jordan;  vice-president,  F  F 
Acheson ;  secretary-treasui-er,  Walter  Brown,  busi- 
ness agent  of  the  Boot  and  Shoe  Workers'  Focal. 

Up-to-date  machinery  has  just  been  installed,  and 
samples  are  now  being,  turned  out  to  show  to  the 
trade.  The  lines  turned  out  are  men's,  women's, 
Ijoys'  and  youths'  McKays  and  Turns,  Romeos  and 
slippers,  also  men's  and  boys'  canvas  and  felt  boots. 


Chester  F.  Craigie  Enters  Advertizing  Field 

Chester  F.  Craigie,  recently  general  sales  manager 
of  Ames,  Plolden,  McReady,  Ftd.,  has  returned  to  the 
newsjDaper  field.  Fie  has  joined  Ross  C.  Stevenson,  as 
])artner  in  Dominion  .\dvertisers,  Fimited,  232  St. 
James  St.,  Montreal,  holding  the  title  of  vice-pres- 
ident in  charge  of  sales  and  promotion  work.  Air. 
Craigie,  who  was  for  four  years  advertising  manager 
for  lltz  and  Dunn,  of  Rochester,  N.Y.,  will  de^'Ote  con- 
siderable attention  to  the  development  of  high  class 
publicitv  among  shoe  manufacturers. 


no 
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Presentation  to  Mr.  Fred.  A.  Richardson 

B.C.  Manager  of  Ames,  Holden,  McCready  Cele- 
brates 28  Years  in  Company's  Service 


IX  llie  wot  t  went} -e^y lit  years  is  a  lung  i)eriod, 
when  history  is  in  the  making.  Anywhere  in  Can- 
ada it  is  a  long  ix'cord  for  a  business  house.  It 
is  a  still  more  noti'worthy  record  when  it  a])i)lies 
to  the  [)eri(Kl  of  a  business  man's  connection  witli  con- 
tinuous service  in  one  concern.  When  Vancouver  was 
a  very  young  citv  and  the  ])ro\  ince  ot  liritish  Colunilna 
was  just  beginning  to  feel  the  impetus  given  by  the 
advent  of  the  railway,  the  Ames-Holden-Company — as 
it  was  then  called — opened  a  branch  in  the  new  terminal 
city.  (  )ne  of  its  tirst  employees  was  i\Ir.  I'red  A.  Rich- 
ardson, then  a  very  youthful  member  of  the  staft'.  To- 
dnx  Mv.  Richardson  is  manager  of  the  Vancoux  er  ])usi- 
ne>s  of  Ames  Ibdden  .McC  ready.  Limited,  a  position  he 
has  ])een  occupying  for  the  |)ast  fixe  _\ears.  lie  ha- 
been  with  the  Ing  shoe  manufacturing  concern  steadil}- 


Mr.  Fred  A.  Richardson 


in  all  the  years  intervening,  and  from  one  [)osition  to 
another  has  been  i)romotcd  to  the  position  of  manager. 

On  Tuesday,  Dec.  28th,  when  Mr.  Richardson  was 
not  in  the  least  expecting  any  special  notice  being  taken 
of  the  fact  that  he  had  just  completed  a  full  twenty- 
eight  years  with  the  house,  lie  was  given  a  pleasant 
surprise  by  the  members  of  the  sales,  ofifice  and  ware- 
house staff,  the  occasion  l)eing  marked  by  the  |)resence 
of  the  travelling  men  in  from  the  road  for  the  Christ- 
mas holidays.  The  staff  assembled  in  the  general 
office  and  with  an  a])propriate  si)eech  from  Mr.  Geo. 
Robinson,  office  manager,  on  behalf  of  his  associates, 
a  handsomely  fitted  club  bag  was  i)rescnted  to  Mr. 
Richardson,  as  a  mark  of  their  esteem  and  apprecia- 
tion of  cordial  relationship,  as  well  as  a  memento  of 
his  long  i)eriod  of  service,  Mr.  Richardson  did  his 
best  to  make  a  suitable  reply,  and  succeeded  in  mak- 
ing it  c|uite  clear  that  he  dee])ly  appreciated  the  gift 
and  the  friendly  feelings  it  marked. 

Mv.  Fred  Richardson  is  so  well  known  to  the  fra- 
ternitv  of  travelling  men  who  "make"  11.  C,  territory 
and  to  the  merchants  in  every  nook  and  corner  of  the 


prov'iuce  that  he  needs  no  introduction  to- them.  Prior 
to  accepting  the  management  of  the  Ames  llolden  Mc- 
Cready business  in  liritish  Columbia,  he  had  been  on 
the  road  in  the  pro\  iuce  for  more  years  than  almost 
any  otfier  travelling  man,  and  he  had  covered ,  every 
section.  In  the  old  days  when  the  Cariboo  country 
was  covered  by  means  of  the  I'.  X.  stage  route  from 
.Ashcroft,  with  great  stage  wagons  drawn  by  six  and 
eight  horse  teams  over  a  rough  road  wdiich  was  "im- 
])roved"  each  year  by  sho\-('lling  the  dried  clav  back 
into  the  rut-^.  Mr.  Richardxm  rcgularh-  made  h'\>  trips 
in  season  and  out.  It  is  a  very  different  tour  now  with 
auto  stages  and  railways  reaching  the  distant  points, 
and  w  ith  goi  kI  roads  co\'ering  the  outlying  territory  so 
well  that  many  a  travelling  man  has  his  own  car  to 
make  his  trips. 


Change  in  Management  of  John  Lenrox  &  Co. 

Ox  h'cbruary  1st,  the  nianagcnicnl  of  John  I^en- 
nox    Ov    Company,    Limited,    Hamilton,  wa? 
t.'ikcn  o\er  by  LI.  11.  i'lancis  and  H.  1"^.  Dane, 
late  of  the  Dominion  Rubber  System.  They 
are  l)oth  well  known  to  the  shoe  trade  of  Ontario. 

Many  impro\ erncnt in  service  and  merchandising, 
are  i)ronrised.  The  change  w  ill  undoubtedly  do  much 
to  keep  this  well  known  concern  in  the  forefront  of  the 
shoe  forces  of  Canada. 

+  .  4. 

I  I 

I  A  Travelling  Man's  Appreciation  of  j 

I  "Footwear"  j 

J  Mo,  real,  Jan.  13,  1921.  J 

i  P"ootwear  in  Canada:  = 

I  Enclosed  please  find  $1.00  in  payment  of  my  i 

j  subscription  to  "Footwear  in  Canada."  j 

I  Your   journal   undoubtedly   affords   most   re-  | 

I  liable  information  regarding  footwear.    At  this  I 

]  time,  more  than  ever,  such  information  is  essen-  j 

j  rial  to  the  trade.    Having  been  a  traveller  for  | 

1  Ames  Holden  McCready  for  fifteen  years,  I  feel  ' 

I  that  I  am  in  a  position  to  testify  to  all  the  good 

j  work  of  your  paper. 

Yours  very  truly, 

(Signed)  Geo.  C.  Trudeau. 


N.  C.  R.  Hundred  Per  Cent.  Club  Convention 

A T  the  recent  convention  of  the  N.  C.  R.  Hun- 
dred I'er  Cent.  Club,  eight  hundred  salesmen 
from  all  parts  of  the  United  States  and  Can- 
ada, met  to  exchange  ideas.    Improved  mer- 
chandising and  business  methods  and  discussions  on 
the  outlook  for  1921  were  features  of  the  programme. 

"We  are  optimistic,  but  we  are  going  to  back  up 
that  oi)timism  with  safe,  sound,  business  judgment." 
This  statement  was  made  by  Mr,  J.  H.  Barringer, 
first  vice-])resident  of  the  National  Cash  Register 
Comi)any.  ''Things  are  getting  back  to  normal," 
continued  Mr.  Barringer,  "and  now  is  the  time  to 
plan  for  the  future,  and  go  forward.  Cood  hard  work 
is  needed  to  bring  about  better  business.  The  strength 
of  this  organization  is  in  meeting  conditions  as  we 
have  always  met  then — \'  ith  conlidence  and  courage." 


Ames,  llolden,  McCready,  Com])any,  Limited 
Montreal,  re-o])en((l  their  factory  on  lainiarv  lS!*.h, 
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Care  of  Shoe  Repairing  Machinery 

Oiling,  the  All-important  Feature— Hints  Re  Belts, 
Scouring  Wheels,  Etc. 

By  Oliver  M.  Brooks* 


SOME  time  ago  we  were  privileged  tn  look  over 
the  syllabus  of  instructions  on  handling  shoe 
repairing     machinery     compiled     by    a  man 
who  understood  the  subject  from  the  point  of 
training  new  men  in  the  ancient  and  honorable  art 
of  shoe  repairing  by  up  to  date  mechanical  methods. 

The  first  lesson  outlined  in  this  syllabus  was  on 
the  subject  of  "Oiling."  Then  followed  a  list  of  other 
lessons  and  divers  instructions,'  terminating  in  the 
final  lesson,  the  subject  being  "Oiling." 

Without  criticizing  the  merits  and  effectiveness  of 
that  syllabus  and  its  qualifications  to  instruct,  the 
author  had  shown  remarkable  understanding  of  his 
subject  and  the  essentials  of  teaching  new  men  the 
successful  handling  of  shoe  repairing  machinery  by 
trying  first  and  last  to  drive  home  forcefully  the  neces- 
sity of  giving  particular  attention  to  that  most 
neglected  subject  of  correct  oiling. 

It  is  a  subject  so  easy  to  understand  that  very  few 
men  can  be  induced  to  give  it  any  special  considera- 
tion, and  frequently  for  the  very  reason  that  it  seems 
so  trivial  it  is  commonly  the  most  neglected  matter 
in  shops  that  give  detailed  attention  to  subjects  far 
more  difficult  but  much  less  important. 

Positively  the  very  first  thing  to  learn  in  caring 
for  shoe  machinery — or  any  other  machinery  for  that 
matter — is  the  vital  problem  of  proper  and  sufficient 
lubrication.  in  installing  a  new  machine  it  should 
be  the  'first  thing  attended  to  and  in  using  an  already 
established  outfit  it  should  be  the  first  care  of  every 
good  operator. 

More  Than  Half  Repairer's  Mechanical  Troubles  Due 
to  Lack  of  Oiling 

Estimates  placing  the  cause  of  general  machine 
troubles  to  improper  or  lack  of  lubrication  vary,  but 
it  is  safe  to  say  that  more  than  half  of  the  general  run 
of  shoe  machinery  troubles  are  caused  from  the  lack 
of  a  few  drops  of  the  all-saving  lubricant  in  the  vital 
spots. 

More  damage  can  be  done  to  a  bearing  or  shaft  in 
one  hour's  running  with  insufficient  lubrication  than 
will  occur  in  several  years'  wear  under  good  working 
conditions. 

How,  you  may  ask,  if  this  apparently  simple  thing 
needs  such  detailed  attention,  should  one  go  about  the 
matter? 

Eirst  the  oil  can.  Is  it  in  good  condition?  Does 
it  give  a  good  even  flow  of  the  lubricant  you  are  us- 
ing or  does  it  squirt  -sometimes  and  just  bubble 
others,  so  that  when  the  spout  tip  is  out  of  sight  you 
cannot  tell  how  it  is  working? 

Or  is  it  one  of  those  messy  contraptions  that  just 
leaks  oil  at  the  joints  till  everything  is  sticky  and  you 
jiist  hate  to  pick  it  up  and  everyone  else  just  avoids 
picking  it  up  and  the  result  that  no  one  does  unless 
they  absolutely  have  to?    See  you  have  a  good  oiler; 

'United  Shoe  Machinery  Co.  of  Canada. 


any  kind  of  a  good  oiler  will  do.  They  may  be  pur- 
chased from  every  reliable  machinery  concern  and 
represent  by  far  the  smallest  investment  yielding  the 
largest  returns  that  any  one  using  machinery  can 
make. 

Use  the  Right  Oil 

Having  the  oiler,  next  the  oil.  Not  all  oils  arc 
good  for  this  work.  Use  the  lul)ricant  recommended 
by  the  manufacturers  of  your  machine  or  if  you  have 
forgotten  what  they  did  recommend,  then  order  a 
supply  from  the  most  relial)le  shoe  machinery  con- 
cern you  know  of,  menticjning  the  purpose  for  which 
it  will  be  used.  Oil  for  shoe  repair  outfits  must  be 
fairly  free  flowing  yet  possess  sufficient  body  to  feel 
smooth  between  the  finger  and  thumb  and  form  that 
|)rotecting  mobile  film  surface  between  the  shafts 
and  bearings  that  makes  all  the  difference  between 
a  long  life  and  a  short  one. 

Do  not  experiment  with  pet  mixtures  of  lubricants 
recommended  by  A.  Eriend  unless  he  is  pretty  well 
versed  in  the  subject.  We  know  one  shoeman  who 
did.  He  knew  linseed  oil  was  pretty  good  stuff  to 
put  in  paint  and  hel[)ed  preserve  buildings,  and  he 
tried  a  little  in  his  oil  can  to  help  ])reser\'e  a  new 
machine  of  which  he  was  very  proud. 

Things  went  sidcMukdh-  for  a  few  minutes  and 
then  all  of  a  sudden,  with  only  a  little  growling-  noise 
for  a  warning,  the  mainshaft  stopped  dead,  the  motor 
belt  slid  off  the  pulley  and  gave  a  few  expiring  flo:i' 
around  oij  the  floor,  while  the  motor,  which  had  not 
been  "preserved,"  kept  on  going. 

The  united  efi'orts  of  all  the  staff  in  that  shop  could 
not  get  that  shaft  to  budge  half  a  turn.  The  machine 
had  only  run  a  few  minutes  and  none  of  the  bearings 
were  even  warm,  but  had  the  appearance  of  being- 
frozen  solid — and  they  were. 

Several  hours  later,  when  we  had  them  all  indus- 
triously scraping  and  washing  off  that  hard  black 
film  that  the  "preservative"  had  formed  on  the  shaft 
and  in  the  bearings  like  so  much  black  glue,  the  pro- 
prietor of  the  shop  straightened  up  an  aching  back 
and  passed  a  few  pointed  and  pithy  remarks  that  de- 
scribed the  situation  very  well,  but  unless  the  printer 
has  something  that  looks  and  sounds  like  fireworks 
and  smells  of  brimstone  we  don't  know  how  he  could 
possibly  set  it  up  in  type. 

No  i  most  decidedly,  do  not  experiment  with  un- 
known lubricating  mixtures. 

Don't  Overlook  the  Tenth  Hole 

Having  the  oiler  filled  with  the  right  lubricant  the 
next  thing  to  do  is  to  locate  all  the  oil  holes  and  unite 
the  twain  in  the  bonds  of  slippery  affinity.  No  good 
at  all  to  oil  nine  holes  thoroughly  and  pass  up  the 
tenth  because  it  is  hard  to  reach,  or  the  oiler  suddenly 
gurgles  its  last  drop.  That  is  simply  courting  what 
is  sure  to  be  presented  to  those  who  develop  these 
habits  sooner  or  later — trouble  and  a  bill  of  expense. 
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U  should  l)f  ;ii)i);ircnl  to  vvvvytmv,  yet  observriliMii 
tc:u-lu-s  us  thai  such  is  luiL  always  the  case,  thai  a  U/w 
drops  in  ihe  right  spot  is  worth  more  than  a  lot  siullrd 
indiscriminately  around  or  a  young  flood  <m  the  floor. 
Just  i)Ul  the  oil  in  the  oil  hole. 

Your  outfit  niav  he  equipped  with  a  cuntniuous 
chain  oiler  bearing,  (the  best  of  them  are),  the  iHir|)Ose 
ot  this  chain  l)eing  to  carry  a  su])ply  of  oil  with  the 
rotation  ol  the  shaft  up  from  the  oil  chamber  beneath 
and  feed  it  over  the  bearin-g  surface  whence  it  returns 
through  a  series  of  grooves  or  veins  to  the  (iil  cham- 
ber to  be  used  over  and  over  again.  Therefore  it  is 
necessary  when  oiling  to  see  that  this  little  chain  is 
travelling  freely  when  the  shaft  is  running.  If  it  does 
not  rotate  pro])erly  take  a  tine  instrument  and  en- 
deavor to  start  it  or  reuKwe  the  point  of  obstruction. 
It  is  essential  to  get  it  going  and  see  that  it  keeps 
up  the  good  work.  The  same  would,  of  course,  api)ly 
where  a  ring  oiler  is  used  in  place  of  a  chain. 

This  latter  is  a  feature  that  should  be  gi\-en  par- 
ticular attention  in  very  cold  weather  when  the  oil  is 
ai)t  to  solidify  in  a  cold  workshop  and  retard  the  start- 
ing of  the  oiler  chains.  If  the  oil  sc'ems  too  sticky  tor 
the  cold  weather,  better  get  a  little  lighter  grade. 

The  reverse  of  this  condition  may  a])])ly  in  very 
hot  weather  and  tlie  oil  l)econie  too  thin,  although 
this  is  not  so  likely  to  be  a  scuu'ce  <if  trouble.  But 
still  there  is  nothing  lost  by  using  a  trifle  heavier 
lubricant  during  the  \cry  hot  spells  and  it  may  save 
quite  a  flock  of  trouble  on  a  busy  day. 

When  a  Bearing  Heats 

Ossa.sionally,  in  .s])ite  of  all  care  a  bearing  will 
suddenly  take  a  streak  of  heating  in  a  most  annoying 
manner  and  defy  all  eft'orts  to  keep  it  cool.  Rather 
than  prolong  the  struggle  for  any  length  of  time  it 
is  preferable  to  loosen  the  bearings  in  its  yoke  oi 
housing  and  slide  to  one  side  on  the  shaft.  Make  a 
careful  inspection  to  see  if  there  are  any  rough  spots 
on  the  shaft  and  if  so  smooth  them  down  with  a  strij:) 
of  old  fine  emery  cloth.  Should  there  be  a  "diamond" 
visible  (one  of  those  little  hard  encrustations  of  de- 
carbonized metal  that  look  so  bright  on  the  shaft)  it 
must  be  carefully  cut  clean  away  with  a  chisel  or  fine 
lile  and  the  abrasion  smoothed  down. 

Clean  (jut  the  bearing  thoroughly  b\-  wa.s-hing  with 
kerosene  or  coal  oil  and  drain  through  the  dri])  plug 
if  there  is  one  or  by  turning  the  bearing  u])side  down 
on  the  shaft.  Slide  back  into  its  \n-o\)Cv  position,  see 
that  it  lines  U])  without  in  any  way  binding  the  shaft 
and  adjust  to  proj^er  location.  Now  fill  up  with  good 
oil  and  that  trouble  will  probably  be  over  for  a  time. 

Why  all  this  reference  and  repetition  to  the  mat- 
ter of  good  oilings?  Is  there  anyone  in  the  trade  using 
a  machine  that  has  not  long  ago  grasped  its  signifi- 
cance? Rather  than  commit  ourselves  to  estimates 
allow  us  to  quote  just  one  instance  of  the  many  that 
are  continually  cropping  np. 

()ne  repairer,  whom  we  know  to  be  a  real  shoeman, 
had  installed  a  fine  new  outfit  and  sent  in  a  hurry  call 
for  a  mechanic,  after  he  had  been  running  some  little 
time.  One  of  the  clutches  on  his  re])air  outfit  w^as 
heating  badly.  The  mechanic  arrived  and  diagnosed 
the  case — lack  of  oil.  The  owner  ex])ressed  indigna- 
tion at  such  a  suggestion.  (  )f  course  he  had  always 
oiled  everything.  The  mechanic  took  ofl^  the  ofifend- 
ing  clutch  and  bearing,  wi])ed  out  the  dust  wdiere  the 
oil  should  be,  smoothed  down  the  rough  spots  on  the 
shaft,  ex])lained  the  cause  of  the  trouble  and  departed. 
Sonic  consi<leraI)le  time  later  there  was  another 


call  with  i)r;icticall\  the  same  story.  Only  thi>  tinu'  it 
was  a  dilTerent  clutch  and  had  gone  pretty  l)adl}'.  Hut 
it  uris  fixed  up  another  little  lecture  read  on  the  sub- 
ject of  oiling  which  did  not  meet  w  ith  the  \-ery  kindest 
recei)tii  m. 

Again  some  months  l;itfr  there  was  another  call 
and  the  compl.iinl  was  the  old  one.  only,  this  time 
things  were  looking  worse  than  before.  'I'he  sifl)ject 
of  oiling  was  a  \  c  r\  touchy  one  and  the  owner  opened 
fire  by  remarking  that  it  was  no  good  Idaming  the 
lack  of  lubrication  this  time.  There  was  the  oil  e;in 
and  an}-oiie  coidd  see  it  was  full  (;f  oil.  It  was;  l)Ut 
two  of  the  bearings  and  one  of  the  clutches  were 
not. 

How  to  Cause  Depreciation 

Carefullv  we  reino\ ed  them  and  shook  the  dry 
contents  out  onto  a  sheet  of  paper  and  soon  we  had 
a  tinv  ])ile  of  black  shiny  looking  powder.  Things  were 
worn  ])ri'tty  badly  for  api)arently  the  machine  had  run 
for  some  time  in  that  condition. 

Argument  seemed  useless  so  we  sinqjly  took  one 
of  the  hotel  en\ elopes,  shook  in  that  little  heaj)  of 
shiiiv  powder  and  wrote  on  tlu'  outside:  "This  con- 
tains powdered  shafting  and  metal  dust  ground  from 
the  clutches  of  your  outfit.  It  re])resents  an  expensive 
dei)reciation  in  the  \  alue  of  your  m.achine.  Ten  cent^^^ 
worth  of  oil  \\  (juld  ha\  e  sa\ed  it."  ( )n  leaving  we 
passed  this  little  object  lesson  as  we  held  out  our  hand 
to  the  somewhat  surprised  proprietor  without  a  word 
and  departed.  Perhaps  it  had  the  effect  we  desired, 
for  there  has  not  been  a  re])etition  of  the  same  trouble 
I  roll!  th;it  quarter  to  date. 

The  Dangers  of  "Speeding" 

.Speed  has  a  bearing  on  the  life  of  your  machine. 
Run  the  outfit  at  the  speed  recommended  by  the 
manufacturer,  no  more,  no  less.  The  better  class  out- 
fits will  stand  ;i  higher  speed  than  the  less  expensive 
ones  on  account  of  the  better  materials,  construction, 
bearings  and  more  accurate  balancing  of  the  fittings, 
liut  it  is  a  great  mistake,  and  usually  an  expensive 
one,  to  speed  up  any  machine  beyond  the  rating  given 
by  its  manufactiux'rs,  whose  mechanical  experts  you 
ma\'  l)e  sure  ha\e  very  good  reasons  for  reconnnend- 
ing  the  speed  advised.  Overspeed  results  in  excessive 
w  ear  and  tear  of  parts  and  vibration  and  underspeed 
in  lessened  efficiency  and  production. 

To  work  at  its  best  the  machine  n:ust  stand  on 
a  firm  level  foundation.  The  larger  size  outfits  par- 
ticularly must  be  carefully  levelled  and  lined  tip  so 
that  there  is  no  danger  of  the  countershafting  spring- 
ing or  bending  in  turning. 

It  is  not  an  imcommon  thing  for  a  floor  to  settle 
after  a  new  machine  has  been  running  for  a  while, 
throwing  the  shafting  out  of  line  and  causing  trouble. 
The  remedy  is  in  relining  up  the  outfit  and  mainshaft 
l)articularly,  using  a  long  spirit  level  to  get  a  true_ 
level  and  line,  putting  shims  under  the  machine  frame, 
wliere  necessary,  to  obtain  good  results. 

Ordinary  roofing  shingles  split  to  convenient 
widths  will  ])e  found  to  make,  ver}-  convenient  shims 
for  this  work  their  shape  allowing  of  \ery  gradual 
insertion  mider  the  ])art  to  Ite  raised. 

The  Matter  of  Belts 

The  man  who  would  obtain  maximum  results  from 
his  outlit  must  give  occasional  attention  to  the  mat- 
ter of  belts.  Often  these  important  agents  of  trans- 
mission are  sadly  neglected,  are  of  unsuitable  material 
or  are  badly  pieced  and  joined,  all  of  which  w  ill  ha\'e 
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a  tendency  to  reduce  the  working  efficiency  of  the  out- 
fit. Poor  belts  mean  lost  transmission — power  used 
fruitlessly  and  an  expense  incurred  without  return. 

An  excellent  light  canvas  belt  may  now  be  obtain- 
ed from  shoe  machinery  manufacturers  that  is  ex- 
tremely durable,  has  splendid  transmission  properties 
and  is  practically  silent  in  operation,  this  last  being  a 
c'^sirable  feature  where  the  outfit  operates  in 'a  store 
where  one  must  transact  business  with  the  public. 

Since  most  shoe  repair  outfits  are  operated  with 
relatively  small  pulleys  it  is  desirable  that  the  belt  be 
of  a  flexible  nature  in  order  that  it  may  hug  the 
pulley  closely  and  lose  no  grip  in  its  quick  turn  over 
the  small  surface.  Canvas  belts  properly  applied  need 
no  belt  dressing-  and  being  light  and  pliable  add  to  the 
life  of  the  machinery. 

Leather  or  rubber  belts  may,  of  course,  be  used  if 
preferred,  but  care  should  be  taken  to  see  that  they 
are  of  a  pliable  nature,  hug  the  pulleys  snugly  and 
are  fastened  without  lumpy  joins.  A  badly  made 
splice  or  join  means  noise  and  vibration  every  time 
the  joined  portion  passes  over  the  pulleys,  is  hard  on 
the  shaft  and  bearings  and  does  not  assist  the  opera- 
tor in  producing  good  work. 

To  get  the  best  results  the  belts  must  not  be  too 
tight  nor  too  loose.  A  tight  belt  will  drag  the  shaft 
in  its  bearing  causing  wear  and  heat  while  one  too 
loose  loses  transmission  in  unnecessary  slipway.  To 
test  the  belt  feel  its  taughtness  when  in  position ; 
there  should  be  just  a  little  give  when  the  two  sides 
are  drawn  together.  Hold  the  pulley  still  with  one 
hand  and  pull  on  the  belt  with  the  other  in  the  direc- 
tion in  which  it  should  travel.  If  the  pulley  be  metal 
and  not  too  large  a  good  pull  should  cause  the  belt 
to  slip  just  a  trifle  over  the  pulley  when  the  tension 
is  about  right.  Light  belts  may  be  kept  a  little  tighter 
than  those  of  heavy  material. 

Sometimes  transmission  is  lost  by  the  belts 
getting  oily  or  grea.sy.  Do  not  put  belt  dressing  over 
the  oil.  Clean  the  oil  ofif.  Wash  a  canvas  belt  in  gaso- 
line or  wipe  a  leather  or  rubber  one  with  a  sponge  or 
brush  dipped  in  gas.  Remember  oil  will  rot  a  rubber 
belt  quicker  than  constant  running. 

Cultivate  the  Virtue  of  Cleanliness 

If  cleanliness  be  next  to  godliness  then  many  re- 
pair outfits  are  far  removed  from  being  godly  affairs. 
Real  cleanliness  in  connection  with  machinery  is  us- 
ually only  accomplished  by  continuous  effort.  Train 
the  shop  boy  to  wipe  the  machine  down  just  as  often 
as  he  sweeps  the  floor,  but  allow  no  one  to  clean  any 
shafting  or  machine  while  in  motion.  Above  all  drill 
that  little  safety  first  precaution  into  the  boys  for  they 
do  just  love  to  try  that  experiment  just  as  they  natur- 
ally like  to  play  with  fire  and  explosive  and  it  is  just 
about  as  safe. 

One  large  organization  that  we  know  insists  that 
every  operator  spend  five  minutes  at  the  end  of  each 
day  in  cleaning  his  machine  for  which  purpose  the 
machines  are  stopped  five  minutes  before  quitting 
time.  An  inflexible  rule  holds  good  that  any  employee 
found  cleaning  a  machine  in  motion  is  instantly  dis- 
missed without  question. 

Care  of  Scouring  Wheels 

The  felt  scouring  wheels  and  rolls  need  occasional 
attention  to  get  the  best  results.  They  must  be  true 
to  get  full  wear  from  the  abrasive  material  and  good 
scouring  results.  -  A  scouring  wheel  that  is  out  of 
true  and  has  a  high  spot  or  bump  is  just  about  as  use- 


ful as  a  three-legged  mule,  but  unlike  the  mule  it  can 
be  cured.  Lock  two  pieces  of  the  abrasive  to  be  used 
in  the  jaws  of  the  wheel  and  then  true  up  the  belt 
while  running  with  ,  a  flat  sheet  of  abrasive  tacked 
on  a  board. 

Never  work  with  a  broken  wheel  or  roll  or  one 
with  a  defective  lock.  Get  it  fixed.  It  is  much  easier 
than  getting  a  new  eye  and  cheaper  than  buying  new 
glasses.  Felt  rolls  should  always  be  kept  perfectly 
dry. 

Polishing  wheels  and  rolls  of  every  type  must  be 
trued  up  as  they  show  signs  of  wear.  Good  work  is 
not  practical  on  a  roll  that  is  not  round.  Similar 
methods  to  that  suggested  for  trueing  up  the  felt 
roll  will  be  found  eft'ective. 

In  putting  on  the  finishing  roll  covers  care  should 
be  taken  to  get  them  on  skin  tight  and  without  wrink- 
les. Use  one  cover  on  felt  rolls  and  two  on  the  cor- 
rugated rubber  rolls  for  best  results.  Work  out  the 
wrinkles  with  the  hand  while  putting  them  on  for 
the  wrinkles  prevent  good  work  being  accomplished 
and  cause  waste  by  wearing  through  first. 

The  Finishing  Brushes 

The  finishing  brushes  are  an  important  factor  in 
good  finishing  and  must  be  kept  in  good  shape.  Do 
not  hesitate  to  replace  any  brushes  that  wear  down  for 
a  good  lustre  cannot  be  obtained  with  a  few  revolving 
uneven  tufts  of  hair  or  yarn.  Use  only  brushes  with 
an  even  surface  of  a  texture  that  produces  the  best 
results  for  your  purpose. 

Use  nothing  on  them  but  a  good  brush  or  stick 
I)olish  and  never  enough  of  that" to  make  the  brush 
sticky. 

Never  wash  a  machine  finishing  brush  that  is  dirty 
with  water  for  that  loosens  the  glue  with  which  they 
are  made  and  spells  their  undoing.  If  too  dirty  to 
clean  by  upholding  a  solid  square  edge  object  against 
them  while  running,  try  sponging  the  hair  only  with 
a  little  gasoline  in  which  a  spoonful  of  borax  has  been 
dissolved  and  dry  at  once  by  running  up  the  shaft. 
Do  not  attempt  good  finishing  with  a'  dirty  brush 
that  cannot  be  cleaned — invest  in  a  new  one,  it  is 
cheapest  in  the  long  run. 


Changes  in  the  Repair  Business 

Mr.  J.  B.  Dennis,  of  Gait,  Ont.,  has  recently  pur- 
chased the  shoe  repairing  business  of  the  late  C. 
Beyer,  28  Benton  Street,  Kitchener,  Ont.  Mr.  Dennis 
was  previously  employed  in  the  factory  of  the  Solid 
Leather  Shoe  Co.,  of  Preston  for  8  years,  and  in  the 
factory  of  Getty-Scott,  Ltd.,  of  Gait  for  4  years. 
*      *  * 

Mr.  A.  Enchin,  who  previously  operated  a  shoe 
store  at  34  McDonnell  St.,  Guelph,  Ont.,  known  as 
the  Reliable  Shoe  Store,  has  moved  to  261  King  St. 
W.,  Kitchener,  where  he  will  continue  in  business  un- 
der the  same  name.  The  premises  have  recently  been 
completed,  and  Mr.  Enchin  is  making  a  fine  display  of 
up-to-date  boots  and  shoes. 


The  firm  of  H.  W.  LTpham,  wholesale  dealers  in 
leather,  shoe  findings,  and  shoe  repairers'  supplies  of 
all  kinds,  have  recently  changed  their  address  from 
Sussex,  N.B.,  to  Moncton,  N.B.,  and  state  that  they 
are  now  in  a  position  to  give  the  trade  in  the  Mari- 
time-provinces the  best  possible  service. 
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Interior  West  End  Shoe 
Hospital,  320  Granville  St., 
Vancouver,  where  orthopae- 
dic shoes  are  manufactured. 


Orthopaedic  Bootmaking  a  Benevolent  Science 

IX  (.■(jiiiieclidii  witii  llu'  Irt'aliiiciit  of  (li>;il)li'(l  xil- 
(lier.s  it  is  well  known  that  maiiv  injuries  to  the 
feet  necessitate  the  wearing-  of  sjjecially  con- 
structed boots,  w  hich  can  only  be  made  by  experts 
with  mechanical  traili  ng-.  The  importance .  of  this 
branch  of  boot  manufacturinj^-  lies  in  the  fact  th.'it  un- 
less the  boots  are  ])roi)erly  desii^ned  the  wearer  suffers 
from  his  deformity  and  often  is  further  crippled. 
( )rthopaedic  bootmaking"  (jccu])ies  an  imjxjrtant  niche 
in  the  Im  alided  Sokhers'  Commission  and  in  Western 
Canada  it  was  only  after  a  thorough  investii!;ation  that 
work  was  entrusted  to  S.  I'ricdman,  ])roprietor  of 
The  \\'est  luid  Shoe  Hospital.  Mi)  (iranville  Street, 
Vancouver,  15.C. 

Mr.  I'^riedman  has  spent  forty-four  _\ears  in  the 
manufacture  of  special  boots  for  cri[)pled,  deformed  and 
tender  feet.  A  wanderer  by  nature  he  has  followed 
his  vocation  from  the  shores  of  his  native  Russia  to 
Great  Britain,  thence  to  this  continent,  where  he  has 
moved  from  Coast  to  Coast  and  from  Mexico  to  the 
Northland.  He  has  been  located  in  Vancouver  for  a 
number  of  years  and  is  well  known  by  hundreds  of 
returned  soldiers  who  enjoy  the  maximum  possible 
comfort  from  shoes  made  in  the  West  End  Shoe  Hos- 
pital. 

A  staff  of  six  men  are  kept  constantly  busy  in  the 
shop  which  is  well  fitted  with  modern  machinery.  .\ 
row  of  cosy  leather  chairs  at  the  left  of  the  store  is 
t^enerally  packed  and  a  ladies'  waiting"  room  in  the  rear 
affords  the  desired  privacy  for  the  gentler  sex. 


A  Handsome  Catalog 

Tl  IE  Eagle  Shoe  Company,  Limited,  Montreal, 
are  sending  to  the  trade  throughout  Canada,  a 
very    attractive,    illustrated    catalogue.  The 
trademark    is   ])rominently    displayed   on  the 
front  cover  in  three  colors,  green,  blue  and  brown. 

On  page  2,  there  are  four  reasons  given  for  the 
company  instituting  the  "in-stock"  department,  to- 
gether with  what  the  company  aims  to  do  in  the  way 
of  giving  depend'able  and  efficient  service. 

The  remainder  of  the  catalogue  is  taken  \\\)  with 
cuts  of  the  different  lines  in  stock,  both  in  men's  and 
women's.    Underneath  each  cut  there  is  a  description 


of  the  shoe,  also  the  number,  w  hile  at  the  top  of  each 
I)age  the  words  "Strider  Registered"  are  printed. 


St.  Catharines  Repair  Men  Elect  Officers 

AT  a   well-attended   meeting   in   December,  the 
St.  Catharines,  Out.,  Shoe  Repairers'  Associ- 
ation held  their  annual  election  of  officers, 
which  resulted  as  follows: — 
President,    Wm.   Inylis;     \-(ice-president,    A.  H. 


J)ainty;   secretarv-treasuier.  Walter  L 
R.  .  O.^  Reilly,  A.' 
Sloan,  Wm.  Legg 


egg ;  auditors, 
Hill.   C.    Walters;   trustees,  Wm. 
Sr.,  h".  T.  Roule ;  managing  com- 
mittee, W.  McCanse,  C.  Marrack,  1.  L.  Slanika;  inside 
guard,  C.  Walters;  outside  guard,  L  Katzman. 

The  association  is  in  a  very  healthy  condition. 
There  are  twenty  members,  and  all  of  them  are  paid 
up  to  the  end  of  the  year.  The  meetings  are  now  held 
on  the  second  Thursday  of  each  month  in  the  Sons  of 
England  Hall. 


A  Little  Problem  in  Mathematics 

A HAMILTON  subscriber  sends  in  the  follow- 
ing problem,  which,  he  says,  has  been  caus- 
ing a  considerable  amount  of  discussion  in 
that  city,  and  it  is  certainly  very  easy  to  jump 
to  wrong  conclusions  if  you  don't  see  through  the 
camouflage : 

"A  man  goes  into  a  shoe  store,  buys  a  pair  of  shoes 
at  $8.50  and  gives  the  clerk  a  ten  dollar  bill.  Now 
the  clerk  has  not  any  change,  and  so  goes  next  door 
with  the  ten  to  get  change.  He  returns,  gives  the 
customer  $1.50  and  the  shoes.  After  the  customer 
has  gone,  the  party  next-door  comes  in  and  says,  "this 
bill  is  bogus,"  and  the  clerk  hands  him  a  good  ten 
dollar  bill  for  the  bad  one. 

"How  much  is  the  shoe  dealer  out?" 

We  leave  it  to  the  reader  to  figure  it  out  and  en- 
lighten our  correspondent. 


L'nixcrsal  Shoe  Machinery  of  Canada.  Ltd..  ha\c 
nlanned  to  place  on  the  market  this  month,  their  new 
Model  S.  Stitcher.  It  is  also  the  intention  to  have 
one  demonstrating  in  Montreal,  and  possibly,  also  n 
Toronto. 
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Wear  Resistance  of  Sole  Leather 

Laboratory  Wearing  Test  by  U.  S.  Bureau  of  Standards  to  Determine  the  Relative 
Wear  Resistance  of  Sole  Leather  at  Different  Depths  Throughout 
the  Thicknesses  of  the  Hide 


THE  results  ,L;i\  en  in  tliis  report  are  those  obtained 
from  a  series  of  preliminary  tests  and  must  not 
be  regarded  as    the    data  from  extens>e  re- 
searches on  this  subject.    They  are,  however, 
significant  in  that  for  each  individual  test  of  this  series 
the  same  general  tendency  is  shown. 

The  leather  used  for  these  tests  was  taken  from  a 
single  hide  and  so  marked  that  the  relative  location 
of  each  test  piece  could  be  ascertained.  The  18  test 
pieces  prepared  for  the  machine-wearing  test  were 
divided  into  six  groups,  three  of  which  were  tested  by 
wearing  with  the  grain  side  out,  and  three  bv  subject- 
ing the  flesh  side  to  the  wearing  action.  The  six 
groups  were  prepared  as  follows : 

Test  Pieces  to  be  Worn  on  The  Grain  Side 

Gl,  left  the  original  thickness  of  the  leather. 

G2,  made  approximately  two-thirds  original  thick- 
ness by  skiving"  oft  one-third  from  the  grain  surface. 

03,  made  approximately  one-third  original  thick- 
ness by  skiving  off  two-thirds  from  the  grain  surface. 

Test  Pieces  to  be  Worn  on  the  Flesh  Side 

Fl,  left  the  original  thickness. 

F2,made  approximately  two-thirds  original  thick- 
ness by  skiving  oft'  one-third  from  the  flesh  side. 

F3,  made  approximately  one-third  original  thick- 
ness by  skiving  off  two-thirds  from  the  flesh  side. 

By  this  procedure  test  pieces  were  obtained  at  four 
different  layers  of  the  leather,  the  grain  surface,  a  de;)th 
of  one-third  the  thickness  of  the  leather,  a  depth  of  two- 
thirds  the  thickness,  and  the  flesh  surface. 

Three  individual  tests  were  made  on  the  wearing- 
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re5T  1 


Test  2 


Test  3 


test  machine  with  a  sample  representing  each  gruup  in 
e\-ery  test.  The  length  of  the  runs  was  \  arieci.  but  all 
the  other  conditions  of  the  tests  were  kept  as  nearly 
constant  as  possible. 

The  results  of  each  of  the  three  ind'vidual  tests 
and  also  an  average  result  of  all  of  them  are  shcjwn  in 
the  accompanying  graphs.  These  graphs  (Mg.  1) 
show  the  relative  loss  in  weight  of  each  sam])le  as  com- 
pared to  the  loss  in  weight  of  the  sam])le  Gl,  which 
was  chosen  as  the  basis  for  comparison.  The  arrange- 
ment of  these  graphs  was  based  on  tlie  actual  thick- 
ness of  the  test  pieces.  In  each  case  there  is  a  strik- 
ing similarity  between  the  results  of  the  runs.  From 
these  data  the  outside  surfaces  of  the  leather  a])pear 
to  have  much  less  resistance  to  wear  than  the  interior 
l)ortions  of  the  hide.  The  grain  surface  has  more 
resistance  than  the  flesh  side,  although  this  difference 
is  not  so  marked  as  that  between  the  outer  and  inner 
parts.  Without  extensive  researches  it  would  be  im- 
possible to  locate  the  specific  layer  having  the  great- 
est wearing  resistance,  if  any  such  surface  exists, 
which  is  very  doubtful. 

There  are  several  reasons  to  which  this  difference 
may  be  ascribed.  It  is  prol^aljly  due  to  a  certain  ex- 
tent to  the  difference  in  the  degree  of  tannage  between 
the  outer  and  the  inner  portions  of  the  leather.  The 
outer  layers  take  up  the  tannin  before  the  latter  has 
a  chance  to  penetrate  to  the  interior  of  the  hide  ;  the 
tannins  are  precipitated  in  the  surface  la3'ers  and  they, 
therefore,  tend  to  retard  the  tanning  of  the  central 
parts.  In  all  pieces  of  heavy  leather  the  central  part 
is  probably  much  more  lightlv  tanned  than  either  the 
grain  or  the    flesh    surfaces.    This    may  be  clearly 
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The  sample,  Gl,  which  was 
lef<:  the  original  thickness 
of  the  leather,  is  chosen  as 
a  basis  of  comparison  in  the 
accompanying  graph.  The 
results  of  the  runs  show  a 
striking  similarity  in  eacli 
instance.  The  superior  wear 
resistance  of  the  interior 
portions  of  the  leather  is 
very  marked. 
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Fig.  I. — IVcar  resistance  at  different  depths  of  a  hide 
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noticfd  in  a  piece  of  .so-called  undertaiined  sole 
leather. 

A  study  of  the  anatomy  of  the  hide  itself  discloses 
e\en  greater  reasons  for  this  wide  ditiference  in  wear 
resistance.  The  i)art  of  the  skin  that  goes  tcj  make 
U|)  the  finished  leather  may  he  divided  into  two  dis- 
tinct parts,  the  ,i;rain  and  the  Hcsh,  or  more  correctly 


Fig.    2 — Grain  Portion 


speakinj;,  the  corium.  The  chemical  C(in>lUuti(Mi  and 
plnsical  slnicUuH'  of  these  two  dixision^  are  quite 
dili'erent.  ilrietly,  the  grain  consists  of  the  |)apillary 
layer,  of  l)undles  of  very  fine  white  and  elastic  hhers, 
and  it  contains  the  sudoriferous  and  sehaceous  glands. 
These  rtne  fibers  are  cleaiiy  defined,  lying  nearly  flat 
and  extending  in  every  direction,  cl'i-^dy  intervvovei; 
and  o\-erlapi)ing,  sometimes  e\ en  iliinl)ling  back  inuj 


Fig.    3 — Corium 


the  lower  fibrous  layers.  Fig.  2  shows  a  cross  section 
of  the  grain  portion  of  a  piece  of  lightly  rolled  union 
sole  leather  magnified  to  50  diameters.  The  grain 
surface  is  seen  as  the  dark  portion  at  the  top ;  be- 
neath it  may  be  seen  the  white  fiber  bandies  with  the 
glands  scattered  through  them. 

The  corium,  in  Fig.  3,  is  composed  of  larger 
bundles  of  fine  fibers,  not  so  compactly  interwoven  as 
those  of  the  grain  portion. 

There  api)ears  to  be  no  system  in  which  the  fiber 
bundles  interlace  themselves,  but,  from  his  extensive 
researches  on  this  subject.  Alfred  Seymour-Jones  has 
concluded  that  these  fiber  bundles  are  woven  in  a 
definite  steplike  manner. 


The  fiesh  side  of  the  leather.  Fig.  4,  consists  of 
smaller  bundles  of  fibers  closely  interwoven  and  run- 
ning more  neatly  parallel,  forming  a  region  similar  to 
that  formed  by  the  white  fibers  of  the  grain. 

The  grain  membrane  itself  has  very  little  resistance 
to  wear.  It  deteriorates  ra])idly,  especially  in  dyed 
leathers,  and  peels  off  in  little  Hakes.  Sheepskin  and 
morocco  (goat)  leather  show  this  defect,  although  it 
has  been  noted  to  a  less  extent  in  cow  leather.  The 
surfaces  composed  of  the  smaller  Inmdles  of  fiber, 
although  more  ccjmpactly  woven,  do  not  possess  the 


Fig.  4 — Flesh  Portion 


resistance  of  the  larger,  less  closely  knitted  fi])er 
bundles  of  the  corium. 

I'Tom  the  data  obtained  from  this  series  of  tests 
the  interior  portions  of  the  leather  a])pear  to  have  a 
greater  resistance  to  wear  than  either  the  grain  or  the 
flesh  sides.  There  is  no  specific  stirface  which  ba- 
the greatest  wear  resistance. 


Practical  Hints  for  the  Repair  Man 
From  "The  Shoe  Repair  Shop" 


A  seam  should  not  be  stitched  tightlv  if  it  has  to 
be  rubbed  or  beaten  down,  as  this  expands  the  leather 
and  the  strain  will  break  the  thread  when  the  shoes 
are  worn.  The  stitches  should  be  set  so  as  to  allow 
the  seam  to  give  as  the  leather  expands.  Care  should 
also  be  taken  that  the  seam  is  not  over-rubbed. 

Tn  stretching  shoes  hot  water  will  open  up  the 
l)ores  of  the  leather  and  the  leather  will  remain  as 
stretched,  although  the  stirface  will  l)e  roughened  out. 
A  little  chalk  should  be  rubbed  in  at  the  spot  where 
hot  water  has  been  apolied.  Steaming  or  ai)plying  hot 
water  is  the  correct  idea  where  a  permanent  stretch 
is  wanted. 


Although  a  small  headed  nail  or  tack  may  hold 
very  well  in  a  high  quality  leather,  it  will  work 
through  chea]^  leather  when  the  shoes  is  worn.  A 
slight  riveting  at  the  point  will,  in  most  instances, 
be  found  just  as  satisfactory  as  a  larger  one,  becatise 
the  point  is  turned  and  the  hook-shaped  end  cannot 
work  through  wry  far.  In  high  quality  leather  the 
point  need  not  be  riveted.  This  is  also  true  of  wooden 
pegs,  which  are  out  of  place  in  cheap  stock. 


February. 


FOOTWEAR 


1 N  CANADA 


(57 


Toronto  Association  Plans  Membership 
Campaign 

At  their  meeting  on  the  evening  of  Jan.  27,  the  To- 
ronto Shoe  Repairers'  Association  discussed  plans  for 
a  membership  rally,  which  is  to  be  undertaken 
throughout  the  city.  Mr.  J.  Hendry  is  undertaking  to 
divide  the  city  into  eight  sections  for  the  purposes  of 
this  campaign,  and  the  co-operation  of  all  the  members 
is  desired.  Not  only  have  the  executive  in  mind  the 
enlisting  of  new  men  in  the  ranks  of  the  association, 
but  they  are  even  more  anxious  to  rekindle  the  en- 
thusiasm among  some  of  the  present  members  who 
have  not  been  taking  any  real  interest  in  the  work  of 
the  association.  Their  object  is  to  make  every  mem- 
ber a  live  member  and  a  real  asset  to  the  organization. 
In  this  way  they  hope  to  tide  the  repair  trade  over 
the  difficult  period  which  is  now  affecting  so  many 
other  lines  of  business. 


Annual  Meeting  Hamilton  Shoe  Repairers 

On  the  evening  of  Tuesday,  January  11,  the  Ham- 
ilton Shoemakers'  &  Retailers'  Association  held  their 
annual  election  of  ofificers,  the  following  being  ap- 
pointed for  the  coming  year:  President,  T.  Grayson; 


vice-president,  A.  Charlesworth ;  secretary-treasurer, 
A.  R.  Wilton ;  auditors.  M.  Chapman,  K.  K.  Newton ; 
executive  committee,  F.  H.  Revell,  J.  Thornton,  W. 
Wharrad,  H.  Henderson,  C.  Hunt. 

The  meeting  was  a  good  one  and  started  right  on 
time,  twenty-one  members  being  present. 

Previous  to  the  election  of  officers,  the  following 
motion  was  carried  amid  enthusiastic  applause. 

"That  this  association  desires  to  place  on  record 
its  appreciation  of  the  manner  in  which  our  president, 
Mr.  Henderson,  has  conducted  the  business  and  meet- 
ings of  the  association  during  the  year,  his  fairness  and 
impartiality  being  a  pleasure  to  all  members." 

The  members  present  also  showed  their  apprecia- 
tion of  the  services  of  the  secretary-treasurer,  Mr. 
Wilton,  by  authorizing  an  honorarivim  for  him. 

The  secretarial  report  touched  briefly  upon  events 
during  the  year,  making  particular  reference  to  the 
banquet,  the  picnic  and  the  trip  to  Brantford,  which 
visit  is  to  be  returned  shortly. 

The  report  showed  that  there  was  an  average  at- 
tendance of  fifteen  at  the  twenty-one  meetings  held 
during  the  year;  Twenty-three  members  were  added 
to  the  roll  and  seven  were  dropped.  The  names  on 
the  books  now  number  sixtv-six. 
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Alfred  Lambert,  of  Alfred  Lambert,  Inc.,  Montreal,  was 
recently  elected  president  of  the  Montreal  Chambre  de  Com- 
merce. Mr.  Lambert  has  been  a  member  of  this  Association 
for  a  number  of  years,  and  has  occupied  several  important 
positions.  Last  year  he  acted  as  vice-president  of  the  Cham- 
bre de  Commerce. 

The  boot  and  shoe  factory  of  the  Guenette  Company, 
Montreal,  was  partially  destroyed  by  fire  on  January  7,  1921. 

Mr.  R.  W.  Ashcroft,  Director  of  Publicity.  Ames-Holden- 
McCready  System,  Montreal,  Canada,  has  been  appointed 
assistant  to  the  president  of  that  company,  in  addition  to  his 
other  duties. 

The  Empire  Shoe  &  Slipper  Mfg.  Co.,  Ltd.,  has  been  in- 
corporated, with  head  ofiice  in  Toronto,  capital  $40,000. 

The  destruction  of  McDonald's  Shoe  store,  Sydney,  N.S., 
is  reported.  This  store  was  located  on  Charlotte  St.,  in  the 
Ingraham  Block,  which  was  burned  to  the  ground. 

Letters  Patent  of  incorporation  have  been  issued  to  the 
Scroggins  Shoe  Co.,  Ltd.,  Gait,  Ont.,  capital  $40,000. 

Lawson's  stoe  store,  Regina,  Sask.,  is  reported  to  be 
selling  out. 

The  Goodyear  Tire  &  Rubber  Co..  Akron,  O.,  announces 
a  cut  in  wages  of  its  employees  ranging  from  12^  per  cent, 
for  factory  hands  to  15  and  20  per  cent,  for  clerks  and  super- 
visors. 

The  premises  of  Peter  Braunstein,  shoemaker,  St.  Henry 
&  William  Sts.,  Montreal,  suffered  some  damage  from  smoke 
and  water  in  a  recent  fire. 

The  Morrison  Shoe  Co.,  London,  Ont.,  received  some 
slight  damage  by  fire  recently. 

Rowland  Hill,  one  of  London's  well-known  shoemen,  is 
warming  up  down  in  the  West  Indies.  In  his  absence,  the 
business  is  well  looked  after  by  his  two  very  capable  sons, 
Rowland.  Jr.,  and  Clarence,  along  with  their  efficient  staff. 


Ward  Casselmen,  of  Casselmen  Bros.,  London,  Ont., 
has  been  rolling  the  "stones"  down  at  the  big  St.  Thomas 
bonspiel.  He  says  "some  game,"  but  the  sweeping  is  hard 
on  a  fat  man. 

A  factory-to-consimier  shoe  sale  is  advertised  in  Win- 
nipeg. It  is  to  continue  for  ten  days  at  .32.3  Portage  Ave. 
The  advertisement  states:  "A  large  stock  of  boots  and  shoes 
have  been  brought  in  from  Eastern  shoe  factories  and  placed 
in  our  hands  for  quick  sale." 

T.  D.  Pierce,  Port  Rowan,  Ont.,  has  sold  out  the  stock  of 
his  general  store,  including  boots  and  shoes. 

Chas.  O.  Shaw,  of  Huntsville,  Ont.,  president  of  the 
Anglo-Canadian  Leather  Co.,  was  recently  a  guest  at  the 
Queen's  Hotel,  Toronto. 

Weseloh's,  Kitchener,  Ont.,  moved  into  their  new  store  at 
61  King  St.,  E.,  recently. 

The  new  Cut  Rate  Shoe  Store.  113  Simpson  St.,  Fort 
William.  Ont.,  has  recently  been  opened.  It  is  doing  some 
sensational  advertising  in  local  papers. 

Johnston's  Boot  Shop,  347  Oulette  Ave.,  Windsor,  has 
been  running  a  big  sale  to  liquidate  a  $3.5,0000  stock.  A 
"Sales  Wizard"  is  on  the  job. 

Rannard's,  Winnipeg,  have  been  holding  their  seventh 
annual  clearance  sale  in  their  three  stores. 

St.  Jean  &  Co..  shoe  manufacturers,  Montreal,  were 
burned  out  recently. 

The  stock  of  John  Watson,  shoe  merchant,  at  201 
Notre  Dame  St..  E.,  Montreal,  was  damaged  by  water  re- 
cently. 

The  dry  goods  and  shoe  store  of  K.  S.  Aboud  &  Co., 
Shawinigan  Falls,  Que.,  was  recently  burned  out. 

An  act  of  genuine  charity  is  reported  on  the  part  uf 
J.  Reycraft,  a  Walkerville  shoe  merchant,  who  has  donated 
$60  to  a  destitute  family  in  Ford.  Ont.    The  husband,  wife 
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and  four  cliildren  were  all  fitted  with  footwear  by  Mr.  Rey- 
craff. 

The  Edward  Stark  Shoe  Co.,  (iii:!  Granville  St.,  Vaii- 
cf)nver,  announce  that  they  are  closing  out  their  men's  de- 
|)artnient,  and  will  conduct  an  exclusive  ladie.*;'  shoe  store. 

J.  B.  Stanton,  who  for  many  years  carried  on  a  shoe 
business  in  Newboro,  Ont.,  passed  away  recently  in  that 
town.  The  late  Mr.  Stanton  was  a  rcniarkal)le  man,  for 
thou.tfh  he  had  lieeu  Idind  for  forty  years,  he  was  able  in 
so  around  and  attend  to  his  business  (|uite  efticieutly,  up 
until  two  years  ago,  when,  owing  to  failing  health,  he  was 
forced  to  retire. 

}lugh  C.  Knox,  of  the  jobbing  firm  of  Bignell  &  Knox, 
Montreal,  recently  became  the  father  of  a  bouncing  boy. 

Oscar  Clement,  Enreg.,  tanners  and  curriers,  Quebec, 
have  recently  assigned  to  LaKue,  Trudel  &  J^icher. 

.\lbert  Birker,  Montreal,  has  registered  a  shoe  repair- 
ing business  under  the  name  of  the  l.aurier  Shoe  Hospital. 

The  Globe  Boot  Shop,  Montreal,  has  been  burned  out. 

Conrad  Beyer,  shoemaker,  Kitchener,  Ont.,  passed  away 
some  weeks  ago. 

W.  G.  Hardie.  of  Canadian  Shoes,  Ltd.,  C.  Crnnk,  of 
the  Cronk  Shoe  Co.,  E.  E.  Maclntyre.  of  the  Brandon  Shoe 
Co.,  and  Jas.  D.  Clarke,  of  Clarke  Bros.,  St.  Stephen.  N.  B., 
were  all  in  Ottawa  recently  calling  on  the  trade. 

Mr.  John  Little,  shoe  merchant,  has  been  elected  mayor 
of  the  incorporated  towns  of  Barrie  and  .Mlandale,  Ont. 

Messrs.  Ward  and  Carter  have  recently  purchased  the 
l)nsiness  of  .\rch.  Crnicksliank.  "The  \'eteran  Shoe  Rc- 
I)airer,"  (>'.t2  T,andsdnwne  .\\e..  Toronto,  and  in  addition  to 
the  repairing  end  of  the  business,  are  carrying  a  full  stock 
of  boots  and  shoes.  They  are  also  opening  a  wholesale  and 
retail  department,  for  the  sale  of  leather  leggings. 

Armand  I'.astien's  factory  at  Indian  Lorette.  T'.  Q.,  was 
completely  destroyed  by  fire  on  January  iiOth.  The  factory 
was  a  two  storey  building,  and  usrd  for  the  manufacture  "f 
Indian   moccasins,   fancy   slip]>ers.   snowshoes   and  canoes. 

W.  A.  Kearney,  Maritime  Representative  of  Getty  and 
Scott  was  in  St.  John,  \.  1!.  the  last  week  of  January  show- 
ing some  specialties  for  Easter  trade. 

J(din  Owens  of  the  warehouse  stafT  of  .Ames  Holden 
McCready,  Ltd..  St.  Jrdm  Branch,  died  recently  aged  ir, 
years,  leaving  his  wife,  mother,  two  sisters  and  brother  to 
mourn. 

Shoe  dealers  in  St.  John,  N.  B.,  are  now  running  clear- 
ance sales  of  their  winter  stocks  and  are  meeting  with  good 
success.  They  report  that  Christmas  business  in  1020  was 
the  best  they  have  ever  had. 

Edward  OT)niinell,  shoe  mercliant,  Newcastle.  N.B.,  re- 
cently passed  away. 

Salesmen  are  now  in  the  Maritime  Provinces  showing 
gaiters  and  fe!t  goods  for  fall  l'.)21,  ijrices  being  down  about 
twenty  per  cent.  They  report  buying  of  their  lines  as  be- 
ing very  good,  about  the  same  as  for  last  year,  which  was 
the  best  gaiter  season  they  ever  had. 

Mr.  Seniple  of  the  firin  of  Killam  &  Semple,  shoe  manu- 
facturers' agents  of  Truro,  N.S.,  is  a  member  of  the  "All 
Canada"  curling  team  now  playing  in  Great  Britain.  This 
team  have  won  the  majority  of  their  matches  so  far.  Mr. 
Killam.  his  partner,  last  summer  qualified  for  a  position  on 
the  trapshooting  team  that  was  to  represent  Canada  at  the 
Olympic  games  in  Europe,  but  for  business  reasons  was 
una1)'.e  to  go  with  them. 

R.  J.  Trethewey,  western  Ontario  rejiresentati  ve  for 
the  Blachford  Shoe  Mfg.  Co.,  Toronto,  is  now  on  his  terri- 


tory, and  among  other  lines,  is  showing  the  very  newest  m 
strap  pumps,  both  in  welts  and  turns. 

M.  Hessenaur,  formerly  sale^man  and  window  trimmer 
for  the  J.  I'.  Cook  C(j.,  Ltd..  London,  has  been  appointed 
manager  of  the  shoe  store  recently  opened  on  Richmond 
Street  by  Mr,  Balatto.  We  wish  Mr.  Hessenaur  every 
success  in  his  new  responsibilities. 

\V.  J.  Ashplant,  of  I  Libert  .\shi)lant  &  Sons,  London, 
Out.,  has  just  returned  from  a  trip  throu.gh  the  eastern  shoe 
centres,  also  spending  a  day  in  Toronto,  lie  reixjrts  prices 
quite  stabilized  and  is  iireparing  for  a  big  spring  and  sum- 
mer business. 

L.  J.  Trethewey,  sales  manager  of  the  Brandon  Shoe 
Co.,  of  Brantford,  who  quite  recently  returned  from  a  special 
tri]i  through  the  northwest  provinces,  going  as  far  as  the 
coast,  sfient  a  few  days  in  London,  lining  up  a  few  of  the 
larger  accounts  with  "llrandon"  and  "Monarch"  men's  shoes. 

Mr.  W.  G.  Fallen,  of  Getty  &  Scott,  Ltd.,  recently 
visited  Rochester,  Philadelphia,  New  York  and  Brooklyn, 
spending  two  weeks  on  the  trip,  and  reports  that  trade  con- 
ditions seem  to  be  very  much  improved  in  the  shoe  industry 
in  these  centres. 

A.  I\.  Hewetsnii,  of  J.  W.  llevvetson  Co.,  Ltd.,  I'rampton, 
Out.,  was  among  the  Canadaii  visitors  to  the  Milwaukee 
convention  of  shoe  retailers. 

Albert's  l'>oot  .Shop,  Montreal,  has  discontinued  business. 

Jabez  Stanton,  of  Xewboro,  Out.,  wlio  formerly  oper- 
ated a  shoe  store  in  that  town,  recently  passed  away.  He 
was  a  iiromincnt  figure  in  Leeds  County. 

Tlie  l'"amily  .Shoe  Market,  Winnipeg,  has  commenced 
business. 


TRAVELLER  WANTED — To  sdl  the  clieapest  and  best  silk  oxfoitl 
laces,  also  cotton  laces.  (Jooil  coinniission  paid.  Shoe  traveller  prefer- 
red.     Address    Laces,    Hox   ]!t.'',4,    Montreal.  2 


WANTED:  SALESMEN  calling  ..n  SIKH'.  TK.\I)K  to  carry  a  side 
line,  article  of  cm  i  iilioii.d  merit,  ami  ra^il\  suld.  Sample  convenient 
to  carry.  I.IHKK.M.  (  ( )  .\1  .\1  1  .SS  |(  i  N  .  Wr.lr  .\T  ONCE  to  F.  C. 
I!K.\.\I)T;.  KI'IX'II  KXKR,  O.X  r,.  \<n  tcrntc.ry,  ami  when  \vritinK, 
st.ate    territory    now    covering.  2 

SHOE  SALESMEN  WANTED  at  once  to  handle  the  finest  line  of 
( )verKaitcrs,  liest  values  in  C.m.ida;  also  line  of  shoe  findings  and,  to 
some  extent,  shoes-  mn^t  li.iv(  rilirrncc  ako  fur  these  t?rrit3ries — 
Eastern  and  Northern  (iiilano.  .\  cw  lonndland.  .Maniloha.  New  Bruns- 
wick, Saskatchewan,  .Mlurta,  I'ritisli  ("oluntliia.  ("an.adi.an  .Shoes  Kind- 
ingfs    Novelty    Co.,    U     Trinity    Square,    Toronto,    Ont.  2 


Learn  to  Make  Show  Cards  at  Home 

A  salesman  who  can  make  show  cards  can  always  earn  more  monev 
and  is  sure  of  steady  employment.  Professional  siiow-card  writer  will 
teach  spee<ly  system  to  limited  numher.  For  particulars  write  Albert 
F,d,ifar,  IS  Kilfjar   Huilding.  Windsor,  Ont.  2-.") 


^ffi^   Orthopaedic  Bootmaking 

<f        Special  Shoes 

m  for 

T  i 

Y    Crippled  and  Deformed 

r  J 

y  Feet 

1        S.  J.  FRIEDMAN 

320  Granville  St.,  Vancouver,  B.C. 
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MELTONIAN 


BOOT 
POLISHES 


and 


CREAMS 


Representing 
a  super  standard  of 
excellence 

which  speaks 
through  the  product. 


Robert  D.  Ayling 

23  Scott  Street 
Phone  M.  7613 

TORONTO 

Agent  for  Sole  Manufacturer 
E.  BROWN  &  SON,  LTD.,  LONDON  AND  PARIS 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackerman,  Son  &  Co..  R.  I-""   72 

Aircl  &  Son    18 

Aiiies-ITolden-McCieady    10 

Armstrong,  W.  D   84 

Beckwith  Box  Toe  Co   77 

Bennett  Limited    •'> 

liUnn'n,  f'ierre    H 

Boot  &  Shoe  Workers'  L'nion   ....  8:! 

Boston   Blacking  Co   i4 

Boston    Leather  Stain   Co  •  .'M 

Breitiianpt  Leatlier  Co   21 

Brockton    i\an(l    Co   1C> 

Brown  &  Son,  E   fx) 

Canadian    Shoes    Findings  Novelty 

Co   7<) 

Canadian  Consolidated  Rnhl)er  Co.  3-36 

Connaught  Shoe  Co   72 

Ciiarhonneau  &  De  Guise    G 

Clarke  &  Co.,  A.  R   88 

Cobourg  Felt  Co   ^f) 

Cote,  J.'  A.  &  M   ri5 

Cote  &  Son,  A.  .\   84 

Doty   &  .Scrimgeonr    :;4 

Duclos  &  Payan    7 

Dufresne  &  Locke    8 

Dufton,  Fred  F   73 

Eagle   Shoe   Co   29 

Edwards  &  Edwards    74 

Eureka  Shoe  Co   ::4 


I'ortuna   Machine   Co   76 

F'ranklin   Machine   Co   73 

Freeman,  Louis  G  

Frank  &  Bryce   85 

Franks,  Arthur    81 

F'riedman,  S.  J   68 

Getty  &  Scott    1 

Girouard  Limitee,  La  Maison    72 

Globe  F'urniture  Co   81 

(jlobe  Shoe   Co   77 

Gutta  Percha       Rubber  Mfg.  Co.  ..  32 

Hall   &   Hodges    13 

Hinde  &  Dauch  Paper  Co   84 

Holliday  &  Co.,  L.  B   9 

Holters  Co  26-27 

Humberstone   Shoe    Co   81 

Hydro  City  Shoe  Mfg.  Co   79 

Infants'  F^)otwear  Limited   72 

International  .Supply  Co   ;!0 

Kelly  &  Co.,  Thos.  A   78 

Kenworthy   Bros   87 

King  Brothers  Co   84 

King  Paper  Box  Co   74 

LaDuchesse   .Shoe   Co   72 

Landers  Bros.  Co   78 

Landis  Machine  Co   78 

Lagace  &  Lepinay    8.5 

Lennox  &  ('n..  John    20 


Maranda  &  Desormeau   73 

Metropolitan  Shoe  Co   4 

Miner  Shoe  Co   19 

Ministry    of    Munitions    71 

Montreal    Stencil    Works    76 

Natural   Tread   Slioes    34 

.X'ational  Cash  Register  Co   .HO 

National  Shoe  Retailers'  Assn   23 

New  Castle  Leather  Co   73 

I'anther   Uubber  Co   2 

i'tobin    Bros   33 

Robinson  Co.,  Jas  14-1.5 

Robson    Leather   Co   80 

Koss  &  Shaw    7') 

Rai)aport  &  Co.,   1   12 

Samson   Enr.,  J.   E   81 

Schack  Artificial  Flower  Co   hi 

Scroggins  Shoe  Co   28 

Sisman  Shoe  Co.  T  

.Spaulding  &  Sons  Co.,  J   11 

Standard  Show  Card  Service  Co.  ..  .'.4 

Tctranlt   Shoe   Mfg.  Co   22 

United   Shoe    Machinery   75-82 

United  States  Hotel  . .  ."   73 

Upham,  H.  W   72 

Vale  Shoe  Mfg.  Co   17 


Is  it  economical 


Is  it  the  right  type 


? 
? 


THREE  GUESSES 


Electric  power,  heating,  lighting  and  equip- 
ment problems  are  to  be  found  in  the  shoe  and 
leather  industry. 

Perhaps  your  output  can  be  increased?  You 
are,  perhaps,  losing  electrical  energy  by 
wasteful  types  of  motors?  Are  your  switches 
and  wiring  devices  up-to-date  or  are  you  in 
continual  danger  of  fire? 

We  shall  be  pleased  to  answer  any  questions 
or  help  you  with  any  problems  whenever  you 
care  to  write  us. 


Is  it  the  right  size 


Mo^M,  Electrical  NeM^s  '"Zr 

347  Adelaide  St.  West..  TORONTO 

Please  send  the  "Electrical  News"  to  the  undersigned  until  further  notice, 
for  which  find  enclosed  Two  Dollars,  being  One  Year's  Subscription  in  advance 

Name  

Address  
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The  Disposal  Board 

have 

STOCKS 

lying  in  the  United  Kingdom 

Available  for  Export 
of 

Engineering  Stores 


Clothing^. 
Boots  &  Shoes, 
Medical  Stores. 
Ferrous  and  Non  Ferrous 
Metals. 

Chemicals  and  Explosives. 
River  and  Canal  Craft. 
Motor  Launches  and 
Steamers. 

Miscellaneous  Stores. 
Etc.,  Etc. 


Factory  Stores. 
Building  Material. 
Furniture. 

Domestic  Equipment. 
Machinery. 
Pov^er  Plant. 
Steam  Plant. 
Electrical  Plant. 
Railway  Material. 
Dock  Material. 
Textile  Goods. 


Buyers  should  instruct  their  representatives  in  the  United 
Kingdom  to  communicate  with  the  Secretary,  Disposal  Board,  Min- 
istry of  Munitions,  Caxton  House,  Tothill  Street,  London,  S.W.I. 
Cable  Address,  Dispexport,  Munorgize,  London. 


I 


P 

f 


I 
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Ffhruarv,  I'rZ] 


Connaught  Shoe  Company 


510  Danforth  Ave. 

Wholesale  and  Retail 

Heavy,  Medium 
and  Light 
Goodyear 
Welts 

Always  in  Stock 


Toronto,  Ont. 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  promiiiently  known  for 
its  superior  workmanship,  first  grade  malerials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERORO,  Oat.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


Infoot  Brand— British  Make 

SK  858 
SILK  (PLAIN) 

Pink,  White 
or  Blue 

SOFT  SOLES 
$10.90  Per.  Doz. 

INFANTS^  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


H.  W.  UPHAM 

Now  at 

MONCTON,  N.  B. 

With  our  larger  and  better  quarters 
at  Moncton  we  have  greatly  im- 
proved facilities  to  give  the  trade 
the  best  possible  service  in  all  kinds  of 

SHOE  AND  HARNESS  REPAIRER'S 
SUPPLIES 

Prompt  Deliveries  Fair  Prices 


Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


(jet  in  lunch  willi 
yoiu"  jobber  early  and 
let  him  show  you  the 
splendid  "I.a  Duchesse" 
models  he  has  wait- 
ing for  yon.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  tinusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co, 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 

WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Go.)      ST.  HYACINTHE,  QUE. 
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The  United  States  Hotel, 

BOSTON,  MASS.,  U.  S.  A. 


Beach,  Kingston 
and   Lincoln  Streets 


Only  two  blocks  from  the  South  Terminal  Station  in  the  centre  of  the  Shoe  and  Leather 
District  and  within  easy  walking  di^ance  of  the  shopping  di^trid,  theatres,  etc. 
Good,  comfortable  rooms,  unexcelled  cuisine,  and  reasonable  rates. 
European  plan,  $2  a  day  and  up.     Send  for  circulars. 


TILLY  HAYNES,  Proprietor 


JAS.  G.  mCKEY,  Manager 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.L 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        ^  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  Well  known  lines  always  on  hand. 
Call  and  inspect  them. 


Judge  It  by  Its  Users  ' 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co« 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  West,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 

Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:     LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Cases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


H  ead  Office  a  nd  Sale  Rooms 


Tanr 


27  Front  E,  Toronto       Woodbridge,  Ont, 

Quebec  and  Maritime  Provincet 

JOHN  mcim\WLio\i),r^ii';c%'dt 


Number  7 


BOX  TOE  GUM 


This  Makes  a  Hard,  Strong,  Slightly  Flexible 
Box,  the  Gum  Being  Very  Smooth  Spreads 
Nicely  and  Evenly,  Making  a  Smooth,  and 
Even  Toe  Which  Conforms  Perfectly  to  the 

Shape  of  the  Last. 

Manufactured  by: 

Boston  Blacking  Company 

152  McGill  Streety  MONTREAL,  Canada 
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22-Foot  Goodyear  Shoe  Repair  Outfit,  Model  N. 

Now  is  the  Time 

to  order  a 

GOODYEAR 

SHOE    REPAIR  OUTFIT 

and  be  prepared  for  the  rush  of  shoe  repairing  in  the 
Spring.  All  our  outfits  suppHed  on  easy  terms.  Differ- 
ent sizes  to  suit  all  requirements.    Do  not  delay,  send  in 

your  enquiry  today. 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


7(< 
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Indian  Moccasins,  Chrome  Moccasins,  Shoe  Packs,  Fancy 

Indian  SHppers,  Showshoes 

We  are  the  Exclusive  Agents  for 
ARMAND  BASTIEN,       BASTIEN  BROS.,  Indian  Lorette,  P.Q. 

The  Home  of  the  Indian  Tanned  Goods 

ROSS  &  SHAW 

Successors  to  Chas.  F.  Ross 

32  Front  St.  W.        -  Toronto 


^OTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Anki.b 

SUPPOBTEKS,  WeLTINO,  ARCH  SUPPORTERS 
Sole  Affents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  successfully  introduce  your  lines  and  maintain 
a    satisfactory    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

Tlie  General  Merchants  are  Dtpartmental  Stores — in  miniature — 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  boots  and  shoes 
— theie  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  tliis 
trade,  because  tlie  General  Merchant  is  not  an  exclusive  shoe  dealer 


m40¥/iinr/  riHANUAL.awuuaAi  n. 
Over  33  years  in  its  field 

"CANADA'S    GREA  TEST   TRA  DE    PA  PER. ' ' 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Picific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results."— "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-223  McGill  St.  Montreal 


Tel.  Main  1434  &  6616 


February,  10:n 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agent* 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


THE  Wfff 

the  Child's  Foot  is  grbwing 

OBE  PILLOW  WELT 

The  Result  op  30  Years  Experiemce 


piiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

I  I  THE  GENUINE  1  | 

I  VULCO  -  UNIT  I 


BOX 


Apparatua,  Proceas  and 


TOE 


Products  Patented 


To  Preserve  the  Style  of  the  Toe  is  to 
Retain  the  Beauty  of  the  Whole  Shoe. 

This  is  why  the  leading  shoe  manufacturers 
everywhere  use  the  VULCO-UNIT  BOX  TOE. 
Because  of  its  waterproof  and  perspiration-proof 
qualities  it  is  the  most  durable  box  toe  known. 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

I  SHERBROOKE,  QUEBEC  
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Fohninry.  lOfil 


All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  Jiia- 
terial  and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


n  our  West  Lynn  Factory  during  310  working 
(lays,  tlie  average  daily  output  has  been  800  dozen 
linished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
Tliis  reijresents  00,000  feet  of  leather  turned  out  each 
day,  or  18,000,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  peoi)le  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  N.zsoist.,  St.  Louis,  U.S.A. 


February,  1921 
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Prices  For  Year  1921  All  Reduced 

We  have  taken  stock  and  have  secured  quotations  for  this  season's  requirements. 

(1921  prices  now  in  effect.) 

We  say! 

"RIGHT  FORM"  OVERGAITERS 

are  as  cheap  as  any  competition  in  price,  but  the  Quality  and  Fit  make 
them  100%  Better  Value.  Quotations  or  Samples  Gladly  Supplied. 

Originators— Wide  Calf  GAITERS,  Wide  Ankle,  Shuform,  Underslung  Patterns,  Etc, 

HONEST  TO  GOODNESS- If  you  are  a  Retailer  let  us  show  you  our  Samples  and 
Quotations.  You  do  not  have  to  buy  — but  we  know  you  will  after  seeing  our 
Merchandise  and  Prices.    Compare  our  Values. 

HOLD  YOUR  ORDER  TILL  YOU  SEE  OUR  SAMPLES. 


NEW  QUOTATIONS  ON  ALL  SHOES,  FINDINGS,  SHOE  LACES,  INSOLES,  OVER-GAITERS, 
POLISHES,  SHOE  STORE  SUPPLIES,  ETC.,  NOW  IN  EFFECT. 

CHILDREN'S  SHOES  4-7V^  AND  SOFT  SOLES  SPECIALLY  PRICED. 


CANADIAN-SHOES-FINDINGS-NOVELTY  CO. 

2  TRINITY  SQUARE  Adel.  usi  -  Adel.  4i9i  TORONTO,  CANADA 


Long  Wearing  Shoes 

Make  "Long  Wearing"  Customers 


Conditions  as  they  are  at  present, 
are  not  altogether  unfavorable  for 
the  dealer  who  stocks  a  recognized 
staple  shoe. 

The  public  really  demand  value  for  their  money,  and 
Hydro  City  Shoes  at  the  new  prices  will  bring  a  response 
most  gratifying  wherever  they  are  shown.  If  your 
trade  is  sluggish,  here  is  your  stimulant — the  Hydro 
City  Shoe. 

HYDRO  CITY  SHOE  MFRS. 

KITCHENER  Limited  ONTARIO 
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TANNERS  AND  CURRIERS 


Tan  Chrome  Sides  Chrome  Patent  Sides 

Mahogany  Chrome  Sides  Dull  Chrome  Sides 

Royal  Purple  Chrome  Sides  Bright  Boarded  Sides 

Elks,  various  colors  Retan  Storm  Leather 

White  Buck  Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


Subscribers^  Information  Form 

Many  letters  reach  us  from  subscribers  enquiring  where  certain  goods  can  be 
obtained.  We  can  usually  supply  the  information.  We  want  to  be  of  service  to 
our  subscribers  in  this  way,  and  we  desire  to  encourage  requests  for  such  informa- 
tion.   Make  use  of  this  form  for  the  purpose. 

Date  ;  19 

'FOOTWEAR  IN  CANADA" 

345  Adelaide  St.,  West.  Toronto 

Please  tell  us  where  we  can  secure  (give  description  as  fully  as  possible)   


Name  . 
Address 

«  - 


February,  1931 
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Globe  Furniture  Co. 


(Limited) 


Waterloo,  Ont. 


Send  for  Catalogue  and  Prices 

GLOBE  INTERLOCKING  SHOE 
STORE  CHAIRS 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
wforkmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Tfie  Greatest 


fi  of  tfie  D< 


jijlll      insist  on  wearing  Arth. 
/.  ,       ur  Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the    same    amount  of 
comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Nijinsky,  Novikoff, 
Volinini,  Adolph  Bolm,  etc. 


Arthur  FranAi^ii 

3  Cotton  Street,  Australian  Avenue, 
London,  E.G.  1,  England. 


/ 


HUMBERSTONE 

NON-RIP  SANDALS 


Made  of  solid 
leather  in 
Patent 
and  Tan 


It  won't  be  many  weeks  before  this  popular 
children's  footwear  will  again  be  in  strong  de- 
mand and  the  merchant  who  is  ready  to  meet  it 
will  reap  generous  profits. 

Get  in  touch  with  your  jobber  now  for  particu- 
lars. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 
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Cork  Insoles 


An  Insole  That  Will  Appeal  to 
the  Buying  Public 


Cork  Insoles  are  a  line  of  Insoles 
which  have  never  been  offered  on  the 
Canadian  market,  filled  with  genuine 
sheet  cork  and  covered  with  hair  or 
flannel  in  the  warm,  soft  colorings  that 
people  take  delight  in. 

Some  are  covered  with  hair,  others  are 
covered  on  one  or  both  sides  with  extra 
quality  flannel.  Most  styles  are  bound 
at  the  edges  with  harmonizing  tape  — 
the  rest  are  bound  with  a  strong,  ser- 
viceable, overlock  stitch. 


A  HIGH -CLASS,    BRITISH  -  MADE 
PRODUCT 


Send  for  Samples  and  Prices  To  -  day. 

United  Shoe  Machinery  Company 
of  Canada  Limited 
MONTREAL 

TORONTO  KITCHENER 

QUEBEC 
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Mr.  Retailer,  why  not  handle 
Union  Made  Shoes  and  have  a 
Strong  Selling  Point  ? 

Customers  are  not  over-plenty  these  days.  Then  why  not  take  advantage  of 
our  Nation-Wide  Advertising  Campaign  now  going  on,  wherein  our  Repre- 
sentatives are  advising  Labor  Union  Members  to  Buy  Union-Made  Shoes? 
Thousands  of  working  people  are  being  talked  to  each  week,  with  the  Buy- 
ing of  Union-Made  Shoes  as  the  Chief  Argument.  We  did  not  Profiteer  in 
Wages  during  the  war  period.  We  did  not  secure  advances  in  wages  within 
50  or  60  per  cent,  of  the  advanced  cost  of  living,  and  asked  only  for  wage 
lists  that  would  hold  after  the  war  period,  when  nearly  normal  conditions 
prevailed.  We  played  Fair,  kept  the  factories  running,  and  did  not  hold  up 
producers  with  unfair  wage  demands. 

Our  Representatives  are  now  engaged  in  an  organized  campaign  to  bring 
this  home  to  all  members  of  organized  labor  bodies — with  an  emphatic, 
urgent  call  upon  them  to  buy  only  shoes  bearing  our  stamp.  Therefore,  Mr. 
Shoe  Retailer,  if  you  want  the  Business  order  shoes  bearing  the  Union 
Stamp. 

Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  -  BOSTON,  MASS. 

COLLIS  LOVELY  Gen  1  Pres  t.  CHAS.  L.  BAINE,  Gen  1  Sec  y-Treas. 


F  O  O  T  W  E  A  l  -l    I  N  CANADA 
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THE 


Established  1863 


KING  BROTHERS  CO.,  LIMITED 

WHITBY,  ONTARIO 

Manufacturers  of 

Chrome,  Combination  and 
Bark  Tanned 
Side  Upper  Leathers 

Ooze,  Flexible  and  Wax  Splits  for  Home  and 
Export  Trade 


IVhen  You  Think  of  Plush  for  Your  Displa\) 
Window 

Think  of  Schack 

A  full  line  of  the  most  bciutiful  colors  for  Shoe 
Displays  always  on  hand.  Highest  grade  Plush, 
only  $2,7.")  per  yarfl;  extra  fast  colors. 

Make  Your  Spring  Displays  Attractive 
Write  for  our  new  catalog- :    "  The  Secret 
of  Successful  Window  Displays  " 

Ihousands  of  Merchants  attending  the  N.  S.  R.  A. 
Convention  have  seen  our  Exhibit  of  Window  and 
Interior  Decorations,  and  Silk  Plush.  Most  of  them 
registered  at  our  Booth  for  our  New  Catalog  of 
pages  containing  hundreds  of  illustrations  in  colors. 
.\  few  more  hundred  copies  are  available.  Write  for 
your  copy  today.    It  is  free. 

Our  Creative  Department  will  give  you  suggestions 
on  how  to  trim  your  windows  at  .")0  per  cent,  to  70 
per  cent,  saving,  without  obligation  on  your  part 
.Send  dimensions  of  windows. 

Write  for  Our  Catalog 
It  is  Free 

The  Schack  Artificial  Flower  Co. 

1739  Milwaukee  Ave.       CHICAGO,  ILL. 

ESTABLISHED  24  YEARS 


V.D.t\RM  STRONG 


ENGRAVERoF  FINE  STEEL  STAMPS &DIES  I 
230,c,-^\NES;jMONTREAL.VHo/y-.  675 

CR^^^C^^gP)    Q  QUE.  0  WA\N 

MY  STAMPS  ARE'UPTO  DATE"  IN  DESIGN 
*  &  ADD  AN  ARTISTIC  FINISH  TO  VOUR  SHOES* 
•  WHICH  WILL  INCREASE  YOUR  SALES  ■ 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  —  rhcy  save  time  in  packing. 

5.  — Tliey  save  storage  space. 

G. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


STANDARD 
SCREWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH  S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  & 

LIMITED 


McKAY 
SEW  ED 
SHOES 


Jtanufacture    lines  of  Staple  McKay  .  Shoes 
ing  Shoes,  out  of  best  Chrome  Tanned  Side  Leathers 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 

Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 


on  Foot  Fitting  I-asts,  at  reasonable  prices.  Standard  Screwed  Soles, 


Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR 


Stitch  Aloft, 
YOU. 


Natural 


Fehrnai-y,  1931 
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Sound  Merchandise 

at  rock  bottom  prices 


No.  46 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 


There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


Poor  Thread  will  Spoil  the  Best  Shoe 


Think  of  a  really  fine  shoe  ruined 
simply  because  the  THREAD 
wouldn't  hold.  Isn't  it  worth 
while  to  make  sure  that  only  the 
best  is  used  in  your  footwear? 


Then  specify  BARBOUR'S  LIN- 
EN THREAD.  The  difference  in 
the  actual  cost  is  incomparable 
with  the  inestimable  difference 
in  quality. 


Write  our  nearest  branch 


FRANK  &  BRYCE,  LIMITED 

Toronto  Montreal!  Quebec 


so 
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The  history  of  the  day's  business 


Every  time  a  sale  is  recorded  on  an  up-to-date  National 
Cash  Register,  a  complete  record  of  the  sale  is  printed 
on  a  strip  of  paper  inside  of  the  register. 

This  strip  of  paper  is  called  the  detail-strip. 

It  shows  how  much  business  is  done  during  certain  hours, 
or  during  the  merchant's  absence. 

It  cannot  be  removed  or  changed  without  the  merchant's 
knowledge. 

It  prevents  the  cash  drawer  being  opened  without  a  per- 
manent record  being  made. 

At  the  end  of  the  day,  the  merchant  takes  the  detail- 
strip  out  of  the  register  and  files  it  away. 

It  gives  him  a  permanent,  unchangeable  history  of  each 
day's  business. 

The  detail-strip  is  only  one  of  the  many  features  which 
make  up-to-date  National  Cash  Registers  a  business 
necessity. 


RB*-2.50 
SARc12.00 
RE* -0.75 
RA*-1.25 
SE  Ch-7.45 
RD*-0.33 
RD*-4.25 


RA  Pd-0.50 
RD^-0.89 
RB*-0.15 
RE  ★ -5.3 5 


SA  Ch-4.50 
-DMS-0.00 
RB*-2.23 
SD  Gh-3.75 
RA*-4.08 
RE*-0.75 
RD*-1.00 
SE  Ch-1.25 
RB*-5.75 
RD  ★-0.47 
RA*-1.25 


0001 
0002 
0003 
-0004 
•0005 
-0  006 
►0007 


0008 
0009 
0010 
0011 


-0012 
-0013 
-0014 
-0015 
-0016 
-0017 
-0018 
-0019 
-0020 
-002  1 
•  0022 


This  is  a  section  of  the 
detail-strip.  For  each 
transaction  it  shows  (1) 
whether  a  receipt  or  slip 
was  issued,  (2)  the  initial 
of  the  clerk,  (3)  the  kind 
of  transaction,  (4)  the 
amount,  and  (5)  the 
number. 

Let  our  representative 
show  you  how  it  will  help 
you  make  more  money. 


We  make  cash  re^istets  for  every  line  of  business 

NATI  ON  AL 

CASH  REGISTER  CO. 

OF   CANADA  LIMITED 
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CNDEi 


Canada 


"Prosperity 
Ahead" 


jZENDEX  is  the  logical  re- 
-'-^  quisite  for  the  more  up-to- 
date  manufacturer  of  shoes.  If 
you  have  never  used  it,  you 
cannot  know  why.  We  can  tell 
you  that  it  will  not  crack,  swell 
or  shrink.  We  can  claim  ab- 
solute fastness  of  color,  flex- 
ibility, and  ease  in  working. 
We  can  show  you  that  it  is  a 
non-conductor  and  a  comfort- 
giving  feature  of  the  shoe — 
all  these  things  are  true  but 
makers  say  you  cannot  appreci- 
ate Kendex  till  you  have  tried 
it. 


HEEL  PADS         TONGUE  LINING  PIECE  FELTS 

Kenworthy  Bros,  of  Canada  Limited 

St.  Johns,  Que. 

Represented  by— Horace  d'Artois,  224  Lemoine  St.,  Montreal,  Que. 


KENDEX 

/or 

1921 
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The  Plant 


611-617  Eastern  Avenue,  Toronto. 


and 
the 
Product 


To  see  the  one  is  to  understand  why  the  other 
is  so  good. 

THE  PLANT — large  and  finely  eqviipped  in 
every  way,  where  tanners  of  many  years  ex- 
perience produce — 

THE  PRODUCT— the  best  known  and  most 
widely  used  i)atent  in  the  Empire. 


A.  R.  CLARKE  &  CO. 

MONTREAL     TORONTO  QUEBEC 


The  Largest  Producers  of  Patent  Leather  in  the  British  Empire 


Vol.  XI.— No.  3 


Toronto,  March,  1921 


FOUNDATIONS 


— the  most  important  part  in  the  building 
of  any  structure,  be  it  a  shoe  or  a  pyra- 
mid. If  the  foundation  is  inadequate  the 
structure  collapses. 

"A  chain  is  as  strong  as  its  weakest  link" 
and  a  shoe  is  only  as  serviceable  as  the 
Counter  you  build  into  it. 

Bennett  Counters  are  the  strongest  link 
between  materials  and  good  workman- 
ship in  the  best  shoes  on  the  market  to- 
day. 


BENNETT  LIMITED 
MAKERS  OF  SHOE  SUPPLIES 

CHAMBLY  CANTON,  QUE. 

Made    in    Canada    by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 
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Superior  to  Leather  in 
Wear  and  Comfort  :: 

"Sure-Step" 
RUBBER 
HEELS 


They  are  favorites  all  the  year  around  with 
people  in  all  "walks  of  life." 

PANTHER 

COMPOSITION  SOLES 


Wearers  are  lavish  in  their  praises  for 
"Panther"  composition  Soles.  They  are  equal- 
ly as  good  on  rough  country  roads  as  on  city 
pavements. 

Panther  Soles  give  youthful  springiness  to 
the  tread  of  the  middle-aged,  never  get  slip- 
pery, and  never  squeak. 

A  profitable  line  for  the  dealer. 


Panther  Rubber  Company 

Limited 

SHERBROOKE  -  QUEBEC 


March,  19:} 
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RUBBERS 

Better  Than  Ever 

• 

Dominion  Rubber  System  Rubbers  are 
Kpffpy  fViQri  pvPT — bpffpy*  in  Tnflt,PT*i?ils 

K^VI^ULiV^X       U11C4/1X          V                                             111     lllCt        J-  ICt/lt^ 

and  workmanship,  and  therefore  better 
values  for  the  money. 

IVTarnifaotiTTiriQ'  ponditions  arp  o'pt- 

C4j  1 1          Ct\^  V  LIX  11 1^    V^Vy  1 1  Vi  1  Ulw  1 1 0   CKl.\^  ^\^\J 

ting-  back  to  normal;  raw  materials 
are  easier  to  obtain;  constant  sup- 
plies seem  assured;  and  deliveries 
can  be  made  when  wanted. 

These  are  facts  worthy  of  the  consider- 
ation of  every  shoe  dealer  placing*  or- 
ders for  rubbers. 

Full  information  and  prompt  service 
may  be  obtained  from  your  nearest  Do- 
minion Rubber  System  Service  Branch. 

A  Dominion  Rubber  System  Service 
Salesman  will  call  on  you  soon  with  the 
1921  samples,  wait  and  see  them. 

Dominion  Rubber  System  Service  Branches 

Are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
London,  Kitchener,   North  Bay,  Fort  William,  Winnipeg,   Brandon,  Regina, 
Saskatoon,  Edmonton,  Calgary,   Lethbridge,  Vancouver  and  Victoria. 
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MONTREAL  P.  Q. 
February  zznd  1921, 

Oniveraal  Shoe  Uacainery  of  Cajiada  Limited 

128  Queen  Street.  MONTREAL  Po  Q,  

Attention  Vf.  A.  Coles  Esq.,  Manager, 
Gentlemen 

We,  the  undersigned,  representative  shoe- repairmen  of 
tlie  City  and  District  of  Montreal,  have  personally  inspected,  ej^aained 
and  operated  your  "New  Model  UNIVERSAL  curved  needle  and  awl  stitching 
machine"*  Said  tests  being  carried  out  under  actual  v/orlting  conditions 
on  both  new  and  repair  v/ork. 

We  declare  that  the  above  raentioned  machine  operated 
entirely  to  our  satisfaction  and  that  it  proves  wore  satisfactory  than 
recoiamended  by  you. 

It's  appearance  is  artistic,  it's  workjiianship  appears 
to  be  of  the  very  best  and  it*s  gonoral  construction  appears  to  be 
first  class  in  every  detail,  and  we  heartily  recommend  this  machine. 


Addrest 
."vf.  Address 


,  Address, 


5. .  .^f^^^f"^^^^^  . 


3  o       A;^^  ^r^V^^^^^^ 
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MADE  IN 


No  Royalty 

We    TEACH  customers 
how  to  operate  it,  and  give 
SERVICE  that  will 
SATISFY  and  please 
them. 

Spare  parts  carried 
in  every  large  city. 


-UNIVERSAL- 

"Best  in  the  Long 
Run" 


CANADA 


No  Duty 
or 

Exchange 
Rates 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
Dominion.  Write  us 
for  particulars. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 
Montreal 
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Get  a  Strong  Hold  on  Your 
Juvenile  Trade 

You  can— by  handling  footwear  of  the  C.  &  D.  Standard.  Here  is 
the  brand  that  has  proven  itself  capable  of  building  up  and  holding 
a  steady  profitable  trade  for  the  merchant. 

The  reason  is  that  they  please  both  the  parent  and  the  child.  In 
this  way,  the  parent  who  looks  for  neatness,  good  workmanship  and 
generous  wear,  and  the  child  who  wants  something  "like  big  brother 
or  big  sister  wears  "  both  find  them  just  to  their  liking. 

Get  in  touch  with  us  today  for  samples  and  full  particulars. 

Boys%   Youths%  Little  Gents'',  Growing  Girls'',  Misses%  Children's 
and  Infants'  McKays,  S.  S.  and  Hand  W^elts. 

CHARBONNEAU  &  DEGUISE 

636  CRAIG  ST.  EAST  MONTREAL,  P.Q. 


March,  19:21 


FOOTWEAR   IN  CANADA 


7 


'^Canadian-made  Counters  for  Canadian-made  Shoes'' 


BEFORE  being-  fashioned  into  counters,  the 
fibre  is  put  through  the  special  D.  &  P.  pro- 
cess. This  ensures  such  a  toughness  that 
the  counter  will  outlast  the  shoe — we  guarantee  it. 
Yet  do  not  imagine  D.  &  P.  counters  uncomfort- 
able. On  the  contrary,  they  are  pliant  and  yield- 
ing, quickly  conforming  to  the  shape  of  the  wear- 
er's foot.    Why  not  let  us  send  you  samples? 

We  also  maufacture  solid  leather,  Union  and 
leatherboard  counters,  leather  and  leather-board 
inner-soling.  Our  capacity  of  75,000  pairs  of 
counters  per  day  means  prompt  delivery. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  City 

fannerjTand  Factory  :       ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 


8 


FOOTWEAR   IN  CANADA 


Marcli,  1021 


After  Easter — it^s  up  to  you  to 
keep  them  coming! 

pEOPLE  are  now  buying  more 
^  plentifully.  The  much  talked 
about ''buyers'  strike^'  is  dying  a 
welcome  death,  Easter — the  time  of 
new  frocks,  new  hats  and  new  foot- 
wear is  once  more  bringing  people 
into  the  shops. 

After  Easter — replenish  your  supply 
— arrange  attractive  window  dis- 
plays in  keeping  with  Spring,  and 
change  them  frequently.  This  is 
just  the  time  of  the  year  when  some- 
thing new  and  refreshing  finds  its 
strongest  appeal. 

To  the  merchant  who  steps  out  bold- 
ly and  confidently  will  come  much 
of  the  "  after  Easter  business.  It's 
up  to  you  ! 


Dufresne  &  Locke,  Limited 

Montreal,  P.Q. 


March,  1921 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestufifs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.? 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G.  NEW  P^HOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN"  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Slock.      New  Products  will  be  Added  from  Tin^e  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


Marrb,  lOf^l 
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The  Big  Three 
in  Canadian  Shoedom 


Touches 

new 

peaks 

season 

after 

season. 

The 

reason 

is 

all 

in 

the 

shoes 

themselves. 


Daoust^  Lalonde  &  Co.,  Limited 

MONTREAL,  QUE. 
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Columbus 


SAMPLES 

For  Fall  1921 

^  Before  placing  your  orders  for  Fall 
— see  our  samples. 

^  Our  travellers  are  now  on  the  road 
with  the  full  Columbus  rubber  line. 

^  Columbus  Rubbers  are  gaining  in 
popularity — evidence  of  their  depend- 
able quality  and  the  satisfaction  they 
give  the  wearer. 

^  Our  branches  and  agents,  ever  at  your  service, 
can  meet  your  requirements  for  sorting  orders 
at  all  times. 

The  Columbus  Rubber 


Company  of  Montreal 

LIMITED 


Rubbers 


March,  1921 
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No.  225 — (Medium)  Russia  Calf,  Mara- 
thon Strap,  Welt,  lyi  in.  Military  Heel, 
92  last. 

AA—iV^  to  75/2       ^  _   .       ^-  „^ 

A  —4    to  TA      Price  $5.75  Net 

B,  C  &  D  3  to  7'^  j*"^'^  'fO.IJ  MCI, 

Ready  for  shipment  March  20th. 


No.   227 — Brown   Side,   Trixie   Strap,  Eng 
Welt,  IVx  in.  Military  Heel,  93  last. 
AA—^Vz  to  8  i 

lriD*Vto8   [Price  $4.50  Net. 

Ready  for  shipment  March  12th. 


No.     226 — Brown     Kid,     Princess  Strap, 
Welt,  134  in.  Cuban  Heel,  90  last. 
A  A — 4 to  8  \ 

B      3^:  1 8     Price  $6.00  Net. 

C  — 3      to  8  J 

Ready  for  shipment  March  12th. 


No.    228 — Brown    Kid,    Brown    Suede  in- 
sert,    Marcelle     Strap,     Imitation  Turn, 
Baby  Louis  Heel,  88  last. 
AA— 4;^  to  tVz        \^  .K_  - 

l,FlD%'trV/2jP"ce  $5.75  Net. 

Ready  for  shipment  March  12th. 


Four  New  Styles  for  Spring 

Ready  to  Ship  March  Tenth 

^  The  four  new  styles  shown  here  are  the  latest 
creations  of  our  designers  and  are  confined  ex- 
clusively to  the  ''HOLTERSHOES"  line. 

^  They  are  presented  in  the  popular  shades  of  the 
brown  family  in  both  calf  and  kid. 

^  The  individuality  as  to  style  coupled  with  our 
well  known  standard  of  Quality  Footwear  prac- 
tically assures  a  ready  sale. 

^  The  popular  prices  at  which  they  can  be  retailed 
(with  a  handsome  profit  to  you)  will  stimulate 
buying  at  once. 

q  Send  in  your  order  for  a  line  of  sizes  on  any  one 
or  all  of  these  styles.  As  soon  as  you  receive 
them  display  them  in  your  windows. 

^  Shipments  will  be  made  promptly  on  and  after 
March  10th.  Add  ten  cents  a  pair  to  prices  quot- 
ed for  less  than  six  pair  of  a  style. 


THE  HOLTERS  COMPANY 

CINCINNATI,  OHIO 
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Business  is  Righting 

Slowly  but  Surely 


A  changed  attitude  has  come  over 
the  footwear  trade  in  the  past  month 
or  so. 

There  is  a  rapidly  growing  appre- 
ciation of  the  needs  of  the  coming 
season,  and  in  this  we  can  find 
reason  for  optimism. 

People  are   recovering  confidence 
m  prices  and  values. 

Shoes  that  embody  style  and  quality 
of  material,  and  selling  at  reason- 
able prices  will  meet  the  situation 
this  Spring. 

Such   shoes  are    obtainable  from 
Robinson. 

James    Robinson  Company 

LlMITEr3 

184  McGILL  STREET  -  MONTREAL 


March,  1931 
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To  Buy  Now 


is  to  Save 


Have  you  postponed  buying  shoes 
because  you  have  some  on  hand  ? 
— stock  you  bought  at  high  prices 
and  are  obhged  to  sell  at  low? 

How  much  longer  are  you  going  to 
let  every  sale  mean  a  loss  ? 

Average  your  costs  —  that's  the 
solution. 

''Robinson"  prices  to-day  are  based 
on  replacement  values,  not  on  cost 
price. 

Average  in  Robinson  Shoes  and 
stop  the  leak. 


James   Robinson  Company 

LIMITED 

184  McGILL  STREET  -  MONTREAL 
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Partridge 
Rubbers 

The  Product  of 

Canadian  Industry 

Order  Tennis 
Now 

The  Rubber  Season  now  on 
should  remind  the  careful 
buyer  of  next  season's  needs. 
Partridge  Rubbers  will  give 
you  the  assortment  and  the 
quality  you  will  appreciate. 
See  our  full  range  for  Fall 

That  popular  Partridge  Ten- 
nis line  is  now  ready  for  im- 
mediate delivery.  Order  now  • 
to  ensure  best  service. 

THE 

The  Northern  Rubber  Co. 

Limited 


GUELPH,  ONT. 


March,  1921 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN  ^ 

QUEBEC,  60  Colomb  St.  MONTREAL,  59  St.  Peter  St. 


The  Regular  Flow  of  Business 

It  is  the  good  honest-to-gosh  shoe  that  stands  the  grind 
seven  days  in  the  week,  for  twelve  months  in  the  year— 
the  shoe  that  is  responsible  for  your  regular  flow  of  busi- 
ness—the Sisman 

*'Best  Everyday  Shoe" 

Good  leather,  gobd  workmanship,  and 
smart  appearance  are  embodied  in  this, 
the  best  staple  shoe  in  Canada. 

The  people  will  pay  a  certain  price  for 
shoes — sell  them  good  shoes  at  the  price 
they  want  to  pay. 

SEE  YOUR  JOBBER. 

THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 


March.  1921 
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RUBBERS 

Made  for  us  by  DOMINION  RUBBER  SYSTEM 

The  Personification  of  Style,  Quality  &  Value 


A  Perfect  Fit  for  Every  Shoe 


DISTRIBUTORS 


JOHN  LENNOX  &  CO. 

The  Felt  Slipper  House  of  Canada 
HAMILTON         -         -  ONTARIO 


March,  3  931 
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J.  A.  McLaren  c 


OMPANY 
LIMITED 


BOOTS,  SHOES  AND  RUBBERS- 


Make  Your  Rubber  Trade 
Bring  Big  Returns 


KANT  KRAC 
DAINTY  MODE 
BULL  DOG 


Don't  trust  to  chance  on  your  rubber  sales.  It's 
worth  thought  when  it's  a  question  of  making  money. 
Public  preference  is  the  surest  and  safest  guide  when 
you  decide  on  your  stock.  On  rubbers,  just  as  in  other 
lines,  the  public  want  the  guarantee  of  wear  that  only 
the  known  and  tried  brands  can  give  them.  With 
quality  of  make  and  material  assured  and  a  wide  var- 
iety of  styles  to  suit  every  requirement,  you  can  make 
your  rubber  business  a  big  factor  in  your  annual  turn- 


INDEPENDENT 
RUBBERS 


have  always  captured  a  large 
share  of  the  business  and  every 
year  sees  more  "Independents" 
worn.  When  this  is  the  case,  you 
can  be  sure  there  are  good  reas- 
ons for  it.  The  good  reasons  in 
this  instance  are  the  sightly  look, 
the  perfect  fit  and  the  wear  that 
wins  out  in  the  home  stretch. 

With  the  Independent  brands 
on  your  shelves,  you  can  meet 
all  comers  with  "just  the  thing" 
that  never  misses  a  sale,  or  fails 
to  give  satisfaction. 


VERIBEST 
ROYAL 
DREADNOUGHT 


Keep  these  facts  in  mind,  and  see  our  samples  when  our  salesman  calls.  He  is  worth 
waiting  for  because  he  offers  you  a  line  that  means  value  to  you  m  dollars  and  cents, 
and  represents  a  firm  organized  to  give  you  a  service  second  to  none. 


J.  A.  McLaren  c 

30  Front  Street  West,  TORONTO 


OMPANY 
LIMITED 
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Tetraulfs 
Welts 

are  Easily  the 
Most  Profitable 
Line  of  Men's 
Shoes  to  handle 


Tetrault  Says: 

WHY  pay  Nine  Dollars  for  shoes  that  you 
could  sell  to  the  retailer  at  that  price  and 
make  a  profit? 

WHY  carry  a  heavy  stock  when  you  can 
sort  on  all  the  best  sellers  from  your  local 
J  obber  ? 

MONEY  is  made  on  the  turnover. 
KEEP  your  stock  down  to  a  minimum. 
BUY  often. 


A  complete  line  of  Tetraulfs  Welts  are  handled  by  every 
*'live"  jobber  in  Canada 


Tetrault  Shoe  Manufacturing  Co.,  Ltd. 

MONTREAL 


March,  19:21 
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Strip  for  Action! 

Haven't  you  felt  the  improvement 
in  business?  And  isn't  it  time  to 
buy  what  you  need  ? 

If  you  have,  and  it  is,  don't  forget 
quahty  in  the  thought  for  price  only. 

Talbot  shoes  are  stripped  for  action, 
and  there's  quality  there  at  to-day's 
prices. 

If  you  build  your  business  on  quality 
it's  your  profit  in  the  long  run. 


THE  TALBOT  SHOE  CO.,  LIMITED 

ST.  THOMAS,  ONTARIO. 
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'T'HE  finer  traditions  of  shoe  making  have  been 
^  preserved  in  the  EDWIN  CLAPP  Shoe. 

Behind  it  is  an  institution  with  more  than  half 
a  century  of  experience  in  making  nothing  hut 
high  grade  footwear. 


EAST  WEYMOLlTll,  MASS.,  U.S.A. 


THE  BAK  JIARBOK 


"EUREKA" 


Our 
Leaders 


No.  30  Last 


-Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  14/8  Cuban  Heel,  30  Last. 

8389— Women's  8  1-2  inch  Black  Kid 
Bal,  Slip  Sole,  12/8  Sport  Heel,  55  Last. 

Before  placing  your  ORDER,  do  not  forget 
that  we  make  the  BEST  Women's  McKAY 
SHOES   and    our   PRICES   are  RIGHT 

WRITE  US  FOR  LATEST  QUOTATIONS. 

JOBBING  TRADE  ONLY 


EUREKA  SHOE  CO.,  LIMITED 


THREE  RIVERS,  QUE. 


March,  1921 
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5T.HYACINTHE 
CANADA. 


Include  these  three  models 
in  your  Fall  buyin: 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmetal 
Calf  and  Box  Kip  black, 
sizes  6-11. 

No.  311.  Women's  and 
Growing  Girls'  McKays, 
Bal.  Made  in  Gunmetal 
Calf,  Dongola  or  patent 
vamp  and  dull  top.  Sizes 
3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay. 
Oxford.  Made  in  Gun- 
metal Calf,  Dongola,  and 
Patent.     Sizes  3-7. 


It  is  only  necessary  to  see  the  Yamaska 
samples  for  Fall  to  realize  that  the  whole 
range  is  one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers 
there  is  no  doubt.  Yamaska  work- 
manship, style  and  value  will 
make  them  so.  Wait  for  our 
representatives  before 
placing. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Quebec 
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Welting  from  The  States 


Barbour  Grooved  Endless  Welting 

is  the  recognized  standard  of  excellence  among  American  shoe 
manufacturers,  and  enjoys  a  constantly  increasing  sale  in  Canada. 

It  is  a  high-grade  double-shoulder  welting  made  from  carefully 
selected  tannages  of  leather.  It  is  provided  all  grooved  accord- 
ing to  your  instructions  and  specifications  and  has  the  patented 
"Endless"  feature,  whereby  you  automatically  ehminate  all  end 
■  .  waste. 

\.  We  respectfully  solicit  an  opportunity  to  submit  samples  and 


prices. 


Manufactured  by 


Brockton  Rand  Company 


BROCKTON, 

MASS.,  U.S.A. 


March,  1921 
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Spats  of  Character 

Manufactured  by  the  Largest  Makers 
of  Men's  Spats  in  the  British  Empire 


Every  pair  of  spats  hand-tailored 
from  the  finest  West  of  England 
Box  Cloths.  Colours  are  light 
and  dark  fawn,  light  and  dark 
grey.  Pure  horn  buttons.  Per- 
fect fit  assured,  especially  suit- 
able for  brogues  and  oxfords. 


Women's  Gaiters 

New  patterns  and  colors  now 
ready.  There  is  a  big  demand 
for  snug-fitting,  hand-tailored 
gaiter,  so  order  early. 


Children's  Leggings 

Particular  care  in  cutting  our  child- 
ren's knee  leggings  account  for  the 
perfect  fit  and  ensures  against 
bulging  and  slipping  at  the  knee. 
Made  in  cloth,  leather  and  corduroy. 


Samples  and  Patterns  now  ready 
and  cheerfully  sent  on  request 

A.  J.  Machin,  2401  Clarke  Street 

Montreal,  P.  Q. 

Sole  Canadian  Representative  for 

Rapaport  &  Company,  Limited 

37  Featherstone  St.  London,  E.  C,  England 
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NEWPOl 


Expressing  Every  Symbol  Of  TJ 

As  Specialists  in  High  Grade 
wear  for  women  we  are  in 
STYLES  WHICH  ARE 

Popular  prices  are  incorporat 
are  essential  in  showing  the 
novelty  shoes.  THAT 

This  2  Strap  Pattern  is  also 
made  with  14/8  Cuban  Heel 
and  in  Brown  Calf  has  been 
one  of  our  best,  and  is  very 
attractive,  in  Black  Kidskin 
with  17/8  Full  Louis  Heel. 


Styles  Essentially  Springlike 

Brooklyn  Shoemaking 


This  Pattern  is  particularly 
adapted  for  Suedes  and 
Satins,  and  is  a  decided  hit, 
made  up  in  Combinations  of 
leather  and  satin.  1  7/8  Full 
Louis  Heel. 


I 

0 


Del 


II 

The  Newport  Sho 

Wolseley  St.  at  Ryersoi 
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r  NEWS 


Highest  Art  of  Workmanship 

elty  Hand  Turned  Sole  Foot- 
osition  to  choose  only  those 
GREATEST  DEMAND 

these  high  grade  shoes  which 
ler  the  deserved  profits  on 
VHAT  KEEPS  US  BUSY. 


A  One-Strap,  entirely  diff- 
erent, and  made  up  in  all 
leathers  and  satins.  This 
has  gone  big  in  White  and 
Grey  Buck.  17/8  Full 
Louis  Heel. 


There  Are  None  Better 

Created  in  Canada 


s 

a 

ed 


Satins  and  Suedes  in  Black 
and  Seal  Brown  Are  Ex- 
tremely Popular  in  This 
Handsome  Cross  Ankle 
Strap,  which  is  very  light  and 
airy  looking.  In  White  or 
Grey  Buck.  17/8  Full  Louis 
Heel. 


Company  Limited 

TORONTO,  ONTARIO 
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Renown  Brand 

The  Carefully  Made 
Footwear 


ICROGGINS  Footwear  created  an 
instant  appeal  because  the  trade 
recognized  it  as  being  distinctly 
above  the  average.  This  is  due 
to  the  care  taken  in  its  manufac- 
ture, and  to  the  careful  selection  of  the  mater- 
ials used. 

Quality,  then,  is  the  keynote  upon  which  these 
shoes  are  built.  And  quality  is  the  factor 
that  brings  the  purchaser  back  to  your  store 
a  second  time,  to  be  eventually  converted  into 
a  regular  customer. 

We  particularly  want  you  to  inspect  our 
samples.  They  are  for  Boys,  Youths,  Little 
Gents,  Growing  Girls,  and  Misses — everyone 
outstanding  in  style  and  quality. 

Why  not  write  us  to-day? 


GALT 


ONTARIO 
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ESTABLISHED   I  903 


MEN'S  and  WOMEN'S 
WELTS 

For  the  Better  Trade 

The  EAGLE  SHOE  CO. 


LIMITED 


587  Beaudry  St. 


MONTREAL 


^Y^OU  will  be  interested 
in  our  EXCLUSIVE 
STRIDER  FRANCHISE 
which  needs  no  elaboration. 


OVR  CATALOGUE  AND  PRICE  LIST  DE- 
SCRIBE OUR  IN  STOCK  LINES 
FURNISHED  ON  REQUEST 


I 

1 
I 

■4 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


No.  5014  Royal  Purple  Rena 
Oxford,  Sino-le  sole,  last 
406,  C  &  D\vidth,  sizes 
2-7.    Price   $5.65 

No.  5015  Duchess  Calf  Ox- 
ford, as  5014  on  last 
92  C  width,  sizes  2-7. 
Price  $5.65 
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H.   O.  MCDOWELL 


IMPORTERS  UU^°ht)!I  jobbers  C/J 
V         MANUFACTURERS  SALES  AGENTS  H 


H.  N.  LINCOLN 


FACTORY   AND  BRANCH 
37  FOUNDRY   ST.  S. 

KITCHENER.  ONT. 


Representing 

Ameiican   Lacing  Hook  Co. 

Waltliam,  Mas* 
Lacing  Hooks  and  Hook 
Setting  Macliines 

Armour    Sand    Paper  Works 
t.hicago,  111. 
t  rystolon  I'aper  and  Llotli 
for    liufting  and  Scouiing 

Boston  Leather  Stain  Co. 

Boston,  Mass 
Inks,  Stains,  Waxes,  »ic. 
Cyclone  Uleach 

The  Ceroxylon  Co., 

Boston,  Mass 
Ceroxylon,  the  I'erfect 
Liquid  Wax 

Uean  Chase  Co., 

Boston,  Mass 
Shoe  Goods,  Cotton 
Thread 

The  Louis  G.  Freeman  Co., 

Cincinnati,  O. 
Shoe  Machinery 

Hazen,   Brown  Co., 

Brockton,  Mass 
Waterproof  Box  Toe 
(uim,  Kubber  Cement 

Lynn  Wood  Heel  Co., 

Keene.  N.H. 
Wood  Heels  and  Die 
Blocks. 

Markem  Machine  Co., 

Boston,  Mass 
Marking  and  Embossing 
Machines,  Compounds, 
Inks,  etc. 

M.  H.  Merriam  &  Co., 

Boston,  Mass. 
Binding.  Staying,  etc. 

Puritan   Mfg.  Co., 

Boston,  Mass 
Wax  Thread  Sewing 
Machines 

Poole  Process  for  Good- 
year Insoles 

The  S.  M.  Supplies  Co., 
Factory  Supplies, 
Needles,  etc. 

I.  Spaulding  &  Sons  Co., 

N.  Rochester,  N.H. 
Guaranteed    Fibre  Coun- 
ters, Fibre  Innersoling 

Ihe  Textile  Mfg.  Co., 

Toronto,  Ont. 

Shoe  Laces 

United  Stay  Co., 

Cambiidge,  Mass. 
Leather  and  Imitation 
Leather  Facing,  Weltinj, 
etc. 

Safety  Utility  Economy  Co., 
Boston,  Mass. 
Electric    Heating  Equip- 
ment 


MACHINERY  FINDINGS 
AND  FACTORY  SUPPLIES 


BRANCH 
566   ST.   VALIER  STREET 
QUEBEC 


THE   LARGEST  SHOE   FACTORY   S  U  F  F  LY   HCUSE   IN  CAN/iDA 


MArN  OFFICE 
154    NOIRE    DAME   ST  .  W 

MONTREAL 


In  addition  to  the  lines  shown  in  the 
list  of  Houses  we  represent,  and  for 
which  we  are  Exclusive  Agents,  we 
carry  large  stocks  of  Specialties. 

We  are  ready  to  Serve  you  Right  on 
any  of  the  following  lines.  Ask  for 
samples  and  prices  or  send  us  a  trial 
order: 


BELTING 

Oak  Tanned,  Tannate. 

BELT  HOOKS  and  PLIERS 
BOWS,  ALL  SIZES. 
BREASTING  KNIVES. 

CRAYONS,  MARKING 

For  Leather  &  Rubber. 

CHEESE  CLOTH. 
COVERS  FOR  LININGS. 
COVERING  PAPER. 


DRY  PASTE,  STICKFAST. 

Kegs  &  Bbls. 

SILKOLINE,  SILK 
WIPERS. 

SPONGES. 

Dressing-Gumming. 

TAG  HOLDERS. 
TARRED  FELT. 

THREAD  COTTON. 

For  Puritans. 

TUBES  FOR  ALL  PER- 
FORATORS. 
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We  can  Supply  you  with  Every  Need  of 

Blacking,  Stains,  Waxes,  Dressings, 
Cyclone  Bleach,  Etc. 


Ultra  Edge 

One  setting  edge  ink 

Uneeda  Edge 

The  King  Edge  Ink 

For  a  one  or  two  setting  edge 

Russet  King  Edge 

One  and  two  setting  for  russet  and  tan 
colored  shoes. 

King  Edge  No.  31  (Natural) 
Model  First  Setting 

A  stain  for  two  setting  edges 

Black  Diamond  Heel 

For  heels.     Made  in  ah  colors. 

Colored  Heel  Stains 
Black  Diamond  Shank 
Black  Bottom  Dye 

A  dye  for  heels,  shanks,  top  pieces  and 
bottoms 

Striping  Dye 

Black  and  russet 

Cyclone  Bleach  (Made  in  Canada) 

For  removing  those  glucose  spots,  water 
stains  and  discolorations  on  soles  and 
giving  perfect  results  in  finishing 

Magic  Stain 

For  oak  and  union  leather.  Removes 
those  glucose  spots,  water  stains  and 
discolorations,  and  makes  a  hard,  smooth, 
uniform  finish. 

244  Sediment  Stain 

For  making  white  oak  bottoms 

Filling  Wax 
American  Eagle  Polish 
Gold  Bond  Polish 

For  stain  and  black  bottoms 

Slickum 

A  gum  to  use  where  a  high  polish  is 
wanted  on  a  paint  bottom 

Nevercheck 

Used  before  scouring  to  fill  and  make 
a  solid  heel 

Vamp  Dye 
Black  Tip  Dye 
Spirit  Black  Dye 
Welt  Dye 

Black  and  russet 


Look  Over  this  List  and  Send  in  Your 

Naphtha  Black 

For  raw  edges  of  vamps  and  tips 


Nonesuch  Filler 

A  filler  to  use  in  place  of  wax  for  heels 
and  bottoms 

Everbright  Kid  Dressing 

For  kid,  kangaroo  and  chrome  stock 

Colorless  Dressing 

For  colored  stock 

Gun  Metal  Dressing 

Made  for  dull  and  medium  bright  finish 

Dressing 

For  all  kinds  of  upper  leather 

Enamel  Finish 

For  heels  and  edges,  in  white  and  all 
colors 

Rubber  Stain 

For  making  velvet  bottoms 

Improved  Sediment  Stain 

A  stain  finish  to  take  tlic  place  of  paint 
or  wax  finish ;  will  cover  all  kinds  of 
leather 

Paragon 

A  wax  stain  for  shanks  and  foreparts 
on  black  and  colored  shoes 

Paragon  Thinner 
Redoakunion  Thinner 
Redoakunion 

A  paint  stain  for  all  kinds  of  leather 

Bottom  Stains 

Of   all  kinds 

Grain  Bottom  Cleaner 
Fakes 

Satin  Gloss 
Glossene 

Viscolene 

For  shoe  bottoms 

Ivory  Wax 

White,  red,  brown  and  black 

White  and  Black  Edge  Wax 
Ivory  Expedite  Wax 
Liquid  Wax 

For  making  high  gloss  polish  over  all 
kinds  of  bottom  finish 

Auto  Treeing  Composition 
Cutting  Board  Dressing 


Order 

Thread  Lubricator 
Hold  Tap  Sticker 

Apply  a  coat,  lay  on  your  tap  and  let 
dry 

Oil  Remover 

Removes  oil  spots  and  stain  from  leather 

Patent  Leather  Repairer 

Ruby  Filler  No.  1 
Cutter  '■  2 
Flow    "  3 

Finishing  Room  and 
Dressing  Room  Supplies 
Baby  Cow  Polish 

A  friction  polisli  for  russet  leather  of  all 
colors 

Upper  Edge  Stain 

For  the  raw  edge  of  black  or  russet 
leather 

Tanners'  Finish 

For  staining  and  uniforming  all  colored 
upper  leather  stock 

Russet  Leather  Repairer 

Liquid  repairer 

Crayon  Repairer 

Made  in  all  colors  to  suit 

Ooze  Calf  Cleaner 
Grain  Leather  Finish 
Leather  Filler 
White  Canvas  Dope 
Side  Lining  Cement 
Veneering  (Black) 
Veneering  (Russet) 
Inner  Sole  Stiffener 
Colorless  Stitch  Gloss 
Patent  Leather  Cleaner 
Russet  Leather  Cleaner 
White  Canvas  Cleaner 


Boston  Leather  Stain  Company 

109  Purchase  Street  Boston,  Mass.,  U.S.A. 

Sole  Canadian  Agents : 

INTERNATIONAL  SUPPLY  CO. 

Montreal  Kitchener  Quebec 
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Rubber  Footwear  Season 
Starts  March  1  st 


Early  Order  Discounts  of  5^1  0  OH 
All  Orders  Placed  Before  May  1st 

Maltese  Gross  Rubbers  have  for  over  25  years  maintained  a  premier  position 
as  the  leading  line  of  Rubber  Footwear  in  Canada. 

PLACE  YOUR  ORDERS  NOW 


Do  not  put  it  off,  waiting  for  lower  prices.  The  new  prices,  which  show  a 
substantial  reduction,  are  guaranteed  against  decline  up  to  December  1st. 

Travellers  Will  Call  on  You  Shortly 
Save  Your  Orders  for  the 

MALTESE   CROSS  BRAND 
Representative 

DISTRIBUTORS 


\V.  B.  Hamilton  Shoe  Co.,  Ltd.       Toronto,  (Jut. 


D.  D.  Hawthorne  &  Co. 

(jeo.  E.  Boulter 

John  McPherson  Co.,  Ltd. 

Sterling  Bros.,  Limited 

J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 

Copeland  Shoepack  Co. 

Bignell  &  Knox 

Thompson  Shoe  Co.,  Ltd. 

Canada  Shoe 


Toronto,  Ont. 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont. 
Brockville,  Ont. 
Ottawa,  Ont. 
Giielph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  II.  Laroclicllc  &  I*'ils  Limitee  Quebec,  Que. 
J.  J  I.  Begin,  Enrcg.  Quebec,  Que. 

La  Maison  Girouard,  Limitee,  St.  Hyacinthe,  Que. 


Waterhury  &  Risfng,  Limited 
J.  W.  Boyer  &  Co. 
Hudson's  Bay  Co.  Wholesale 
Buckler  &  Son,  Limited 
Dowling  Shoe  Co. 
A.  McKillop  &  Co. 
Maybee's  Limited 
Damer,  Lumsden  Co. 
Western  Grocers,  Limited 


St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
V-ancouver,  B.C. 
Cranbrook,  B.C. 


Gutta  Percha  &  Rubber,  Limited 


Head  Offices  and  P'actory 


Toronto 


Branches:  HALIFAX,  MONTREAL,  OTTAWA,  FORT    WILLIAM,   WINNIPECi,    REGINA,  SASKATOOX, 
CALGARY,    EDMONTON,    LETHBRIDGE,    VANCOUVER,  VICTORIA. 
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The  Season  for  Fall  Placing 

is  Now  Open 

The  Independent  Line  of  Rubber  Foootwear — the  snug- 
fitting  — long- wearing—  smart  -appearing  Rubbers  that 
voice  excellence  of  material  and  good  shoe-making. 

Anticipate  your  requirements  for  the  coming 
Fall,  by  sending  in  your  order  for  any  of  the 
following  brands — now. 

"Kant  Krack,"  "Dainty  Mode," 
"Royal,"  "Dreadnaught,"  "Veribest." 


To  be  had  from  the  following: 

INDEPENDENT  WHOLESALERS 

Amherst  Boot  &  Shoe  Co.,  Limited  .  .    .  .  Halifax,  N.S.  C.   Weaver  Trenton,  Ont. 

Amherst  Boot  &  Shoe  Co.,  Limited  .  .   .  .  Amherst.  N.S.  The  London  Shoe  Co.,  Limited  London  Ont 

Brown,  Rochette,  Limited   M?nt^.a^'  Oue'  T.  Long  &  Brother,  Limited  Collingwood,  Ont. 

James  Robmson   Co.,   Limited  Montreal,  yue.  A~u.,„t  r>     t    i  cu       c       t  ■        j  •        c  i 

Locke  Footwear  Co.,  Limited  Montreal,  Que.  Amherst  Central  Shoe  Co.,  Limited  ....  Regina,  Sask. 

J.  A.  McLaren  Co.,  Limited  Toronto,  Ont.  Dowers  Limited  Edmonton,  Alta. 

White   Shoe   Co.,    Limited  Toronto,  Ont.  The  J.  Lcckie  Co.,  Limited  Vancouver,  B.C. 

The  Independent  Rubber  Co.  Limited 

Merritton  -  -  Ontario 
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Prepare  NOW 
for  your 
FALL  RUBBER 
Requirements ! 


Do  not  overlook  the  vital  point 
of  QUALITY  when  placing 
your  order  and  book 


Life 


Buoys 


The  Superior  Quality  Line  of 
Rubber  Footwear  that  you 
cannot  afford  to  be  without. 

A  Life-Buoy  Salesman  will 
call.  Wait  for  him  and  see 
our  Samples  before  placing 
your  order. 


The  Kaufman  Rubber  Co.  Ltd. 


Head  Office  and  Factory  :- 


Kitchener,  Ontario 


VANCOUVER     EDMONTON     CALGARY     LETHBRIDGE      SASKATOON      REGINA  WINNIPEG 
LONDON     TORONTO     OTTAWA     MONTREAL     QUEBEC      ST.    JOHN  TRURO 

CHARLOTTETOWN 
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THE  WILLIAMS  SHOE 

Canada's  Standard  Staple 

There  are  certain  factors  entering  into  the  construction  of  a  William's  shoe  that 
have  made  it  a  business  builder  for  the  merchant. 

The  plant  and  the  equipment  itself,  the  workmen,  the  materials  and  the  methods 
employed, — all  described  in  another  part  of  this  journal — are  unique  in  the  manu- 
facture of  staple  footwear. 

A  William's  shoe  is  different  from  the  ordinary  staple.  It  is  a  staple  plus  many  of 
the  qualities  found  in  the  finest  shoes.  And  this  is  true  of  the  complete  line  from 
welts  to  loose  nailed. 

Samples,  which,  we  should  be  pleased  to  send  you,  will  do  more  than  any  mere  de- 
scription to  prove  their  value  to  you. 

Why  not  write  us  to-day? 

Williams  Shoe  Limited 

Brampton 

Ontario 

Manufacturers 
of 

Men's,  Women's,  Girls', 
Boys',  Youths'  and  Little 
Gents',  Goodyear  Welts, 
McKays,  Standard  Screw- 
ed and  Loose  Nailed, 
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Middle  and  Western  Canada 
Demands  the  Best 
in  Footwear 


To  Buccessfully  introduce  your  lines  and  maintain 
a    satisfactcry    business    you    must    interest  the 

General  Merchants  in  the  Prairie  Prov- 
inces and  British  Columbia. 

The  General  Merchants  are  Dtpartmental  Stores — in  miniature- 
found  in  every  hamlet,  village,  town,  and  city  in  the  Great  Western 
Provinces  of  Canada.  Every  General  Merchant  sells  hoots  and  shoes 
— there  are  no  exceptions.  No  exclusive  shoe  paper  can  interest  this 
ttade,  because  !lie  General  Merchant  is  not  an  exclusive  shoe  dealer 


r««WU.UY  rifUNCUi.UMHUtCiAL  si 
«AJUL  TIAM  MKWSfAruCy  0«*  OUAJ  WUL 

Over  33  years  in  its  field 

''CANADA'S    GREATEST   TRADE  PAPERS 

Issued  twice  a  month  at  WINNIPEG,  Canada. 

Is  the  ONLY  PAPER  reaching  the  General 
Merchants  in  all  points,  Port  Arthur  and  West 
to  the  Pacific  Ocean. 

Get  a  sample  and  advertising  rates,  of  "That 
Western  Paper  that  brings  results." — "THE 
COMMERCIAL." 

Branches  at 

Vancouver,  Toronto,  Montreal,  Chicago,  New  York,  London,  Eng. 


Start  People  Talk- 
ing About  Your 
Windows 

CVse  our  snappy  and  at- 
tractive window  display 
accessories 

Fancy  Papers,  Artificial 
Flowers,  Borders,  Glass 
Stands  and  Shelves, 
Baskets,  etc. 

Prize  Winners  at  Recent  Shoe 
Convention  in  Milwaukee  used 
our  Novelty  Papers  Exclusivdy. 

Send  for  our  Catalof^ues 

Doty&Scrimgeour  Sales  Co. 
30  Reade  St.,    New  York  Cily 


"SNO-WHITE"  Shoe  Cleaner,  for  White 
Canvas,  or  Buck  Shoes,  supplies  a  long 
felt  want  of  the  PUBLIC,  in  the  way  of 
a  SATISFACTORY  Cleaner,  that  all 
others  fail  to  give,  because  it  ("SNO- 
WHITE")  is  the  ACME  of  SIMPLICITY 
and  CONVENIENCE. 

''SNO-WHITE"  is  put  up  in  a  "BAG" 
form,  and  the  "SNO-WHITE  BAG"  is  en- 
closed in  a  Glacene  Bag,  making  it  con- 
venient to  carry  in  PURSE  or  POCKET, 
and  can  therefore  be  used  anytime,  and 
anywhere. 

For  the  above,  and  many  other  reasons, 
you  should  carry  "SNO-WHITE"  for 
your  customers,  and  you  should  there- 
fore place  your  order  for  some  of  this 
Cleaner,  with  your  Jobber,  at  once,  to  be 
delivered  with  your  order  of  White  Foot- 
wear. 

ORDER  NOW. 
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New  Montreal  Branch  Office  Opens  Shortly 

All  Orders  For  Spring  F.O.B.  Montreal— Shipped  to  Eastern  Canada 
Mr.  A.  Blumenthaly  Mgr.  —  Phone  Plateau  2832  —  New  Service  Dept, 

SUEDE  SHOES!!  STRAP  SHOES!!  SUEDE  SHOES!!  STRAP  SHOES!! 


Griffin  Suede  Powder 

With  Rag  to  Apply 


Griffin  Lotion  Cream 

Softens — Cleans — Polishes 


22  Colors 

Suede  Powder 

SIFTER  FORM 
Seal  Brown,  Greys,  Etc. 


GRIFFIN  Polishes-Powders-Cleaners  and  Dyes 

SIFTER  SUEDE  POWDER— To  Match  All  Suede  Shoes 

Colors— Light,  Castor,  Medium  and  Dark,  Olive,  Brown,  Light,  Dark, 
Nigger,  Seal,  Pearl  Grey,  Light,  Dark,  Grey,  Fawn,  Black,  Etc. 


KIDINE 


SNOWHITE 


PEUERWHITE 


For   White   Kid  or  Calf 


Does    Not   Rub    Off  Cleans    Canvas    &  Buck 


NOW  IS  THE  TIME  TO  ORDER 
GRIFFIN  GUARANTEED  POLISHES 

(One  for  EVERY  DIFFERENT  MATERIAL) 

Prices  on  Request  —  C.S.F.  Co.  Regd.  —  Order  Now  ! 


GRIFFIN   WHITE  CAKE 


Cleans  Canvas  and   Buckskin.  Two  sizes  in 
Metal. 


We  are  now  making  Nustyle 
straps  converting  plain 
pumps  to  latest  strap  effects. 

Place  orders  now — Griffin 
Polishes,  Overgaiters,  Find- 
ings —  Quality  and  prices 
right. 


Canadian  Shoes  ^  Findings  «  Novelty  Co. 

TORONTO,  CANADA 


2  TRINITY  SQUARE 


Adel  1731— Adel.  4194 
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ECLIPSE 

Giving  a  Thought  to  the 

Future 

ONE  of  tlu-  most  (lisagreeal:)le  incidents  m  the 
shoe  mercliant's  Hfe  is  when  an  irate  parent 
storms  into  the  store  with  a  pair  of  children's 
shoes  that  didn't  "stand  up."    .Such  an  incident  is 
sometimes  as  costly  as  it  is  disagreeable.    It  may 
mean  the  loss  of  that  whole  family's  business. 

The  remedy  is  simply  to  handle  a  line  that  you 
know  will  satisfy — The  Eclipse  Line  is  a  positive 
solution  of  these  problems.  It  includes  Youths', 
Little  Gents',  Misses',  Children's,  Growing  Girls'  and 
Infants'  Medium  and  Fine  McKays,  McKay  Welts, 
Turns  and  Stitchdowns. 

They  offer  no  room  for  "comeback".    They  satisfy. 

The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait        -  Ontario 


March,  -  10:?1 
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Every  Canadian  Retail  Shoe  Dealer  Will  Want 
K.B.  "Kumfy's"  and  "Juliets" 

These  K.B,  lines  of  Soft  Sole,  Felt,  Leather  Boudoir,  and  Handsome 
Juliet  Slippers  are  rapidly  becoming  the  standard  indoor  wear  for 
the  Canadian  family. 

Made  in  all  colors  and  sizes  for  men,  women  and  children, 
K.B,  Staple  Felts  for  Outdoor  Cold  Weather  Wear,  in  All  Felt  and 

Leather  Soles  are  recognized  as  the  standard  for  high  quality 
material,  honest  workmanship,  and  comfortable  neat  fitting  full 
size  lasts. 

The  K.B.  line  for  1921  season,  sets  a  higher  standard  than  ever  for  Quality  Felt  Footwear. 

Two  factories  specializing  separately  in  Soft  Sole  lines  and  Heavy  Staple  Felts — with  manu- 
facturing equipment  and  capacity — that  will  ensure  uniform  High  Grade  Product,  and  guar- 
anteed delivery  dates. 

K.B.'s  are  made  to  order  only.  Play  safe  by  placing  your  order  early. 
Others  are  doing  it! 


THE  LEADING  CANADIAN  SHOE  JOBBERS 
ARE    SHOWING    SAMPLE    K.  B/s  NOW 
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RUBBERS 

To  Fit  Every  Shoe 


One  of  the  big*  advantages  of  stocking 
Dominion  Rubber  System  rubbers  is 
the  complete  range  of  styles  and  sizes 
to  fit  every  shoe.  Dominion  Rubber 
System  Rubbers  are  made — not  for  one 
province  or  one  section  of  the  country 
— but  for  every  city,  town,  village  and 
farm  in  Canada,  from  the  Atlantic  to 
the  Pacific.  Thus,  dealers  can  obtain 
Dominion  Rubber  System  Rubbers  to 
exactly  fit  the  shoes  worn  by  every  cus- 
tomer, man,  woman  and  child. 

So  excellent  is  the  quality — so  sound 
are  the  values — that  people  in  every 
walk  of  life  demand  Dominion  Rubber 
System  Rubbers.  This  reputation  for 
quality  and  service  is  a  valuable  asset 
to  the  dealer. 


Dominion  Rubber  System  Service  Branches 

Are  located  at 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
London,   Kitchener,   North   Bay,  Fort  William,  Winnipeg,   Brandon,  Regina, 
Saskatoon,  Edmonton,  Calgary,   Lethbridge,  Vancouver  and  Victoria. 


Marcli, 
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It's  a  Buyer's  Market— No  Reason  for  Hesitation 
in  Placing  Orders 

Footwear  has  been  consistently  urging  its  readers 
not  to  hold  off  too  long  in  their  buying,  and  we  still 
feel  the  same  way.  This  for  two  reasons:  Staples 
they  can  order  safely,  knowing  what  they  require,  and 
there  is  no  doubt  but  that  a  retailer  can  buy  to  real 
advantage  at  the  moment ;  it  is  a  buyers'  market,  and 
the  buyer  can  make  a  good  bargain.  Secondly,  we  are 
afraid  that  the  retail  trade  may  make  the  mistake  of 
running  to  the  opposite  extreme  to  what  they  did  in 
the  early  part  of  1920.  There  will  l)e  many  who  will 
wait  till  the  last  moment  e.xpecting  lower  prices  and 
then  hnd  the  market  has  turned.  A  little  flurry  will 
ensue,  a  large  number  will  scram])le  into  the  market 
together,  and  prices  will  get  a  boost.  We  do  not  look 
for  any  marked  or  permanent  increase,  but  that  there 
will  be  reaction,  following  the  conditions  of  the  last 
six  or  eight  months  seems  very  likely.  It  is  true  there 
are  some  very  shrewd  and  experienced  buyers  who 
look  for  a  slight  recession  in  prices  between  Easter 
and  September.  This  may  happen — probably  will — 
but  we  may  cross  a  little  incline  in  the  meantime, 
which  is  what  we  anticipate  if  present  ciu^tailment  of 
production  continues  much  longer. 

And  as  to  novelties,  the  retailer  who  has  not  bought 
his  requirements  already,  has  little  chance  of  getting 
them  while  they  are  novelties.    Many  retailers  who 


ordinarily  do  a  staple  business  are  sweetening  up  a 
little  with  some  new  goods  of  the  fancier  class,  and 
there  are  some  live  merchants  who  look  for  a  really 
active  demand  for  novelty  styles  arotmd  Easter. 

"Buying  Strike"  Talk  Not  Borne  Out  by 
Conditions 

A  prominent  manufacturer  of  high-grade  ladies' 
footwear,  who  has  recently  returned  from  an  extended 
trip  through  western  Canada,  right  to  the  coast,  visit- 
ing all  the  chief  centres,  states  that  he  finds  stocks 
among  the  retailers  light  and  buying,  at  least  as  far 
as  his  class  of  goods  is  concerned,  ready.  And  he 
declares  that  if  shoe  merchants  are  not  already  coming 
into  the  market  to  replenish  their  stock  generally,  it 
is  plain  to  him  that  they  will  have  to  do  so  very  soon. 
x\s  to  the  much  talked  of  "buying  strike"  on  the  part 
of  the  consuming  ptiblic,  this  manufacturer  finds  no 
evidence  of  it  whatever.  Retailers  of  the  higher  grades 
of  footwear,  with  whom  he  has  been  in  contact,  have, 
as  a  whole,  no  complaints  to  make  regarding  the  busi- 
ness they  have  been  doing  and  appear  to  be  now  in 
good  shape. 

This  bears  out  what  has  been  said  again  and  again 
in  these  columns,  namely,  that  there  has  been  no  ex- 
tended or  coutintious  "buyers'  strike."  Temporary 
cessations  of  demand  there  have  been,  no  dotibt — as 
when  the  Luxury  Tax  was  first  imposed,  but,  month 
for  month,  we  believe  the  records  of  shoe  merchants 
throughout  Canada  would  show  that  the  stock  turn- 
over during  1920  compares  quite  favorably  with  1919, 
though  of  course  the  business  was  on  a  less  profitable 
basis.  The  public  has  been  nervous  and  irritable  and 
has  demanded  lower  prices,  but  there  has  been  no 
condition  that  can  rightly  be  termed  a  "buyers'  strike." 

Canadians  Must  Support  Canadian  Industry 

We  believe  it  is  the  patriotic  duty  of  every  Can- 
adian at  the  present  time  to  support  Canadian  indus- 
tries. One  of  the  biggest  commercial  difiiculties  that 
now  face  us  is  the  adverse  trade  balance  with  the 
United  States,  Avhich  Canadians,  up  to  the  present 
time,  have  not  taken  the  necessary  steps  to  correct. 
It  was  pointed  out  by  Sir  Henry  Drayton,  in  his  ad- 
dress at  the  banquet  of  the  Shoe  Manufacturers'  As- 
sociation in  Toronto,  that  about  $800,000,000  worth  of 
goods  were  imported  last  year  from  the  United  States. 
A  large  proportion  of  these  could  only  be  classed  either 
as  luxuries,  or  coinmodities  which  could  just  as  easily 
be  procured  in  Canada,  and  all  of  them  were  purchased 
in  a  market  where  our  Dollar  is  at  a  discount.  Is  this 
good  business?  Is  it  common  sense?  The  citizen  i-; 
not  greater  than  his  country.  And  the  prosperity  of 
the  individual  cannot  exceed  that  of  the  community  in 
which  he  lives.    Surely  that  is  a  general  proposition 
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which  no  one  will  dispute.  Yet.  apparently  for  the 
sake  of  convenience,  we  continue  to  depress  the  Can- 
adian dollar,  and  thus  cripple  Canadian  industry. 

We  would  iin])ress  this  u])on  our  readers,  manu- 
facturers as  well  as  retailers,  that  money  spent  out- 
side of  Canada  for  any  commodity  or  service  that  can 
he  procured  in  Canada,  is  workiu"'  to  the  rletriment 
of  Canadian  industry. 


Demand  Largely  Regulated  by  Offerings 

Around  Easter  the  live  shoe  merchant  will  have 
his  stock  well  "sweetened"  with  novelties,  and  will 
depend  upon  them  largely  for  attracting  the  Easter 
trade.  New  styles  will  he  the  drawing  card  in  his 
window,  and  the  talking  point  in  his  ads.  during  that 
particular  season.  But  a  word  of  warning!  Many  re- 
tailers are  still  heavily  stocked  with  staples,  which 
must  be  licjuidated  before  they  can  restore  their  busi- 
ness to  a  safe  and  normal  basis.  It  is  dangerous  for 
a  merchant  who  is  in  this  position  to  start  concentrat- 
ing on  a  style  business.  If  your  window  is  full  of 
novelties  and  they  are  featured  all  the  time  in  your 
ads,  you  will  naturally  attract  the  novelty  trade,  and 
you  will  not  attract  the  trade  that  wants  staple  foot- 
wear. They  will  pass  by  your  window  and  make  their 
purchases  elsewhere.  There  are  retailers  at  the  pre- 
sent time  who  are  are  carrying  a  $50,000  stock  and 
selling-  only  from  a  $5,000  stock.  It  is  an  unhealthy 
condition  and  needs  drastic  measures  to  remedy  it. 
Some  say  they  can't  give  their  regular  stock  away. 
The  fault,  however,  does  not  really  lie  with  the  public 
but  with  the  retailer  himself,  who  has  stimulated  the 
novelty  trade,  to  the  detriment  of  his  staple  business. 
If  you  want  to  sell  the  public  staples,  you  must  show 
them  staples,  talk  staples  to  them,  and  tell  them  that 
you  can  offer  them  unexcelled  values  in  staples — and 
do  it. 

The  merchant  whose  stock  is  clean  and  low  can 
afford  to  play  the  "style"  game  for  what  it's  worth. 
l)ut  the  retailer  whose  stock  is  heavy  must  go  care- 
fully. Novelties  he  must  show  around  this  season  if 
he  is  to  catch  the  Easter  trade,  but  it  will  prove  poor 
l)olicy  to  show  them  to  the  exclusion  of  the  regular 
stock  which  he  is  anxious  to  liquidate. 


Notes  on  Footwear  Fashions 


It  is  interesting  to  note  the  influence  of  Parisian 
designers  upon  footwear  on  this  side  of  the  Atlantic. 
At  the  Milwaukee  convention  of  the  National  Shoe 
Retailers'  Association,  the  large  majority  of  the  styles 
quite  clearly  followed  the  French  tendency.  French 
shocmaking  is  clever,  original,  elaborate  and  reflects 
the  artistic  characteristics  of  the  race.  In  the  October 
and  December  issues  of  Footwear,  some  typical  ex- 
am j;Ies  of  Parisian  design  were  reproduced,  and  these 
will  indicate  to  the  reader  the  type  of  product  in  the 
shoe  industry  toward  which  we  are  now  tending.  W^e 


do  not  anticipate  that  our  lasts  will  be  influenced  to 
any  extent  by  those  of  the  Parisian  manufacturers,  but 
rather  their  exaini)le  will  show  its  effect  in  closer  at- 
tention to  detail,  clever  ornamentation,  and  designs 
that  will  harmonize  more  closely  with  the  costumes 
and  gowns  that  Dame  l'"ashion  dictates  for  each  chang- 
ing season  and  every  particular  occasion.  To  illus- 
trate the  tendency,  it  may  be  pointed  out  that  at  the 
Milwaukee  convention  there  were  shoes  shown,  in 
elaborate  i^atterns  showing  needle  work  of  sixty 
stitches  to  the  inch.  Decorative  overlays  and  inlays 
of  leather  in  contrasting  colors  also  illustrate  the 
iM'ench  influence,  and  the  harness  buckle  itself  is  un- 
doubtedly an  importation,  for  early  last  season  buckles 
of  this  tyi)e,  though  for  the  most  part  of  a  lighter  and 
smaller  make,  were  much  in  evidence  in  French  foot- 
wear. 

r)evelo]»ments  along  the  lines  mentioned  above, 
w  ith  the  application  of  fashion  to  footwear  in  a  more 
intimate  and  consistent  way.  will  make  for  an  era  Of 
more  artistic  and  ex])ensive  shoemaking  than  we  have 
yet  been  accustomed  to.  and  if  the  industry  in  the 
States  progresses  along  these  lines,  Canada  must  needs 
follow,  if  our  manufacturers  are  to  hold  the 
high-class  trade  in  ladies'  footwear,  for  women  are  in- 
defatigable on  the  trail  of  Fashion  and  will  follow  her 
across  the  border,  or  further,  if  need  be,  to  satisfy 
their  longing  for  the  beautifid  in  wearing  apparel. 

As  to  the  immediate  future,  the  two-strap,  buckle- 
fastened  sport  is  heralded  as  the  feature  which  will  re- 
place the  lace-brogue  oxford.  Buttoned  straps  with 
low  heels  are  also  much  seen,  and  pretty  one  and  two- 
strap  ])umps.  In  the  case  of  single-straps,  the  strap 
is  often  slit  or  cut  out.  Later,  fancy  big-tongue 
colonials  can  probably  be  looked  for  as  a  prominent 
feat  u re. 

( irey,  it  is  interesting  to  note,  is  going  to  be  one 
of  the  leading  colors  in  milady's  wardrobe  for  Spring, 
and  it  is  very  much  shown  by  the  footwear  manufac- 
turers in  their  new  designs.  Blues,  browns  and  tans 
will  also  be  popular  in  wearing  apparel,  and  the  shoe 
merchant  should  be  i)repared  to  match  them  with 
dainty  footwear.  Pdack  and  white  effects,  too,  seem 
to  be  much  favored  in  the  new  shoe  styles,  particularly 
in  patent  and  white  kid. 

In  regard  to  men's  styles,  it  is  declared  that  there  is 
an  op])ortunity  for  the  use  of  lighter  shades,  result- 
ing in  real  smart  shoes.  .Apparently  the  feeling  is  that 
the  lighter  shades  and  blacks  will  go  well  this  season, 
and  grain  and  boarded  leathers  are  mentioned  as  be- 
ing on  the  increase,  while  the  demand  for  the  cordov- 
an is  said  to  be  growing  less.  The  N.S.R.A.  style 
committee  urge  that  the  retailer  should  push  new  pat- 
terns and  comljinations  of  leathers  for  street  shoes 
as  well  as  sport  shoes  and  should  work  with  their  fac- 
tory man  to  develop  individual  style.  The  tendency, 
it  is  stated,  is  away  from  narrower  toes  and  there  is 
a  chance  for  develo])ment  of  new  lasts  and  shorter 
foreparts. 
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Sound  Logic  on  the  Question  of  Taxation 

Prominent  Shoe  Manufacturer  States  the  Case  Against  the 
Continuation  of  the  Excess  Profits  Tax 


Preston,  Out. 

Editor,  Footwear  in  Canada. 

Dear  Sir: — All  business  men  that  I  come  in 
contact  with  are  speculating  as  to  the  likelihood 
of  the  Excess  Profits  Tax  being  renewed.  It  is 
an  exceedingly  live  subject,  upon  the  outcome 
of  which  large  issues  depend.  I  do  not  know 
whether  you  have  given  expression  to  any  editor- 
ial views  on  the  matter  or  not,  but  assuming 
that  you  will  always  welcome  information  from 
those  who  are  in  a  position  to  speak  from  ex- 
perience, I  am  taking  the  liberty  of  passing  along 
a  few  observations  which  I  am  fairly  sure  will 
be  concurred  in  by  business  men  generally. 

So  long  as  we  were  going  through  a  period  of 
advancing  prices,  profits  generally  were  good 
and  very  few  of  us  who  were  affected  hy  this 
legislation  objected  to  paying  a  tax  that  we  were 
able  to  pay.  It  is  undoubtedly  true,  however, 
that  in  many  cases  the  knowledge  that  profits 
would  be  subjected  to  this  tax  led  to  the  incur- 
ring of  expenditures  that  were  frequently  un- 
necessary, sometimes  extravagant,  even  though 
those  expenditures  were  sometimes  for  plant  im- 
provement or  plant  extension.  The  combination 
of  these  two.  factors — taxation  and  high  expense 
ratio — operated  to  prevent  the  accumulation  of 
any  large  liquid  reserves.  And  now  when  the 
period  of  advancing  prices  and  good  times  has 
been  followed  by  the  inevitable  period  of  fall- 
ing prices  and  hard  times,  a  much  larger  number 
of  firms  than  you  would  imagine  are  finding 
themselves  in  a  very  embarrassing  position,  some 
of  them  in  serious  doubts  whether  they  will  be 
able  to  survive  the  ordeal  or  not.  Such  reserves 
as  they  have  are  largel)'  in  the  form  of  plant 
that  is  at  present  unproductive,  and  stock  that  is 
at  present  unsalable  except  at  prices  that  would 
be  ruinous.  Everywhere  banking  credits  are  be- 
ing reduced  under  the  strongest  kind  of  pressure 
and  liquidation  even  at  a  loss  is  being  forced. 
And  it  is  just  at  this  time  when  business  men  are 
feeling  the  pinch  as  never  before,  that  they  are 
being  presented  with  tax  bills  on  profits  earned 
from  one  to  two  years  ago,  bills  which  in  some 
cases  can  only  be  paid  by.  further  liquidation  or 
by  the  hypothecation  of  securities  which  should 
be  available  for  the  saving  of  their  enterprises. 

A  great  deal  of  loose  talk  has  been  indulged 
in  about  profiteering  and  a  great  many  people 
have  come  to  look  upon  the  successful  business 
man  as  one  who  has  accumulated  wealth  more 
by  good  fortune  than  by  good  management. 
While  it  might  not  be  unfair  to  take  from  those 
who  amassed  fortunes  by  speculating  in  a  rising 
market  a  substantial  portion  of  the  profits  made 
so  easily,  it  is  decidedly  unfair  to  submit  to  the 
same  measure  of  taxation  the  man  who  only 
managed  to  succeed  by  dint  of  hard  effort,  shrewd 
management  and  real  business  efficiency.  The 


man  who  fails  in  business  is  no  asset  to  the 
country  at  all,  but  the  man  who,  because  he  is 
efficient,  succeeds  in  building  up  a  prosperous  en- 
terprise is  a  real  asset  to  the  country  and  care 
should  be  exercised  to  see  that  under  any  system 
of  taxation  he  is  left  with  sufficient  incentive  to 
continue  an  endeavor  that  is  not  only  to  his  own 
advantage  but  to  the  advantage  of  his  country. 
Particularly  at  a  time  like  the  present  with  so 
much  unemployment,  it  is  of  the  utmost  import- 
ance that  those  who  would  otherwise  be  willing 
to  risk  their  capital  in  productive  enterprises  are 
not  deterred  from  doing  so  by  the  removal  of 
the  greatest  of  all  incentives,  namely  the  pros- 
pect of  a  reward  proportionate  to  the  risk  incur- 
red. 

There  was  a  time  during  which  little  excep- 
tion could  be  taken  to  a  tax  on  excess  profits, 
but  in  the  opinion  of  the  average  business  man, 
that  time  is  now  passed  and  the  Government 
should  avail  itself  of  some  other  form  of  taxation 
to  provide  the  revenue  heretofore  yielded  by  a 
plan  that  should  be  discarded  because  it  is  out  of 
date. 

In  that  connection  I  find  a  steadily  increasing 
sentiment  among  business  men  in  favor  of  a  tax 
on  sales,  worked  out,  however,  in  a  way  that 
would  overcome  the  objection  of  pyramiding.  As 
a  basis  for  taxation  both  profits  and  income  are 
unstable.  In  good  times  they  are  high  and  in  bad 
times  they  are  low.  But  the  expenditures  of 
the  people  go  on  unceasingly.  Whether  times 
are  good  or  bad  people  must  be  fed,  clothed  and 
housed,  and  all  the  activities  of  society,  all  in- 
volving more  or  less  expenditure  of  money,  must 
be  maintained  at  a  reasonable  level.  Sales,  there- 
fore, would  afford  a  basis  of  ta.xation  for  which 
there  would  be  an  irreducible  minimum.  The  yield 
would  never  go  below  a  certain  figure  though  it 
might  increase  materially  in  times  of  prosperity. 

It  would  have  these  additional  advantages. 
Its  collection  would  be  simple  for  the  tax  payer 
and  economical  for  the  Government.  Unlike  in- 
direct taxes,  the  payer  would  know  exactly  how 
much  he  was  paying.  It  would  be  equitable  in 
its  distribution;  those  who  spend  the  most  would 
pay  the  most,  while  those  who  were  compelled 
by  circumstances  to  limit  their  expenditures 
would  pay  proportionately  less.  But  the  point  is 
that  everyone  would  pay  his  just  share.  By  re- 
quiring returns  to  be  made  to  the  Receiver  Gen- 
eral monthly,  the  Government  would  be  in  re- 
ceipt of  constant  revenues  that  would  obviate  the 
necessity  of  borrowing  to  the  extent  that  must 
now  be  resorted  to  under  a  plan  where  the  tax  on 
profits  is  sometimes  paid  two  or  even  three  years 
after  those  profits  have  been  earned. 

Yours  very  truly, 

Clayton  E.  Hurlbut. 


46 


FOOTWEAR    IN  CANADA 


Marcli,  1!»;>1 


The  Home  of  The  Williams  Shoe,  Limited 

A  Visit  to  One  of  Canada's  Best-Known  Staple  Shoe  Factories,  at  Brampton, 
Ont. — Notable  Developments  During  Recent  Years 


MANY  and  varied  arc  the  changes  that  have 
taken  place  in  the  Canadian  footwear  indus- 
try in  the  hist  quarter  of  a  century.  An  old 
order  of  thinj^s  has  passed  away,  and  a  new 
order  takes  its  place.  The  day  of  efficiency  is  here, 
when  we  seek  to  solve  the  problems  of  ])roduction  bv 
economy  of  time,  energy  and  motion,  rather  than  by 
the  hard-labor,  morn-till-nig-ht  methods  vvhicli  our 
fathers  had  perforce  to  adopt.  Some  relics  of  by-gone 
days,  without  doubt,  still  remain,  and  some  cling  to 
traditions  of  industry  as  tenaciously  as  a  descendant 
of  a  Mayflower  voyager  clings  to  the  traditions  of  his 
family,  but,  on  the  whole,  industry  is  on  a  different 
level — a  higher,  and  a  hai)i)ier  level,  we  fec'l  sure,  de- 
spite the  repining"  of  the  pessimist — than  it  was  on 
a  quarter  of  a  century  ago.  The  history  ni  the  ])r(i- 
gress  we  have  made  is  interesting",  and  educative,  in 
the  extreme,  and  it  is  well  that  we  should  be  thor- 
oughly acquainted  with  it,  and  should  take  to  heart 
the  lessons  that  it  holds  for  us.  Historians  record  the 
deeds  of  soldiers  and  statesmen,  the  development  of 
governments,  the  introduction  of  laws,  the  issue  ol 
wars — the  landmarks,  as  they  are  called,  in  national 
life — but  of  the  battles  fought  and  won  in  industry,  of 
its  growth  and  elevation,  and  of  the  men  who,  by 
their  efforts,  have  built  it  up  into  a  sound,  strong, 
stately  structure,  they  have  little  to  say.  These  less 
sensational  events,  and  sometimes  imperceptible, 
though  always  important,  developments,  are  recorded 
only  in  less  permanent  writings. 

As  the  biography  of  one  man  oftentimes  comprises 
a  period  in  the  history  of  his  country,  so  the  story  of 
one  concern  may  indicate  the  development  of  an  en- 
tire industry.  This,  we  believe,  is  illustrated  in  the 
case  of  the  company  whose  plant  and  organization  are 
described  in  the  following  paragraphs — the  Williams 
Shoe  Ltd.,  Brampton. 
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This  name,  the  W  illianis  Shoe,  Ltd.,  has  a  historic 
ring  about  it.  It  has  long  been  familiar  to  veteran 
shoemen,  and  though  the  personnel  of  the  organiza- 
tion has  changed  more  than  once,  the  name  still  re- 
tains for  it  a  place  among  the  pioneers  of  the  new  era 
in  the  Canadian  footwear  industry.  Twenty-three 
years  ago,  when  the  old  century  was  almost  coming 
to  a  close,  the  company  was  founded,  in  the  >ame  town 
and  occupying  the  same  site,  on  which  the  present 
])lant  stands.  Mr.  Geo.  L.  William.-,  wa^  the  founder, 
lie  was  a  shoeman  who  had  learned  the  trade  in  the 
old  school,  one  that  was  thorough  if  it  was  a  bit  rough 
and  not  just  the  most  highly  esteemed  in  society — 
he  had  been  a  cobbler  from  his  early  days.  Mr.  Wil- 
liams first  started  in  business  for  himself  by  opening 
a  ccjbblcr's  ship  in  Milton.  Later  he  went  to  Gait,  and 
there  continued  in  the  ^ame  line.  Reing  of  an  enter- 
])rising  nature,  however,  he  desired  to  launch  out  into 
a  larger  sphere,  and  so,  in  1^97,  when  he  moved  t(j 
I'ramoton,  he  began  the  manufacture  of  shoes.  The 
original  |)lant.  needless  to  say,  was  small  and  incom- 
modious enough — a  low  one-storey  structure,  measur- 
ing some  40  x  80  ft. — and  the  putput,  at  the  start,  ran 
about  150  i)airs  a  day.  The  organization  was  almost  a 
family  affair;  Mr.  Williams  did  his  own  cutting"  and 
worked  in  the  plant,  with  his  brothers,  taking  his 
share  of  the  labor  of  producing  the  shoes  as  well  as 
managing  the  business.  The  product  then  was  not 
notable  for  style  or  finish,  but  it  was  strong  and 
suited  to  the  purpose  for  which  it  was  intended,  and 
judged  by  present-day  standards,  was  decidedly  inex- 
Densive.  Much  of  the  output  was  of  the  stove-pipe 
variety,  and  it  was  distributed  largely  to  the  farming 
element  of  the  community.  Gradually  the  market  for 
Williams  shoes  develo])ed.  and  three  years  after  the 
establishment  of  the  plant,  an  extension  was  made 
bv  the  addition  of  a   w'ng.  increasiiv^'  the  capacity 


The  Williams  Shoe  Plant  at   Brampton,   Ont.,   and    (on   the  right)  its 
Managing   Director,   Mr.   G.   W.   McFarland,   who  took  over  its 
operation  in  the  year  1917 
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about  50  per  cent.  Five  or  six  years  later  a  new 
storey  was  added  to  the  existing  structure  and  an 
eastern  wing  was  built,  which  tripled  the  capacity. 
To-day  the  factory  is  equipped  to  turn  out  1,500  pairs 
of  shoes  a  day  and,  with  improvements  under  way  and 
contemplated,  the  management  shortly  expect  to  in- 
crease this  figure  to  2,500  pairs  a  day. 

The  plant  first  changed  hands  in  1914,  when  the 
business  was  reorganized  and  many  alterations  made, 
under  the  manao'ement  of  Mr.  S.  L.  Mullett.  Three 


years  later,  in  1917,  the  interests  were  acquired  by  Mr. 
G.  W.  McFarland,  and  since  that  time  a  number  of 
extensive  improvements  have  been  made  and  new  and 
efficient  systems  introduced.  Formerly  all  the  shoes 
passed  through  the  same  departments  and  were 
handled  by  the  same  workmen,  but  this  has  now  all 
been  changed,  the  heavy  work  shoes  being  handled  in 
one  department,  and  the  Goodyear  welt  and  McKay 
shoes  in  another.  It  is  through  this  new  system  and 
the  installation  of  new  machinery  that  the  manage- 


Section  of  the  Cutting  Room 
where  the  leathers  are  cut 
by  hand.  Here  the  cutter 
lays  the  pattern  on  the  sur- 
face of  the  leather  and  pass- 
es a  knife  around  the  outer 
edge. 
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A  section  of  the  Fitting 
Room  of  the  Williams  Shoe 
Limited  where  the  uppers 
are  assembled  and  stitched. 
Sewing  machines  of  every 
modern  make  are  used  here. 
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iiiciil  cx])ects  in  the  near  future  tu  lie  al)lc',  to  increase 
the  output  Ijy  another  1,000  pairs. 

Another  important  improvement  which  may  be 
menticjiied  is  the  instaUation  of  a  new  Mower  system, 
whicli  will  more  efficiently  carry  off  all  dust  and 
i^r  jidino's  from  the  various  machines.  This,  of  course, 
makes  for  a  very  much  cleaner  and  healthier  plant, 
and  it  also  permits  an  improvement  in  the  lighting'; 
for  the  walls,  which  it  was  formerly  imjjossible  to  keep 
clean,  have  now  been  painted  white,  with  the  result 


that  the  whole  i)lant  is  brii^hter  and  more  cheerful,  and 
both  the  natural  and  artificial  illumination  is  more 
eii'ective.  h'ire  protection,  too,  has  not  been  over- 
looked, an<l  a  cnmplete  si)rinkler  system  has  recently 
been  installed  throu.^hout  the  plant. 

Not  satisfied  with  improvinj:;-  the  plant  alone,  the 
manai^ement,  during-  the  last  three  years,  have  remod- 
elled all  their  patterns  and  put  in  a  large  number  of 
new  lasts.  Indeed  their  i)resent  policy  is  to  pay  very 
close  attention  to  the  aj^pearance  of  their  shoes,  as 


An. 
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A  section  of  the  McKay 
lasting  room  of  the  Wil- 
liams Shoe  Limited.  The 
high  machine  seen  in  the 
background  is  a  Rex  pull- 
ing-over  machine.  This  ma- 
chine pulls  the  uppers  over 
the  last  and  tacks  them  on 
at  the  same  time.  The  larg^ 
machine  in  the  foreground 
is  an  automatic  sole  leveller. 
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Section  of  the  Bottoming 
Room  of  the  Williams  Shoe 
Limited.  In  this  depart- 
ment the  outsoles  are  attach- 
ed, the  edges  trimmed  and 
finished  and  the  bottoms 
stained  and  polished.  The 
uppers  are  then  treed  and 
dressed  ready  for  packing. 


well  as  their  wearing  qualities.  An  interesting-  com- 
mentary upon  this  feature  of  their  product  is  a  letter 
recently  received  from  an  Irishman — no  less — a  shoe 
retailer  in  the  town  of  Armagh,  who,  having  secured 
a  quantity  of  Williams  shoes  from  a  British  jobbing 
house  during  the  war,  was  so  pleased  with  them  that 
he  has  written  the  company  in  Canada  asking  if  he 
can  purchase  their  shoes  direct  and  declaring  that  he 
cannot  obtain  from  British  manufacturers  shoes  of  the 
same  class  that  look  so  well  and  have  the  uppers  cut 
so  well.  A  pretty  good  advertisement  for  Canadian- 
made  shoes,  is  it  not? 


Up  to  the  present,  however,  the  Williams  Shoe 
Limited,  has  not  been  doing  much  export  business, 
having  always  had  sufficient  domestic  demand  to  take 
care  of  th.eir  output.  During  the  war,  indeed,  the  de- 
mand exceeded  the  capacity  of  their  plant,  and  it  was 
not  a  case  of  looking  for  business,  but  of  trying  to 
handle  as  much  as  possible  of  the  business  that  Avas 
offered  them.  Recently  they  made  a  shipment  to  a 
large  company  in  Peru,  which  is  the  first  export  they 
have  made  to  South  America.  With  their  enlarged 
capacity  and  the  cessation  of  war-time  conditions,  the 
company  is  planning  to  establish  connections  with 


A  section  of  the  Goodyear 
Lasting  Room  of  the  Wil- 
liams Shoe  Limited.  Here 
the  Goodyear  shoes  are  last- 
ed and  the  welting  sewn  to 
the  uppers  through  the  in- 
soles. The  machine  in  the 
foreground  is  a  sole  laying 
machine  and  is  used  to  mold 
the  sole  to  the  shape  of  the 
shoe  before  the  outsole  is 
attached. 
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A  section  of  the  Lasting 
Room  of  the  Williams  Shoe 
Limited,  showing  in  the 
background  the  Consolidated 
Hand  Method  Lasting  Ma- 
chine, The  machine  in  the 
foreground  is  a  Standard 
Screw  Machine  and  is  used 
to  fasten  the  outsole. 


I 


1  do  its  sliarc  .11  buildiny  u\)  Can-     John  McMurchy,  president,  and  Mr.  j.  R.  Kallis,  vicc- 


ioreign  markets  aiu 
ada's  export  trade. 

The  company  is  now  controlled  by  far-seeing  and 
progressive  men  who  believe  in  Canada's  possibilities, 
who  are  not  at  all  shaken  by  the  present  conditions, 
and  who  will  be  (|uick  to  seize  the  opportunities  for 
business,  domestic  or  foreign,  which  the  future  is 
l)ound  to  offer  and  that,  before  many  months  elapse. 
The  organization  now  includes:  Mr.  G.  W.  McFar- 
land,  managing  director  and  secretary-treasurer;  Mr. 


president,  these  three  gentlemen  forming  the  board 
of  directors  of  the  company.  They  employ  a  staff  of 
twenty  salesmen  covering  Canada  from  coast  to  coast. 

Their  plant  is  excellently  equipped,  and  gradually 
all  the  most  modern  and  efficient  machinery  has  been 
installed,  so  that,  with  a  few  further  imf)rovements, 
which  are  planned  to  be  carried  out  in  the  near  future, 
it  will  be  as  up-to-the-minute  as  if  it  were  a  complete 
new  estal)lishment. 


I 
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i 

4.- 


The  Sampl:  Room  of  the 
Williams  Shoe  Limited.  This 
will  give  an  idea  of  the  ex- 
tensive line  cf  shoes  made 
by  this  firm.  In  fact  shoes 
for  every  mEmber  of  the 
family,    large   or  small 
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The  Williams  plant  is  situated  on  Railroad  Street, 
Brampton,  little  more  than  a  stone's  throw  from  the 
Grand  Trunk  and  Canadian  Pacific  stations.  It  is  a 
l)rick  structure,  with  a  wing  running  obliquely  from 
north  end.    This  eastern  wing  fronts  on  Railroad  St. 

On  the  top  floor  of  the  plant  are  the  cutting,  fitting 
and  upper  leather  storage  rooms  —  pleasant,  well- 
lighted,  well-aroranged  departments.  The  company 
cuts  a  large  variety  of  staple  leathers,  including  grain 
leathers,  oil-tanned  leathers,  storm  kips,  all  colors  in 


Mr.    John    McMurchy,    President,  Williams 
Shoe  Limited. 


elk  leathers,  heavy  and  light  box  calf,  heavy  kid,  and 
all  weights  in  box  kips  and  gun  metal  leathers. 

In  the  cutting  room  there  are  fourteen  hand  oper- 
ators, and  six  clinking  machines.  The  uppers  for 
the  lighter  shoes — Goodyear  welts  and  McKays — are, 
of  course,  cut  by  the  hand  operators,  while  the  clink- 
ing machines  are  used  for  the  work  on  the  heavier 
leathers  for  the  standard  screwed  and  loose-nailed 
shoes.  Though  the  uppers  for  the  1  ght  and  heavy 
goods  are  cut  in  the  same  room,  the  departments  are 
run  entirely  separately.  The  machines  arc  on  one 
side  and  the  cutting  tables  for  the  hand  operators  on 
the  other,  and  the  work  is  handled  on  separate  orders 
by  a  different  stafi:"  of  workers. 

In  the  fitting  room,  which'  adjoins  the  cutting 
room,  the  same  plan  is  followed.  On  one  side  are 
the  wax  thread  machines  for  fitting  the  heavy  uppers, 
and  on  the  other  are  the  Singer  stitchers  for  handling 
the  lighter  goods,  each  being  run  quite  indeoendent 
of  the  other,  except  for  the  e3'eleting  and  hooking  pro- 
cess— the  eyeleting,  hooking  and  lacing  machines  are 
installed  at  the  end  of  the  fitting  room  where  the  uo- 
ners,  completely  fitted,  pass  out,  and  both  the  I'ght  and 
heavy  goods  come  together  at  this  ooint  and  are  eye- 
leted before  being  delivered  to  the  next  deoartment. 

Tt  is  interesting  to  note  that  the  equipment  used 
for  fitting  the  uppers  of  the  Goodyear  welt  and  McKay 
staples  produced  in  the  AA^'illiams  factory  is  just  the 
same  as  will  be  found  in  factories  manufacturing  the 
finest  grades  of  footwear.  Singer  and  Union  Special 
stitchers,  electricallv-driven,  are  used  exclusively  in 
this  department.  For  the  heavier  standard-screwed 
and  loose-nailed  goods,  Puritan  machines  are  em- 
ployed. 

Besides  their  fitting  room  in  the  P)rampton  factory. 


the  company  also  has  a  well-equipped  fitting  room  at 
Alliston,  Ont.,  where  a  considerable  quantity  of  work 
is  handled,  the  uppers  being  sent  back  to  the  main 
plant  for  the  other  processes.  It  was  necessary  to  es- 
tablish this  branch  at  Alliston,  owing  to  a  shortage  of 
female  labor  in  Brampton  to  operate  the  stitchers. 

Not  the  least  interesting  department  of  the  factory 
is  the  sole  leather  room  where,  perhaps,  we  may  pause 
for  a  few  moments  and  enquire  into  the  story  of  a 
sole,  as  it  is  manufactured  in  the  Williams  plant.  The 
sole  leather  is  bought  in  car  load  lots  and  comes  in 
sides,  crops  or  bends.  It  is  then  cut  into  strips  of 
varying  sizes,  according  to  the  size  of  the  soles  to  be 
cut  from  it.  These  strips  are  run  through  an  evening 
machine  which  shaves  off  irregularities  and  are  then 
rolled,  sorted  and  placed  in  racks,  ready  to  pass  to  the 
dicing  presses.  Then,  according  as  they  are  required, 
the  soles  are  died  out  of  the  strips  and  are  passed 
through  the  sole  grader — an  ingenious  machine  which 
shaves  the  sole  down  to  the  thickness  of  its  thinne.-t 
point  and  at  the  same  time  stamps  the  size  upon  it. 
After  this  the  soles  are  likewise  sorted  and  placed  in 
bins.  The  insoles  are  manufactured  In  a  similar 
"fashion,  from  the  ends  of  the  outsole  strips. 

The  next  operation  is  to  prepare  the  slip-soles, 
which  are  taken  from  slKJulders  and  roundings.  These 
strips  of  sole  leather  are  evened  uj)  in  the  same  man- 
ner as  in  the  preparation  for  the  outsoles,  are  rolled 
again,  and  died  out  on  the  dicing  machines  or  presses. 

The  slipsoles  also  are  placed  in  bins,  sorted  accord- 
ing to  size,  and  the  materials  are  now  ready  for  build- 
ing up  the  sole  for  a  Williams  staple  shoe.    The  fore- 


Mr,    J,    R.    Fallis,    Vice-President,  Williams 
Shoe,  Limited. 


man  consults  his  work  tags  for  the  day,  and  the  pro- 
cess of  fitting  begins.  The  outsoles  and  slipsoles  of 
the  various  sizes  and  irons  required  are  now  taken 
from  the  hins  and  distributed  among  the  different  op- 
erator,s.  Each  lot  is  accompanied  with  its  respective 
work  tag,  containing  complete  instructions  as  to  what 
is  required. 

The  slips  are  then  attached  to  the  outsoles  and  the 
rands  applied  around  the  heel  seats.  As  the  rands  are 
shaved  thin  on  the  inner  edge,  this  helps  to  form  a 
snug-fitting  heel  seat.  In  the  case  of  soles  for  riveted 
or  standard  screw  shoes,  the  outsoles  and  slips  are 
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ccnieulfd  together  and  are  either  slugged  or  fair- 
stitohed. 

If  the  work  tag  calls  for  McKay  work,  the  soles 
are  channelled  and  the  shanks  reduced.  Another  op- 
eration that  is  found  necessary  in  sole  htting  is  the 
gouging  of  the  toe,  which  is  done  by  a  machine  known 
as  the  toe  gouger.  This  device  digs  a  little  furrough 
or  groove  out  of  the  slij)  sole  around  toe.  This  groove 
leaves  room  for  the  surplus  leather  wdiich  has  to  be 
taken  care  of— otherwise  a  fullness  would  occur  at 
the  toe  of  the  shoe  when  finished. 

The  outsole  having  been  Iniilt  up,  with  slip-sole, 
or  middle  sole,  and  rand  attached,  it  is  ready  to  pro- 
ceed to  the  assembling  room.  Fn  the  meantime  a  work 
tag  goes  to  the  insole  sorter,  who  selects  the  insoles  ne- 
cessary for  the  same  lot.  These  are  then  sent  to  the  as- 
sembling room,  where  they  are  tacked  to  the  lasts. 

'Ilie  asseml)ling  dei^artment  for  the  light  (McKays 
and  Goodyear  welts)  and  the  heavy  (standard-screwed 
and  loose-nailed)  goods  are  ke[)t  entirely  separate, 
be  ng  on  dil'ferent  floors.  The  McKaN's  and  Goodyear 
welts  are  handled  in  the  same  wt)rkroom,  but  the  two 
])rocesses  ai"c  carried  out  independently.  The  ma- 
chines for  lasting  and  l)ottoming  the  welts  are  in  one 
section,  and  those  for  the  McKays  in  another.  It  is 
onK'  when  the  shoes  reach  the  ("inishing  process  that 
they  are  handled  by  the  same  operators. 

iVext  we  ma}'  take  a  Ujok  into  the  assembling 
room  for  the  heavier  goods.  This  is  in  the  older  sec- 
tion of  the  plant,  but  it  is  etpiipped  with  modern  ma- 
chinerv  for  all  processes.  Among  the  machines  in- 
stalled are:  i)tilIing-over  machines,  nigger-head  last- 
ers ;  taper  nail-tacking  machine  (which  tacks  the  sole 
on  loosely  so  it  will  be  held  in  place  during  the  loose- 
nailing  or  screwing  ]^rocess)  ;  a  standard  screw  ma- 
chine; a  loose-nailer;  a  sole  leveling  machine;  a  heel- 
ing machine;  a  heel  trimmer;  a  fudge  wheel  (which 
levels  and  indents  the  extension  edge)  ;  edge  trimmer ; 
edge  setter;  finishing  brushes;  sole  stamping  ma- 
chine (which  impresses  the  trade-mark  on  the  shoe 
bottom). 

After  the  processes  of  manufacture  have  been  com- 
l)leted  and  the  shoes  have  been  treed  and  boxed,  they 
are  sent  to  the  stock  room  and  those  that  have  been 
made  to  fill  a  customer's  order  arc  shipped  out.  The 
company  has  a  large  in-stock  department,  where  they 
carry  from  2.\000  to  40,000  pairs.  This  enables  them 
to  give  their  customers  exceotional  service  in  the  mat- 
ter of  SDeedy  delivery.  Sorting  orders  can,  as  a  rule, 
be  filled  directly  from  stock. 

To  kee])  check  on  the  in-stock  department,  an  ex- 
cellent stock-kee])ing  system  is  used.  Orders  for  floor 
stock  are  put  through  in  just  the  same  way  as  orders 
for  customers,  and  the  shoes  go  to  the  stock  room 
accompanied  by  the  order.  Receipts  from  the  factory 
and  shipments  to  customers  are  entered  daily  and  a 
perpetual  inventory  is  thus  secured.  There  is  a  se])- 
arate  sheet  in  the  stock-book  for  each  line,  which 
shows  the  number  of  shoes  of  every  size  in  each  line 
that  are  on  hand  on  any  dale.  In  this  way  the  stock- 
man always  knows  the  condition  of  his  stock  and, 
while  avoiding  a  top-heavy  condition,  can  keep  it  up 
to  the  point  where  it  will  be  possible  to  give  the  cus- 
tomer consistently  good  service. 

The  Williams  Shoe,  Ltd.,  makes  a  complete 
line  of  staple  shoes — men's,  women's,  girls',  boys', 
youths',  and  little  gents' — by  the  Goodyear  welt,  Mc- 
Kay, standard  screw  and  loose-nailed  processes.  They 


also  make  a  feature  of  prospectors'  and  miners'  boots, 
hunting  boots,  etc.  Two  lines  they  have  recently  in- 
troduced are  a  women's  13  inch  mountain  or  riding 
boot,  and  a  golf  shoe  of  chrome-tanned  elk  leather  in 
black  and  colors. 


Off  to  a  Start  on  N.S.R.A.  Con- 
vention  Arrangements 

To  be  Held  in  Toronto  July  13-14-Chairmen 
of  Committees  Appointed 


The  Third  Annual  COnxention  oi  the  National 
Shoe  Retailers'  Association  of  (.'anada  will  be  held  in 
Toronto  on  Jnlv  13-14.  This  decision  was  reached  at 
a  recent  meeting  of  the  hLxecutive  in  Toronto,  Avhen 
convenors  of  committees  were  appointed  to  go  ahead 
and  make  all  arrangements  for  the  "best  yet."  It  is 
understood,  howexer.  that  while  there  will  be  some 
entertainment  features,  it  is  to  be  primarily  and  priii- 
ci])ally  a  business  gathering  — a  convention  of  business 
men  for  the  discussion  of  business  problems  which 
loom  large  on  the  commercial  horizon  at  the  i)resent 
time.  It  is  not  the  intention  to  nni  a  lair  in  connec- 
tion with  it  as  was  done  in  Montreal  last  _\  ear.  Manu- 
facturers and  wholesalers  will  be  there  with  their  new- 
est goods,  of  course,  but  there  is  to  be  no  elaborate  ami 
expensive  display.  The  times,  it  is  felt,  do  not  war- 
rant an\-  undue  ex])enditures  for  either  entertainment 
or  disphi},  and  the  sole  object  of  the  convention  is  to 
get  the  shoe  retailers  of  Canada  together  to  deal  w  ith 
urgent  matters  of  mutual  interest. 

Winnipeg,  as  is  general!}  known,  was  one  of  the 
tirst  cities  to  be  given  consideration  as  the  Icjcation  of 
the  convention,  but  there  were  difficulties  in  the  way 
of  wfjrking  up  a  local  organization  to  handle  it,  and  for 
this  reason  it  was  thought  best  to  drop  the  idea  of 
going  West  for  the  present.  Quebec  was  also  men- 
tioned as  a  possible  location.  The  objection  raised  in 
this  instance  was  that  in  July  the  tourist  season  would 
he  at  its  height,  and  it  would  be  very  difTicult  to  secure 
sufficient  acconinujdation  for  the  visiting  retailers. 
So,  finally,  Montreal  having  been  the  privileged  city 
last  year,  the  executive  fell  back  upon  Toronto  as 
the  most  suitable  location. 

The  chairmen  ap])ointed  to  the  \arious  committees 
are  as  follows:  Programme  committee,  E.  A.  Steph- 
ens, Ottawa;  arrangements  and  entertainment.  War- 
ren T.  Fegan,  Toronto;  registration,  J.  W.  Jupp,  To- 
ronto; publicity  and  jiress,  Howard  C.  Blachford, 
Toronto;  resolutions,  H.  W.  Rising.  St.  John.  Any 
suggestions  as  to  ways  and  means  of  making  the  con- 
vention more  valual)le  to  the  shoe  trade  will  be  gladly 
received  and  acted  upon  as  far  as  possible. 


An  automatic  electric  shoe  polishing  outfit  has  re- 
cently been  invented,  for  which  many  advantages  are 
claimed.  It  is  called  the  "Shi-Na-Minit."  It  is  claimed 
that  it  does  better  work  than  the  average  shoe  black 
and  does  it  more  quickly  and  satisfactorily,  and  that 
the  shoes  are  not  scratched  or  damaged  as  is  some- 
times the  case  with  a  careless  or  incompetent  shine 
artist.  To  ojjerate  the  machine  it  is  only  necessary 
to  take  a  seat,  place  the  feet  in  the  proper  location  and 
the  machine  will  do  the  rest.  It  will  polish  either  high 
or  low  shoes,  in  black  or  colors. 


A  Model  Shoe  Store 

THE  Ryan-Devlin  Shoe  Co.,  Ltd.,  pioneer  shoe 
merchants,  have  removed  to  the  Clarendon 
Building",  309  Portage  Avenue,  Winnipeg.  The 
photograph  reproduced  above  shows  an  inter- 
ior view  of  one  of  Winnipeg's  finest  shoe  stores, 
established  by  this  well  known  firm.  A  visit  to  the 
store  itself  is  necessary  to  appreciate  the  quality  of 
stock  and  facilities  for  fitting  that  are  offered  here. 

On  the  opening  day,  attracted  by  the  splendid  win- 
dow display,  many  visitors  ventured  inside  and  found 
the  store  quite  equal  to  anything  yet  seen  in  the 
realm  of  shoe  stores. 

Visitors  lingered  for  some  time  admiring  the  smart 
models,  and  were  not  oblivious  to  the  tasteful  sur- 
roundings, noting  with  pleasure,  the  mahogany  chairs 
upholstered  in  green  leather  with  foot  rests  to  match, 
also  the  graceful  palms  which  lent  an  artistic  touch. 
The  store  is  amply  provided  with  huge  plate  glass 
mirrors  an  the  entire  im])ression  is  one  of  brightness 
and  harmony. 

At  the  rear  of  the  store  stairs  provide  access  to  the 
mezzanine  floor  on  which  there  are  two  new  depart- 
ments, fitted  up  with  nicely  upholstered  chairs.  One 
department  is  to  take  care  of  the  children,  the  other 
is  stocked  with  choice  grade  suitcases  and  club  bags, 
making  a  very  striking  and  attractive  display. 


Progressive  Young  Shoe  Concern  in  Gait, 
Ontario 

THE  Scroggins  Shoe  Company,  Ltd.,  Gait.,  Ont., 
is  now  completely  established  in  its  new  quar- 
ters and  already  reports  brisk  demand  for  its 
product,  in  spite  of  the  fact  that  it  is  but  a  baby 
concern.   The  firm  manufacture  "Renown  Brand"  Mc- 
Kays, for  all  the  junior  members  of  the  family — boys, 
youths,  little  gents,  growing  girls,  misses  and  girls— 


and  are  concentrating  on  sensible,  comfortable  styles 
that  are  suited  to  the  needs  of  growing  feet.  Dvnnng 

the  months  since  its  establishment,  this  young  com- 
pan}-  has  made  striking  progress. 

 . — .  .  ^ 

j  A  Dialogue  That  Concerns  Every  j 

j  Shoeman  | 

I  .  Mail}'  A  Shoeman:  No,  Sir!  I  haven't  taken  j 

I  any  interest  in  association  work.    You  spend  your  | 

J  time  and  money,  and  what  have  you  to  show  for  f 

s  them?  I 

1  Association  Booster:    That's  just  what  1  am  ' 

1  here  to  show  you.    Now,  do  you  consider  that  1 

I  the  removal  of  the  Luxury  Tax  was  a  good  thing  I 

j  for  the  trade?    Was  it  of  advantage  to  you  per-  | 

I  sonally?  J 

I  M.A.S.:  Why,  certainly!  The  removal  of  tiie  f 

s  Luxury  Tax  was  the  biggest  stimulant  to  busi-  s 

1  ness  I  have  had  in  a  long  time.    But  you're  get-  1 

I  ting  away  from  the  subject.  I 

j  A.B.:     Oh,  No!     I'm  getting  right  down  to  j 

j  the  subject.     Do  you  realize  that  the  removal  j 

!  of  this  tax  is  just  one  result  of  the  activities  of  f 

I  the  association  that  represents  your  trade — and  I 

s  they  have  been  taking  vigorous  and  effective  ac-  1 

1  tion  in  many  other  equally  important  matters?  1 

I  Now,  I  ask  you:  Is  the  work  of  this  association  I 

I  worth  while?    Does  it  deserve  your  support?  } 

j  M.A.S.:    That  being  the  case,  I've  got  to  ad-  ! 

J  mit  that  it  does.  I 

I  A.B.:  Well,  now  the  National  Shoe  Retailers'  f 

1  Association  is  putting  on  a  big  membership  cam-  1 

I  paign,  and  needs  your  support.    Will  you  sign  1 

I  up  and  use  your  influence  in  its  behalf,  so  that  it  I 

J  may  carry  on  its  activities?  1 

f  M.A.S.:    That  strikes  me  as  fair.    Looks  like  I 

s  I  can't  af¥ord  to  stay  out.  f 


r,^ 
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I  Rubber  Association 

i 

4«._.._.,_.._. — — ...  »  

At  llicir  convention,  held  at  the  Windsor  Hotel, 
MontixTil,  mi  l<>bniary  14,  the  Rubber  Association  of 
Canada- elected  the  following  officers  for  the  coming 
year:  C.  H.  Carlisle,  Toronto,  Goodyear  Tire  and 
Rubl)er  Company  of  Canada,  Limited,  president ;  W. 
A.  Eden,  Montreal,  general  manager  Canadian  Con- 
solidated Rubber  Company,  vice-president;  C.  N. 
Candee,  Toronto,  Gutta  Percha  and  Rubber,  Limited, 
treasurer ;  John  Westren,  Toronto,  Dunlop  Tire  and 
Rubber  Goods  Company,  Limited,  assistant  treasurer ; 
A.  B.  Hannay,  Toronto,  manager  and  secretary. 

The  following  were  elected  as  directors:  F.  E. 
I'artridge,  (iuelph,  Ont.,  Partridge  Rubber  Company; 
W^  IT  Miner,  Montreal.  Miner  Rubber  Company; 
R.  ¥.  Foote.  Merritton.  Ont.,  Independent  Rubber 
Company. 

A  feature  of  the  convention  was  the  association's 
first  annual  banquet,  at  which  close  on  two  hundred 
guests  assembled,  lion.  Hugh  Guthrie,  Minister  of 
Militia,  was  the  principal  speaker  of  the  evening,  and 
Mr.  C.  H.  Carlisle,  presided  over  the  gathering.  At 
the  head  table  there  were,  in  addition  to  the  above- 
named  gentlemen,  Messrs.  John  Westren,  A.  L.  Viles, 
A.  D.  Thornton,  C.  N.  Candee,  F.  E.  Partridge,  W.  H. 
Miner.  V.  Van  der  Linde.  C.  B.  Seger  (president  of 
•the  LJ.  S.  Consolidated  Rubber  Co.),  H.  E.  Sawyer 
(New  York).  Arthur  B.  Hannay,  manager  and  secre- 
tary, and  Rev.  G.  R.  Allan,  one  of  the  speakers  of  the 
evening-. 

The  ])resident.  ^I^.  Carlisle,  gave  some  figures  in- 
dicating the  growth  and  the  f)resent  standing  of  the 
rubber  business  in  ("anada.  The  total  tire  sales  in 
1910  were  slightly  over  one  million  dollars,  and  in 
1QI9  they  reached  $31,000,000.  In  the  same  period 
the  sale's  of  mechanical  rubber  goods  increased  in  vol- 
ume from  .SI. 700.000  to  .SC. 000,000.  and  footwear  from 
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.$l.SO0.0aJ  to  $17,000,000.  'Fo  put  it  concretely,  the 
rubber  business  had  expanded  in  a  period  of  nir>e. 
vears  from  $4,600.0^  to  over  $.Sr),(XX),000,  and  export 
l)usiness  from  $11.3,0(X)  to  $8,000,000.  The  number  of 
employees  increased  from  somewhat  less  than  1,500 
people  to  13,000,  and  investments  from  $4,500,000  to 
.$07,50(3.000,  with  real  estate  investments  of  $21, (XX),- 
000.  The  industry  in  1919  paid  duty  and  taxes  of  over 
two  million  dollars  and  wages  to  the  amount  of  $13,- 
000,000.  "Canada  to-day  stands  fourth  among  the 
nations  of  the  world  in  the  manufacture  of  rubber," 
the  speaker  asserted. 

.Some  who  did  not  know  the  Canadian  Rubber  As- 
sociation might  think  that  it  was  an  organization  for 
price-fixing  and  selfish  regulation  of  the  trade,  de- 
clared Mr.  Carlisle,  but  the  organization  had  nothing 
to  do  with  the  fixing  of  prices  or  the  regulation  of 
trade.  Its  object  was  to  build  up  the  rubber  business 
in  Canada  to  its  maximum,  to  establish  economy,  to 
improve  products,  to  give  better  distribution,  to  stand- 
ardize products  wherever  possible,  and  to  reach  the 
highest  efficiency. 

Hon.  Flugh  Guthrie,  in  a  forceful  address,  dwelt 
upon  Canada's  position  in  the  world  of  commerce  and, 
in  particular,  her  relation  to  the  United  States.  "W^e 
must  realize,"  he  said,  "that  we  are  living  side  by 
side  with  the  greatest  commercial  power  that  the 
world  has  ever  seen.  They  are  our  neighbors  and  our 
good  friends,  but  in  business  matters,  they  are  now, 
always  have  been,  and  probably  always  will  be,  our 
keenest  commercial  competitors. 

With  reference  to  the  tariff,  the  Minister  declared 
that,  "We  in  Canada  have  to-day  an  accepted  and 
adopted  fiscal  system  that  has  been  in  force  for  the  last 
forty-two  years  and  we  propose  to  maintain  that  sys- 
tem." 
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Death  of  One  of  Canada's  Best 
Known  Shoe  Merchants 

The  Late  Mr.  H.  P.  Blachford  had  Record  of 
Fifty-Seven  years  in  the  Retail 
Footwear  Business 


IN  the  death  of  the  late  Horace  Percival  Blachford, 
who  passed  away  on  Feb.  13,  the  Canadian  foot- 
wear industry  has  lost  one  of  its  oldest  and  best- 
known  shoe  merchants — one  who  held  a  record  of 
fifty-seven  years  in  the  retail  shoe  business  and  who 
had  reached  the  ripe  old  age  of  seventy-eight  years. 
The  late  Mr.  Blachford  was  the  senior  member  of  the 
firm  of  H.  &  C.  Blachford,  Ltd.,  Toronto,  and  up  until 
a  couple  of  years  ago  had  been  as  active  as  ever  in  the 
business.  Of  late,  however,  he  had  been  compelled 
to  take  a  less  energetic  part  on  account  of  his  failing" 
health. 

Mr.  Blachford  was  a  native  of  Toronto,  having  been 
born  in  this  city,  of  English  parents,  in  the  year  1843, 
and  throughout  a  long  life  had  built  up  for  himself 
a  reputation  for  the  strictest  integrity  and  attained  a 
position  of  the  highest  respect  both  in  commercial  and 
church  circles. 

His  business  career  commenced  in  the  year  1864 
when,  with  his  brother,  Charles  E.  Blachford,  he  start- 
ed in  a  small  store  at  133  King  St.  E.,  near  the  St. 
Lawrence  Market,  commencing  on  the  magnificent 
capital  of  $200.00.  Being  still  in  their  teens  it  took 
even  in  those  days  some  nerve  and  ability  for  these 
two  young  brothers  to  undertake  opening  up  business 
for  themselves,  although  they  had  both  served  their 
apprenticeship  prior  to  that  time. 

In  about  two  years  they  moved  to  107  King  St. 
East,  just  opposite  St.  James  Church,  where  they  con- 
tinued till  the  year  1878  when  they  moved  to  more 
commodious  premises  at  83  and  85  King  St.  East,  and 
after  about  10  years  in'  that  location  they  took  in  the 
adjoining  store,  number  85  and  87. 

There  is  ciuite  a  contrast  between  business  con- 
ditions as  they  are  to-day  and  as  they  were  in  those 
early  days.  One  is  reminded  of  the  twelve-hour  day 
— and  the  sixteen-hour  Saturday — opening  up  shop 
at  7  in  the  morning  and  sticking  with  it  till  7  at  night, 
and  till  eleven  on  Saturdays  —  as  the  Blachford 
brothers  did  when  they  first  started  out.  One  is  re- 
minded, too,  of  the  old  wooden  shutters  which  were 
bolted  around  the  windows  every  night  at  closing- 
time. 

Advertising,  also,  was  then  quite  a  different  propo- 
sition from  what  it  is  now.  What  this  enterprising 
young  firm  did  was  to  get  some  plain  cards,  on  which 
they  listed  some  of  their  lines  of  shoes  on  one  side 
and  marked  their  address  plainly  on  the  other,  and 
then  take  them  down  to  the  market  and  distribute  them 
personally  to  the  farmers  who  were  in  to  sell  their 
goods,  at  the  same  time  giving  them  an  inxitation  to 
call  and  see  their  various  lines. 

Up  to  this  time  King  Street  was  the  main  retail 
section,  but  as  the  city  developed  Yonge  Street  seemed 
to  be  the  natural  outlet,  and  having  full  confidence 
in  the  future  of  their  business,  the  Blachford  brothers 
moved  in  the  year  1898  to  114  Yonge  Street,  where 
they  remained  till  the  spring  of  1915.  They  then 
moved  to  the  present  location  at  286  and  288 'Yonge 


.Street,  where  they  established  themselves  in  one  of 
the  largest  and  best  equipped  shoe  stores  in  the  whole 
of  Canada. 

Although  Mr.  Blachford  was  of  a  retiring  nature, 
he  took  a  lively  interest  in  military  life  in  the  early 
sixties,  attending  the  militai-y  school  then  stationed  in 
Toronto  and  received  his  Captain's  papers  in  due  time, 
tie  was  attached  to  what  was  known  as  the  Merchants' 
Companv  prior  to  the  formation  of  the  Queen's  Own 
Rifles. 

Mr.  Blachford  was  fond  of  travelling  and  in  the 
early  days  before  the  railways  were  extended  as  they 
are  to-day,  he  made  a  trip  to  the  middle  west  and 
down  the  Mississippi  River ;  also  visiting  the  south- 
ern states  after  the  civil  war  and  later  taking  a  trip 
to  England  and  France  with  the  late  Mr.  W.  B.  Ham- 
ilton in  the  year  1876.  In  the  following  years  he  ex- 
plored the  Muskoka  regions  and  was  one  of  the  earliest 
tourists  to  locate  a  summer  residence  on  Lake  Ros- 
seau. 

During  the  earlier  years  Mr.  H.  P.  Blachford  took 
charge  of  the  manufacturing  and  custom  work 
department  while  his  brother  took  charge  of  the  buy- 


The  late  Mr.  H.  P.  Blachford 

ing  and  selling  end.  As  the  business  developed  it  was 
decided  to  form  a  joint  stock  company  to  be  known 
as  H.  &  C.  Blachford,  Limited,  having  as  its  directors 
H.  P.  Blachford  and  C.  E.  Blachford,  with  their  re- 
spective sons,  Fred  A.  Blachford  and  Howard  C. 
Blachford. 

The  late  Mr.  Blachford  is  survived  by  his  widow 
and  three  .sons:  Percy  S.,  Fred  A.  (of  H.  &  C.  Blach- 
ford, Limited),  and  George  Allan  (of  the  Blachford 
Shoe  Mfg.  Co.)  ;  also  four  brothers,  Charles  E..  Arthur 
W.,  R.  Thomas  and  Alfred  J.,  and  one  sister.  Miss 
Blachford,  all  of  Toronto. 

The  funeral  took  place  from  the  Church  of  the 
Holy  Trinity  on  Wednesday  afternoon,  February 
16th,  to  St.  James  Cemetery,  and  was  largely  attended 
by  the  shoe  trade  of  Toronto  and  elsewhere,  as  well  as 
by  a  host  of  those  who  had  known  and  associated  with 
Mr.  Blachford  during  his  long  life. 

Not  only  was  Mr.  Blachford  an  active  worker  in 
the  Anglican  Church  to  which  he  belonged,  but  also 
a  member  of  the  Church  Bible  and  Prayer  Book  So- 
ciety, St.  George's  Society  and  the  York  Pioneer's 
Historical  Association. 
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Shoeman's  Merchandising  Calendar 


'J'licre  arc  no  liolidass  or  anniversaries  of  par- 
ticular interest  in  the  niontii  of  April,  unless, 
perhaps,  All  I'ools'  Da)-,  which  is  not  an  occasion 
that  the  vviudovv  triumur  can  use  to  advantage — 
l)eople  don't  want  to  be  fooled,  and  to  tell  tliem 
that  they're  "never  fooled  on  Folej's  footwear" 
is  too  negative  a  suggestion;  it  seems  like  trying 
to  remove  a  doubt  that  should  never  have  been 
permitted  to  exist. 

However,  April  days  do  lend  tlieniselves  to 
original  and  attractive  trims.  They  are  days  of 
change;  Nature  is  donning  a  new  garb,  and  so 
is  Man — and  \\'i>man — and  the  shoe  merchant 
must  keep  in  time,  and  in  tune,  with  the  march 
of  the  Seasons.  Spring  flowers,  just  as  soon  as 
they  are  available,  should  find  a  prominent  place 
in  his  displays.  They  are  suggestive  of  freshness 
and  beauty — which  should  be  characteristic  of  the 
retailer's  spring  footwear  styles. 

The  Out-of-Door's  Appeal 
April  is  a  good  time  to  feature  sturdy  walking 
shoes.  The  out-of-doors  is  calling  to  anyone  and 
everyone  who  has  a  mind  to  listen,  and  tramps 
in  the  country  make  an  unexcelled  tonic  for  work- 
ing off  the  waste  matter  that  has  collected  in 
tile  system  during  the  winter  months.  That  is 
a  good  point  to  make — the  relation  of  shoes  to 
health.  You  see  the  connection:  Spring — tonic 
— health — country  tramps — shoes.'  You  can  make 
it  as  plain  as  daylight  that  a  man,  or  a  woman, 
should  buy  comfortable,  damp-proof  walking 
shoes,  so  that  he  can  take  tramps  in  the  open  for 
his  health,  which  are  the  best  of  Spring  tonics. 

Golf  shoes,  too,  should  tnake  a  profitable  feat- 
ure. Golf  enthusiasts  will  be  fairly  revelling  in 
the  mud  of  the  links,  and  they  will  he  anxious  to 
equip  themselves  as  thnroughl}-  as  possible  for 
l)atlles  with  the  clubs. 

"Motor"  Shoes 

The  motoring  season,  also,  will  be  opening  up. 
and  the  shoeman  can  make  his  appeal  to  the  very 
large  proportion  of  the  population  who  come 
under  the  class  "motorist."  Certain  types  of  shoes 
can  be  featured  as  particularly  suitable  for  mot- 
oring— there  would  seem  to  be  no  good  reason 
why  the  retailer  should  not  advertise  "motor" 
oxfords  for  men.    These  should  be  in  natty  brown 


shades  that  v\ill  "go"  wilii  spring  overcoats  and 
tweed  cai)s.  As  the  rafliation  from  the  engine  in 
many  cars  makes  the  front  compartment  uncom- 
fortably hot  around  the  feet,  the  cool  low-cut 
would  probably  be  preferal)le  and  it  should  have 
a  light,  comfortable  upper,  with  sole  of  medium 
weight — a  composition  sf)le  might  have  some  ad- 
vantage, as  it  would  give  a  good  grip  on  the  lev- 
ers. When  selling  a  "motor"  shoe,  it  would  be 
well  for  the  salesmen,  if  possible,  to  ascertain  the 
type  of  car  used  by  the  customer,  as  in  one  or 
two  makes  the  foot  levers  are  set  fairly  close  to- 
.gether,  and  a  shoe  on  a  wide  last  with  a  broad 
toe  would  lint  be  suitable,  since  it  would  be  liable 
to  catch  between  them. 

"Shoes  for  the  woman  who  motors,"  might 
also  be  featured  to  advantage.  Shoes  of  the  semi- 
brogue  type — to  give  the  sporting  touch — with 
military  or  low  cuban  heels  and  rubber  top  pieces, 
and  toes  of  medium  width,  vvouhl  be  suitable.  As 
to  color,  tan  will  probal^ly  be  the  best,  as  the  in- 
dications are  that  this  will  be  a  popular  shade  in 
apparel  this  spring. 

Another  Month  of  Weddings 

And  don't  forget  that  .April  is  beginning  to 
almost  rival  June  as  a  month  of  weddings.  The 
shoe  merchant  should  be  ready  to  accommodate 
the  bride  in  the  matter  of  footwear  ff)r  her  trous- 
seaux, and  he  should  be  careful  to  let  her  know, 
in  his  window  displays  and  his  advertising,  that 
he  stands  ready  to  serve  her. 

Shoes  for  the  Farm 

For  the  sliocnian  wiio  is  located  in  a  country 
community.  .April  should  be  a  splendid  month  for 
the  sale  of  work-shoes.  Farm  work  is  just  be- 
ginning to  get  under  \\\\y .  and  if  the  local  retailer 
doesn't  supply  the  man  who  tills  the  soil  with 
sturdy  footwear  to  protect  his  feet  from  Spring 
mud  and  Spring  rains,  the  M.  O.  H.  (not  the 
Medical  Officer  of  Health)  will. 

And  Don't  Forget  the  Kiddies 

.\nd  lie  sure  to  keep  the  kiddies  in  mind.  .\ 
few  sjiccial  flispl;iys  '  of  cliildren's  footwear 
for  .Spring  would  be  i)articularl_\-  timely.  Their 
winter  shoes  are  pretty  well  worn  out,  and  April 
showers  make  it  essential  that  they  should  be 
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well  shod — a  fact  that  should  be  brought  very 
clearly  to  their  parents'  attention  in  your  window 
cards  and  advertising. 

Then,  too,  in  the  Spring,  young  men  are  sup- 
posed to  be  particularly  careful  about  their  per- 
sonal appearance.  Make  a  strong  appeal  to  them 
in  your  advertising  and  displays,  and  cater  to 
them  with  styles  that  are  natty  and  snappy.  And 
of  course  when  young  men  are  in  this  mood,  it 
is  superfluous  to  mention  that  the  young  ladies 
will  be  wanting  the  newest  and  daintiest  shoes 
that  can  be  bought. 

As  a  final  suggestion,  the  shoe  merchant  who 
wants  to  be  a  little  beforehand  will  already  be 
preparing  in  April  his  ad.  campaign  for  white 
leather  and  fabric  footwear. 


How  the  Other  Fellow  Does  It—"  Kinks 
That  Put  the  "Punch"  in 
Merchandising 


A  Windsor,  Ont.,  shoe  merchant  recently  an- 
nounced in  his  advertising  that  to  every  baby 
born  in  the  Border  Cities  during  1921,  the  firm 
would  be  happy  in  presenting  its  first  shoes,  value 
$1.00.  "We  want  to  be  sure  that  it  has  every 
opportunity  to  be  guided  right,  and  good,  pro- 
perly-fitting shoes  are  its  first  understanding," 
states  the  announcement.  "Babies  bring  your 
Mamma  in  and  get  your  proper  fit."  A  personal 
invitation  was  also  mailed  to  a  large  number  of 
regular  and  prospective  customers. 

A  Style  Show  That  Boosted  Business 

-  J.  H.  AlcLelland,  322  Danforth  Ave.,  one  of 
Toronto's  prominent  shoe  retailers  in  the  up- 
town district,  recently  put  on  a  very  interesting 
and  effective  style  show,  in  conjunction  with  A. 
Palmer,  a  ladies'  wear  merchant,  who  occupies 
the  adjoining  premises.  The  style  show,  which 
continued  during  two  evenings,  was  first  splendid- 
ly advertised  in  a  local  sheet  which  has  a  circula- 
tion in  the  immediate  district,  and  a  seven-page 
booklet  was  also  gotten  out,  announcing  the  ex- 
hibition and  advertising  the  goods  to  be  display- 
ed. 

The  Palmer  firm  has  a  store  very  well  suited 
to  the  purpose,  having  a  40-foot  frontage,  with 
five  display  windows.  The  McLelland  store  right 
along  side  has  three  windows.  All  the  windows 
were  dressed  alike  with  suitable  backgrounds  and 
floral  decorations,  and  the  millinery,  dress  goods 
and  footwear  were  combined  in  very  effective 
displays. 

The  exhibition,  which  was  advertised  as  the 
"Palmer-McLelland  Style  Show,"  was  in  the  form 
of  a  Spring  opening,  and  ten  live  models,  includ- 
ing one  little  girl,  were  used  to  display  the  goods. 
Mr.  McLelland  had  the  manufacturers  make  shoes 
to  special  order  for  the  models,  according  to  the 
very  latest  patterns.    The  show  was  staged  in 


the  Palmer  store,  being  the  larger  of  the  two. 
A  raised  platform  was  built  right  around  the 
store  down  one  side,  across  the  rear,  and  up  the 
other  side,  extending  to  the  opening  of  a  large 
centre  window.  Along  this  platform  the  models 
paraded,  finally  entering  the  window  and  display- 
ing their  apparel  to  the  onlookers  outside. 

The  exhibition  proved  a  great  success.  On 
each  of  the  nights,  the  store  was  crowded  to 
capacity  with  interested  spectators,  and  a  large 
number  also  gathered  on  the  sidewalk  to  watch 
the  models  as  they  entered  the  windows.  This  is 
not  the  first  show  of  the  kind  that  Messrs.  Mc- 
Lelland and  Palmer  have  undertaken.  It  has 
been  a  .feature  of  previous  seasons,  and  the  re- 
sults have  been  such  that  it  has  developed  into 
a  permanent  institution. 

Snappy  Circular  Advertising 

"Shoe  modes  of  the  Moment,"  is  the  happy 
phrase  with  which  a  well-known  shoe  merchant 
of  one  of  the  Border  Cities,  captions  an  attractive 
circular  which  has  recently  been  gotten  out  to 
the  public  in  his  district.  This  is  at  the  upper  left 
hand  corner  of  the  folder,  as  it  arrives  in  the  mail, 
and  right  underneath  in  smaller  type,  in  red,  "At 

W   Boot  Shop."     The  folder  is  sealed 

with  a  small  sticker  in  the  form  of  the  firm's  trade 
mark.  On  opening  it  up,  the  recipient  finds  an 
attractive  introductory  page,  measuring  nine 
inches  wide  by  twelve  inches  deep,  with  a  hand- 
some cut  of  a  winter  scene,  and  a  little  talk  to  the 
prospective  customer  about  styles  and  an  invita- 
tion to  visit  the  store.  The  inside  of  the  folder  is 
taken  up  with  descriptions  and  prices  of  shoes, 
with  a  number  of  illustrations.  Set  in  the  centre 
at  the  top,  in  a  frame,  is  a  telling  little  story, 
"The  Secret  of  Pretty  Feet,"  which  any  woman 
must  surely  read. 

Promoting  Friendship  in  Business 

A  prominent  Ontario  retailer  has  lately  held  a 
"Friendship  Week,"  with  the  object  of  promoting 
closer  relations  between  the  store  and  its  cus- 
tomers. This  feature  was  widely  advertised  both 
in  the  newspapers  and  by  circular.  One  of  the 
circulars  stated  "We  want  you  to  come  and  visit 
our  shop,  whether  you  want  shoes  or  not,  to  see 
our  new  shop  and  take  advantage  of  our  savings 
if  you  need  them.  At  any  rate  come.  We  want 
you  to  know  that  you  have  in  your  midst  one  of 
the  finest  shoe  shops  in  Canada  and  we  feel  cer- 
tain that  you  will  be  as  proud  as  we  are  that  your 
patronage  has  made  this  possible." 

A  Catalog  for  the  Window  Trimmer 

Schack's  1921  Spring  Flower  Book,  issued  by 
the  Schack  Artificial  Flower  Co.,  Chicago,  is  an 
attractive  catalogue,  that  will  be  of  interest  to  the 
display  man.  A  full  line  of  artificial  flowers  are 
illustrated,  besides  various  other  window  display 
accessories  and  appurtenances.  The  colors  of 
the  various  flowers  are  illustrated  in  a  color  key- 
plate. 
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Window  Backgrounds  for  April 


The  upper  drawing  represents  an  effective  and  easily  worked  up  l)ack- 
groLind.  A  piece  of  beaverboard  should  be  cut  to  fit  in  the  back  of  the  display 
space,  and  an  opening  for  the  window  cut  out  as  indicated.  The  sash  could 
either  be  painted  on  or  cut  out  of  separate  pieces  of  beaverboard  and  attached. 
This  complete  section  is  meant,  of  course,  to  represent  the  interior  wall  of  a 
room,  and  should  be  set  a  couple  of  feet  from  the  rear  of  the  display  space,  to 
allow  of  the  outdoor  scene  being  set  behind  and  the  effect  of  distance  obtained. 
The  coloring  used  is  of  imi)ortance  in  this  connection.  The  beaverboard  wall 
should  be  in  red  or  brown  shade,  which  has  the  tendency  to  make  an  object 
appear  closer,  and  the  scene  back  of  the  window  should  be  in  blues  or  purples, 
which  gives  an  effect  of  distance.  An  arrangement  of  powerful  lights  shining 
on  the  outdoor  view  would  adfl  greatly  to  its  effectiveness.  The  bird  is  sup- 
posed to  be  a  blue-bird,  which  might  be  cut  out  of  cardboard  and  painted. 
Plants  or  pussy-willows  might  be  set  just  back  of  the  window  ledge  to  blend 
in  with  the  scene  behind. 

The  second  suggestion  is  a  very  simple  one.  First  cut  a  section  of  beaver- 
l)oard  to  fit  across  the  background.  This  might  be  colored  in  purple,  and  the 
staff  and  notes  of  music  applied  in  gold.  The  lyre  should  be  cut  out  separate- 
ly and  colored  in  buff,  with  the  lettering  "Spring"  in  a  deep  purple.  As  to  the 
bird — this  is,  presumably,  a  spring  robin,  which  adds  an  interesting  touch. 

A  suggested  window  card  to  go  with  this  background  would  he  like  this: 
"Harmonies  of  Spring — Nature  is  blending  the  sounds  and  colors  into  mag- 
nificent harmonics  these  days,  and  Art  is  following  her  example  by  the  blend- 
ing of  styles  into  magnificent  creations  in  wearing  apparel.  We  can  supply 
you  with  you  wit):  footwear  that  will  harmonize  perfectly  with  your  gown 
or  costume." 
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A  Plea  for  Canadian-Made  Products 

Editor,  Footwear  in  Canada : 

The  writer  has  read  with  great  interest  your  de- 
scription of  the  lianquet  of  the  "Shoe  Manufacturers' 
Association  of  Canada"  recently  held  at  Toronto,  and 
especially  the  addresses  given.  Of  the  numerous  ad- 
dresses I  believe  that  by  Sir  Henry  Drayton,  our  "Min- 
ister of  Finance,"  is  the  most  striking  and  presents 
a  statement  which  each  and  every  good  Canadian  citi- 
zen, man  or  woman,  should  consider  conscientiously 
and  earnestly.  Sir  Henry  made  the  statement  that 
he  had  the  idea  that  "the  average  Canadian  has  not  a 
half  high  enough  opinion  about  what  Canada  can  do 
and  what  Canadian  workmen  can  do  and  what  Canad- 
ian factories  can  produce."  The  opinion  of  the  writer 
is  that  this  is  very  true  and  that  the  average  Canadian 
purchaser  instead  of  looking  for  the  price  tag  looks  for 
the  "Made  in  U.  S.  A."  mark ;  holding  this  as  a  symbol 
of  the  highest  perfection  and  Avorkmanship.  In  some 
cases  it  is  true,  but  in  the  majority  of  cases  it  is  not ; 
as  Canadian-made  goods  of  like  kind  on  the  average 
excel  those  of  our  sister  country,  and  their  quality  is 
more  honest  and  durable ;  the  labor  is  more  exacting 
and  the  article  on  the  average  has  more*  personal  at- 
tention than  that  produced  in  the  U.S.A. ;  therefore, 
it  is  more  perfect. 

In  speaking  of  the  tariff  and  the  depreciation  of 
the  Canadian  dollar  Sir  Henry  Drayton  went  on  to 
state  "I  wonder,  gentlemen,  if  the  manufacturers  of 
this  country  themselves  are  not  to  blame.  I  wonder 
whether  you  never  purchase  American  automobiles  or 
American  trucks.  I  wonder  if  you  ever  buy  American 
tires  ?  I  wonder  if  you  manufacturers  buy  100% 
Canadian  output?  I  know  many  manufacturers  who 
do  not  and  the  only  way  you  will  ever  get  this  bal- 
ance changed  and  strengthen  your  own  country's  posi- 
tion will  be  when  everybody  pulls  together.  There  is 
no  class  more  interested  in  seemg'  that  we  buy  100% 
Canadian  made  goods  than  the  manufacturers." 

I  believe  that  if  this  declaration  should  touch  the 
heart  of  every  honest  Canadian  and  if  it  does  not  af- 
fect him  in  his  future  transactions  he  is  not  worthy 
of  the  good  living  and  business  returns  which  his  Can- 
adian customers  give  him. 

(Signed)  W.  A.  Coles, 
President  and  Gen.  Mgr.  Universal  Shoe  Machinery 

of  Canada. 


Successful  Dollar-Day  in  Stratford,  Ont. 

THE  merchants  of  Stratford,  Ont.,  recently  held 
a  big  "Dollar  Day,"  which  Avas  widely  adver- 
tised and  taken  part  in  by  nearly  all  the  retail- 
ers in  the  city,  including  the  shoemen.  Ed. 
Paff,  Knechtel  &  Co.,  Shore  &  Shank,  and  the  Jno. 
Agnew  Co.,  Ltd.,  all  were  in  on  the  scheme,  which  is 
an  annual  affair,  and  which  has  been  proved  to  be 
very  effective  in  cleaning  out  odds  and  ends  and 
shelf-warmers. 

The  shoe  trade,  of  course,  has  gotten  away,  very 
largely,  from  the  original  idea  of  the  "Dollar  Day," 
which  was  to  put  on  sale  all  the  goods  which  could 
be  sold  at  $1.00.  Now  it  is  advertised  to  the  consumer 
as  a  day  on  which  the  value  of  his  dollar  in  merchan- 
dise is  greatly  increased. 

A  special  feature  of  the  scheme  in  Stratford  this 
year  is  a  $25.00  prize  to  the  person  who  makes  the 
largest  total  amount  of  cash  purchases  at  any  or  all 
of  the  Dollar  Day  stores.  The  customers  who  wished 
to  compete  in  this  novel  contest  to  see  who  would  buy 


the  largest  quantity  of  goods,  were  advised  to  keep 
their  sales'  slips  and  bring  them  to  one  or  other  of  the 
local  newspaper  offices,  and  the  individual  whose  pur- 
chases totalled  up  to  the  largest  sum  of  money  was 
forwarded  a  cheque  for  $25.00  forthwith. 

+ — . — „  „  .  „ — . — „ — 4. 
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I  Has  It  Earned  Your  Support?  [ 

1             Following  recent  representations  by  the  Na-  1 

1  tional  Shoe  Retailers'  Association,  many  manu-  1 

I  facturers  have  agreed  to  maintain  "in-stock"  de-  j 

j  partments  for  the  convenience  of  the  retail  trade,  J 

J  and  the  shoe  merchants  may  now  look  for  co-  | 

!  operation   along  this   line   from  the   most   pro-  = 

!  gressive  manufacturers.    This  is  just  one  instance  ' 

1  of  how  the  influence  of  the  Association  has  been  1 

I  exerted  for  the  benefit  of  the  trade.    Is  it  getting  I 

I  your  support?    None  of  us  want  "something  for  | 

j  nothing."  J 

I  1 
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Interesting  Statistics  re  Footwear  Industry 

SOMI^  very  interesting  figures  are  presented  in  a 
preliminary  report  on  the  leather  boot  and  shoe 
industry  in  Canada  for  the  year  1919,  which  has 
been  prepared  by  the  Dominion  Bureau  of  Sta- 
tistics.   This  covers  the  operations  of  161  individual 
plants  distributed  by  location  as  follows :  Quebec, 


19;  Ontario,  56;  New  Brunswick,  5;  Nova  Scotia, 
4;  British  Columbia,  5. 

The  number  of  pairs,  and  the  selling  value,  of  the 
various  classes  of  footwear  are  shown  in  the  follow- 
ing" summary : — 
Boots  and  Shoes — 


Number  of 

Selling  Value 

Classes  of  Products 

Pairs 

at  Factory 

Men's   

5,417,9.56 

$25,454,983 

Boys'   

864,234 

2,604,573 

Youths'   

565,037 

1,269,860 

Ladies'   

5,747,348 

23,180,983 

Misses'   

1,404,494 

3,139,493 

Girls'   

1,774,670 

3,093,325 

Slippers — ■ 

Men's,   boys'   and   youths'    . . 

503,601 

718,337 

Ladies',  misses'  and  girls'    . . 

1,233,939 

1,556,553 

Infants'  shoes  and  slippers  . .  .  . 

861,505 

855,441 

Larrigans   

185,411 

667,435 

Moccasins   

344,775 

641,067 

All   other  kinds   

368,889 

849,180 

Snowshoes,  leggings,  ankle  sup- 

ports, etc  

231,087 

Custom  and  repair  work   

56,933 

Totals   

19,160,749 

$63,319,138 
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The  New  Trend  in  Footwear  Fashions 

Many  novel  features  characterize  the  shoe  styles  which  are  presented  to  the  trade.  Above  are  a  number  of  new  models,  reproduced  from  one 
of  the  leading^  U.  S.  shoe  journals,  which  illustrates  the  present  tendency.  Starting  at  the  left  and  reading  down,  we  have:  (1)  A  brown  kid 
slipper  in  warmer  tone  than  Havana — three  straps  in  a  loop  decorated  with  steel  beading;  (2)  Brogue  sport  oxford  in  Russia  calf — which  is  to 
supersede  the  lace  brogue  oxford  of  last  season:  (3)  Satin  colonial  with  patent  tongue  and  steel  beading:  (4)  Brown  calfskin  slipper,  with  en- 
tire forepart  in  woven  strips  of  leather;  (5)  Three-eyelet  tie  with  ncvelty  blucher  cut  and  dip-in  throat  in  a  fabric  shoe  for  summer;  (6)  Novelty 
effect  in  white  suede  calf,  throat  and  strap  in  patent;  (7)  Black  kid  slipper  with  inserts  of  blue  kid;  (8)  Sabot  effect — two-button  strap  of 
patent  with  insert;  (9)  Another  illustration  of  the  decoration  with  woven  strips  of  leather;  (10)  Large  tongue— overlay  of  leather — all  kid.  triple 
dots;  (11)  Patent  vamp  and  satin  quarter  with  satin  heel — three  straps  over  instep;  (12)  White  slipper  of  a  sabot  type  with  blue  kid  ornament 
over  throat,  with  fancy  silver  beads  thereon. 


It  i.s  interesting  to  note  how  the  average  selling 
values  (at  the  factory)  of  these  various  classes  com- 
pare. For  men's,  the  average  works  out  at  $4.69, 
while  for  women's  it  is  lower  by  83c.,  being  $3.86. 
For  boys',  the  average  is  $3.01  ;  vouths',  $2.25  ;  misses'. 
$2.23;  girls',  $1.74. 

Classification  of  Boots  and  Shoes  by  Processes 

The  number  of  pair.s  of  Ijoot.s  and  shoes  manufactured 
by  different  processes  is  enumerated  in  the  following  table: 

I'rocess  No.  of  Pairs 

Hand-made    217,146 

Welt    .5,343,662 

Imitation    welt    367,465 

Turned    2,260,249 

McKay    7,147,984 

Wire,  screw  or  metal  fastened    2,388,884 

Wooden  pegged    205,266 

All    other    1,231,093 

Total    19,160,749.. 


Rubber  Industry  Statistics 

Some  interesting  features  arc  f(jund  in  a  prelimin- 
ary report  on  the  rubber  industry  in  Canada  for  1919, 
made  by  the  Bureau  of  Statistics.  The  report  shows 
that  nearly  $43,000,000  is  invested  in  the  industry  and 
that  it  employs  approximately  11,500  people.  For  the 
purpose  of  the  report,  the  industrj^  is  divided  into  two 
groups:  (1)  Rubber  goods,)  (2)  rubber  boots  and 
shoes. 

In  the  rubber  boots  and  slmes  group,  out  of  3,349 


male  employees  over  16,  304  get  less  than  $10  a  week 
and  2,000  less  than  $20  a  week.  Those  earning  $30 
or  over,  number  205.  Of  2,268  females  over  16  employ- 
ed in  this  group,  2,180  get  less  than  $20,  and  of  the 
2,180  those  getting  under  $10  a  week  number  667. 

In  the  rubber  goods  group,  out  of  6,006  males  over 
16  years  of  age  employed.  145  get  under  $10  a  week; 
1,763  under  $20  a  week ;  2,919  get  between  $20  and  $30 
a  week;  1,324  get  $30  a  week  or  over.  Of  664  girls 
over  16  employed  in  this  group,  84  get  less  than  $10 
a  week  and  60S  less  than  $20.  Five  get  $30  or  over. 
Two  boys  under  16  also  get  more  than  $30  a  week. 


+"• 
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July  13-14 
Red  Letter  Days  in  the  Shoeman's  Calendar 

On  the  above  dates  the  National  Shoe  Re- 
tailers' Association  will  hold  their  Third  Annual 
Convention,  in  Toronto.  It  will  be  a  meeting  of 
business  men  for  business  purposes,  and  there  are 
many  rnatters  of  the  greatest  importance  to  be 
dealt  with.  Your  support  will  help  the  Associa- 
tion to  successfully  handl3  the  problems  that 
confront  the  trade  as  a  whole  at  the  present  time. 
The  whole  object  in  restoring  the  shoe  business 
to  a  safe,  sound,  normal  and  prosperous  basis. 
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Canada's  Shoe  Manufacturing  Trade  From 

A  Machinery  Viewpoint 

 "  •  Address  by  F.  W.  Knowlton  *  ~  —  ■  ;  


THE  shoe  trade  is  one  of  the  very  oldest  of  our 
present  lines  of  industry,  and  shoes  are  the 
oldest  of  any  article  of  human  apparel.  From  a 
very  crude  form  of  sandal,  the  shoe  has  [)assed 
through  a  great  number  of  changes  in  its  development 
into  the  modern  type.  These  various  stages  in  the 
evolution  of  the  shoe  have,  in  a  way,  travelled  in  cir- 
cles, and  we  have  seen  certain  styles  of  footwear  dis- 
api^ear  entirely  only  to  make  their  appearance  a  few, 
or  in  some  cases,  many  years  later  in  substantial!}'  the 
same  style.  ■ 

Thq  Cycle  of  Style. 

Instances  of  this  are  the  very  narrow  tues  which 
were  in  style  20  or  25  years  ago,  only  to  gradually  dis- 
appear and  be  replaced  by  the  wider,  and  later  by  the 
extremely  wide  toes,  these  being  followed  b}'  the  very 
high  toes,  some  of  which  are  being  made  even  to-day, 
although  the  greater  part  of  the  late  styles  have  worked 
back  to  the  narrow  toes,  which  are  certainly  a  very 
attractive  shoe  to  look  at,  but  a  much  less  satisfactory 
shoe  for  the  wearer  than  the  wider  and  higher  toe. 
The  low  heels  of  to-day,  however,  are  much  more  suit- 
able for  the  wearer  and  better  in  every  way  for  every 
one  connected  with  the  trade,  with  the  possible  ex- 
ception of  the  heel  manufacturers. 

Over  200  Mechanical  Operations  in  Making 
Modern  Shoe. 

In  all  these  stages  in  the  types  and  styles  of  shoes, 
and  more  particularly  during-  the  last  period  of  about 
65  years,  the  use  of  machinery  has  been  an  important 
factor.  Commencing  about  1860  various  machines 
were  developed  for  performing  certain  operations  in 
the  making  of  shoes  that  were  formerly  performed  by 
hand,  and  to-day  we  have  over  200  operations  per- 
formed by  machinery  in  the  making  of  the  modern 
shoe,  and  135  machines  in  the  class  that  would  be  con- 
sidered as  shoe  machinery  are  regularly  supplied  for 
the  making  of  the  Goodyear  welt  shoe  of  to-day. 

An  experience  of  a  Httle  over  30  years  'with  the 
shoe  manufacturers  of  Canada  has  given  some  of  u- 
connected  with  the  shoe  machinery  industry  quite  an 
extended  and  varied  experience  in  catering  to  the 
wants  of  the  shoe  manufacturers  of  the  country.  Since 
the  days  of  the  Woodleys,  Bresse  and  Bottrell  of  the 
Quebec  section,  the  Mullarkeys  and  Lintons,  of  Mont- 
real, and  Cooper  &  Smith,  and  Van  Normans  of  the 
Western  section,  we  have  seen  many  changes,  and 
have  seen  the  output  of  the  industry  increase  very 
rapidly,  at  a  rate  during  the  last  ten  years  of  approxi- 
mately one  million  pairs,  reaching  its  highest  point  in 
1916,  with  an  output  of  about  20^  million  pairs.  That 
quantity  is,  no  doubt,  somewhat  in  excess  of  the  normal 
requirements  of  the  country  for  domestic  consump- 
tion, and  includes  a  quantity  of  shoes  for  export. 

In  bringing  about  this  remarkable  increase  ma- 
chinery has  played  a  very  important  part ;  from  the 
cutting  of  the  uppers  and  soles  to  the  final  operations 
in  the  finishing  of  the  shoe,  the  use  of  machinery  has 
become  more  and  more  an  important  factor  incidental 

*Before  Shoe  Manufacturers'  Association's  Convention  in  Toronto. 


to  the  increased  production.  Even  with  all  modern 
equi|)ment  and  con\-eniences,  there  was  not  sufficient 
help  to  turn  out  all  the  shoes  required  during  recent 
busy  periods,  and  without  labor  saving  machinery  for 
so  many  oi)erations,  there  would  have  been  much  less 
increase  in  the  quantity  and  ([uality  of  the  product  of 
Canadian  shoe  factories. 

Estimated  Canadian  Domestic  Footwear  Require- 
ments 19  1/3  Millions 

It  is  estimated  that  the  census  of  Canada  about  to 
be  taken  \vill  show  a  population  of  8  to  9  millions  of 
people — some  estimate  it  as  10  millions,  which  is  prob- 
ably a  little  higli.  On  the  basis  of,  say,  8^  millions, 
a  normal  production  of  shoes  for  domestic  require- 
ments vyould  be  about  19  1/3  million  pairs,  as  a  con- 
sumption of  2  to  2y\  pairs  ])er  capita  is  al)out  what 
can  be  looked  for.  On  that  basis  the  production  for 
the  year  1919  was  about  on  a  normal  basis  Uj  compare 
with  the  consum].)tion. 

Some  of  you  may  be  suri)rised  to  learn  that  the 
total  production  for  the  year  just  closed,  1920,  in  spite 
of  the  extremely  dull  period  during  the  latter  part  of 
the  year,  was  approximately  17  million  pairs,  owing 
to  the  fact  that  the  first  six  months  of  the  year  was  the 
busiest  period  ever  experienced  by  the  .shoe  trade  of 
the  country.  The  period  from  July  1st,  1920,  to  July 
1st,  1921,  will  probably  mark  the  low  point  in  pro- 
duction of  the  present  period  of  depression,  as  the 
shoe  trade  was  one  of  the  first  to  feel  the  depression, 
and  should  be  one  of  the  first  to  show  an  improve- 
ment. 

First  Stricken  Should  be  First  to  Recover. 

Business  generally  can  hardly  be  expected  to  dis- 
count the  recent  years  of  prosperity  by  a  few  months 
of  depression,  but  from  the  fact  that  the  .shoe  trade 
has  had  no  long  period  of  over-production,  it  may 
reasonably  be  expected  that  the  manufacturing  of  shoes 
may  resume  a  normal  condition  some  time  before  other 
lines  that  have  been  greatly  over-produced  in  recent 
years. 

Production  of  Shoes  by  Districts 

The  Western  section  of  the  trade  has  been  showing 
in  recent  years  a  large  percentage  of  growth,  but  the 
Montreal  section  still  leads  by  quite  a  large  margin. 
The  year  1919,  with  a  total  of  153  factories  (the  figures 
for  1920  not  being  available  as  yet)  shows  the  Montreal 
shoe  district  with  54  factories,  making  49.7  per  cent, 
of  the  total  output ;  Toronto,  with  26  factories,  making 
10.9  per  cent. ;  Kitchener  district,  with  29  factories, 
making  17  per  cent. ;  Quebec  district,  with  34  factories, 
making  19.4  per  cent.,  and  the  lower  provinces  and 
other  outside  districts,  with  10  factories,  making  3  per 
cent,  of  the  total  production.  Probably  the  division  of 
Ontario  into  the  Toronto  and  Kitchener  districts  may 
mean  very  little  except  to  the  machinery  people,  and 
these  should  probably  be  taken  together  as  having  55 
factories  and  producing  27.9  per  cent,  of  the  total 
output. 

Determining  the  number  of  factories  at  any  given 
time  is  largely  a  matter  of  judgment,  particularly  in 
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reference  to  several  of  the  smaller  factories.  In  niakin.'.; 
up  the  figures  submitted  there  have  l)een  included 
only  those  factories  that  were  making  shoes  in  regular 
lots  for  the  trade,  and  the  number  of  133  mentioned 
does  not  include  several  very  small  plants  that  might 
possibly  be  included  in  the  list  of  factories. 

The  shoe  trade  has  just  passed  the  high  point  in 
the  matter  of  prices,  and  manufacturers  are  able,  ])rin- 
cipally  through  a  decrease  in  the  cost  of  leather,  to 
reduce  prices  to  a  point  that  certainly  should  induce 
their  customers  and  the  i)ublic  to  again  take  up  the 
j)ractice  of  buying  shoes.  Reductions  have  also  been 
made  in  other  items  entering  into  the  cost  of  the  shoe, 
and  further  reductions  will  surely  follow. 

References  have  l)een  made  at  times  in  regard  to 
possible  changes  in  the  various  rates  of  royalt.es  that 
api)ly  in  connection  with  the  manufacture  of  shoes, 
but  it  would  be  rather  difficult  to  reduce  an  item  that 
has  never  been  increased  beyond  its  original  rate,  al- 
though the  amount  of  investment  recjuired  to  ])roduce 
a  given  return  has  doubled  uj)  several  times,  and  the 
item  of  royalty  is  the  only  one  entering  into  the  cost 
of  the  shoe  which  has  not  l)een  increased  during  recent 
years. 

Few  Failures  During  Past  Year. 

'J'here  have  been  few  failures  in  the  shoe  nianuta^  - 
turing  trade  during  the  past  year,  and  none  of  them 
particularly  bad  ones,  as  the  trade  generally  has  been 
in  quite  a  strong  financial  position  as  a  result  of  the 
preceding  years  of  good  l)usiness.  What  the  present 
year  will  bring  forth  is  rather  hard  to  determine,  but 
there  is  a  tendency  on  the  part  of  the  allied  trades  to 
assist  the  manufacturers  who,  in  turn,  are  assisting 
their  customers,  and  this  more  than  any  other  one 
factor  should  be  a  means  of  bringing  about  more  nor- 
mal conditions. 

As  to  the  outlook  for  the  present  year,  there  are  so 
many  factors  involved,  factors  entirely  beyond  the 
control  of  any  one  connected  with  the  industry,  that 
no  one  can  foresee  with  any  degree  of  accuracy  just 
what  the  conditions  are  likely  to  l)e.  'J'hc  general 
foreign  situation,  i)articularly  in  Europe,  has  an  im- 
portant bearing  on  the  immediate  future  of  our  indu-^- 
try ;  the  outcome  of  business  and  credits  in  Europe 
will  have  a  very  important  bearing  on  the  success  or 
failure  of  many  large  concerns  in  America,  particularly 
in  the  United  States  and  Canada.  I'usiness  in  Europe 
has  been  kept  by  the  same  method  as  on  this  si>le 
of  the  water,  by  inflation,  and  when  a  country  like 
France  issues  10  bdlion  francs  of  new  currency,  as 
she  has  done  since  the  Armistice,  a  great  deal  of  read- 
justment is  necessary  before  business  can  assume  any- 
thing like  normal  conditions. 

There  has  been  evidence  recently  (;f  a  tendency 
for  more  shoe  factories,  but  present  conditions  do  noi 
seem  to  warrant  any  material  increase.  The  present 
total  capacity  of  the  shoe  factories  of  Canada  is  quite 
sufficient  to  ])roduce  all  the  shoes  required,  and  any 
new  factories  would  have  quite  a  serious  struggle  to 
obtain  business  that  has  been  handled  by  present  con- 
cerns, who  will  certainly  make  strenuous  efforts  to 
liohl  such  ])usiness  . 

Shoe  Repairing  Not  Cutting  Into  Shoe  Manufacturing 

It  is  often  remarked  that  the  shoe  repairing  busi- 
ness, as  at  ])reseiit  handled  and  e(|uipped,  is  cutting 
into  the  manufacturing  trade  to  quite  an  extent,  but 
the  increase  in  the  re])air  trade,  as  seen  by  machinery 
people,  does  not  indicate  that.  The  repair  trade  is  bet- 
ter equipped  than  formerly,  and  is  going  through  a 


stage  in  its  de\ elo])mcnt  that  the  manufacturing  trade 
|)assed  through  in  years  past,  but  we  have  not  yet 
seen  that  the  repair  trade  was  encroaching  on  the 
manufacturing  Field,  and  if  that  should  become  appar- 
ent, the  machinery  peo])le  would  be  the  first  to  en- 
deax  or  to  prevent  any  movement  that  meant  an  injury 
lo  its  largest  and  by  far  its  most  important  field. 

As  seen  from  (he  jjoint  of  view  of  those  in  the 
machinery  l)usiness,  the  shoe  manufacturers  of  Canada 
have  every  reason  to  be  proud  of  the  progress  they  have 
made  and  of  their  product.  The  shoes  made  in  Canada 
com])are  very  favorably  with  those  made  anywhere,  as 
shown  by  work  exhibited  in  the  shoe  fair  held  in  Mont- 
real in  July  last,  where  Canadian-made  goods  were 
shown  which  any  maun facturere  should  be  i)r(jud  of. 
Shortly  afterwards  a  somewhat  similar  fair  was  held 
in  Boston,  and  any  Canadian  shoe  manufacturer  who 
\  isited  both  fairs,  as  quite  a  number  did,  knows  that 
Canadian  prcHlucers  need  make  no  apologies  for  the 
l)roduct  of  their  factories. 

Extra  caution  should  be  exercised  i  i  the  matter  of 
credits,  keeping  in  mind  that  the  ultimate  result  to  be 
obtained  is  to  secure  i)ayment  for  goods  turned  out. 
Too  many  concerns  are  inclined  to  measure  their  suc- 
cess by  the  volume  of  orders  recei\ed,  whereas  tlie 
amount  actually  received  for  your  product  is  the  basis 
on  which  success  or  failure  will  be  esta1)lished. 

Canadian  firms,  not  only  in  the  shoe  trade,  but  in 
all  lines  should  cater  to  export  trade,  and  while  the 
item  of  exchange  is  against  them  at  present,  the  item 
of  preferential  duty  is  in  their  favor,  and  any  export 
business  would  be  one  of  the  most  important  factors 
in  adjusting  the  exchange  conditions. 

Wisdom  of  Furnishing  Regular  Lines  for  Export 
Trade. 

In  cons  (lering  export  business  it  would  be  wise  to 
furnish,  whenever  possible,  your  regular  lines.  Too 
man}-  firms,  not  only  in  the  shoe  trade,  but  in  oth va- 
lines as  well,  lia\  e  made  the  mistake  of  manufacturing 
"s[)ecial  lines"  for  export,  lines  of  goods  which,  in 
some  cases,  were  entirely  different  from  their  regular 
product,  and  this  has  several  bad  effects.  It  is  inclined 
to  reduce  the  standard  of  your  output,  and  very  strenu- 
ous efforts  are  recjuired  on  completion  of  the  export 
work  to  bring  your  staff  back  to  your  regular  standard, 
and  there  is  also  the  question  to  be  considered  of  ))os- 
sible  rejections  or  returns,  leaving  on  your  hands  a 
volume  of  good>  which  find  no  ready  sale  in  your  or- 
dinary market. 

Export — not  import,  (but  the  exporting  of  your 
regular  lines  of  goods)  should  be  the  slogan  of  the 
shoe  trade  in  Canada,  and  what  is  perhaps  the  most 
important  point,  either  as  regards  goods  for  export  or 
for  home  cou'-umption,  mark  vour  ]iroduct  "Made  in 
Canada." 
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Show  Card  Writing  —  Talk  No.  2 


This  is  the  second  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ- 
ing. The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  we 
know  our  readers  will  take  keen  interest  in  the  talks  as  they  appear.  Inquiries  to  our 
card-writing  department  will  be  welcomed  and  questions  pertaining  to  show  card  work 
will  be  promptly  answered.  We  suggest  that  these  talks  be  preserved  and  filed  together 
for  future  reference. 


1 
1 


AFTER  careful  practice  of  the  various  strokes 
illustrated  in  our  previous  talk,  we  are  now 
ready  to  begin  lettering".  For  our  first  at- 
tempts we  will  begin  on  the  ligyptian  alpha- 
bet. Once  these  letters  are  properly  mastered  it  will 
be  difficult  for  the  card  writer  to  make  any  of  the  mis- 
takes that  at  once  mark  the  card  as  an  amateur  pro- 
duction. 

While  this  alphabet  is  the  plainest  style  of  all  and 
will  prove  a  good  guide  for  future  letter  formation, 
it  will  be  readily  seen  that  a  card  lettered  only  with 
these  letters  would  have  a  decidedly  heavy  and  clumsy 
appearance  though  it  would  be  very  legible. 

As  he  commences  to  draw  the  letters  with  the 
brush,  the  beginner  must  remember  that  he  is  still 
learning  one-stroke  work,  and  practice  is  very  neces- 
sary before  the  vertical  and  horizontal  parts  will  be 
executed  nicely  with  a  single  stroke.  It  will  be  no- 
ticed that  the  same  strokes  we  were  learning"  last 
month  are  used  to  execute  the  alphabet.  Also  notice 
that  only  three  strokes  are  required  for  the  letter  "A," 
four  for  "B,"  two  for  "C,"  three  for  "D,"  four  for  "E," 
and  so  on.  This  makes  for  rapid  work.  In  examining 
closely  the  alphabet  illustrated  it  will  be  seen  that  the 
various  strokes  are  indicated  and  should  be  made  in 
that  way.  Get  the  habit  of  drawing  the  brush  from 
left  to  right  and  from  top  to  bottom.  The  brush  is 
held  between  the  thumb  and  the  second  finger,  using 
as  free  an  arm  movement  as  possible  in  making  each 
stroke.  While  the  brush  is  held  firmly  avoid  a  rigid 
grip  of  the  fingers,  as  this  tends  to  make  cramped  and 
weak  strokes. 

Keep  the  brush  well  filled  with  color.  After  the 
brush  has  been  dipped  into  the  paint  work  it  over  a 
time  or  two  on  a  glass  or  smooth  card  to  get  the  de- 
sired chisel-shaped  edge,  before  attempting"  to  make  a 
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stroke.  This  is  mo^^t  imjjortant,  as  clean  and  rapid 
work  can  only  be  made  when  the  brush  is  full  of  color 
and  the  brush  is  in  shape  to  give  a  square  edge  start 
as  well  as  firm  even  body  to  the  strokes. 

As  the  letters  become  familiar  and  a  steadiness  is 
felt  in  making  the  strokes,  try  making  words.  For 
instance,  paint  the  words  "Good  Shoes,"  using  this 
alphabet.  Notice  the  spacing  carefully  that  the  letters 
are  all  evenly  divided.  The  one  exception  to  this  rule 
is  where  the  two  O's  come  together  in  the  Avord 
"Good."  Here  the  two  letters  may  almost  touch  and 
still  look  better  than  if  the  space  were  greater. 

We  are  not  illustrating  the  lower  case  letters  of. 
this  "Egyptian  alphabet,"  as  they  are  very  rarely  used 
in  rapid  card  work.    In  future  talks  we  will  take  up 
the  lower  case  letters  of  other  alphal)t'ts  which  are 
more  commonlv  used. 


No  "Buying  Strike"  in  Stratford,  Ont. 

THERE  has  been  no  "Buying  Strike"  in  Strat- 
ford, Ont.,  according  to  some  of  the  most  pro- 
minent shoe  merchants  in  the  city.  The  pro- 
prietor of  one  progressive  store,  at  which 
"Footwear"  called  recently,  stated  that  his  business 
was  ahead  $10,000  for  1920,  as  compared  with  1919, 
and  that  up  to  date  1921  trade  had  been  very  good! 
Another  well-known  local  shoe  merchant  was  $3,000 
ahead  for  1920,  and  his  business  for  1921  to  date  was 
better  than  last  year.  The  business  of  course  has 
been  done  on  a  less  profitable  basis  since  prices  began 
to  recede,  but  Stratford  shoe  merchants  apparently 
have  no  cause  to  complain  about  the  demand  for  their 
goods. 
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How  "Dumping"  was  Checl<ed 

During  the  latter  part  of  l'.)2()  there  was  a  con- 
siderable amount  of  "dumping"  of  Canadian  shoes 
which  threatened  to  drive  many  retailers  into 
bankruptcy.  The  National  Shoe  Retailers'  As- 
sociation took  the  matter  up  with  the  manufac- 
turers, with  the  result  that  the  "dumping"  has 
practically  discontinued.  Are  you  one  of  those 
who  benefited?  If  so,  are  you  supporting  the 
association  that  has  been  looking  after  your  in- 
terests? There  is  a  big  membership  campaign 
now  on,  and  your  co-operation  is  needed. 


I 
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How  to  Keep  a  Waiting  Caller  Interested 

If  a  prospective  customer  calls  and  finds  you  out 
(outside,  we  mean  of  course)  he  will  likely  enough 
wander  ofif  somewhere  else  and  find  a  competitor  in— 
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and  that's  where  you  lose  an  order.  l'rol>lem  :  IJow 
to  keep  the  customer  in  your  office  till  you  return,  and 
how  to  keej)  him  in  good  temper  during  the  interval. 
Here's  a  tip  from  Mr.  Jlarry  Lincoln,  of  the  Inter- 
national Supply  Co.,  Kitchener.  When  a  caller 
arri\es,  it  he  does  not  find  Mr.  Ilarry  Lincoln  there  U> 
greet  him,  he  is  in\ilcd  tn  take  a  seat,  and  close  by 
that  seat  are  two  shelves  on  which  are  spread  out, 
temptingly,  for  his  jierusal  the  leading  footwear 
journals  of  .\orth  America,  besides  current  magazines 
and  daily  papers.  If  the  customer  is  a  shoeman, 
first  thiiig  he  knows  he  is  deej)  in  an  article  on  con- 
ditions in  the  trade,  and  he's  almost  sorry  to  be  inter- 
rupted v\'hen  Mr.  Lincoln  returns,  llis  thoughts  are 
running  along  the  right  channel,  and  he's  in  a  re- 
ce])tive  mood  for  the  suggestions  of  an  expert  sales- 
man. 


X-Ray  Gomes  to  the  Shoeman's  Aid 

AN  innovation  in  the  shoe  retailing  held,  which 
has  aroused  considerable  interest,  is  the  X- 
Ray  l''oot-()-Scoi)e.  This  is  a  scientific  .X- 
Ray  ap])aratus  so  arranged  that  a  view  is  ob- 
tained of  both  of  the  feet  in  the  shoes  with  the  cus- 
tomer in  a  standing  position.  The  Foot-O-Scope  is 
intended  solely  for  viewing  piu'poses  and  not  for  mak- 
ing X-Ray  ])ictures  such  as  are  made  bv  physicians 
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and  X-Ray  specialists.  The  device  is  so  constructed 
that  three  i)ersons  can  obtain  a  view  at  one  time. 
Thus  the  salesman  can  point  out  any  defects  in  the  fit 
of  the  shoe  to  the  customer  and  his  or  lier  friend,  or 
to  the  child  and  its  parent.  The  length  and  Ijreadth  of 
the  shoes,  w  ith  relation  to  the  feet,  bent,  twisted  or 
crowded  Inines.  cramped  or  compressed  soft  parts,  are 
shown  up  as  by  an  X-Ray  photograph.  The  flcjor 
space  occupied  by  the  apparatus  is  42  x  4S  inches. 


Leather  and  Shoes  Show  Low  Index  Number 

Till'',    following   table,   published   in    the  Labor 
(ja/.ette,  shows  declines  in  the  index  numbers 
of  wholesale  prices  of  the  more  important  com- 
modities for  the  last  -six  months  of  the  year 
1920.    The  base  or  100  is  the  average  wholesale  ])rices 
for  the  ten  years  1890-1899: 


Decrease 

("oiiiniodities 

1930 

1 930 

in 

.luly 

Dec. 

0  months 

(irain   and  fodder   

•toi.i 

2(11.1 

37.5% 

lA'ather,  liidc.s  and  l)oots  . 

393.2 

223.8 

23.4% 

C  attle  and  beef   

.  .  ;f92.4 

311.4 

20.8% 

.  .  308.3 

328. (•) 

17.5% 

Hogs  and  ho.sjs'  prodncts 

.  .  380.8 

314.0 

17.3% 

Rnilding  materials   

.  .  397.2 

350.5 

10.5% 

Iron  and  steel   

27.5.1 

255.8 

7.07o 

And 

Increase 

Dairy  products   

309.0 

340.00 

13.8% 

Timely  Window  Card  Suggestions 
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ASPIRANTS  to  a  favored 
place  in  Milady's  Ward- 
robe —  and  did  .such  dainty 
and  delightful  debutantes  ever 
plead  in  vain  V 


Introducing 


Dame  Fashion's 
latest  representa- 
tives —  as  charm- 
ing as  they  are 
new. 


i 


In  the  Spring  a 
Maiden 's  Fancy 
lightly  turns  to 
thoughts  of 

Fashionable 
Footwear 


These  satin  mules  will 
he  a  delight  to  the  leye 
and  a  comfort  to  the 
foot  of  any  member  of 
the  fair  sex. 


Maroli,  ,10:31 
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Interior  Cluff  Shoe  Store, 
649  Hastings  St.  W.,  Van- 
couver. Mr.  Fred  Cluff  in 
the  foreground. 


Up-to-the-Minute  Vancouver  Shoe  Store 
Follows  ''No-Cut-Prlce-Sales"  Policy 

LOCATED  in  the  heart  of  Vancouver,  within  a 
stone's  throw  of  the  post  office,  is  that  wonder 
of  modern  times,  a  retail  shoe  store  which  has 
not  held  a  sale  for  two  years;  this  despite  the 
startling-  rise  and  fall  of  shoe  prices.  Mr.  Fred  Cluii 
whose  pleasing"  personality  has  done  so  much  towards 
building-  up  the  reputation  of  the  Clufif  Shoe  Company, 
Limited,  649  Hastings  Street  West,  keeps  in  close 
touch  not  only  with  his  customers  but  with  every  angle 
of  the  shoe  trade.  It  was  due  to  his  far-sighted  policy 
that  the  store  found  itself  with  a  well-filled  stock  room 
when  the  tremendous  rise  in  shoe  prices  came  and 
now  after  the  slump,  Mr.  Cluff  can  point  with  pride  to 
a  record  of  achievement  equalled  by  few  and  surpassed 
by  none.  Mr.  Cluff  first  went  into  the  retail  shoe  busi- 
ness in  this  city  in  the  spring  of  1916  at  the  above 
address.  In  the  fall  of  1917  he  sold  out  his  interest  to 
P.  T.  Richardson  of  Calg'ar}^  Unable  to  keep  away 
from  his  old  location,  Mr.  Cluff  re-purchased  the  busi- 
ness in  February,  1919,  and  is  running  a  first-class 
store,  handling"  only  standard  "Registered  Trade 
Mark  "  footwear. 

When  asked  for  his  opinion  of  the  sales  which  have 
been  sweeping"  the  country,  Mr.  Cluff  said:  "I  have 
always  believed  that  the  public  do  not  want  slaughter 
sales.  I  abhor  them  m3fself."  When  the  question  nf 
shoe  prices  was  brought  up,  Mr.  Cluff  expressed  the 
belief  that  prices  are  as  low  as  they  ever  will  be  until 
labor  costs  are  lowered  ;  this  he  thinks  will  take  place 
gradually,  going  down  about  10  or  15  per  cent,  every 
six  months  until  the  bottom  is  reached.  A  large  as- 
sortment of  ladies'  novelty  footwear  has  been  bought 
b}^  Mr.  Cluff",  who  feels  confident  that  there  will  be 
a  heavy  demand  for  this  type  of  shoe  during  the  com- 
ing spring"  and  summer. 

In  the  Cluff'  store  there  are  five  salesmen  on  the 
floor  and  moving"  around  in  their  midst  can  always  be 
seen  the  upright  form  of  the  manager.    The  store  it- 


self has  a  de|)th  of  131  feet  from  the  sidewalk;  the 
main  floor  being  20  by  90  feet  with  windows  .11  feet 
deep.  The  balance  of  the  store  is  taken  up  for  a  stock 
room  with  immediately  above  it  the  cashier's  cage 
and  a  wrapping  room.  Last  year  Mr.  Cluff  spent 
more  than  $1,200.00  in  effecting-  alterations  to  the  front 
of  the  store  which  have  greatly  improved  the  appear- 
ance from  the  street.  He  has  backed  up  his  windows 
with  plate  glass  so  that  passers-by  can  see  straight 
through  the  store.  Mahogany  seats  are  placed  down 
the  centre  with  a  capacity  for  forty  persons;  the  left 
side  being"  the  men's  department  while  the  other  is  used 
for  ladies.  Children's  shoes  are  not  kept  in  stock. 
The  store  is  illuminated  by  six  300  candle  power  nitro- 
gen lamps;  it  is  equipped  with  a  basket  carrying  sys- 
tem with  three  carriers  leading  upstairs  to  the  cashier, 
Miss  Nellie  Cluff.  A  feature  deeply  appreciated  l)y 
the  sales  ])ersonnel  is  the  absence  of  ladders  as  the 
entire  stock  can  be  reached  from  the  floor. 


Stratford  Merchants  Hold  Get-Together  Event 

STRATFORD,  Ont.,  is  a  live  business  town,  and 
not  the  least  active  and  progressive  of  its  mer- 
chants are  the  men  of  the  shoe  retail  trade. 
Stratford  has  one  of  the  largest  branches  of  the 
Retail  Merchants'  Association  in  the  province,  in  pro- 
portion to  its  population,  and  the  president  of  the 
branch  is  a  shoeman,  Mr.  A.  Knechtel,  of  Knechtel  & 
Co.  Practically  all  the  other  prominent  shoe  retailers 
in  the  city  are  also  active  members  of  the  local  organ- 
ization. 

Recently  the  Stratford  merchants  staged  a  big 
event  in  the  formj  of  a  "get-together"  banquet,  which 
was  attended  by  the  whole  Ontario  executive  of  the 
Retail  Merchants'  Association,  and  also  by  Mr.  E.  M. 
Trowern,  of  Ottawa,  the  Dominion  Secretary.  The 
proper  spirit  of  co-operation,  in  the  larger  sense,  was 
evidenced,  in  that  members  of  the  other  branches  of 
industry  were  also  present  as  invited  guests.  The 
mayor  and  other  civic  officials,  the  president  of  the 
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Chamber  of  Commerce,  the  president  of  the  Agricul- 
tnral  Society,  and  the  president  of  the  Trades  and 
I-abor  Conncil.  also  honored  the  festive  hoard  witli 
their  presence. 

Mr.  A.  Knechtel  presided  over  the  gathering  in  a 
very  happy  manner,  and  there  were  a  number  of 
s])lendid  speeches.  Here  are  a  few  liigh-lights  from 
the  speakers'  remarks. 

"it  is  up  to  the  retail  merchants  to  pusli  the  Alade- 
in-Canada  idea,  but  the  manufacturers  should  do  their 
share  as  well.  It  is  only  by  co-operation  that  the  aim 
can  be  realized." — President  Zieman. 

"There  will  be  retailers  until  the  crack  of  doom! 
It  is  a  big.  respectable,  necessary  calling — then  why 

not  boost  it?"  "Prices  will  never  come  down  to 

pre-war  levels,  because  during  the  war  people  earned 
high  wages,  had  fine  meals  and  clothes  and  will  never 
go  ])ack  to  cheap  stufif  again."  "The  whole  mo- 
tive of  the  Retail  Merchants'  Association  is  to  make 
it  ea.sy  for  people  to  do  right  in  business  and  hard  t<> 
do  wrong." — K.  H.  Trowern. 


Getty  &  Scott  Benefit  Society  Stage 
Splendid  Ball 

']'hc  twelfth  annual  ball  of  the  Getty  &  Scott  Bene- 
fit Society,  held  in  the  Armoury  on  Friday  evening, 
was  a  very  brilliant  and  successful  event,  outshining 
any  similar  affair  previously  undertaken  by  the  So- 
ciety. The  Armoury  was  resplendent  with  I)unting-, 
flags,  evergreens  and  cut  flcnvers,  and  instead  of  the 
usual  gloominess,  there  flashed  colors,  and  lively 
music,  and  the  building  was  filled  with  the  tiappy 
sound  of  people  enjoying  themselves,  as  the  dance 
went  on — till  early,  and  not  so  very  early  either,  in 
the  morning-. 

Inhere  was  an  attendance  of  aijoul  eight  hundred, 
among  them  guests  from  outside  points,  including  re- 
tailers and  manufacturers  frtjm  Toronto,  Hamilton. 
Boston,  Rochester,  Cincinnati,  Montreal.  St.  Cath- 
arines, Preston,  Kitchener  and  Hespeler. 

One  of.  the  diversions  of  the  evening  was  fancy 
dancing  delightfully  executed  by  Miss  Ella  Menzies. 
a  little  lady  of  thirteen  years  old,  who  has  but  recently 
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come  to  Gait  from  Perth,  Scotland.  Miss  Menzies 
made  a  hit  with  the  crowd,  who  demonstrated  their 
ai)preciation  of  all  her  numbers. 

Another  feature  of  the  evening  was  the  Rainbow 
waltz,  during  which  the  dancers  circled  and  glided  be- 
neath the  changing  colors  of  the  rainbow. 

The  Majestic  eight-piece  orchestra  supplied  the 
music,  which  was  of  the  kind  dancers  like.  The  pro- 
gramme included  the  latest  dance  hits  and  every  num- 


ber w^as  thoroughly  enjf)yed.  .\t  midnighl,  a  delirious 
lunch  was  served. 

'i^he  committee  who  had  charge  of  the  ball  is  to  be 
heartily  congratulated  cjii  the  splendid  success  w'hich 
it  i)roved  to  be  and  they  were  being  highly  commended 
on  every  side  for  staging  so  enjoyable  an  event.  The 
committee  is  composed  of  Messrs.  J.  Drew,  T.  Robb, 
|.  Murrav,  P.  Kav,  R.  (lilliland,  K.  \'rooman  and  j. 
"Webber.' 

The  officers  of  the  Socic(\-  this  \ear  arc:  lion. 
l)residents,  V.  S.  Scott.  M.l'.,  and  1'".  A.  Scott;  presi- 
dent, H.  Sutton;  vice-president.  D.  Petty;  secretary, 
J.  McCash;  treasurer,  11.  i*".  T^evandusky,  and  the 
committee.   

A  Successful  Young  Western  Shoeman 

MR.  W.  W.  Kendall,  who  is  one  of  the  young- 
est men  in  Western  Canada  holding  an  im- 
portant ])(jsition  in  the  boot  and  shoe  trade, 
was  born  at  Waterloo,  (Juebec,  in  1<S94.  In 
the  year  1911  at  the  age  of  seventeen,  he  acted  on  the 
advice  of  Horace  (ireely  and  came  West,  and  he  since 
made  rapid  strides  to  the  front  rank. 

(  )n  his  arrival  in  Winnipeg,  he  made  his  first  start 
in  the  business  world  with  the  Regal  Shoe  Store,  re- 
maining with  this  firm  until  the  end  of  1915  when  the 
business  was  taken  over  by  Kilgour's  boot  shop  and 
made  into  an  exclusive  ladies'  shoe  store.  Mr.  Ken- 
dall transferred  to  the  new  firm  which  continued  in 


Mr.  W.  W.  Kendall. 

business  at  the  same  store,  289  Portage  Ave.,  until 
October,  1920,  when  the  Hartt  Boot  and  Shoe  Com- 
pany, of  Fredericton,  N.B.,  bought  the  building  and 
opened  a  high-class  shoe  store  which  made  the  second 
link  in  their  chain  of  stores.  Mr.  Kendall  was  then 
appointed  manager  of  the  Winnipeg  store,  and  in  the 
few  months  during  which  he  has  had  charge  of  it,  has 
demonstrated  his  ability  to  successfully  handle  the 
business.  One  of  the  most  noticeable  features  of  his 
store  is  its  spotless  cleanliness  and  its  dainty  decor- 
ations, which  make  it  a  very  pleasant  place  to  visit. 

Mr.  Kendall  has  certainly  accomplished  a  great 
deal  in  a  short  time.  He  is  only  twenty-six  years  of 
age,  and  nine  years  in  business.  He  has  also  found 
time  to  give  some  attention  to  sport,  his  interests 
along  that  line  being  divided  between  baseball  and 
hockey. 
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The  Tools  of  the  Shoe  Repairer 

A  Good  Kit  of  Tools  Still  Has  Its  Place  in  the  Repair 
Shop — Their  Use  and  Care 

By  Oliver  M.  Brooks* 


IT  would  be  hard  to  find  a  better  barometer  of  the 
changes  that  have  taken  place  in  the  shoeniaking' 
industry  during  the  last  few  decades  than  the 
tools  of  the  trade.     Particularly  are  the  signs 
plentiful  among  the  benches  and  kits  of  the  custom 
shoemakers  and  repairers  of  the  day. 

Before  the  great  strides  and  wonderful  improve- 
ments in  modern  mechanical  methods  of  manufactur- 
ing shoes  the  local  shoemakers,  formerly  indispensable 
factors  of  community  life — designers,  artists  and  foot- 
wear producers  for  their  immediate  surroundings — 
have  largely  passed — some  to  their  reward  and  many 
others  by  common  consent  adapting-  themselves  to 
the  changing  conditions  and  to  the  exclusive  following 
of  shoe  repairing  in  place  of  their  former  art. 

The  Disappearance  of  Old-time  Methods 

Gone  are  the  days  of  the  tedious  and  laborious 
hand  shoe  building,  with  their  hand  closing",  hand 
lasting,  hand  welting  and  sewing  and  slow  hand  fin- 
ishing performed  during  long  hours  and  with  much 
night  work,  frequently  underpaid  and  often  with  the 
assistance  of  cruelly  ovei'worked  child  labor.  The 
passing  of  the  days  has  been  registered  in  the  disap- 
pearance of  their  hand-made  products  both  splendid, 
good,  bad  and  indifferent. 

Changed  too  are  the  tools  of  the  trade  even  in  those 
localities  where  some  remnants  of  hand  work  are  ten- 
aciously clung  to  by  little  shops  that  grow  no  larger 
and  gradually  dwindle  and  vanish  before  the  irresist- 
ible encroaching  competition  and  products  of  the  mod- 
ernly  equipped  factory  and  up-to-date  shoe  repair 
plant. 

Faithfully  the  change  is  recorded  on  the  tool 
benches  of  the  workers  and  in  the  equipments  of  the 
shops  in  which  they  now  labor. 

No  longer  is  it  possible  to  see  commonly  the  long 
rows  of  hand  coUices  and  edge  setting  irons  dangling 
by  their  little  strap  hangers  in  an  orderly  well  kept 
row  according  to  their  sizes  within  reach  of  the  seated 
hand  finisher  with  his  little  heating  stove. 

Their  place  has  been  usurped  by  the  set  of  Nashua 
rotary  edge  setting  irons  hanging  each  on  its  indi- 
vidual peg  above  the  finishing  machine  that  now  does 
the  finishing  for  the  whole  shop  in  less  time  than  was 
ever  dreamed  possible. 

Heel  slickers  and  burnishers,  too,  are  not  the  com- 
mon sight  that  they  were,  their  work  being  done  now 
with  the  finishing  wheel  and  roll  and  the  machine  fin- 
ishing brush. 

Other  tools,  beloved  kit  ui  the  painstaking  journey- 
man ;  faithful  assistants  in  many  a  product  of  skill 
and  pride,  seem  to  have  been  cast  into  discard  and 
oblivion,  giving  place  to  the  meagre  handful  of  tools 
too  often  seen  on  the  bench  of  the  modern  operative. 

As  in  many  other  changes  that  have  taken  place, 
the  swing  of  the  pendulum  seems  to  have  been  rather 


from  one  extreme  to  the  other.  The  average  bench- 
man's  kit  of  to-day  frequently  contains  too  few  good 
tools  to  be  really  efficient  and  capable  of  producing  the 
finest  results. 

True,  he  does  not  need  the  elaborate  lay-out  of 
hand  tools  beloved  by.  and  necessary  to,  his  forebear 
in  the  industry.  No  need  for  hand  edge  irons,  heel 
slickers,  bottom  burnishers,  edge  shaves,  rhan  files 
and  other  tools  that  sound  almost  like  words  in  a 
foreign  tongue,  in  the  well-equipped  machine  shop 
where  the  operations,  wrought  formerly  by  hand,  are 
iiow  done  in  a  tenth  part  of  the  time  by  mechanical 
methods. 

One  regrettal)le  feature  of  the  change  that  seems 
to  have  taken  place  is  the  apparent  loss  of  pride  in 
keeping  fine  tools  in  a  workmanlike  condition.  Pride 
of  kit — perhaps  we  may  call  it — once  so  pronounced 
in  the  trade  seems  more  difficult  to  find  now.  It  is 
not  extinct  and  we  are  firmly  convinced  is  due  for 
some  revival  with  the  gradual  readjusting  conditions. 
The  pity  is  that  it  is  not  more  universally  distributed 
among  a  greater  proportion  of  our  shops  to-day. 

Many  tools  not  commonly  found  in  repair  shops 
could  be  used  to  great  advantage  and  would  help  to 
produce  more  and  better  work,  at  the  same  time  hav- 
ing the  tendency  to  kindle  anew  the  waning  pride  of 
the  workmen  in  producing  craftsmanlike  results.  • 

Good  Tools  Like  Good  Books 

Good  tools  are  something  like  good  books,  their 
chief  charm  and  value  lies  in  the  ability  of  the  owner 
to  use  and  understand  them  tg  the  limit,  and  to  benefit 
materially  from  the  contact.  Abuse  will  most  quickly 
kill  their  charm. 

The  knife  is  perhaps  the  most  commonly  abused 
member  of  the  bench  kit — one  t>f  the  simplest,  yet 
withal  one  of  the  most  essential  and  difficult  to  mas- 
ter to  the  point  of  proficiency.  The  cordwainer  was 
usually  inordinately  proud  of  his  knives  and  of  their 
cutting  qualities,  spending  considerable  eff'ort  in  keep- 
ing them  in  good  shape.  Not  that  the  knives  were 
anything  special — for  better  can  be  secured  to-day — 
but  men  who  take  the  same  pride  in  sharpening  them 


seem  scarcer. 


Care  of  the  Shoe  Knife 


"United  Shoe  Machinery  Co. 


Nothing  on  the  bench  will  respond  to  good  hand- 
ling and  treatment  so  quickly  as  the  ordinary  shoe 
knife  of  good  quality.  Did  you  ever  cut  leather  with 
a  shoe  knife  that  had  been  properly  whetted  on  a 
water-moistened  grindstone  of  the  right  texture. 
Labor  becomes  a  delight  and  it  is  a  "feel"  that  once 
experienced  will  never  leave  the  hand. 

Emery  cloth  pasted  on  a  "bat"  or  the  prepared 
emery  sharpening  sticks  are  the  most  commonly  used 
means  of  putting  an  edge  on  shoe  knives  and  probably 
are  about  as  good  as  any  cjuick  practical  means  yet 
discovered.  If  using  emery  sticks  tryi  keeping  two  in 
use  at  one  time  rubbing  them  together  occasionally 
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to  keep  them  in  good  cutting-  order  and  shape.  We 
have  seen  good  results  obtained  by  using  a  loose  strap 
similar  to  a  razor  strop  on  which  very  fine  emery  pow- 
der is  occasionally  dusted  on  a  light  coat  of  oil.  But 
if  you  are  feeling  like  getting  a  good  cutting  treat 
secure  a  suitable  sized  grindstone — not  a  grinding 
wheel — from  your  shoe  machinery  manufacturers  and 
enjoy  the  cutting  experience  of  your  life. 

When  tempted  to  touch  up  a  refractory  knife  on 
the  sand  rolls  of  the  finishing  shaft  be  careful  not  U> 
heat  and  draw  the  tcmpei'of  the  blade  for  dozens  cjf 
good  knives  are  ruined  in  this  way. 

Use  of  Impression  Wheels 

Every  good  working  bench  kit  should  include  a 
set  of  impression  wheels  for  the  purpose  of  ornamenta- 
tion on  the  finished  work.  It  adds  immeasurably  to 
the  appearance.  There  is  the  hand  fudge  wheel  for 
indenting  and  ornamenting  the  upper  edge  of  the  sole 
or  welt  portion  of  the  shoe ;  the  hand  impression 
wheel  for  making  fancy  lines  and  designs  across  the 
foreparts  and  in  the  waist  of  the  shoe.  Then  the 
hand  guard  impression  wheel  which  is  similar  but 
has  a  guard  to  gauge  the  impression  around  the  sole, 
usually  over  the  channel  portion,  at  a  given  distance 
from  the  edge.  The  heel  breast  wheel  which  is  ofi'sct 
lo  one  side  of  the  handle  in  such  a  way  as  to  allow 
making  an  im])ression  close  up  to  the  heel  breast  on 
the  shank;  and  tlie  lieel  seat  bead  or  b<jx  wlicel  with 
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I      A  Big  Event  Coming  | 

■              Monday,  March  31,  will  be  a  l)ig  day  in  the  j 

!  history  of  the  shoe  repair  trade  in  Toronto.  The  • 

I  jobbers  and  findings  houses  are  tendering  the  re-  1 

I  pair  men  a  big  entcrtaiimicnt  in  the  form  of  a  \ 

j  enchre  and  dance.    Already  a  dozen  of  the  most  | 

j  prominent  concerns  have  taken  the  matter  up  en-  j 

j  1  luisiastically,  and  there  is  no  doubt  regarding  the  j 

5  response  the  shoe  repairers  will  make  to  their  : 

!  invitation.    While  the  Toronto  Shoe  Repairers'  ! 

I  Association,  as  the  organized  body,  is  handling  ! 

j  the  matter  on  behalf  of  the  jobbers,  the  affair  is  | 

j  not  to  be  in  any  way  confined  to  association  j 

j  members.    It  is  a  treat  for  the  whole  shoe  re-  j 

J  pair  trade  in  Toronto,  and  every  man  is  wanted  ? 

!  to  come  and  bring  his  lady  friends.    There  will  I 

1  be  the  best  music  obtainable  for  those  who  dance,  | 

[  and  those  who  don't  will  enjoy  taking  part  in  a  | 

j  big  euchre  drive.    Besides  there  will  be  some  of  j 

J  the  city's  best-known  entertainers,  and  first-class  j 

j  refreshments  for  everybody.   This  will  be  the  big-  j 

i  gest  thing  of  the  kind  the  repair  men  of  Toronto  ■ 

1  have  ever  had  the  opportunity  of  taking  part  in.  • 

!  All  are   invited.     Canadian   Foresters   Hall,  22 

I  College  St.,  Monday,  March  21.  Come! 

1 

+  „_..  .  ,_„4. 

slide,  as  it  is  sometimes  called,  for  making  that  neat 
finish  and  bead  around  the  heel  at  the  seat  portion 
without  which  no  low  heel  shoe  is  complete. 

The  heel  seat  bead  would  of  course  have  less  use 
in  an  up-to-date  shop  fitted  with  rotary  heel  seat  bead- 
ing wheel  extension  on  the  finishing  shaft. 

Then  that  little  old-fashioned  fellow  the  bird's-eye 
stamp  has  a  good  place  in  the  modern  shop.  He  is 
the  ideal  camouflage  maker  on  a  small  scale,  and  will 
convert  that  unsightly  nail  hole,  so  hard  to  conceal 


where  the  locating  nail  has  been  withdrawn  from  the 
finished  sole,  into  a  neat  little  bird's-eye  pattern  con- 
sisting of  an  indented  ring  with  a  tiny  point  hole  for 
the  centre.  No!  It  is  not  out  of  date  or  obsolete  for 
some  of  the  finest  custom  grade  factory  made  shoes 
of  to-day  have  one  or  two  of  these  little  bird's-eye 
impressions  on  the  sole  to  give  them  tone. 

Stitch  Pick  and  Stitch  Prick 

The  stitch  pick  is  not  as  well  known  as  it  deserves 
to  be,  particularly  where  a  stitching  machine  is  used. 
It  consists  of  a  sliarp  pointed  oval  bladed  tool  made 
somewhat  along  tlie  lines  of  a  small  screw-driver,  its 
purpose  being  to  assist  in  picking  out  refractory 
stitches  that  have  got  into  the  wrong  place  or  for  other 
reasons  have  to  be  removed.  Here  is  a  little  tip.  If 
picking  out  newly  set  wax  stitches  just  try  steaming 
them  a  little  and  using  a  stitch  pick  slightly  warmed. 

Often  confused  with  the  stitch  pick  is  the  stitch 
prick  which  is  a  similar  sounding  but  totally  different 
tool.  This  little  tool  has  a  short  blade  with  a  wide 
chisel  sha]>ed  point  offset  to  one  side  for  pricking  up 
or  setting  uj)  the  welt  stitches  individually  by  hand. 
It  is  a  tool  of  the  old  school  but  a  good  one  and  being- 
very  inexpensive  might  well  ])e  included  in  every  kit. 

A  Much  Abused  Servant 

Then  the  screw-drivers.  Is  there  anything  around 
the  ordinary  shoe  repair  shop  that  is  more  abused? 
There  has  been  some  argument  as  to  whether  the 
screw-driver  was  invented  to  put  screws  in  or  only 
to  take  them  out.  liut  certainly  they  were  never  in- 
vented for  prying  oft"  soles  and  heels  and  driving 
tween  lifts  with  a  hammer. 

More  expensive  machine  screws  are  chewed  up 
each  year  by  poor  screw-drivers  carelessly  used  than 
are  spoiled  by  all  otlier  abuses.  Certainly  every  kit 
should  include  its  set  of  screw-drivers,  but  use  them 
for  their  legitimate  purpose  and  do  not  disgrace  good 
tools  by  having  a  s])lit  handled,  loose  farrelled,  bandy- 
legged apology  for  a  screw-driver  among  them. 

Heel  removing  tools,  being  a  short  stout  blade  of 
screw-driver-like  construction,  fitted  with  a  shoulder 
to  prevent  driving  into  the  haft  and  a  leather-topped 
handle  for  hammering,  are  designed  especially  for  re- 
moving worn  soles  and  top  lifts  and  are  hard  to  beat 
for  that  purpose.  Certainly  no  benchman's  kit  is 
complete  without  one. 

Tack  Pullers 

Other  great  assistants  are  the  family  of  lack  i)ull- 
ers.  There  is  the  pointed  drive  tack-puller  made  with 
a  shouldered  blade  inserted  into  a  leather-topped 
handle  like  the  heel-removing  tool  for  use  with  a  ham- 
mer. The  claw  of  this  tool  is  shaped  like  the  claw  in 
a  carpenter's  claw-hammer  that  will  grip  a  headless 
nail  or  tack  by  the  sides  and  draw  it  out.  Just  splendid 
for  those  shank  nails  on  welt  work  or  for  removing 
the  headless  ones  that  have  got  out  of  reach  of  the 
pincers. 

Then  there  are  the  tooth  edge  tack-pullers  sold 
under  various  titles  to  the  shoe  factories.  They  con- 
sist of  a  stout  knife-shaped  blade  in  a  sturdy  handle 
with  teeth  like  a  saw  on  one  side  for  catching  the 
tack  heads.  These  are  very  fast  for  pulling  loose 
tacks  and  nails  and  very  hand)^  for  sliding  under  rub- 
ber heels  that  have  to  be  removed  without  tearing 
out  the  washers. 

Hammers !  Such  a  common-place  tool  surely 
would  be  appreciated  and  understood  by  everyone. 
But  are  they?    Certainly  they  are  most  essential  and 
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seeing  how  much  time  the  average  shoe  repairer 
spends  in  using  on«  you  would  think  he  would  be 
pretty  critical  of  its  merits  or  deficiencies. 

By  all  means  choose  a  hammer  of  the  type  and 
weight  that  you  enjoy  most.  Yes!  "Enjoy"  is  the 
right  word  for  there  is  real  enjoyment  for  any  good 
workman  in  feeling  the  hang-  of  a  well-balanced  tool 
that  has  to  be  used  constantly. 

There  are  the  smooth-faced  hammers  that  come  in 
a  variety  of  weights  and  styles.  There  should  at  least 
be  one  for  the  smaller  nailing  and  a  larger  one  for  the 
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j  Ws  a  matter  of  shoe  | 

1  repairs  —  let  Johnston  \ 

j  do  it — and  it  will  he  \ 

I  done  right  j 

I  1 
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"   A  Window  Card  Suggestion 

heavier  work.  A  good  scheme  is  to  have  a  corrugated, 
or  thimble-faced,  hammer  of  a  weigiit  between  the 
two.  What's  that?  Never  tried  one?  Why  they  are 
the  last  word  for  quickly  handling  those  slippery 
polished  nails  such  as  hungarian  and  hob  nails  and 
small  headless  nails.  They  give  such  a  grip  on  the 
nail,  do  away  with  the  nails  flying  all  over  the  shop 
and  give  a  speed  and  control  in  this  work  difficult  to 
obtain  with  a  hammer  of  any  other  make. 

If  preferred  it  is  possible  to  get  a  double-faced 
hammer  with  one  face  corrugated  and  the  other 
smooth,  and  they  are  a  companionable  tool  to  have 
around  on  a  busy  day. 

Then  there  are  the  wood  heel  hammers,  made 
with  one  small  face  about  as  large  as  a  dime  on  a  long 
neck  for  reaching  inside  the  shoe  and  a  large  flat  face 
for  patting  down  and  levelling  out  work  requiring 
smoothing,  such  as  turned  shoes  and  light  sewn  work. 
A  wood  heel  hammer  is  a  good  investment. 

Speaking  of  nailing  heels  from  the  inside — tedi- 
ous temper  trying"  job,  is  it  not? — there  is-  a  wood 
heel  nailing  device  that  simplifies  this  work  a  whole 
lot.  Consists  of  a  tube  down  which  runs  a  steel 
plunger  or  driver.  A  loading  tube  is  attached  to  the 
side  down  which  the  nail  is  dropped,  passing  into  the 
main  tube  when  the  plunger  is  raised,  a  sharp  down- 
ward motion  driving  the  nail  clean  home  in  any  posi- 
tion or  direction  desired.  A  whole  lot  better  idea 
than  mussing  up  the  finger  tips  with  the  hammer  try- 
ing to  get  a  nail  in  an  inaccessible  heel  interior. 

Did  you  ever  meet  the  man  who  buys  good  tools 
—the  very  best-— and  then  abuses  them?  It  does  seem 
a  shame  to  see  good  tools  thoughtlessly  spoiled,  cut- 
ters strained,  knives  snapped  and  rusted,  pincers  with 
the  jaws  broken,  hammers  with  bruised  faces  and 
broken  handles  and  bent  screw-drivers. 

Buying  the  best  possible  tool  available  is  the  right 
policy.  Use  them  to  the  limit,  but  do  not  abuse  faith- 
ful servants. 

In  contrast  to  this  is  the  man  who  will  nurse  a  pet 
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tool  with  an  excess  of  zeal  and  care.  Surely  we  can 
understand  anyone  becoming  attached  to  good  tools, 
for  we  love  them  ourselves,  but  there  Is  such  a  thing 
as  an  excess  of  care. 

Just  to  illustrate.  We  know  one  old  follower  of 
St.  Crispin  who  is  a  shoemaker  of  the  kind  that  does 
the  heart  good  to  see.  He  likes  his  work  and  loves 
his  tools  although  he  would  stoutly  scout  the  idea  of 
admitting  it.  One  of  his  pet  pieces  of  kit  is  a  hammer 
that  he  has  used  practically  all  his  life,  the  handle  of 
which  he  claims  has  seen  nearly  thirty  years'  service. 
It  is  of  hard  straight-grained  hickory  and  has  worn 
nearly  through  where  his  thumb  and  index  finger  rub 
on  the  handle  in  working.  At  last  it  got  so  thin  that 
it  split  and  was  carefully  bound  up  with  waxed  thread. 
For  years  he  has  been  nursing  that  handle — using  it 
carefully — too  carefully,  unconsciously  slowing  up  his 
work  just  a  trifle  in  an  excessive  fondness  for  an  old 
tool. 

We  cannot  help  wondering  as  we  watch  here  some- 
times just  how  much  time  that  hammer  handle  has 
caused  to  be  wasted,  hoAV  many  dollars  remain  un- 
earned because  of  its  continued  use.  A  very  simple 
calculation  soon  makes  a  showing  that  is  startling. 
Just  an  instance  when  genuine  fondness  and  care  of 
a  good  tool  has  been  carried  to  an  excess  that  is  be- 
yond a  doubt  un]:)rofitable.  Much  better  to  have  sacri- 
ficed sentiment  on  the  altar  of  practicability  and  made 
efficiency  in  the  form  of  a  new  handle  the  first  consid- 
eration. 

Give  Your  Tools  a  Chance  to  Rest 

Tools  are  ap[)reciative  of  care  and  quickly  resi)ond 
to  the  right  treatment.  The}^  are  inanimate  wc  know, 
hut  men  looked  upon  as  authorities  have  stated  that 
edged  tools  can  tire  and  are  sometimes  better  for  a 
rest.  Whether  the  difference  be  in  the  tool  or  in  the 
operator  ma}-^  be  open  to  dispute  ])ut  nevertheless 
when  a  favorite  knife  seems  to  be  in  a  cantankerous 

+  ^ 

1  I 

!            At  a  recent  meeting  of  the  Toronto  Shoe  Re-  ! 

I  pairers'  Association,  a  resolution  was  moved  that  | 

I  every  alternate  meeting  be  in  the  form  of  a  social  | 

J  gathering.    It  is  intended  to  bring  out  the  talent  J 

J  among  the  members,  of  which  there  is  no  lack,  j 

1  along  musical  and  other  lines  of  entertainment,  i 

1  and  to  make  the  meetings  of  a  really  live  and  en-  1 

I  joyable  character.   In  this  way  it  is  hoped  to  pro-  | 

I  mote  the  spirit  of  good  fellowship  and  to  stimu-  ] 

I  late  the  interest  of  the  trade  in  all  association  | 

!  activities.  f 


mood,  just  try  laying  it  entirely  aside  for  a  few  days 
or  weeks  and  you  will  be  surprised  at  the  seeming  dif- 
ference Avhen  you  go  to  use  it  again. 

Do  not  grind  knives  or  other  edge  tools  upon  a  dry 
high-speed  stone  without  having  a  receptacle  of  water 
handy  to  dip  them  in  frequently  during  the  operation 
to  prevent  drawing  the  temper.  Tool  steel  and  par- 
ticularly knife  steel  is  very  susceptible  temperamental- 
ly to  heat.  Avoid  any  signs  of  discoloration  or  blue- 
ing when  grinding  if  you  wish  to  avoid  a  softened  and 
spoiled  tool. 

Where  Oil  Helps 

A  few  drops  of  fine  non-gumming  oil  helps  won- 
derfully to  keep  tools  in  good  shape  and  working- 
humor.    Not  a  heavy  machine  oil,  but  a  fine  grade 
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li<^lU  oil  such  as  is  nationally  advertised  for  guns  and 
small  mechanisms  re(|uiring  a  luhricant  and  rust  pre- 
ventive. 

Try  tacking  a  small  scjuarc  of  soft  felt  in  a  con- 
venient location  on  the  hench  or  jack  and  keeping 
just  a  few  drops  of  oil  such  as  we  have  mentioned  on 
the  fell.  When  the  knife  seems  to  drag  just  draw  it 
across  the  fell  on  each  side.  It  is  well  worth  the 
trouble. 

Pincers,  pliers  and  nippers  all  work  a  great  deal 
easier  and  smoother  for  a  spot  of  oil  on  the  joint, 
while  even  wooden  Idol  handles  have  a  much  more 
companionable  feel  for  an  occasional  wipe  with  an 
oily  rag.  Not  the  heavy  machine  oil  (jr  oily  waste — 
that  is  sticky,  Init  just  a  few  drops  of  good,  light,  non- 
clogging  oil  to  i)roduce  that  friendlv  feeling  we  speak 
of. 

A  man  shall  l)e  known  ])y  the  comj)any  he  keeps, 
and  most  shoe  repair  men  spend  a  good  deal  of  time 
in  company  with  their  tools. 


Hamilton  and  Brantford  Repair  Men  Hold 
Enjoyable  Get-Together  Evening 

Ox  the  evening  of  Feb.  16,  the  Hamilton  Shoe 
makers'  &  Repairers'  Association  held  a  very 
])leasani  social  exening,  in  which  they  were 
joined  bv  the  meni])ers  of  the  Brantford  Associ- 
ation. 

The  affair  took  the  form  of  a  euchre  and  entertain- 
ment, interspersed,  of  course,  with  refreshments.  There 


President    T.    Grayson    of    the  Hamilton 
Association. 


were  nineteen  members  of  the  Brantford  Association 
in  attendance,  and  the  entire  assemblage  numbered 
over  sixty-two. 

After  the  proceedings  had  been  opened  up  l)y  a 
lively  pianoforte  solo  by  Mr.  jimmy  Jarvis,  a  pro- 
gressive euche  drive  was  arranged,  ten  "minutes  being 
allowed  for  each  game,  and  the  scores  counted  at  9:^6. 
The  first  prize  was  won  by  Mr.  S.  Hall,  of  Brantford, 
while  Mr.  Laurie,  of  Hamilton,  was  awarded  the 
booby  prize.  Before  the  prize-winners  were  announc- 
ed, however,  stacks  of  sandwiches,  cake  and  biscuits 
appeared  on  the  horizon,  with  ice  cream  and  coffee  in 
the  offing,  and  when  these  had  again  gradually  dis- 
appeared, an  interesting  programme  was  proceeded 


with.  Besides  the  addresses,  there  was  a  piano  solo 
by  Mr.  J.  Jarvis,  a  song  by  Mr.  R.  \'ine,  a  song  by  Mr. 
Grayson,  a  recitation  by  Mr.  Baker,  a  recitation  by 
Mr.  Wilton  and  a  song  by  Mr.  Wilman. 

Mr.  Grayson  made  a  brief  speech  welcoming  the 
brethren  from  Brantford,  and  went  on  U>  emphasize 
the  necessity  of  the  craftsmen  in  this  trade  sticking 
clo.-ely  together.  He  pcjinted  out  what  had  already 
been  accomplished,  and  recalled  the  time  when  the 
shoemaker  was  looked  upon  as  belonging  to  a  low 
rank  of  society.  He  also  strongly  advocated  the  main- 
tenance of  the  existing  level  of  prices,  as,  even  at  that, 
he  felt  that  the  shoe  repairers  were  not  as  well  remun- 
erated for  their  work  as  were  the  members  of  other 
trader. 

Mr.  I'ettit,  president  of  the  Brantford  Association, 
speaking  in  reply,  supported  the  sentiments  expressed 
by  Mr.  J.  Jarvis,  a  song  by  Mr.  R.  \'ine  ,a  song  by  Mr. 
their  meeting  together,  as  on  this  occasion,  was  in  it- 
self an  evidence  of  the  progress  the  trade  had  made — 
not  many  years  ago,  one  shoemaker  would  hardly  look 
another  in  the  face.  Mr.  Pettit  thanked  the  Hamil 
ton  Association  of  the  pleasant  e\ening  spent  and. 
upon  concluding  his  remarks,  presented  Mr.  Grayson, 
for  the  use  of  the  Hamilton  Association,  with  a  gavel, 
as  a  momento  of  the  visit  of  the  Brantford  men. 

Mr.  Revell  also  spoke  very  entertainingly,  telling 
some  amusing  stories,  and,  finally,  urging  upon  the 
members  the  necessity  of  maintaining  jjresent  i)rices. 

New  Model  Stitcher  on  the  Market 

T\\]i  Universal  Shoe  Machinery  of  Canada,  Lim- 
ited, 128  Queen  Street,  Montreal,  have  put  on 
the  market  a  new  model  curved  needle  and  all 
outsole  stitching  machine.  The  manufactur- 
ers claim  many  and  distinctive  features  for  this  ma- 
chine. Jt  is  made  exclusively  in  Canada  by  men  who 
have  had  experience  in  this  particular  line  in  Eng- 
land, the  United  States  and  in  Canada.  The  machine 
has  a  well-defined  outline  and  is  painted  a  si)ecial 
grey  with  the  lettering  in  gilt.  The  pedestal  is  com- 
pact and  sturdy  and  has  a  very  neat  appearance.  The 
column  is  free  from  hanging  pipes  and  other  appar- 
atus, and  is  also  goose  necked,  in  order  to  throw  the 
weight  of  the  head  of  the  machine  on  a  direct  central 
line  to  the  pedestal  instead  of  to  the  front.  This  plac- 
ing" of  the  head  back  to  a  central  line  with  the  pedestal 
enables  the  operator  to  sew  with  ease  and  comfort,  as 
it  affords  more  room  in  which  to  turn  the  toe  of  the 
boot.  The  treadle  is  on  a  central  line  with  the  front 
of  the  machine,  which  insures  easy  access  to  it.  The 
clutch  operates  in  such  a  way  that  there  is  no  friction 
on  the  bearings  or  end  thrust  on  the  shaft,  and  the 
machine  is  guaranteed  to  operate  with  a  half  horse 
power  motor.  By  means  of  a  new  feature  the  head 
may  be  raised  or  lowered  to  suit  the  height  and  con- 
venience of  the  operator.  Machines  were  formerly 
made  at  an  average  height,  but  this  new  machine 
meets  the  recjuirements  of  men  of  every  stature,  and 
it  is  no  longer  necessary  iov  a  short  man  to  construct 
a  platform  in  front  of  his  machine. 

Other  features  are  a  wax  pot  of  aluminum  :  the 
tool  shelf  has  an  oil  groove  around  the  edge;  the 
machine  is  electrically  heated ;  the  cam  shaft  has  a 
woodlined  hand  wheel  on  the  left  side  ;  the  presser- 
foot  of  the  machine  will  automatically  remain  up  while 
removing  or  placing  a  shoe  on  the  work  table,  will 
lower  itself  to  the  work  when  the  machine  starts,  and 
lock  itself  there  without  further  attention,  thus  giving 
the  operator  freedom  of  both  hands  to  place  the  shoe 
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on  the  work  table.  The  work  table  may  be  provided 
with  a  metal  guard  to  hold  the  upper  from  the  path  of 
the  awl.  or  with  a  lip  extending  downwards  on  the 
table,  as  desired  by  the  operator.  The  "Baltimore" 
attachment  which  is  provided  for  the  predetermined 
regulation  of  the  distance  that  the  sticher  will  be  from 
the  edge  of  the  welt  is  well  constructed  and  easy  to 
operate,  besides  being  positive. 

At  the  right  side,  in  easy  access  to  the  operator, 
is  the  stitch  regulating  handle.  By  the  placing  of  this 
lever  at  a  desired  position  the  operator  may  obtain  any 
length  of  stich  from  three  to  sixteen  stitches  to  the 
inch ;  the  machine  uses  the  same  needle  and  awl  as 
the  "Goodyear."  It  automatically  regulates  the 
amount  of  thread  required  for  each  stitch  by  means 


of  the  height  of  the  presser  foot  from  the  table  and 
the  aid  of  the  fourth  cam. 

The  Universal  is  a  four  cam  machine.  (A  cam  is 
the  large  round  semi-steel  wheel  with  the  groove  in 
it  for  developing  certain,  motion  to  a  lever).  It  also 
has  a  positive  thread  lock.  Only  a  four  cam  machine 
can  develop  a  positive  thread  measvu^ement  and  thread 
lock.  Every  working  part  of  the  machine  is  properly 
heat-treated  and  ground  and  all  levers  are  extra  strong 
and  well  made.  The  Universal  company  give  free  in- 
structions on  their  machine  and  claim  to  give  service 
for  an  unlimited  time  and  also  give  a  liberal  guarantee 
on  the  machine.  Spare  parts  will  be  carried  by  agents 
in.  all  localities  and  the  machine  will  be  sold  outright 
for  net  cash  or  in  part  payments. 
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J.  L.  R.  Gorman,  .shoe  dealer,  Belleville,  Ont.,  has  as- 
signed to  R.  W.  Adams. 

The  death  occurred  recently  of  Nap.  Rousseau,  of  the 
firm  of  T.  Rosseau  &  Fils,  shoe  merchants,  Montreal. 

The  Gosselin  Shoe  Co.,  Ltd.,  Quebec  City,  is  in  liqui- 
dation. 

Walter  Davis,  shoe  merchant,  Ottawa,  is  opening  a 
branch  store  on  Bank  St. 

A.  Kaham  has  become  sole  owner  of  the  New  York 
Sample  .Store,  Ottawa. 

Harold  J.  Johnson,  shoe  retailer,  Toronto,  has  assigned 
to    Rutherford  Williamson. 

The  Fit-Rite  Shoe  Store,  137  Queen  St.,  W.,  and  2998 
Dundas  St.,  W..  Toronto,  have  recently  been  registered. 

The  Canadian  Stitchdown  Co.,  shoe  manufacturers,  has 
been  registered  by  Jean  Royer,  Denis  Piette  and  Jas.  Tab- 
rett,  Montreal. 

Footwear  Findings  of  Canada,  Ltd.,  Cowansville,  Ont., 
recently  obtained  a  charter. 

J.  F.  Lacroix,  shoe  dealer,  Hull,  Que.,  has  had  his  stock 
damaged  through  smoke  and  water. 

The  Bleury  Shoe  Market,  Montreal,  has  been  registered 
by  Isaac  Schwartz. 

Geo.  A.  Devarennes,  shoe  dealer,  Quebec,  has  offered  to 
compromise  with  his  creditors. 

Francis  Girard,  shoe  merchant,  Tecumseh,  Ont.,  has 
passed  away  recently. 

Maxwell  Burn  &  Co.,  Ltd.,  Toronto,  wholesale  leather 
and  shoe  findings,  have  discontinued  business. 

The  B.  &  M.  Shoe  &  Slipper  Co..  Ltd.,  Toronto,  have  ob- 
tained a  charter. 

B.  Silverman,  shoe  merchant,  Montreal,  has  compro- 
mised at  2.)C  on  the  dollar. 

Frank  E.  La  Brash,  shoe  repairer,  Cobourg,  Ont.,  pass- 
ed away  recently. 

Warren  T.  Fegan  has  recently  returned  to  Toronto  from 
Atlantic  City  with  his  wife  and  daughter  where  he  spent  a 
short  holiday,  soaking  up  the  salt  air  on  the  big  beach. 

Major  John  Harris,  manager  of  the  Nugget  Polish  Co., 
Ltd.,  has  been  elected  president  of  the  Canadian  Association 
of  British  Manufacturers. 

Mr.  G.  Cook,  retail  shoe  merchant.  Sterling,  Ont.,  has 
sold  his  business  to  Captain  V.  H.  Richardson,  who  took 


possession  March  1st.  Mr.  Cook  ir.tends  to  locate  in 
Northern  Ontario. 

Jno.  Lennox  &  Co.,  Ltd.,  have  taken  the  agency  for 
Granby  rubbers  for  the  Province  of  Ontario. 

Mr.  L.  E.  Robin,  of  Robin  Bros.,  last-  maiuifacturers, 
Montreal,  is  leaving  shortly  for  Florida.  Mr.  Robin  expects 
to  be  away  a  month. 

The  plant  of  Armand  Bastien  at  Loretteville,,  Que.,  was 
recently  burned  out,  but  the  firm  has  since  established  itself 
in  its  old  factorJ^  and  production  is  continuing  as  usual. 

Among  shocmen  recently  visiting  Toronto,  were  A.  A. 
Hahn,  of  Stratford.  Ont.,  and  Mr.  Catsman,  of  St.  Catharines, 
Ont. 

W.  J.  Detweiler,  of  Sault  Ste.  Marie,  Ont.,  was  in  To- 
ronto recently  looking  over  the  markets. 

Armand  Bastien,  of  Loretteville,  Que.,  paid  a  visit  to  To- 
ronto last  week. 

T.  D.  Kinsella.  representing  Geo.  Boulter,  of  Toronto, 
is  now  on  his  northern  trip. 

W.  H.  Duffield,  of  the  John  McPherson  Co.,  Hamilton, 
has  been  in  Toronto,  sizing  up  conditions. 

R.  J.  Hannah  (familiarly  known  as  "Bob")  has  recently 
joined  the  sales'  staff  of  Geo.  Boulter,  Toronto. 

Geo.  E.  Fortain,  of  Montreal,  who  formerly  represented 
the  Hartt  Shoe  Co.,  and  the  Dominion  Rubber  System,  is 
now  taking  care  of  the  interests  of  Geo.  Boulter,  of  Toronto, 
in  the  former  city.  The  Boulter  firm  is  extending  its  opera- 
tions in  Montreal  and  the  Eastern  Townships,  where  it  has 
the  agency  for  the  John  McPherson  Co.,  and  also  for  the 
Maltese  Cross  goods. 

The  many  friends  of  C.  S.  Corson,  of  the  Corson  Shoe 
Mfg.  Co.,  will  be  glad  to  learn  that  the  operation  which  he  re- 
recently  underwent  on  his  nose  and  throat  has  been  complete- 
ly successful.  Mr.  Corson^  states  that  his  health  is  much  im- 
proved as  a  result. 

Among  Western  visitors  who  have  recently  been  in  To- 
ronto are  Mr.  Purvis,  of  the  Hudson  Bay  Co.,  and  Messrs. 
Coulters  and  Tapp,  of  Coulters  &  Johnston,  Port  Arthur. 

The  B.  &  M.  Shoe  &  Slipper  Co.,  Ltd.,  Toronto,  has 
been  incorporated,  with  a  capital  stock  of  $40,000. 

John  Way,  one  of  the  oldest  citizens  of  Stratford,  Ont., 
and  a  member  of  the  shoe  trade  nearly  all  his  life,  l»s  passed 
away  recently  at  the  age  of  75  years.  The  late  Mr.  Way 
was  born  in  Stratford,  and  over  fifty  years  ago  started  up  in 
the  shoe  business  in  a  small  way.    Since  then  he  has  been  in 
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husincss  in  several  different  stands,  but  had  stuck  wilii  the 
shoe  same  up  till  the  time  of  his  retirement. 

The  Star  Shoe  Co.,  Ltd.,  Montreal,  has  .none  into  volun- 
tary li<|uidation.  Tlic  liahilities  are  stated  to  be  over  $:!()(),- 
000. 

W.  R.  Chester,  of  Owen  Sound,  Out.,  has  taken  over  the 
shoe  store  formerly  operated  by  E.  T.  Macdonald  &  Co. 
The  new  firm  will  be  known  as  Chester  and  Smith,  Mr. 
Alfred  IL  Smith  having  an  interest  in  tlie  concern.  The  firm 
will  continue  to  Occupy  the  present  premises,  the  old  Peel 
store,  which  is  stated  to  be  one  of  the  best  slioe  locations  in 
the  city. 

A  fire  occurred  in  the  general  store  of  Mike  Sheyck, 
Owen  Sound,  Out.,  recently.  The  stock  of  shoes  received 
some  damage. 

The  Brockton  Shoe  Co.,  Ltd.,  St.  Catherine  St.  W.,  Mont- 
real, advertise  a  "going  out  of  business"  sales  owing  to  the 
expiration  of  their  lease. 

W.  C.  Goetz,  Wyndham  St..  Ciuelph,  Out.,  has  been 
running  a  "retiring"  sale. 

The  Liberty  'fire  &  Rubber  Co.,  Montreal,  has  taken  out 
Letters  Patent  of  incorporation,  with  an  authorized  capital 
stock  of  $,500,000. 

W.  E.  Woefie,  of  the  Woerte  Shoe  Company,  has  been 
elected  president  of  the  Kitchener  and  Waterloo  Manufac- 
turers' Association. 

Two  shoe  stores  in  Winnipeg  recently  suffered  damage 
by  fire — one  operated  by  the  Consolidated  Distributors,  Ltd., 
at  524  Main  St.,  and  the  other  the  retail  branch  of  Shapack 
Si  Wolfe,  wholesalers. 

J.  D.  Mc.\rthur,  of  Guelph,  Ont.,  has  enlarged  his  store 
by  the  purchase  of  adjoining  premises. 

Members  of  the  shoe  and  leather  industry  will  be  inter- 
ested to  learn  of  the  marriage  of  Mr.  Geo.  Wm.  Lang,  of  the 
Lang  Tanning  Co.,  Kitchener.  Mr.  Lang's  bride  is  Miss 
Miriam  Geraghty,  of  New  York,  and  the  wedding  took  i.lace 
in  the  Church  of  Our  Lady  of  Hope  in  that  city. 


Notes  From  the  Maritimes 

From  our  Maritime  Correspondent. 

H.  R.  Hamilton,  of  the  (hitta  Percha  &  Ivublier,  Ltd., 
Toronto,  was  in  St.  John  recently  interviewing  Waterbury 
&  Rising,  Ltd.,  Maritime  representatives  for  Maltese  Cross 
l\ubbers. 

Chas.  C.  Haining,  of  Fredericton,  N.B.,  who  about  a 
year  ago  purchased  the  McManus  &  Co.  shoe  business  in 
that  city,  reports  business  very  successfid.  Mr.  Ihiining  was 
a  recent  visitor  in  St.  John. 

(;has.  H.  Morrell,  of  Waterbury  ^v:  Kising's  Main  Street 
staff,  St.  John,  N.ii.,  recently  joined  the  ranks  oi  the  bene- 
dicts. His  fellow-employees  presented  him  with  an  electric 
reading  lamj)  as  a  token  of  their  good  wishes  for  his  future 
happiness. 

J.  N.  Scott  was  in  St.  John,  N.B.,  recently  showing  Smar 
don  shoes  for  fall  and  immediate  deliveries. 

Mr.  Harry  McKellar.  the  "big"  man  in  the  felt  business, 
was  down  in  the  Maritime  provinces  recently,  cjilling  on  the 
trade  in  the  interests  of  Rompel  felts. 

Friends  of  Hector  D.  Ferguson,  of  Sydney,  wlio  repre- 
sents Waterbury  and  Rising,  Ltd.,  in  Cape  Breton,  will  be 
glad  to  hear  that  he  is  now  recovered  from  a  severe  attack 
of  asthma. 

Waterbury  &  Rising,  Ltd.,  had  a  representative  of  the 
Scholl  Mfg.  Co.,  Mr.  Hainilton,  give  a  demonstration  in  their 
stores  during  the  week  of  Feb.  7  to  12.  They  report  suc- 
cessful residts  from  his  visit.    While  in  St.  John  Mr.  Hamil- 


ton was  tlie  guest  of  the  Rotary  t  lub  at  tiuir  Monday 
luncheon  and  addressed  them  on  "The  (  are  of  the  h'eet." 
He  also  lectured  during  the  evening  at  the  Y.\V'.(J.A.  ,ind  the 
Y.M.C.A. 

During  the  month,  Mr.  H.  \V.  Rising,  of  Waterbury  & 
Rising,  Ltd.,  St.  John,  N.B.,  attended  an  executive  meeting 
of  the  National  Shoe  Retailers'  Association,  held  in  Toronto. 
Mr.  Rising  is  vice-president  for  the  Maritime  provinces. 

r.  L.  Higgins,  of  Moncton,  N.R.,  lias  recently  returned 
from  a  visit  to  Lppcr  Canadian  markets. 

Maritime  Shoe  Men  Elect  Officers 

-\t  the  amuial  meeting  of  the  Maritime  Shoe  Wholesalers' 
Association,  held  on  Wednesday,  Feb.  23,  at  the  Union  (  lub, 
.St.  John,  N.B.,  there  was  a  representative  attendance  of  the 
prominent  wholesalers  in  the  Maritime  provinces  and  con- 
siderable important  business  was  transacted,  including  the 
election  of  officers.  The  reports  of  the  retiring  officers 
showed  that  the  year  had  been  a  fairly  successful  one  for 
the  association,  althougli  during  the  latter  part  of  the  year 
there  had  been  a  shunp  in  the  shoe  trade,  as  had  been  exjieri- 
enccd  in  all  industries. 

Mr.  S.  C.  Mitchell,  divisonal  manager  of  .\mes-Holden- 
McCrcady,  Ltd.,  with  headquarters  in  St.  John,  was  elected 
president  of  the  association.  The  other  officers  for  the  year 
are:  vice-president,  C.  S.  Sutherland,  of  the  Amherst  Boot 
&  Shoe  Co.;  secretary-treasurer,  Harold  W.  Rising,  St. 
Jolm;  vice-president  for  Prince  Edward  Island,  P.  L.  Tur- 
ner; vice-president  for  Nova  Scotia,  J.  H.  Codner,  Halifax; 
vice-president  for  New  Brunswick,  P.  L.  Higgins,  Moncton. 

The  past-president,  Mr.  R.  D.  Taylor,  of  Halifax,  was 
unable  to  be  present,  but  among  those  in  attendance  were: 
H.  H.  Crosby,  of  Yarniouth;  Mr.  Coates,  of  .\mherst;  R. 
T.  Hayes,  E.  L.  Rising.  E.  J.  Fleetwood,  T.  F.  Davis,  and  O. 
J.  Killam,  of  St.  John. 

W.  R.  Stewart,  who  has  been  manager  of  the  Dominion 
Rubber  Systems  (Maritime),  Ltd.,  has  resigned  and  his  place 
has  been  filled  by  the  appointi?ient  of  T.  F.  Davies,  who  for 
the  last  five  years  has  been  conducting  the  Halifax  branch 
j{  the  company.  F.  L.  Hunter  has  been  sent  from  the  St. 
John  branch  to  assume  the  duties  of  Mr.  Davies  in  Halifax. 
Mr.  Davies,  previous  to  going  to  Halifax,  was.  on  the  tra- 
velling staff  of  the  St.  John  Branch,  his  home  having  been 
in  the  latter  city,  so  that  in  assuming  the  managership  of 
Dominion  Rubber  .Systems  (Maritime),  Ltd.,  witli  head- 
quarters in  St.  John,  he  is  but  returning  to  his  home  town. 
The  trade  wishes  Mr.  Davies  every  success  in  his  new  and 
wider  sphere. 


Strong,  well-establi.shed  lines  of  children's  turns  and  McKays  open 
as  "side-line"  and  commission  basis  for  Manitoba  and  Eastern  Saskat- 
chew.in  branch  lines.  This  line  also  open  for  Maritime  Provinces.  Ap- 
plications must  give  experience  and  name  lines  being  carried  at  present 
time.     Apply   I5ox  40(i,   I'"ootwear.in-Canadn,  Toronto.  3 
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nt  for  the  sole  iiiaiiufactiirerH  t 

.  BROWN  &  SONS,  ETl^ 

LONDON  AND  PARIS 


Hold  of  The  Public 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackcrman,  Son  &  Co..  15.  F   74 

.\ird  &  Son    18 

Ames-Holdcn-McCroady   10 

ArmstroiiK.   W.    1)   S4 

Bcckwitli  Bo.\  Toe  Co   77 

Bennett  Limited   :   1 

Blouin,    Pierre    17 

Boot  &  Shoe  W'orkers'  Union   ....  8:{ 

Boston  Leather  Stain  Co   33 

Brandt.    F.    C   '38 

Brockton  Rand  Co   20 

Brown  &  Son,  F    69 

Canadian    Siioes    h'indings  N'ovelty 

Company    3!) 

Canadian  Consolidated  Knl)bcr  Co.  3-4;.' 

Charhonncau  &  l)e  (iiiise    0 

Clapp   &   Son.    F^ldwin    24 

Clarke  &  Co.,  A.  R   88 

Cohourg  I'^It  Co   41 

Columbus  Rubber  Co  ".  12 

Cote,  J.  A.  iS:  M   2.", 

Cote  &  Son,  .\.  .\   84 

Daousl,  Lalonde  &  Co   II 

Decorative  F'ixturc  Co   79 

Doty   &   Scrimgeour   38 

Duclos  &  Payan    7 

Dufresne  &  Locke    8 

Dufton.  Fred   F   84 

Eagle   Shoe   Co   31 

Edwards  &  Edwards   ,   72 

Eureka  Shoe  Compan\-   24 


Fortnra   Machine  Co   7<) 

l~ranklin  Machine  Co   SI 

Freeman.    Louis   (i   7!l 

Frank        Bryce    85 

Franks,   .\rthur    81 

Friedman.  S.  J   ()8 

Gait  Shoe  Co   40 

Getty  &  Scott   

Girouard   T^imitee.   La   Maison    ....  74 

(ilobe   Shoe   Co   77 

Gutta  Percha  ..K:  Rublier  Mfg.  Co.  ..  34 

ilinde  &  Daucb  Paper  Co   84 

llolliday  &  Co.,  L.  P.   9 

I  loiters  Co   i:'. 

Unmljerstone  Shoe  Co   8  1 

Hydro  City   Shoe   Mfg.   Co   80 

Infants'    Footwear    Limited    74 

Independent  Rubber  Co   3.5 

International  Supply  Co   32 

K;iul'nian   Rubber  Co   3(1 

Kelly  &  Co:,  Thos.  A   78 

Kenwortliy   Bros   87 

King  Paper  Box  Co   72 

LaDuchesse  Shoe  Co   74 

Landers    Bros.    Co   78 

Landis   Machine  Co   78 

Lagace   &    Lepinay    8,") 

Lennox   &    Co.,   John    20 


-Maranda  tS;  Desormcau    84 

McLaren,  J.  A   21 

Ministry  of  Munitions    73 

Montreal  Stencil  Works    70 

Narrow  F'ahric  Co   79 

National   Cash   Register  Co   86 

Newport  Shoe  Co  28-29 

New  Castle  I^eathcr  Co   74 

Northern   Rubber  Co                      ...  13 

Panther   Rubber  Co   2 

Pickering  &  Son,  Joseph    71 

Roi)inson  Co.,  Jas  14-1.5 

Robson  Leather  Co   80 

Ross  &  Shaw    76 

Rapaport  &  Co.,  1   27 

Sainson    Enr.,   J.   E   81 

Scroggins  Shoe  Co   .30 

Sisman    Shoe    Co.,   T   17 

.Spaulding  &  Sons  Co.,  J   19 

Talbot  Shoe  Co   23 

Tetrault  Shoe  Mfg  Co  '   22 

Tred-Rite  Shoe  Co   72 

United  Shoe  Machinery   7.")-82 

Universal  Shoe  Machinery  Co   4-."i 

Uphani.  II.  W   74 

W'llli.inis   Shoe   Co   37 

Vale  Shoe  Mfg.  Co  


Is  it  economical 


? 


Is  it  the  right  type 


THREE  GUESSES 


Electric  power,  heating,  lighting  and  equip- 
ment ])roblems  are  to  be  found  in  the  shoe  and 
leather  industry. 

Perhaps  your  output  can  be  increased?  You 
are,  perhaps,  losing  electrical  energy  by 
wasteful  types  of  motors?  Are  your  switches 
and  wiring  devices  up-to-date  or  are  you  in 
continual  danger  of  fire? 

We  shall  be  pleased  to  answer  any  questions 
or  help  you  with  any  problems  whenever  you 
care  to  write  us. 


*  ? 


Twice 
Monthly 


Is  it  the  right  size 


Electrical  News 

347  Adelaide  St.  We.t.,  TORONTO 


$2.00  per 
year 


Please  send  the  "Electrical  News"  to  the  undersigned  until  further  notice, 
for  which  find  enclosed  Two  Dollars,  being  One  Year's  Subscription  in  advance. 

Name  


Address 
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EVERYBODY  who  habitually 
wears  white  boots  or  shoes 
knows  and  buys 


1 


blancjo: 


TheWHITE  CLEANER 
Keeps  White  Shoes  White 

Everybody  who  buys  new  white  footwear  will 
need  "BLANCO,"  and  no  one  who  has  ever  used 
it  will  ever  be  persuaded  to  take  a  substitute,  for 
"BLANCO"  does  its  u-ork,  does  it  well 
— and  easily — no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of 
your  reputation — "BLANCO"  profits 
are  as  good  as  its  reputation. 

So  with  every  consignment  of  White 
Footwear  order  a  consignment  of 
"BLANCO"_"to  keep  those  white 
shoes  white." 


Order  now  from  your  Jobber 


••.  .».  •«  A 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:     LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Office  and  SnIeRooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYRl'LTD.''^«aj,^^^F^^^^^^ 


TRED  RITE 


OTTER  VILLE, 

ONTARIO 


Mr.  Retailer: — 


Have  you  Tred  Rite  Shoes  in  stock  now?.  If  not  you  are  not  giving  your  customers  the  best  service  you 
can,  nor  are  you  doing  yourself  justice. 

Tred  Rite  Brown  and  Black  Storm  Calf  Bluchers  are  trade  winners  wherever  they  go,  either  Skuffer  welt  or 
Goodyear  welt: 

In  stock  now: — Youths'  &  Gents'  Brown  &  Black  Storm  Calf  Blucher  on  above  last.  Boys'  on  a  good  fit- 
ting semi-recede  last,  also  Boys'  Mahogany  and  Black  Gun  metal  Calf  Bals  on  recede  bal  last  in  Goodyear  welt 
only.    Ask  for  samples  and  prices  to-day. 
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The  Disposal  Board 

have 

STOCKS 

lying  in  the  United  Kingdom 
Available  for  Export 

of 

Engineering  Stores 


Clothing. 
Boots  &  Shoes. 
Medical  Stores. 
Ferrous  and  Non  Ferrous 
Metals. 

Chemicals  and  Explosives. 
River  and  Canal  Craft. 
Motor  Launches  and 
Steamers. 

Miscellaneous  Stores. 
Etc.,  Etc. 


Factory  Stores. 
Building  Material. 
Furniture. 

Domestic  Equipment. 
Machinery. 
Power  Plant. 
Steam  Plant. 
Electrical  Plant. 
Railway  Material. 
Dock  Material. 
Textile  Goods. 


Buyers  should  instruct  their  representatives  in  the  United 
Kingdom  to  communicate  with  the  Secretary,  Disposal  Board,  Min- 
istry of  Munitions,  Caxton  House,  Tothill  Street,  London,  S.W.I. 
Cable  Address,  Dispexport,  Munorgize,  London. 
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Judge  It  by  Its  Users 

New  Castle  Kid 


BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


Infoot  Brand— British  Make 

SK  858 
SILK  (PLAIN) 

Pink,  White 
or  Blue 

SOFT  SOLES 

$10.90  Per.  Doz. 

INFANTS*  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


H.  W.  UPHAM 

Now  at 

MONCTON,  N.  B. 

With  our  larger  and  better  quarters 
at  Moncton  we  have  greatly  im- 
proved facilities  to  give  the  trade 
the  best  possible  service  in  all  kinds  of 

SHOE  AND  HARNESS  REPAIRER'S 
SUPPLIES 

Prompt  Deliverh  s  Fair  Prices 


La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
yotir  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

(E.  T.  Shoe  Go.)      ST.  HYACINTHE,  QUE. 
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CUTTING  DIES 

ARE  GUARANTEED  DIES 
MADE  IN  CANADA 


We  manufacture  Cutting  Dies  for  every  purpose 

Shoe  Trade 
Rubber  Trade 
Harness  Trade 

Glove  Trade 
Envelope  Trade 
Stationery  Trade 

Why  Pay  a  High  Rate  of  Duty  and  Exchange? 

COPY  OF  OUR  LATEST  CATALOGUE,  JUST 
OFF    THE    PRESS,    SENT    ON  REQUEST. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

Toronto  Kitchener  Quebec 


7(i 
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Indian  Moccasins,  Chrome  Moccasins,  Shoe  Packs,  Fancy 

Indian  Slippers,  Showshoes 

We  are  the  Exclusive  Agents  for 
ARMAND  BASTIEN,       BASTIEN  BROS.,  Indian  Lorette,  P.Q. 

The  Home  of  the  Indian  Tanned  Goods 

ROSS  &  SHAW 

Successors  to  Chas.  F.  Ross 
32  Front  St.  W.  -  Toronto        Tel.  Adel.  4147 


7oTtuna 


hine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortune   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Founded  1882 


ODmmercial 

Drij  Goods.  Footwear.  Hardwdre,Grocenj 
C}  General  Merchanfs  Review 


An  Established  Business  Paper 
that  reaches  the  great  western 
provinces  of  Canada. 

Goes  to  the  small  general  store 
in  the  prairie  village  and  to  the 
large  Dry  Goods,  Footwear  and 
Hardware  Stores  throughout  the 
large  western  cities. 

Sample  copy  and  information 
on  request. 

Hugh  C.  MacLean  Co.,  Ltd. 

910  Electric  Railway  Chambers 
Winnipeg,  Man. 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 

ESTABLISHED  1875  221-223  McGUl  St.  Montreal 


Tel.  Main  1434  &  6616 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

Selling  Agents 

L.  H.  PACKARD  &  CO.,  LIMITED 
MONTREAL,  P.Q. 


THE  vwor 

the  Child's  Foot  is  ^rbwing 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiii^ 

I  THE  GENUINE  , 


VULCO  ^  UNIT 


BOX 


Apparatus,  Process  and 


TOE 


(M    Products  Patented 


If  Vulco  Unit  Box  Toes  will  make  possible  better  shoes — if 
their  use  will  give  greater  value  to  the  shoe  itself — give  greater 
comfort  and  service  to  the  wearer — increase  sales — if  they  will  do 
these  things,  and  we  have  ample  proof  that  they  do — is  there  any 
reason  why  YOU  should  not  be  using  them,  too? 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

—  SHERBROOKE,  QUEBEC  

■lllllllllllllllllllllllllllllllllllllllllllll^ 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
'This  represents  00,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,300,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agent*  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landis  No.  12  Shoe  Stitcher. 
Sold  outright— No  royalty. 


Landis  Machine  Co.,  isis  n.  25th  st.,  St.  Louis,  U.S.A. 
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npHE    effectiveness  of  your  window  dis- 
play  may  be  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  Ave 
mail  you  one? 

Decorative  Fixture  Company 

1600  South  Jefferson  Street, 
CHICAGO,  ILL. 


j'rADE  mark  REG.  U.S.  PATj^F.. 


THE  FABRIC  TIP- 
IT  CAN'T  COME  OFF 


The  Nufashond  Fabric  Tip  is 
part  of  the  lacer  itself — not  some- 
thing put  on  after  the  lacer  is 
made. 

The  Nufashond  Fabric  Tip  can- 
not come  off — won't  wear  shiny — 
cannot  work  into  rough  edges  as 
metal  tips  do. 

Nufashond  lacers  add  much  to 
the  appearance  and  value  of  the 
shoe.  :  j  ; 

Nufashond  Fabric  Tipped  lacers 
are  made  flat  and  tubular,  in  all 
colors  and  in  sizes  to  fit  all  shoes. 

Display  cases  and  selling  helps 
furnished. 

There  is  profit  in  Nufashond  lac- 
ers for  you. 

Ask  your  jobber  for  samples 
and  prices. 

NUFASHOND 

READING  PA. 


SAVES 
ABRASIVE  MATERIAL 

There  is  only  one  Breast  scouring  machine  that  is 
economical  with  al^rasive,  and  that  is  the 

Universal 
Heel  Breast  Scourer 

This  machine  gives  a  smooth,  even  breast  and 
clean  cut  line  to  any  vertically  shaped  heel. 

The  Abrasive  Belt  is  exclusive  with  the  "Univer- 
sal." 

THE 

LOUIS  G.  FREEMAN  CO. 

CINCINNATI,  OHIO 

[NTERNATIONAL    SUPPLY    CO.,    Kitchener,    Ont— Montreal,  Que, 
O.  J.  LOCKE  CO.,  New  York 
MARKEM  MACHINE  CO.,  Boston  Mass. 
MFRS.  SUPPLIES  CO.,  St.  Louis,  Mo.— Milwaukee,  Wis. 
ERNST  ENNA,  Copenhagen 
SCHUSTEI^,  EHRLICH  y  CIA,  Buenos  Aires,  Argentine  Rep.,  S.  A. 


so 
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TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


At  the  New  Prices 

Are  you  waiting  for  business  to 
"come  back"  or  are  you  going  out 
after  it  ? 

If  you  have  the  right  kind  of  goods 
and  can  mark  them  at  the  right  price 
you  can  do  the  latter.  You'll  find 
it  much  easier  than  you  expected. 

Get  in  touch  with  us  immediately. 

HYDRO  CITY  SHOE  MFRS. 

KITCHENER  Limited  ONTARIO 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR. 

QUEBEC 


Tlie  Greatest  « 


of tfie  D< 


insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
'A^^  comfort  and  sup- 

port. 

'BALLET  SHOES , 

by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina    and    Vera    Karalli,  and 
Messieurs   Novikofif,  VoHnini,       ^^^>  '\ 
Adolph  Bolm,  etc.  t  J 

Arthur  FrankM  \ 

3  Cotton  Street,  Australian  Avenue,        \  sf 
London,  E.C.  1,  England.  '.W# 


Sandals  are  Popular 

loftfi  the  Noung  Folks 


Humberstone  Non-Rip  Sandals  are  the  line  to  handle 
for  real  profitable  selling. 

Made  of  solid  leather  throughout  and  showing  first- 
class  workmanship.  Comfortable  and  well-fitting. 
Now  is  the  time  to  see  your  jobber  about  them. 

BLACK  AND  TAN 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 
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22-Foot  Goodyear  Shoe  Repair  Outfit,  Model  N. 

Now  is  the  Time 


to  order  a 


GOODYEAR 

SHOE   REPAIR  OUTFIT 

and  be  prepared  for  the  rush  of  shoe  repairing  in  the 
Spring.  All  our  outfits  supplied  on  easy  terms.  Differ- 
ent sizes  to  suit  all  requirements.    Do  not  delay,  send  in 

your  enquiry  today. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

MONTREAL 


TORONTO 


KITCHENER 


QUEBEC 


March,  1931 
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^WORKERS  UNION 


Factory 


W/  HAT  retailer  would  think  of  hanging  out  a 
sign:  "Keep  Out— We  Don't  Want  Your 
Trade?"  Yet,  just  for  the  absence  of  the  little 
stamp  at  the  top  of  this  page,  many  retailers  are, 
in  so  many  words,  telling  the  hundreds  of  local 
union  men  and  women  that  their  trade  is  not  de- 
sired. Union  men  and  Union  women  look  for  the 
little  stamp  before  they  buy  their  shoes.  If  you 
carry  it  on  your  shoes  you  are  making  the  real 
appeal  to  the  Union  trade. 

It's  so  easy  to  get  the  kind  of  shoes  that  you  want, 
bearing  the  Union  stamp.  Without  it,  hundreds 
of  possible  customers  are  lost;  with  it,  you  are  re- 
moving all  possible  barriers  to  successful,  profit- 
able business. 


Boot  and  Shoe  Workers'  Union 

A  ffiliated  with  the  American  Federation  of  Labor 

246  SUMMER  STREET  -  BOSTON,  MASS. 


COLLIS  LOVELY 
General  President 


CHAS.  L.  BAINE, 
General  Secretary-Treasurer 


m 
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SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        >^  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickelt  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  Well  l^nown  lines  always  on  hand. 
Call  and  inspect  them. 


V.D.t\RMSTRURU 

ENGRAVERoF  FINE  STEEL  STAMPS  &.DIES 
250-c,-^>NES;^MONTREAL.PHoa,^  675 


t 


MY  STAMPS  ARE  UPTO  DATE  IN  DESIGN 
&  ADD  AN  ARTISTIC  FINISHTO  VOUR  SHOES* 
•  WHICH  WILL  INCREASE  YOUR  SALES- 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 

1. — Tliey  protect  your  shipment  4. —  Ihcy  save  time  in  packing. 

against  loss  (rom  dampness  5. — Tliey   save  storage  space. 

ami  water.  0  —  i  hey  have  strong  adver- 
■2  —They    are    extremely    light,  tising  value. 

which     means     low     freight  7. — They  can  be  made  to  your 

charges.  specifications. 

3  They     cannot     be     opened  8. — Their    first    cost    is  lower 

without  breaking  the  seal.  than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co 

of  Canada  Limited 
TORONTO  ONTARIO 


STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

.  A.  COTE  & 

LIMITED 


McKAY 
SEW  ED 
SHOES 


IN 


MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Manufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's.  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices,  SUndard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


March,  1921 
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Sound  Merchandise 


I 


at  rock  bottom  prices 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  60 


Poor  Thread  will  Spoil  the  Best  Shoe 


Think  of  a  really  fine  shoe  ruined 
simply  because  the  THREAD 
wouldn't  hold.  Isn't  it  worth 
while  to  make  sure  that  only  the 
best  is  used  in  your  footwear? 


Then  specify  BARBOUR'S  LIN- 
EN THREAD.  The  difference  in 
the  actual  cost  is  incomparable 
with  the  inestimable  difference 
in  quality. 


Write  our  nearest  branch 


FRANK  &  BRYCE,  LIMITED 

Toronto  Montreal  Quebec 


8('> 
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The  record  of  each  clerk 


An  up-to-date  National  Cash  Register  shows  you  exactly 
what  each  one  of  your  clerks  does  every  day.  Adding 
counters  on  the  register  tell: 

©  How  many  customers  each  clerk  waited  on. 

®  The  total  amount  of  each  clerk's  sales. 

These  daily  records  show  you  which  clerks  are  most 
industrious,  which  clerks  sell  the  most  goods,  which 
clerks  are  most  accurate. 

They  enable  you  to  fix   wages  on  actual  selling  ability. 

They  give  you  the  figures  needed  for  a  bonus  or  profit- 
sharing  system. 

These  clerks'  records,  together  with  the  many  other 
printed  and  added  records  made  by  an  up-to-date  National 
Cash  Register,  enable  you  to  control  your  business. 


This  adding  counter,  at  the  leftside  of 
the  register,  shows  that  Clerk  A  took 
in  $39.84  during  the  day.  Similar 
counters  show  what  the  other  clerks 
took  in. 


T 


These  adding  counters,  at  the  front 
of  the  register  just  above  the  ccish 
drawers,  show  how  many  customers 
each  clerk  waited  on,  and  the  total 
number  of  customers. 


We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REGISTER  CO. 

OF  CANADA  LIMITED 

TORONTO.  ONT. 


March,  1921 
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"Prosperity 
Ahead" 


KENDEX 

for 

1921 


mm 


Canada 


"ly"  EN  DEX  is  the  logical  re- 
-'-^  quisite  for  the  more  up-to- 
date  manufacturer  of  shoes.  If 
you  have  never  used  it,  you 
cannot  know  why.  We  can  tell 
you  that  it  will  not  crack,  swell 
or  shrink.  We  can  claim  ab- 
solute fastness  of  color,  Hex- 
ibility,  and  ease  in  working. 
We  can  show  you  that  it  is  a 
non-conductor  and  a  comfort- 
giving  feature  of  the  shoe- — 
all  these  things  are  true  but 
makers  say  you  cannot  appreci- 
ate Kendex  till  you  have  tried 
it. 


HEEL  PADS 


TONGUE  LINING 


PIECE  FELTS 


Kenworthy  Bros,  of  Canada  Limited 

St.  Johns,  Que. 

Represented  by — Horace  d'Artois,  224  Lemoine  St.,  Montreal,  Que. 
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Mr.  Retailer:  Are  you  pushing-  the  sales 
of  Patents?  Very  often  a  customer  will 
come  into  your  sitore  without  knowing 
exactly  what  she  wants,  except  that 
"it  must  be  neat,  dressy  and  stylish." 

Show  her  a  pair  of  patents. 

Patent  is  always  in  style  and  who  will 
deny  its  leadership  in  the  realm  of 
dressy  footwear?  But  be  sure  that  it  is 
CLARKE'S.  No  other  will  give  the  sat- 
isfaction. 

Specify  it  in  all  your  orders. 

Mr.  Manufacturer:  Are  you  putting-  the 
quality  into  your  patent  shoes  that  cre- 
ates demand?  Clai'ke's  is  the  standard. 
The  public  buy  it  and  the  retailer  wants 
it.  You  are  playing  safe  when  you  in- 
corporate Clarke's  in  your  product. 


A.  R.  CLARKE  &  CO. 

 -LIMITED  

MONTREAL   TORONTO  QUEBEC 
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Shoe  Repairmen! 
Cash  in  on  the  good  QuaUties 
of  these  Products 


GREATER  comfort,  greater  service, 
greater  value — greater  all  round 
satisfaction — has  been  responsible 
for  the  startling  increase  in  the  use  of 
Panther  Cushion  Heels  and  composition 
soles. 

Panther  soling  looks  like  leather,  can  be 
stitched  and  trimmed  easily  and  does  not 
allow  the  stitches  to  pull  out.  It  w^ill  not 
crack,  is  w^aterproof  and  prevents  slip- 
ping. 

Panther  Cushion  Heels  are  the  last  word 
in  luxurious  foot  comfort.  Nothing  gives 
the  wearer  quite  such  a  feeling  of  secur- 
ity nor  puts  so  much  buoyancy  into  their 
walk. 


Panther  Rubber  Co.,  Limited 

Sherbrooke,  Que. 


April,  1931 
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is  a  perfect  product  of  the 
Genius  of  Organization, 

FLEET  FOOT  is  a  Dominion  Rubber  System  product.  The  same  genius 
which  perfected  "Dominion  Royal  Cord"  Tires,  also  established  the  stand- 
ard of  quality  for  FLEET  FOOT.  The  same  ideals  of  workmanship  and  ser- 
vice which  created  DOMINION  RUBBERS  also  made  FLEET  FOOT  a 
national  necessity  for  summer  wear. 

To  you — the  shoe  dealer — FLEET  FOOT  is  the  most  important  product, 
for  summer  trade,  of  the  Dominion  Rubber  System.  Naturally,  you  will 
judge  ALL  Dominion  Rubber  System  Products  by  FLEET  FOOT. 

Is  it  not  natural  and  logical  that  the  whole  Dominion  Rubber  System  Organ- 
ization will  strive  to  make  FLEET  FOOT  shoes  so  dependable  in  quality' 
— so  consistent  in  value — that  the  Dominion  Rubber  System  Trade  Mark 
will  mean  to  you,  as  to  your  customers,  rubber  goods  worthy  of  your  con- 
fidence? 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 


Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver    and  Victoria. 
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You  Pay  no  Duty  or 
Royalty  on  the 
Universal 


The  Universal 

'  best  in  the  long  run ' 


it's  Made 
in  Canada 

Built  right  in  Canada 
for  the  Canadian  Shoe 
trade.  No  Royalty,  Duty 
or  Exchange  Rates  to 
l)ay  and  we  guarantee  it 
to  give  every  satisfac- 
tion. In  design  it  is 
most  modern  and  efRc- 
cient  and  as  a  profitable 
investment  has  estab- 
lished a  name  for  itself 
wherever  used.  Let  us 
send  you  full  informa- 
tion as  to  prices,  etc. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 

Montreal 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
Dominion.  Write  us 
for  particulars. 


April,  1931 
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TRENT  VALLEY 

AND 

ROYAL 
OAK  SOLE  LEATHER 

are  UNEXCELLED  for 

FINEST  NOVELTY  FOOTWEAR 

Particularly  Well  Adapted  for  Turns 

As  there  is  a  large  demand  at  present 
for  the  weights  used  in  this  Hne,  manu- 
facturers are  urged  to  anticipate  their 
requirements  as  far  in  advance  as  pos- 
sible. 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
''The  Standard  of  Canadian  Sole  Leather" 

Sales  Offices: 

KITCHENER        TORONTO        VANCOUVER        MONTREAL  QUEBEC 

Tanneries  at: 

PENETANG     HASTINGS     KITCHENER     WOODSTOCK     BURK'S  FALLS 
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■JOBBERS 


Achetez  avec  Soin 
— mais  Achetez 
Aujourd  'hui 

Buy  Carefully 
—But  Buy 

—  and  Buy 
Now 


To  buy  carefully,  you 
cannot  do  better  than 
see  Samson.  Why? 
Because  the  Samson 
product  has  already 
made  friends  with 
wearers  and  dealers 
who  ask  for  our  well- 
known  line  and  have 
proved  the  sterling 
quality  of  this  most 
reliable  staple  Foot- 
wear. 


Heavy  Working  Shoes,  Medium  Grade  Men's,  Boys' 
and  Youths',  also  Misses'  and  Children's 
McKay  and  Standard  Screw 

Hockey  and  Sporting  Shoe  Specialist 

MADE  IN  THREE  DIFFERENT  FACTORIES 


J.  E.  SAMSON  ENR. 


20  ARAGO  STREET 


QUEBEC 


April,  1931 
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''Canadian-made  Counters  for  Canadian-made  Shoes' 


BEFORE  being"  fashioned  into  counters,  the 
fibre  is  put  through  the  special  D.  &  P.  pro- 
cess. This  ensures  such  a  toughness  that 
the  counter  will  outlast  the  shoe — we  guarantee  it. 
Yet  do  not  imagine  D.  &  P.  counters  uncomfort- 
able. On  the  contrary,  they  are  pliant  and  yield- 
ing, quickly  conforming  to  the  shape  of  the  wear- 
er's foot.    Why  not  let  us  send  you  samples? 

We  also  maufacture  solid  leather.  Union  and 
leatherboard  counters,  leather  and  leather-board 
inner-soling.  Our  capacity  of  75,000  pairs  of 
counters  per  day  means  prompt  delivery. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  Cify 

Tannery  and  Factory  :       ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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Our 

Comnlete 


Welts 

McKays  and  Turns 
White  Canvas  Goodyear 
and  McKays 


Welts 

Slippers 

Turns 

White  Canvas  Goodyear 
and  McKays 

Also  Goodyear  and  McKays  for 
Misses,  Children  and  Infants 


Dufresne  &  Locke,  Limited 

Montreal 


Include 


Women's 


Men's 


April,  1931 
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Eclipse  Shoes  for  Dainty  Feet 


FOOTWEAR  that  fairly  radiates  life  and  youth  and 
happiness  is  how  the  Eclipse  lines  have  often  been 
characterized.    And  that  is  why  they  find  such 
great  favor  in  the  eyes  of  the  younger  folks. 

But  while  appearance  may  be  the  big  factor  in  the  eyes 
of  the  child,  something  now  is  necessary  to  sell  the  parent. 
The  "something  more"  is  the  staying  power  which  will 
insure  economical  wear.  And  here  again  Eclipse  foot- 
wear triumphs,  the  carefully  chosen  materials  and  un- 
usually fine  workmanship  being  the  reasons. 

Thus  both  parent  and  child  are  pleased  and  a  satisfac- 
tory sale  closed. 

On  account  of  the  present  very  unsettled  financial  condi- 
tions, this  is  the  year  of  all  years  when  the  wise  retailer 
will  link  up  with  the  manufacturer  of  proven  responsibil- 
ity, the  House  who  through  years  of  careful  and  conser- 
vative policies  has  laid  such  foundations  as  will  insure 
continuity  of  satisfactory  services  far  into  the  future. 
The  ECLIPSE  is  a  proven  line  made  by  a  strongly  estab- 
lished house. 

We  specially  solicit  a  careful  inspection  of  our  most  com- 
plete range  of  Children's  Footwear. 

Our  Travellers  are  now  out. 


The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait        -  Ontario 
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The  Empire's  Largest  Patent  Leather  Plant 

A.  R.  Clarke  &  Company's  factory  at  Toronto 
with  a  capacity  of  1200  sides  daily,  a  model  of 
efficiency  from  beam  house  to  sorting  room. 


Mr.   Griffith   B.   Clarke,  President 


CLARKE'S   A.   R.  C. 

Brand  Patent  Leather 
goes  to  the  four  cor- 
ners of  the  earth — 
wherever  quahty  is  re- 
cognized as  being  of 
supreme  importance. 


1^ 


April,  1931 
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Dominates  the  Patent  Leather  Field 

PATENT  Leather  has  always  been  a  staple  material  in  the  manu- 
facture and  marketing  of  high-class  modern  footwear. 

With  its  use  the  name  of  CLARKE  has  come  to  mean  a  certain  Stan- 
dard of  Quality  in  the  product.  The  trade  and  the  public  alike  have 
learned  to  know  Clarke's  Patent  as  the  finest; 

Clarke's  has  always  been  successful.  From  the  standpoint  of  the  manu- 
facturer, the  retailer  and  the  wearer,  it  has  been  entirely  satisfactory. 

The  people  want  Patent  Leather  Footwear.    The  demand  is  sure  and 
steady.   Are  you  in  line  to  supply  this  demand  with  the  best? 

Get  after  the  business  with  Clarke's ;  it  has  always  been  a  sure  repeater 
for  sales. 

Quality  Patent  Leather 
A.  R.  CLARKE  &  CO.,  LIMITED 

ENGLAND  AUSTRALIA 
W.  S.  Whittow  &  Co.  Ullathorne  Hartridge  &  Co.,  Ltd. 

52  Finsbury  St.,  London,  E.  C.  Melbourne 

UNITED  STATES 

T   Gentle  Chas.  A.  Brady  W.  P.  Erhart  Leather  Co. 

16  South  St.,  Boston,  Mass.  118  Mill  St.,  Rochester,  N.  Y.  Locust  St.,  St.  Louis,  Mo. 

W.  J.  Thomas 
Enterprise  Bldg.,  Milwaukee,  Wis. 

Largest  Manufacturers  of  Patent  Leather  in  the  British  Empire 

Montreal  TORONTO 


Quebec 
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THE  NURSERY  SHOE  COMPANY 

LIMITED 

ST.  THOMAS  ONTARIO 


April,  1921 
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Said  a  shoe  clerk  the  other  day 

"I  like  selling  Miner  Shoes.  The  range  is  so  compre- 
hensive— something  to  fit  every  foot ;  at  a  price  to  suit  every 
pocket. 

"Sales  take  less  time  and  the  customers  certainly  leave  the 
store  pleased  with  their  purchases.  They  come  back  too,  the 
next  time,  instead  of  looking  all  over  town. 

-  "Steady  trade  is  what  we're  getting  now — and  if  there's  anyone 

I  like  selling  it's  the  regular,  season-in,  season-out  customer. 
They  know  exactly  what  they  want,  and  they  get  it." 

Our  representatives  are  showing  today  the  very  latest  in  Bro- 
gues, Imitation  Brogues,  Ball  Strap  Oxfords,  Straps,  and  Strap 
and  Buckle  Slippers. 


The  Miner  Shoe  Co.,  Limited 

Montreal        Ottawa        Toronto  Quebec 

Agents  for  the  celebrated  Miner  Rubbers 

Men's,  Boys',  Youths',  Women's,  Misses'  and  Children's  Goodyear 
Welts,  McKays,  Turns  and  Standard  Screws. 
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La  Periode  de  Depression  etant  Passee, 
Voyer  a  Vos  Achats  du  Printemps 

LEATHERS 

m  Glazed  Kid  ^ 

Br       Black  and  Al/^Colors 

L  Side  Leather^ 

Hp     Ali  Grades  and  Weights 

1  Glove  Leather" 

1      Grain  and  Splits  All  Colors 

Findings  ■ 

A  Full  Line  of  the 
^^H^^     Best  Goods 

Pierre  Blouin  Limited 

QUEBEC,  60  Colomb  St.    MONTREAL,  256  Lemoine  St. 

With  the  Period  of  Depression  Passed, 
Look  to  Your  Spring  Buying 

April, 
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ST.MYACINTMC 
CANADA. 


Everything  points  to  a  greatly 
increased  demand  for  the 
famous  ^Tamaska"  Brand 


THE  goods  we  are  showing  today  are 
the  result  of  many  months  close  study 
of  conditions  in  the  trade.  We  antici- 
pated what  the  public  would  demand  and 
that  we  were  right  is  shown  by  the  increas- 
ing sale  that  "Yamaska"  is  everywhere  en- 
joying. 

But,  indications  are  that  this  is  only  the  be- 
ginning. We  look  to  bigger  and  better 
things  for  this  footwear  in  the  future. 

Many  retailers  also  share  this  view  and  are 
now  placing  their  fall  requirements  accord- 
ingly. You,  too,  will  want  to  share  in  the 
profitable  business  "Yamaska"  is  creating. 
So  why  not  write  us  for  full  details  or  wait 
for  our  representatives? 

We  will  gladly  send  them. 


No.  311.  Women's  and 
Growing  Girls'  McKays, 
Bal.  Made  in  Gunmetal 
Calf,  Dongola  or  patent 
vamp  and  dull  top.  Sizes 
3-7, 


La  Compagnie  J.  A.  &  M.  Cote 

St.  Hyacinthe      -  Quebec 
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April,  l!r?l 


W.   A    LAW.  President 


A.  MOFFETT.  Vice-President 


Korker  Shoe  Co. 


LIMITED 


Who  have  recently  incori)orated,  have  for  the  past 
two  years  been  conducting  business  under  the  firm 
name  of  KORKER  SHOE  COMPANY  of  Winnipeg. 

The  new  concern  will  make  considerable  changes  in 
the  manufacture  of  KORKER  footwear  for  children. 
Up  to  the  present  these  shoes  were  made  with  stitch- 
down  soles  but  we  have  now  completed  arrangements 
with  a  large  Eastern  manufacturer  to  make 
KORKER  shoes  for  both  boys  and  girls  in  Goodyear 
Welts.  This  will  make  a  very  popular  and  profitable 
line  for  you  to  stock,  as  it  will  be  much  superior  to 
the  ordinary  stitch-down  previously  handled. 

The  new  line  comprises  all  leathers  and  a  very  com- 
plete stock  will  be  carried  in  our  Winnipeg  ware- 
rooms  to  give  service  to  the  Western  merchants. 

We  will  also  carry  a  well  assorted  stock  of  Men's 
and  Women's  fine  shoes  and  will  give  special  atten- 
tion to  Women's  Novelties,  such  as  Anklettes,  Cross- 
Strap  Slippers  and  an  exclusive  line  of  turned  sole 
White  Footwear. 

In  addition  to  our  stock  lines  we  have  arranged  with 
several  large  shoe  manufacturers  for  the  control  of 
their  lines  to  the  trade  in  Western  Canada  thus  en- 
abling us  to  handle  placing  and  immediate  orders. 

Mr.  Law,  who  is  President  and  Manager,  is  one  of 
the  best  known  shoe  salesmen  in  this  territory,  hav- 
ing covered  the  Western  ground  for  the  past  thirteen 
years. 

Our  travellers  will  be  out  shortly. 


WAIT  FOR  THEM. 
Mail  Orders  Given  Prompt  Attention. 

The  KORKER  SHOE  Co. 

Limited 

Winnipeg  -  Canada 


A.    E.   ORAM,  Secy.-Treas. 


April,  1931 
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Don^t  Be  Caught 


with  a  depleted  stock  of  Misses'  and  Children's 
footwear. 

A  good  many  retailers  at  the  present  time  find 
they  did  not  look  ahead,  and  now  they  are  not 
prepared  for  the  awakened  trade  of  Spring. 

Be  alive  to  the  improved  conditions  and  look  to 
your  Fall  requirements  for  the  following — NOW: 

MISSES',  CHILDREN'S,  INFANTS',  YOUTHS', 
AND  LITTLE  GENTS'. 

Stylish — yet  serviceable  footwear. 

The  Adams  Shoe  Company,  Limited 

Toronto 


A.  E.  Marois  Limited 


Office  :-559  to  565  St.  Valier  St. 


Factory  :  10  to  20  Arago  Street 


Montreal  Sample  Room — 
Shaughnessy  Building 
137  McGiU  Street. 


Goodyear 
Welts 

for 

MEN 
BOYS 
YOUTHS 

McKays  and 


QUEBEC 


Toronto  Repreientative  : 
H.  F.  RINGLAND, 
Room  516  Board  of  Trade  Building, 
Yonge  and  Front  Streets 


Goodyear 
Welts 

for 

MISSES 
WOMEN 
CHILDREN 

Standard  Screws 


A.  E.  Marois,  Ltee:  Une  Institution  Nationale  de  Fabrication  de  Chaussures— 
Un  nom  qui  est  synonyme  de  Confiance/Valeur  et  Duree.  Nos  Prix  sont  Justes 


A.  E.  Marois,  Limited :  A  National  Institution  of  Good  Shoe  Service— 
A  name  which  Stands  for  Confidence,  Value,  Service,   Our  Prices  are  Right 


FOOTWEAR    IN  CANADA 


A.  A.  Cote  &  Son 

Limited 

Canadian  Made  Shoes 
for  the  Canadian  Trade 

Chaussures  Fabriquees  au  Canada 
Pour  le  Commerce  Canadian 


STANDARD 
SCREWED 
SHOES 


Our  line  of  Staple  McKays  is  made  in 
men's,  boys',  youths',  little  gents'  and 
children's  ranges  and  represents  a  vig- 
orous selling  footwear. 

"Value  for  the  Money"  is  the  big  feature 
of  our  line  and  a  close  inspection  will 
prove  that  our  McKays  are  good  buying. 

Precisely  the  same  may  be  said  of  our 
Chrome  Heavy-working  shoes  which 
advertise  themselves  wherever  shown  as 
a  solid  and  thoroughly  reliable  leather 
product. 

See  our  samples  if  you  are  looking  for 
real  value  in  staples. 


McKAY 
SEWED 
SHOES 


ST.  HYACINTHE 

QUEBEC 
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Confidence 


A  serious  setback  was  recently  ex- 
perienced by  the  retail  trade. 

The  public  suddenly  lost  faith  in  the 
dealers  and    just  quit." 

And  now,  by  strict  adherence  to  the 
rule  of  honest  values,  the  shoe  trade 
is  being  gradually  drawn  back  to  its 
original  firm  foundation. 

Gain  the  confidence  of  your  cus- 
tomers by  supplying  footwear  of 
genuine  value  at  moderate  prices. 

Supply  them  with  Robinson's. 


James  Robinson 

Company 

LIMITED 

184  McGlLL  STREET 

MONTREAL 

m 


April, 


FOOTWEAR    IN  CANADA 


21 


When  it  is  Beneficial 
to  Forget — 


Putting  the  Past  behind,  leaves  one  free  to 
cope  with  the  problems  of  the  Future. 

It  lifts  from  the  mind  all  worry  and  un- 
certainty—  leaves  the  way  clear  to  cope 
with  new  conditions. 

No  doubt  it  is  unpleasant  to  relinquish 
profits  tied  up  in  stocks  bought  at  a  time 
when  prices  had  reached  "the  peak" — but 
after  all,  these  profits  are  only  on  paper — 
and  if  the  prices  are  not  procurable, 
the  profits  do  not  exist. 

Get  down  to  sane  buying  and  sane  selling 
with  a  new  stock— a  line  of  Robinson's 
shoes. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


1! 

1^ 
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Welting 
Waste. 


Welting  Waste  is  an 
item  that  deserves  your 
careful  consideration. 


Every  time  you  break  a  joint  at  the  grooving  operation; 
every  time  you  allow  several  inches  at  the  end  of  a  hank 
to  be  thrown  away;  and  every  time  you  tear  off  a  welt  be- 
cause it  was  hard  and  bony — or  soft  and  spongy,  you  have 
added  seriously  to  the  cost  of  your  welting. 

Barbour  Grooved  Endless  Welting 

is  your  solution  of  the  WELTING  WASTE  PROBLEM- 
its  tough  mellow  fibre  makes  ''tear-offs"  for  any  reason  al- 
most unknown;  it  is  provided  all  grooved  and  with  the 
patented  Scarfed  ends  so  that  broken  laps  and  end  waste 
are  impossible. 

IT  rS  WELTING  OF  STANDARD  QUALITY 
AND  THE  PRICE  IS  MOST  ATTRACTIVE. 


Brockton  Rand  Company 

BROCKTON,  MASS. 

U.  S.  A. 


HCW  YORK  U  S  K 
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I TANNAGES  I 

Tan,  Mahogany,  Royal  Purple  and  I 

Dull  Chrome  Sides,  Elks,  Various  I 

Colors,  Bright  Boarded  Sides.  I 

Robson  Leather  Co.  Ltd.  ^ 

^  TANNERS  &  CURRIERS 

White  Buck,  Chrome  Patent  Sides, 
Retan  Storm  Leather,  Chrome 
Tongue  Splits. 

MONTREAL  -  QUEBEC 
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Renown  Brand  for  Juveniles 


The  way  in  which  these  shoes  have  won  the 
confidence  of  the  trade  in  such  a  shopt  time 
is  remarkable.  And  yet  the  reason  is  easily 
seen  upon  examination  of  the  shoes  them- 
selves. In  fact  they  really  have  to  be  seen  to 
be  fully  appreciated.  That  is  why  we  are  so 
anxious  to  send  you  samples.  There  is  no 
obligation  so  why  not  write  us  to-day? 

The  complete  line  comprises  Boys',  Youths', 
Little  Gents',  Growing  Girls',  Misses'  and 
Girls'— all  McKays. 


GALT  ONTARIO 
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Spats  of  Character 

Manufactured  by  the  Largest  Makers 
of  Men's  Spats  in  the  British  Empire 


Women's  Gaiters 

New  patterns  and  colors  now 
ready.  There  is  a  big  demand 
for  snug-fitting,  hand-tailored 
gaiter,  so  order  early. 


Every  pair  of  spats  hand-tailored 
from  the  finest  West  of  England 
Box  Cloths.  Colours  are  light 
and  dark  fawn,  light  and  dark 
grey.  Pure  horn  buttons.  Per- 
fect fit  assured,  especially  suit- 
able for  brogues  and  oxfords. 


Children's  Leggings 

Particular  care  in  cutting  our  child- 
ren's knee  leggings  account  for  the 
perfect  fit  and  ensures  against 
bulging  and  slipping  at  the  knee. 
Made  in  cloth,  leather  and  corduroy. 


Samples  and  Patterns  now  ready 
and   cheerfully  sent  on  request 

A.  J.  Machin,  2401  Clarke  Street 

Montreal,  P.  Q. 

Sole  Canadian  Representative  for 

Rapaport  &  Company,  Limited 

37  Featherstone  St.  London,  E.  C,  England 
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Soyez  avec  nous  a  I'Avant-Garde  du  Pro- 
gress. Encouragez  la  Marche  de  Nos 
Fabriques  Canadiennes. 


Stay  with  us  in  the  Van  of  Progress. 
Keep  Canadian  Factories  Going. 


7 


Watch 
these 


three 
brands 


MHrapaiitm 


BUSINESS 


— during  the  coming  season  will  be  exact- 
ly what  you  make  it.    If  you  will  step  out 
boldly,    confidently,    placing    your  orders 
wisely  and  well  you  need  have  no  fears. 
Steady,  consistent  business  will  be  yours. 

It  will  be  the  faint-hearted  and  the 
gambler  who  will  lose.  The  one  who  lacks 
confidence  in  himself,  his  business  and  his 
country  and  the  other  who  risks  his  own 
good  name  and  the  good-will  of  his  cus- 
tomers on  goods  of  doubtful  character. 

The  public  are  buying — but  buying  care- 
fully. The  successful  merchant  of  to-day 
must  do  the  same. 


Daoust,  Lalonde  &  Co.,  Limited 

MONTREAL      -  QUEBEC 

Women's  Turns,  Men's  welts  and  Women's  McKays. 


r 
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The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


J 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 


Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestufifs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.  ? 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  20.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

r>.\SlCTANO.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

ERENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

!■  AST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Slock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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Rubber  Footwear  Season 
Starts  March  1st 

Early  Order  Discounts  of  5^1  0  OH 
All  Orders  Placed  Before  May  1st 

Maltese  Gross  Rubbers  have  for  over  25  years  maintained  a  premier  position 
as  the  leading  line  of  Rubber  Footwear  in  Canada. 

PLACE  YOUR  ORDERS  NOW 


Do  not  put  it  off,  waiting  for  lower  prices.  The  new  prices,  which  show  a 
substantial  reduction,  are  guaranteed  against  decline  up  to  December  1st. 

Travellers  Will  Call  on  You  Shortly 
Save  Your  Orders  for  the 

MALTESE   CROSS  BRAND 
Representative 


DISTRIBUTORS 


W.  B.  Hamilton  Shoe  Co.,  Ltd.      Toronto,  Ont. 


D.  D.  Hawthorne  &  Co. 
Geo.  E.  Boulter 
John  McPherson  Co.,  Ltd. 
Sterling  Bros.,  Limited 
J.  A.  Johnston  Co. 
Federal  Shoe  Co. 
F.  E.  Smith 
Copeland  Shoepack  Co. 
Bignell  &  Knox 
Thompson  Shoe  Co.,  Ltd. 
Canada  Shoe 


Toronto,  Ont. 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont. 
Brockville,  Ont. 
Ottawa,  Ont. 
Guelph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  H.  Larochelle  &  Fils  Limitee 
J.  H.  Begin,  Enreg. 
La  Maison  Girouard,  Limitee,  St 
Waterbury  &  Rising,  Limited 
J.  W.  Boyer  &  Co. 
Hudson's  Bay  Co.  Wholesale 
Buckler  &  Son,  Limited 
Dowling  Shoe  Co. 
A.  AIcKillop  &  Co. 
Mayhce's  Limited 
Damer,  Lumsdcn  Co. 
Western  Grocers,  Limited 


Quebec,  Que. 
Quebec,  Que. 
Hyacinthe,  Que. 
St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
Vancouver,  B.C. 
Cranbrook,  B.C. 


Gutta  Percha  &  Rubber,  Limited 


Head  Offices  and  Factory 


Toronto 


Branches:  HALIFAX,  MONTREAL,  OTTAWA,  FORT   WILLIAM,   WINNIPEG,    REGINA,  SASKATOON, 
CALGARY,    EDMONTON,    LETHBRTDGE,    VANCOUVER,  VICTORIA. 
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Jobbers- 

Do  yon  handle  the  Sisman  "Best  Everyday  shoes?"  If  not,  why  not?  Here  are  a 
few  reasons  which  make  us  believe  they'  will  interest  you. 

As  staple  ahoes  there  is  nothing  better  produced,  in  Canada.  Everything  entering 
into  their  construction  even  to  the  smallest  details  is  carefully  chosen  to  ensure  the 
greatest  possible  service.  Their  styles  are  varied  and  pleasing  and  have  everywhere 
proven  popular.  As  to  the  plant  in  which  they  are  produced — it  is  a  modern,  daylight 
structure,  with  working  conditions  unusually  good. 

If  you  want  shoes  that  will  produce  a  quick  turnover,  that  is  popular  with  the  re- 
tailer and  that  will  yield  you  attractive  returns  may  we  suggest  that  you  get  in  touch 
with  us  early? 

Men's,  Boys',  Youths'  and  Little  Gents',  Women's,  Misses'  and  Children's  in  Mc- 
Kays, McKay  Welts  and  Standard  Screw  lines,  in  box  calf  and  side  leathers. 
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LETS  GO! 


BUSINESS  is  getting  better  every  week. 
Only  those  merchants  not  far-seeing 
enough  to  unload  quickly  their  goods 
bought  at  high  prices  are  complaining.  Every- 
one else  sees  sane  normal  business  just  ahead. 
Most  are  already  expenencing  that  steady 
old-time  trade.  Chiefly  those  who  are  buy- 
ing wisely  and  selling  the  same  way. 

To  get  exactly  what  we  mean,  just  wait  until 
the  salesman  with  the  Talbot  FOOTWEAR 
and  the  Talbot  Prices  calls  to  see  you.  We've 
done  our  share.  It's  up  to  you. 

Let's  go ! 

The  Talbot  Shoe  Co.,  Ltd. 

ST.  THOMAS,  ONTARIO 
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There's  one  shoeman  in  every  town  known  for  the  ex- 
clusive footwear  he  sells.  If  you  are  such  a  man  you 
will  be  interested  in  our  distinctive  lines  and  the  **  Double 
H "  Service  that  goes  with  them. 


SPATS 

SPORT  SHOES 
ENGLISH  BROGUES 
GOLF  SHOES 
INDIAN  SLIPPERS 

COCHRANE  ^.^'.''ll'^ 
PALMER-McLELLAN 

SHOE  PACKS  RESENTATIVES) 

BUCKLES 


HALL  and  HODGES 

 —  LIMITED   

16  St.  Sacrament  Street 
MONTREAL 


"A  Selling  Organization  " 
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Goodyear 
Welts 
and  McKays 

for 

family  trade 


•ft"'.; 


Achat  Profitable  Veut  Dire  Vente  Profitable. 
Nous  Vous  Off  rons  le  Style,  le  Prix  et  la  Duree'. 

Profitable  Buying  Means  Profitable  Selling.  We 
are  there  everytime  with  Style,  Price  and  Ser- 
vice. 

For  the  dealer  doing  a  business  in 
shoes  for  all  the  family  our  Footwear 
has  a  distinct  advantage  in  presenting 
a  single  standard  of  quality  and  value 
to  fit  each  member  of  the  customer's 
household. 

Dealers  will  find  our  prices  adjusted 
to  make  buying  a  profitable  invest- 
ment. 


LAGACE  &  LEPINAY 
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For  Spring  1922 


We  are  at  present  busy  working  on  our 
Spring  samples  for  1922. 

White  Canvas  and  Leather 
Black  and  Colors 
McKays  and  Turns 

These  will  be  made  up  along  vrey  ex- 
ceptional lines,  and  will  show  many 
features  which  we  have  developed. 


Gagnon,  Lachapelle  &  Hebert 

55  KENT  STREET  MONTREAL 
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Serving  the  Retail  Trade  as  None 
but  a  Retailer  Knows  How 

FOR  the  past  eight  weeks  our  plant  has 
been  running  night  and  day  in  order  that 
our  customers  should  all  have  the  popular 
styles  for  their  Easter  trade — with  the 
result  that  in  every  city  from  Coast  to  Coast, 
our  representative  dealers  have  all  had  a 
splendid  showing  of  the  latest  novelties  in 
Gray  Suede  strap  effects. 

This  is  the  service  offered 
by  OWENS-ELMES  CO. 

"Latest  Styles"  when  you  want  them; 
"No  Disappointment." 


OWENS-ELMES  MANUFACTURING  CO. 
12-14  Sheppard  Street,  Toronto,  Ont. 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns 
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DOMINION 
CALLJ 


Briar  Boarded  Calf^^ 
Duchess  Russia^ ^ 


''Ruby  Willow'* 
Royal  Purple  Russia 


DAVIS  LEATHER 
COMPANY 


Standard 
Quality 


LIMITED 

NEWMARKET 

ONT. 


>9 


Values 
Unprecedented 
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IF  YOU  WEAR  MINER'S  "INVINCIBLES"  don't  read  this  ad.   You  don't  need 
to  because  you  already  know  how  well  and  how  long  the  boot  wears. 

IF  YOU  DON'T  WEAR  MINER'S  "INVINCIBLES"  buy  your  fir^  pair  this 
season  and  prove  from  actual  experience  that  they  wear  longer  than  any  other 
make  you  have  ever  had. 

THE  MAN  WHO  HAS  WORN  THEM  KNOWS. 

THE  MAN  WHO  HASN'T  WORN  THEM  has  our  garantee  that  his  fir^  pair 
of  ''Invincibles"  must  give  him  complete  satisfaction— or  we  will! 

"INVINCIBLE  "—THE  BOOT  THAT  WEARS  A  YEAR— OFTEN  LONGER-SELDOM  LESS. 

THE  MINER  RUBBER  CO.,  LIMITED. 
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H.  o.  McDowell  h.  n.  Lincoln 

International  Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  JOBBERS 

SHOE  MACHINERY 

Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-k'-.own  houses : — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and 

Scouring. 

Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.  Cyclone  Bleach. 

The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati  Cutting  Die  Co.,  Cine,  O. 

Quality  Breasting  Knives. 

The  Louis  G.  Freeman  Co.,  Cincinnati,  O. 
Shoe  Machinery. 

E.  L.  Glennan  Machine  Co.,  Lynn,  Mass. 
Perforating  Tubes. 

Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Com- 
pounds, Inks,  etc. 


M.  H.  Merriam  &  Co.,  Boston,  Mass. 
Binding,  Staying,  etc. 

Puritan  Mfg.  Co.,  Boston  Mass. 

Wax  Thread  Sewing  Machines, 
Poole  Process  for  Goodyear  Insoles. 

Safety  Utility  Ec  onomy  Co.,  Boston,  Mass. 
Electric  Heating  Equipment. 

The  S.  M.  Supplies  Co., 

Factory  Supplies,  Needles,  etc. 

I.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H. 
Guaranteed  Fibre  Counters,  Fibre 
Innersoling. 

The  Textile  Mfg.  Co.,  Toronto,  Ont. 
Shoe  Laces. 

United  Stay  Co.,  Cambridge,  Mass. 

Leather  and  Imitation  Leather  Facing, 
Welting,  etc. 


We  carry  three  large  stocks  in  order  that  we  may  serve 
you  promptly. 

You  will  do  well  to  avail  yourself  of  these  stocks. 

Quality  Right 
Goods  Prices 

MAIN  OFFICE  : 

154  Notre  Dame  Street  West,  Montreal 

Branches : 

37  Foundry  Street  S.,  KITCHENER  566  St.  Valier  Street,  QUEBEC 


April,  1921 
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VORI^  SHOE 

COMPANYy*i!!! 

IIOWElUNOTONJTBi'; 
TORONTO 


NNOUNCING 
YORK  SHOE 
COMPANY  UMITED 

Wholesalers  of  superb  lines  in  Men's,  Women's 
and  Children's  high-grade  specialty  footwear — 
doing  business  at  110  Wellington  Street  West, 
TORONTO. 

We 

invite  enquiries 
from  the 
trade 
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PARTRIDGE 


Last  Minute  Orders 
for  Summer  Footwear 


Merchants  who  have  delayed 
ordering  Tennis  for  their 
Summer  trade  might  well  con- 
sider the  Partridge  Trade-mark 
which  is  the  brand  our  Com- 
pany has  put  on  its  product  only 
after  positive  proof  that  it  has 
been  able  to  meet  the  high 
ideals  set  for  it. 

Partridge  Tennis,  in  addition  to 
being  sturdy  and  comfortable, 
give  extra  wear  without  ex- 
cessive weight.  The  models  are 
smart  and  keep  their  shape. 


All  these  advantages  at 
extra  cost. 


no 


THE  NORTHERN 


GUELPH 


PAHTfllDGE 


R.U  BB  E  KS 


April,  1921 
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PAHTMDGE 


R.UBBER.S 


and  for  Next 


Fall  and  Winter 


We  invite  your  examination  of  our  splen- 
did line  of  Partridge  Rubbers.  Its  range  is 
complete.  It  includes  styles  already  known 
to  the  trade  as  ready  and  profitable  sellers,  as 
well  as  new  lasts  that  are  receiving  very  fav- 
orable consideration  and  will  assuredly  be 
found  in  the  BUYER'S  NECESSITY  lIsT. 

In  whatever  respect  this  product  is  re- 
garded, be  it  style,  material  or  workmanship, 
it  is  unsurpassed. 

A  critical  inspection  of  samples  will  con- 
vince you  of  this.  May  we  forward  them? 


IIUBBER  CO.,  LTD, 

ONTARIO 


PAHTRIDGE 
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The  link  between  your  Store  and 
a   great  buying   organization — 

Is  it  a  "missing  link"  in  your  sales-appeal? 

The  hundreds  of  Union  Men  and  Union  Women  in  your  town 
are  completely  converted  to  the  idea  of  Union  goods  for  Union 
People — when  they  buy  they  look  for  the  little  stamp  that 
means  "O  K"  to  them.  The  Union  Stamp  is  thus  the  link  be- 
tween the  great  Union  buying  public  and  the  store  that  car- 
ries it. 

On  shoes,  the  official  Union  stamp  is  that  shown  above.  Is 
it  a  missing  link  in  your  store?  Get  it  on  your  shoes  and 
notice  what  a  difference  it  makes  in  your  sales-volume — what 
a  veritable  link  it  is  between  you  and  the  great  Union  trade. 


Boot  and  Shoe  Worker's  Union 

Affiliated  ivith  the  American  Federation  of  Labor 

246  Summer  Street  -  -  Boston,  Mass. 

Collis  Lovely,  Gen'l  President  Chas.  L.  Baine,  Gen'l  Sec'y-Treas. 


Illllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllli 
lllllllllllllllllllllllllllllllllllllllllllllllilllllllllllllllllllllllllllll^ 


.WORKERS  UNION 


UNIONXnSTAMP 


lllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^ 
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A  Total  Eclipse 

All  the  old  box  toe  making  methods 
faded  out  with  the  introduction  of 
the  Vulco  Unit  Process.  The  sup- 
eriority of  the  box  toe  and  the  econ- 
omy effected  by  this  process  made 
its   universal   adoption  inevitable. 

VULCO  -  UNIT 

BOX  TOE 

APPARATUS,  PROCESS  AND  PRODUCTS  PATENTED 

SOLD  ONLY  BY 

BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 


FOOTWEAR    IN  CANADA 
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Gray — the  Dominant  Costume  Color 


^  man  knows  that  gray  is 
the  color  of  present  fashion. 

How  long  is  gray  going  to  be 
g"ood?  Present  indications  point 
to  the  demand  lasting  through 
the  Summer. 

VODE  KID  in  g"ray  has  been  a 
quantity  seller  with  us  for  the 
past  month,  and  the  demand  is 
increasing  all  the  time. 

Brown  VODE  is  next  in  prefer- 
ence— in  fact  a  close  second  to 
gray  in  point  of  present  de- 
mand. 


In  placing  orders  remember 
that  VODE  KID  is  thoroughly 
dependable  because  it  is  thor- 
oughly STANDARDIZED. 


VERY  well  informed  shoe 


The  Standard  Kid  Co. 

Boston,  Mass. 

Branches  in  New  York,  Philadelphia.  Cincinnati, 
Chicago,  St.  Louis  and  Montreal 


The  Leather 
for  Fine  Shoes 
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ATTRACTIVE  WINDOWS  CREATE  SALES 

Make  a  test  case  by  arranging  your  next  display  with  our 
Artificial  Flowers,  Borders,  Fancy  Background  Papers  both  in 
rolls  and  sheets,  etc. 

Prize  winners  at  recent  Shoe  Convention  held  in  Milwaukee 
used  our  Novelty  Papers  exclusively. 

New  Spring  and  Suniiner  Catalogues  ready 
filled   with  attractive   display  suggestions 

DOTY  &  SCRIMGEOUR  SALES  CO.  INC. 

30  READE  STREET  NEW  YORK 

HOUSE  OF  NOVELTY  DECORATIONS 


The  Importance  of  Staple  Footwear 


The  greater  portion  of  your  trade  look  for  staple  shoes 
and  the  minority  demand  "pretty"  footwear  of  extreme 
styles  and  patterns. 

This  is  a  point  to  remember  when  placing  your  Fall  and 
Winter  requirements. 

And  for  your  high -class  staples,  nothing 
could  be  more  suitable  than  the  proven  Hydro 
City  Shoe.  Stock  up  well  in  this  well-known 
solid-all-leather  line.  The  better  value  it 
offers  your  customers  means  the  quicker  pro- 
fit to  you. 

Wait  for  our  salesman. 


HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


Limited 


ONTARIO 


April,  1931 
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ESTABLISHED  1853 


T^HE  finer  traditions  of  shoefmaking  have  been 
preserved  in  the  EDWIN  CLAPP  Shoe. 

Behind  it  is  an  institution  with  more  than  half 
a  century  of  experience  in  making  nothing  but 
high  grade  footwear. 


EAST  WEYMOUTH,  MASS.,  U.S.A. 


THE  BAR  HARBOR 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 


We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  ati 
any  time. 


Eureka  Shoe  Co.,  Limited 

THREE  RIVERS,  QUE. 
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And  now  you  can 
"Yale  Juveniles" 

TT  is  with  great  pleasure  that  we  announce  the 
estabhshment  of  a  department  devoted  to  the 
manufacture  of  children's  footwear. 

This  addition  was  prompted  by  the  many  enquiries 
for  such  a  line  by  dealers  already  handling  our 
Men's  and  Boy's  McKays.  No  effort  is  being 
spared  to  make  the  new  product  in  every  way  a 
success.  Lasts  and  patterns  of  the  well-known 
Getty  Shoe  Company,  have  been  purchased  by 
us  and  we  already  are  in  a  position  to  serve  the 
trade — in  Oxfords  especially. 

Write  us  now  for  prices  and  samples 


The  Yale  Shoe  Manufacturing  Company 

Limited 

GALT         -         -  ONTARIO 


Apri],  1921 
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Uncle  Zeb  says: 

''All  Men  in  their 
Skeletons  Look  Alike/' 


THIS  maxim  might  also  be  applied  to 
all  men  in  their  shoes — if  the  lasts  did 
not  differ. 

Some  manufacturers  have  asked  us  why  we 
do  not  publish  cuts  or  drawings  of  new  de- 
signs in  shoes.  If  we  did,  it  would  be  con- 
trary to  the  style  service  we  try  to  give. 

We  treat  each  shoe  manufacturer  confi- 
dentially— we  study  the  line  he  is  making 
— we  suggest  and  submit  styles  and  designs 
suitable  for  his  particular  line.  The  adopt- 
ed styles  of  any  one  manufacturer,  we  do 
not  give  to  another.  This  gives  the  origin- 
ator the  confident  feeling  that  his  styles  are 
different  from  his  competitors. 

A  Style  Service  of  this  kind 
is  worth  while. 


United  Last  Co.,  Limited 

MONTREAL 
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Long  Service 

plus 

the  real  satisfaction  that  GOODRICH  "HI- 
PRESS"  RUBBER  FOOTWEAR  always  give  has 
made  them  favorites  alike  with  the  dealer  and  his 
customer.  Farmer,  fisherman,  miner  and  lumber- 
man, everywhere,  wear  the  boots  with  the  Red 
Line  'round  the  top.  Reason  for  their  popularity 
and  long  service  is  found  in  the  quality  of  the 
material  and  the  excellence  of  the  workmanship 
that  goes  into  their  construction. 

Goodrich 

Hi-Press 

Rubber  Footwear 


We  carry  a  full  line  of  these  boots  on 
hand  at  all  times,  and  guarantee  quick 
delivery.  A  card  will  bring  quotations 
or  our  traveller  will  call. 


Croskery  &  Company 

LIMITED 

IMPORTERS   AI\D  DISTRIBUTORS  FOR  OISTARIO 

220  KING  ST.  WEST  TORONTO 


April,  1921 
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SPAULDING'Q 

Guaranieod. 


The  most  extensively  used  and  most  satis- 
factory counters  on  the  globe. 

A  style  for  every  shape  of  last  and  grade 
of  shoe,  Men's,  Women's  and  Children's. 

CPAULDINGC 

O  Rbre  CountersC) 

Guaranteed 

J.  SPAULDING  &  SONS  CO,  INC. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


PIIILAUELPIl  lA 
John  G.  Traver  &  Co. 
141-143  No.  4th  St. 


CINCINNATI 
The  Taylor-Poole  Co. 
410-412  E.  8th  St. 


ST.  LOUIS 
The  Taylor-Poole  Co 
1602  Locust  St. 


SEVEN  FACTORIES 
Tonawanda,   N.   Y.  Rochester,  N.  H. 

No.  Rochester,  N.  H.  Milton,  N.  H. 

Townsend  Harbor,  Mass. 


Canadian  Agrents 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.     V.  Champigny,  Montreal 


:PAULttfNG\ 

OAK TAN 
.FIBRE  INNERSOLING  . 


Boston  Office 

203-B  ALBANY  BUILDING 


English  Agents:  J.  Whitehead  &  Co.,  Ltd., 
Leicester,  England. 
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TETRAUIiT 


The  fastest 
selling  shoe 
in  Canada 


Season  after  season  'TETRAULTS"  forge 
ahead,  maintaining  their  position  as  the  most 
widely  sold  Men's  Welt  in  Canada. 

What  is  the  reason? 

"TETRAULTS"  enjoy  a  larger  sale  than  any 
other  men's  welt  in  Canada  principally  because 
of  three  things: 

They  are  the  most  up-to-date  shoes 
made  in  Canada. 

They  have  a  distinctive  style  and  un- 
questionable quality. 

And  they  sell  at  a  popular  price  (below 
$10.00). 

If  you  want  to  get  in  on  the  livest  proposition  in 
the  shoe  trade  to-day— stock  "TETRAULTS." 


The  Tetrault  Shoe  Mfg. 

Company,  Limited 


Montreal 


Canada 


['  O  ()  1 '  W  E  A  R    IN    C  A  N  A  DA 


Announcing 

"CENTAUR*' 

SURFACE  KID 


"CENTAUR  "KID  has  superior 
qualities  of  its  own  and  will  not  be 
sold  as  a  substitute  for  any  leather. 

CENTAUR qualities  are 
found  in  no  other  tannage. 

When  you  think  of  this  new  brand 
name,  remember  that 

"CENTAUR" 

WILL  NOT  TURN  GRAY 

It  retains  its  Black  Brilliancy  to 
the  last  of  its  wear. 

Made  in  Black  and  Colors. 


LUCIEN  BORNE 

Quebec    Montreal  Kitchener 
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ESTABLISHED  1903 


Are  You  the  Man? 


\  RE  you  making  an  effort  to  increase 
your  business?    Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often  ? 

If  you  can  say  'TES"  to  these  questions, 
and  if  there  is  no  STRIDER  SHOE  agency 
in  your  town,  you  will  be  interested  in  our 
IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 
Women's  Fine  Welts  in  High  Shoes  and 
Oxfords. 

"STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf,  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 

No.  6017.  As  above  on  Last 
34,  which  is  a  semi-recede 
toe. 

These  are  both  big  sellers. 


No.  5016.  Women's  Royal 
I'nrple.  Ball  Strap  Oxford, 
Welts,  on  Last  404.  Carried 
in  stock,  C  and  D  widths. 
Sizes  2I/-7. 
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BOYS  will  continue  to  be 
boys,  and  they  must  be 
shod  accordingly. 

Williams'  "Young  Canadian" 
will  be  the  choice  of  parents 
in  your  neighbourhood  be- 
cause they  are  the  "  good- 
looking  "  staple  shoe  possess- 
ing unusual  wearing  qualities. 


In  stock  for 
prompt  delivery 


ORDER 
NOW 


lllllllllllllllllllllllllllllllllllllll 
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Juvenile  Footwear  that 
Stands  the  Knocks 


HAT  parent  is  not  constantly  seek- 
ing children's  footwear  that  will 
"stand  the  knocks?"  And  is  it  not 
safe  to  assume  that  when  they  find 
that  kind  they  will  not  change  in 
a  hurry?  Perhaps  that  is  the  chief 
reason  the  Humberstone  shoe  houses  so  many 
little  feet.  For  Humberstone,  by  reason  of  its  fit, 
material  and  workmanship,  has  certainly  estab- 
lished a  reputation  for  being  well  nigh  "child- 
proof." But  there  is  another  feature  of  this  foot- 
wear that  is  of  prime  importance.  It  is  the  hy- 
gienic principles  upon  which  each  shoe  is  built. 
All  danger  of  foot  trouble  is  eliminated  and  the 
child's  foot  grows  easily  and  naturally. 
Better  write  us  for  samples  and  details. 

Humberstone  Shoe  Co.  Ltd. 

HUMBERSTONE  ONTARIO 


DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 

by  specifying 

Barbour's  tm"  Linen  Threads 


You  can  pay  less ;  but  you'd  better  not ; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE.  ; 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


Toronto 


Quebec 


FRANK  &  BRYCE,  LIMITED 
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Regina  Shoe  Company  Limited 

330  Notre  Dame  St.  E.  Montreal 


No.  232 — Brown    Kid    Oxford,    Imitation  Turn 

Tip,  ly,"  Military  Heel. 
AAA'A    to   TA;    A-4   to  B,    C   and    D  3 

to  7^  Price  $5.50  net 

No.  233— Same  as  232  in  Black  Recent  Kid, 

Price  $4.75  net 


Ready  for  Shipment  May  Fifth 

Three  outstanding  features  mark  these  three  beautiful  shoes — the  refin- 
ed, seclusive  HOLTERSHOES  style;  the  unapproaehed  HOLTERSHOES 
quality;  and  the  popular  prices  at  which  you  may  sell  such  all  'round  good 
shoes. 

Every  store  that  shows  this  trio  haa  a  three-power  puller  for  paying 
trade, 

BE  SURE  TO  ORDER  NOW 

so  that  you  will  get  the  full  season's  benefit  of  sales,  for  you  will  re- 
order many  times. 

All  Net  30  days. 


The  Holters  Company 

Cincinnati       -  Ohio 


I  iiiiiiiiiiiiiiiiimiiiiiiiMi  nil 
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INDEPENDENT 
RUBBERS 


^  This  is  the  placing  season 
for  the  Fall  orders  of  Rub- 
ber Footwear. 

^  The  Independent  line  of 
Rubbers  has  all  the  ele- 
ments of  Rubber  quality — 
appearance — service — com- 
fort and  all-round  satisfac- 
tion. 

^  Our  gradually  increasing 
orders  at  the  factory,  from 
the  wholesalers,  carry  their 
own  message  of  business 
resumption  and  the  general 
popularity  of  the  Independ- 
ent Line. 


^  Place  your  orders  now 
and  be  among  those  who 
receive  early  shipments 


The  Independent  Rubber  Co,,  Ltd, 


iiiiimiiimiiiiiiiiiimiiiiiiiiii 


April,  1931 
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Be  on  the 


Lookout 


^  The  traveller  who  carries  a  full 
line  of  our  samples  will  be  along 
your  way  almost  any  time. 

^  Watch  for  him — and  take  a  look 
at  his  samples. 

^  These  well-known  brands  of  In- 
dependent Rubbers  will  be  there 
for  your  inspection. 


"  Kant-Krack  " 
"  Dainty  Mode" 

"  Royal " 
"  Dreadnaught 
"  Veribest " 


To  be  had  from  the  following: 

INDEPENDENT  WHOLESALERS 


Amherst  Boot  &  Shoe  Co.,  Limited  .  .   .  .  Halifax,  N.S, 

Amherst  Boot  &  Shoe  Co.,  Limited  .  .   .  .  Amherst,  N.S. 

Brown,  Rochette,  Limited  Quebec,  Que. 

James  Robinson  Co.,  Limited  Montreal,  Que. 

Locke  Footwear  Co.,  Limited  Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  Toronto,  Ont. 

White   Shoe   Co.,    Limited  Toronto,  Ont. 


C.  Weaver  Trenton,  Ont. 

The  London  Shoe  Co.,  Limited  London,  Ont. 

T.  Long  &  Brother,  Limited  Collingfwood,  Ont. 

Amherst  Central  Shoe  Co.,  Limited  .  .    .  .  Regina,  Sask. 

Dowers  Limited  Edmonton,  Alta. 

The  J.  Leckie  Co.,  Limited  Vancouver,  B.C. 


The  Independent  Rubber  Co.  Limited 

Merritton       -  -  Ontario 


I 


64 


FOOTWEAR    IN  CANADA 


April.  1021 


Our 

Complete 

Lines 

Include 


■ 


Women's 


Welts  and  McKays  in  high  and  low  cut. 
Turns  in  common  sense  and  strap  shoe. 

White  Canvas  Goodyear 
and  McKays. 


Welts  of  all  kinds. 
Slippers 

Turns  in  slippers,  dancing  pumps, 

and  oxfords. 
White  Canvas  Goodyear  and  McKays. 

Also  Stitchdowns  and  McKays  for 
Misses,  Children  and  Infants 


Dufresne  &  Locke,  Limited 

Montreal 


April,  1921 
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CORSON'S 

COMFORT  SLIPPERS 


BUILT  on  the  lines  of  the  high-grade  English 
slippers.  A  flexible  welt,  repairable,  form  fit- 
ting, solid  leather,  comfort  slipper. 

Something  entirely  new  to  the  Canadian  trade  that 
will  attract  business  to  your  store. 

The  same  standard  of  materials  and  workmanship  that 
has  placed  Corson  and  Regal  Shoes  at  the  top  of  the 
ladder  of  Canadian  Shoedom. 


(PROCESS  PATENTED  1918) 


"Shoe  Makers  Not  Sample  Makers  " 

Corson  Shoe  Manufacturing  Co. 

Limited 


STIRLING  ROAD 


TORONTO 


I'OO'JW       k    IN  CANy\l),\ 
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Saddle  Strap  Bals  and  Oxfords 

Ritchie  Quality  Throughout 


i 

i 


N o  line  that  we 
have  put  on  the 
market  in  recent 
years  has  created 
such  an  immediate 
and  favorable  sen- 
sation in  the  trade. 

The  patterns  and 
design  are  abso- 
lutely new  and 
correct  in  every 
detail. 


You  should  have  some  of 
these  coming  through  for 
you  now. 


The  John  Ritchie  Company  Limited 


Makers  of 


MEN'S  SHOES 

QUEBEC 
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Have  You  Ordered  Your  Felts  for  Fall? 

Are  You  Prepared  for  the  Sudde  a  Demand  Sure  to  Come? 

Felt  Footwear  orders  not  already  placed,  required  for  1921-22 
Felt  Season,  must  all  be  made  up  in  the  next  few  months. 

At  present  rate  of  production  only  a  limited  portion  of  re- 
quirements will  be  available. 

K.  B.  Felt  Shoes  and  Soft  Sole  Kumfys  are  made  to  order 
only.  If  you  have  not  already  placed  your  order  for  K.  B.'s, 
"The  Brand  That  Always  Sells,"  do  so  quickly  and  line  up  with 
the  wise  ones. 


Cobourg  Felt  Co.,  Ltd.  Factories:  Cobourg  and  Port  Hope 


OS 
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means  much  more  than  a  pair 
of  white  shoes  for  summer  wear 

FLEET  FOOT  means,  to  the  dealer,  a  nationally  advertised  line  of  sum- 
mer footwear,  made  up  to  a  standard  of  quality  and  workmanship  unsurpassed 
in  any  other  country  in  the  world. 

FLEET  FOOT  means  a  range  of  styles  suitable  for  business  as  well  as  Sun- 
day and  every-day  wear,  for  every  sport  and  recreation,  for  men,  women 
and  children. 

FLEET  FOOT  means  quick  turn-overs,  steady  sales  during  summer  months 
and  Canada's  greatest  rubber  organization  standing  squarely  behind  you 
with  sound  values,  efficient  service,  hearty  co-operation  and  national 
advertising. 

The  Fleet  Foot  Season  will  open  in  a  few  weeks.  Are  you  ready?  If 
not,  write  our  nearest  service  branch. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver    and  Victoria. 


April,  10,'3t 
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Fcotwear  in  Canada's    Styles  and 
Merchandising  Number" 

The  present  issue  of  "Footwear  in  Canada"  has 
been  named  a  "Styles  and  Merchandising  Number." 
This  is  somewhat  of  an  enlargement  on  the  usual  semi- 
annual "Styles"  Numbers  as  issued  in  previous  years. 
It  was  felt  that,  under  existing  circuinstances,  it  would 
be  to  the  advantage  of  the  trade  to  broaden  the  scope 
of  the  issue  in  this  way,  so  as  to  lay  even  greater 
emphasis  upon  the  necessity  for  better  merchandising 
in  the  retail  shoe  business.  The  two  subjects  are 
indeed  inseparably  joined.  "Style"  without  "merchan- 
dising" is  dead,  and  vice  versa. 

In  this  issue  there  are  many  features  of  outstand- 
ing interest  to  the  shoe  retailer.  In  connection  with 
"Styles,"  particular  reference  may  be  made  to  our 
illustrated  style  section,  which  shows  some  of  the 
newest  models  of  Canadian,  U.S.  and  English  shoe 
manufacturers,  a  special  article  on  the  "Fall  Style 
Trend  in  New  England,"  by  Hollis  B.  Scales,  and  a 
special  article  by  our  Parisian  correspondent,  "Coun- 
tess-Maud," on  the  footwear  fashion  situation  in  Paris. 
Mr.  Scales,  we  may  say,  is  a  recognized  style  authority 
in  the  States ;  he  was  formerly  buyer  for  the  well- 
known  retail  shoe  firm  of  William  Filene  &  Sons, 
Boston,  and  is  now  in  charge  of  design  and  production 
for  the  Emerson  Shoe  Mfg.  Co.,  Rockland,  Mass.  His 
reinarks  will  therefore  receive  the  careful  attention 


of  the  trade.  "Countess  Maud,"  who  has  contributed 
to  "Footwear"  on  previous  occasions,  is  a  Parisian 
style  expert,  who  writes  for  the  French  shoe  journals 
and  also  for  some  of  the.  leading  fashion  magazines 
on  this  continent.  In  addition  to  these,  the  reader  will 
find  the  views  of  a  number  of  well-known  Canadian 
shoemen,  on  the  style  situation  as  they  expect  it  will 
develop  in  this  country.  Taken  together,  this  material 
will  furnish  a  dependable  account  of  the  trend  of  foot- 
wear fashions  universally,  and  should  assist  in  the 
development  of  new  and  original  ideas. 

There  are,  besides,  a  number  of  articles  contributed 
by  prominent  members  of  the  Canadian  shoe  trade 
dealing  with  various  problems  of  footwear  merchan- 
dising under  the  conditions  that  exist  to-day — hand- 
ling the  public,  advertising,  window  display,  co-oper- 
ation within  the  industry,  etc.  Among  these  may  be 
mentioned  an  article  by  Mr.  C.  F.  Rannard,  of  Win- 
nipeg, on  "Advertising."  Rannard's,  Limited,  do  some 
of  the  finest  shoe  advertising  in  Canada,  which  per- 
haps is  due  to  the  fact  that  Mr.  Rannard  makes  a 
hobby  of  it,  and  gives  it  his  personal  attention.  An- 
other very  excellent  article  is  contributed  by  Mr.  War- 
ren T.  Fegan,  past-president  of  the  National  Shoe  Re- 
tailers' Association,  outlining  the  retailer's  viewpoint 
of  the  relations  existing  between  the  retail  trade  and 
the  manufacturers,  and  how  the  manufacturers  can 
assist  in  promoting  better  merchandising.  Mr.  J.  W. 
Jupp,  treasurer  N.S.R.A.,  has  also  made  an  interesting 
contribution. 

There  are  many  other  interesting  contributions  by 
well-known  shoemen,  who  have  had  wide  experience 
in  practical  sides  of  the  subjects  upon  which  they  have 
written.  It  will  pay  the  retailer  to  peruse  these 
articles  and  adapt  the  suggestions  offered  to  his  par- 
ticular needs. 

The  Hosiery  Department  is  another  feature  of  this 
issue,  to  which  we  wish  to  direct  our  readers'  atten- 
tion. It  contains  information  which  will  be  of  great 
value  to  any  merchant  who  may  be  planning  to  install 
a  hosiery  section  in  his  store. 


'It's  a  Man's  Game' 


"It's  a  inan's  game  now" — this  was  the  remark 
made  to  "Footwear"  recently  by  a  prominent  member 
of  the  shoe  retail  trade,  with  reference  to  the  business 
of  retailing  shoes.  The  truth  of  this  assertion  has  been 
brought  home  very  forcibly  by  the  pressure  of  com- 
mercial conditions.  When  the  market  was  on  the  up 
trend,  and  the  inotto  of  the  public  was  "The  sky's  the 
limit,"  any  fool  could  sit  in  the  game,  but  now  the 
situation  is  different.  Many  fools  and  some  wise  men 
have  been  eliminated  from  the  business.  Competition 
is  now  keen  in  practically  every  branch  of  industry, 
and  it  takes  genuine  effort  to  get  and  to  hold  business. 
The  public  are  not  content  to  take  anything  they  are 
offered  at  any  price  the  merchant  cares  to  ask.  They 
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are  more  exacting  both  as  to  (Hiality  and  cost  than 
they  have  been  for  many  years. 

This  condition,  however,  is  probably  a  lieallliier 
one  tlian  existed  dnrinji'  tlie  years  of  war.  wlien  tlie 
"take  it  or  leave  it"  attitude  was  only  too  prevalent 
among  retailers.  It  gives  the  good  man.  who  has  real 
merchandising  ability,  and  real  service  to  offer,  an 
ojjportunity  to  forge  ahead  of  his  careless  and  medi- 
ocre competitor.  The  buying  jiublic  are  in  a  "|)icking 
and  choosing"  mood,  and  they  will,  eventually,  choose 
the  store  where  they  are  well  treated  and  get  genuine 
value  for  their  money. 

For  some  time  to  come,  both  careful  buying  and 
expert  selling  will  be  essential  to  success  in  the  retail 
shoe  business.  Only  the  merchant  who  has  "got  the 
goods"  will  make  any  progress  or   any  ])rohis. 


Another  Slant  on  ihe  "Made  in  Canada" 
Question 

Mr.  l-'rank  1'.  Jones,  general  manager.  Canada 
Cement  Comi^any.  is  (|Uoted  as  suggesting  that  we 
substitute  the  slogan  "Produce  at  a  Price  and  a  Qual- 
ity that  will  enable  Canadians  t()  buy  in  Canada"  for 
the  present  slogan  "])Uy  in  Canada." 

This  will  appeal  to  the  average  Canadian  citizen. 
The  original  of  this  standard  slogan  was  a  "Made  in 
Cermany"  affair,  and  its  chief  foundation  was  egotism, 
selfishness,  and  absolute  disregard  for  the  rights  of 
others.  We  do  not  believe  that  industry  can  l)e  built 
u])  on  this  basis,  and  (iermany's  experience  during  the 
l)ast  six  years  amply  proves  it. 

In  the  long  run  there  is  no  sufficient  reason  why 
])eople  should  buy  "Made  in  Canada"  goods  except 
that  Canadian  goods  are  eipial  in  (piality  and  no  higher 
in  cost.  Sentiment  will  never  induce  our  citizens  to 
buy  an  article  of  poorer  quality  or  pay  a  higher  price 
for  it  simply  because  it  is  home-made,  and  all  the  more 
is  this  true  if  our  people  have  the  idea  that  undue 
l)rofits  have  been  made  by  the  manufacturer.  The 
only  way  to  make  the  "Made  in  Canada"  slogan  a 
success  is  to  follow  Mr.  Jones'  suggested  motto  and 
make  Canadian  goods  more  attractive  than  foreign 
goods  both  as  to  quality  and  price. 


Easter  Sees  Revival  in  Footwear  Industry 

The  situation  in  the  footwear  industry  is  showing 
signs  of  gratifying  improvement.  Easter  business 
seems  on  the  whole  to  have  been  very  acti\e.  Two 
of  the  largest  shoe  merchants  in.  Canada  recently  in- 
formed "Footwear"  that  the  day  before  Easter  created 
a  record  in  their  stores,  and  many  others  tell  us  th;it 
their  Easter  trade  has  been  (juite  exceptional.  Since 
Easter,  too,  the  demand  ajjparently  has  been  holding 
fairly  well.  "Can't  complain  at  all,"  seems  to  about 
cover  the  situation  with  the  average  retailer. 


This  is  surely  a  gratifying  condition,  and  there  does 
not  seem  to  be  any  reason  to  anticipate  a  reversal. 
The  turn  of  the  season  seems  to  have  brought  with  it 
a  renewed  o])tiniism  and  a  feeling  of  greater  confidence 
on  the  part  of  the  ])ublic.  They  are  evidently  now 
satisfied  that  prices  have  reached  a  level,  and  are  pro- 
ceeding to  go  about  their  shopping  in  a  less  suspicious 
and  nujre  satisfied  manner,  though  that  they  are  still 
anxious  to  buy  cheaply  is  undoubted. 

It  is  also  encouraging  to  learn  that  the  demand  has 
not  been  for  no\elties  alone.  In  a  chat  with  the 
"stock"  man  nf  one  of  Canada's  biggest  shoe  manu- 
facturing concerns,  we  are  informed  that  the  call  for 
\\dmen'^  oxfords  h;id  latterly  been  larger  than  it  had 
been  fi  ir  ;i  1(  mg  t  nne. 

The  morale  of  the  retail  trade  is  evidently  improv- 
ing. There  is  less  ])essimistic  talk  and  more  efi^ective 
action.  Stocks  are  gradually  getting  into  proper 
sha|)e.  and  in  many  cases  they  are  {|uite  low — though 
it  i>  not  at  all  likel\-  that  there  will  be  any  big  orders 
tilled  for  some  time  to  come;  retailers  have  had  an  ex- 
perience with  o\er-l)uying  which  they  will  not  easily 
forget. 

However,  all  indications  point  to  the  fact  that  the 
induslrv  is  rapidly  righting  itself,  and  while  there 
will  be  no  easy  money  made  in  the  shoe  business  in 
the  near  future,  it  will  soon  be  on  the  basis,  which  per- 
mits of  fair  ])rofits  in  return  for  fair  service  and  good 
judgment.  Next  fall  will  pn)bably  see  conditions  in 
general  in  this  country  fairly  normal. 


Eliminating  the  Dead  Wood  from  the  Store 
Organization 


Business  men  must  face  the  fact  that,  during  the 
coming  year,  it  will  not  be  feasible,  nor  possible,  to 
depend  on  liberal  mark-ui)s  for  the  retrieval  of  losses 
or  the  accumulation  of  new  profits.  The  basis  on 
which  business  will  have  to  be  run  for  some  time  to 
come  is  that  of  quick  turn-over,  narrow  margins  and 
increased  efficiency.  It  will  be  necessary  to  "overhaul 
the  ship"  and  stop  every  leak.  There  will  be  no  place 
for  inefficient  salesfolk  during  1921.  An  improvement 
in  efficiency  is  being  shown  in  industrial  plants 
through  the  weeding  out  of  unsatisfactory  workers, 
and  the  same  measures  will  ha\e  to  be  taken  in  re- 
tail stores.  The  life  of  man\-  mercantile  establish- 
ments during  the  next  few  critical  months  will  depend 
upon  the  elimination  of  the  non-producer.  This  is, 
|)erhaps,  a  hard  saying.  But  it  is  better  to  "fire"  one 
or  two  inefficient  workers,  than  have  to  shut  the  shoj) 
and  throw  the  whole  staff  out  (»f  work. 

iivery  little  thing  will  have  to  I)e  watched,  and 
above  everything  else  an  effecti\e  cost-keeping  sys- 
tem will  be  necessary  in  order  that  the  retailer  mav 
know  from  day  to  day  just  how  his  affairs  stand. 
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Advertising  Metliods  that  Build  Up  Business 

Your  Ad.  Must  Be  Backed  Up  by  Merchandise— Ask  the  Man  Who  Reads  Its- 
Concentrate  Your  Publicity— Choosing  the  Medium 

 ■  •  By  C.  F.  Rannard  


ADVERTISING  is  a  natural  part  of  the  busi- 
ness and  is  applied  to  increase  sales  and  build 
good-will.  Some  merchants  charge  the  whole 
of  their  advertising  to  merchandise  sold  from 
the  ad.  and  naturally  become  disappointed.  I  figure 
that  one-third,  is  chargeable  to  direct  selling  from  the 
ad.  and  that  2/3  must  be  left  over  to  future  business 
or  building  good-will,  but  the  most  important  thing 
about  advertising-  is,  first,  it  should  be  ])lanned, 
whether  it  be  on  a  large  scale  or  a  small  scale,  and 
secondly  it  should  be  planned  on  your  own  money, 
not  on  sales  you  are  going  to  make,  merchandise 
which  is  owing  to  the  manufacturers ;  or,  in  other 
words,  a  firm  or  a  merchant  should  first  make  money 
and  then  proceed  to  advertise  judiciously,  and  in  keep- 
ing with  the  size  of  their  lousiness  and  the  merchandise 
they  wish  to  sell. 

The  amount  of  money  a  merchant  should  invest 
in  advertising  is  a  question  that  the  individual  must 
decide  for  himself  and  whatever  it  is  is  chargeable  to 
overhead,  and  the  gross  profits  must  be  large  enough 
to  take  care  of  his  overhead.  I  believe  the  best  policy 
is  to  set  aside  each  month  or  each  year  a  certain  per- 
centage of  the  total  income  of  the  business  to  be 
invested  in  advertising,  and  as  your  volume  of  busi- 
ness increases,  your  advertising  investment  will  in- 
crease at  the  same  rate.  The  figures  I  would  set 
would  be  1%  to  5%  on  the  turn  over — 2  to  2^^%  is  a 
reasonable  amount — but  as  I  said  before  no  advertiser 
has  any  license  to  advertise  when  his  liabilities  are 
too  high  and  he  is  spending  the  other  fellow's  money. 

Advertising  Must  be  Backed  up  by  Merchandise 

The  great  trouble  today  is  that  few  advertisers  ad- 
vertise in  such  a  way  as  to  fairly  represent  their  ])usi- 
ness,  or  their  merchandise  in  stock,  will  not  fairly  back 
up  their  advertising,  and  when  the  customer  comes  in 
for  the  article  as  advertised  and  as  illustrated,  he 
becomes  disappointed  because  the  merchandise  does 
not  back  up  the  advertising  and,  giving  the  clerk  an 
excuse,  goes  away  without  purchasing.  As  a  result, 
the  advertising  expense  is  a  loss  to  the  business  and 
good-will  is  not  attained.  I  believe  that  if  illustrations 
of  merchandise  are  put  in  the  pa]:)er  with  descriptions 
as  to  colors,  sizes,  widths,  etc.,  when  the  customer 
goes  to  that  store  and  can  get  what  he  rec^uires  as  ad- 
vertised, he  is  not  disappointed  and  naturallv  has 
confidence  in  that  firm's  advertising.  By  the  con- 
tinuation of  such  a  policy  with  merchandise  in  stock 
backing  up  the  advertising,  good-will  is  attained,  but 
no  matter  how  long  you  have  done  this,  the  advertiser 
must  be  very  careful  to  continue  the  grade  so  that 
progress  will  be  made,  as  we  all  know  from  experi- 
ence that  confidence  is  quickly  lost,  while  the  process 
of  building  good-will  is  slow  l)ut,surc. 

Some  firms  are  getting  satisfactory  results  from 
their  advertising,  while  to  others  it  is  a  losing  game. 
The  former  are  building  up  a  reputation  so  that  the 
buying  public  belie\'e  the  advertisements  when  they 
look  at  the  name  at  the  bottom  or  top,  and  they  go  to 
these  firms  with  their  monev  and  feel  confident  of 


getting  the  merchandise  just  as  advertised.  The  firm 
that  does  not  get  results  usually  puts  in  glaring  head 
lines,  cuts  of  a  man  making  a  great  leap,  with  a  wild- 
eyed  expression  and  an  extended  forefinger,  all  of 
which  is  to  attract  attention.  Then  the  balance  of 
the  ad.  is  usually  given  over  to  description  of  the 
footwear  and  former  values  and  prices  now,  both  of 
which  are  exaggerated.  Ninety  ])er  cent  of  those 
who  read  the  ad.  have  tested  former  advertisements, 
with  regrets,  and  therefore  pass  on  to  the  next  page. 
Those  who  have  not  had  experience,  hurry  down  to 
the  store  and  they  generally  find  inexperienced  clerks, 
a  stock  of  merchandise  that  does  not  measure  up  in 
quality  and  price  to  the  descriptions  in  the  ad.  As  a 
result,  the  earlier  they  got  out  in  the  morning,  the 
greater  the  distance  they  came  and  the  more  trouble 
thev  were  put  to,  the  longer  will  thev  remember,  and 
when  they  talk  to  their  relations  and  friends,  because 
everybody  has  friends,  whether  good  or  Ijad,  the  ad- 
vertiser need  not  expect  much  good-will  advertising. 
On  the  other  hand  there  might  l)e  a  whole  lot  of  bad 
will  expressed  bv  the  disa|)pointed  customer. 

Be  Too  Modest  Rather  Than  Exaggerated 

There  was  never  a  time  when  those  engaged  in 
ad\'ertising  should  l)e  mcjre  careful  to  stick  to  the 
truth  and  be  sure  that  they  are  pre[)ared  to  back  up 
their  advertising"  by  merchandise,  service  and  every 
way,  just  as  advertised.  The  wise  advertiser  will 
hold  back  a  little  bit  on  his  ad\'ertisement  and  see  that 
he  is  prepared  to  give  the  resulting  customer  a  sur- 
prise in  dealing  out  better  merchandise,  a  larger 
variety,  with  a  service  that  will  attach  that  customer 
])ermanently  to  his  store. 

T  have  always  welcomed  and  ai:)i)rec;ated  a  criticiz- 
ing expression  from  the  ad.  getter,  in  fact  I  have  asked 
him  if  he  thought  the  ad.  was  too  strong  for  the  mer- 
chandise to  be  sold.  1  have  always  been  on  the  look 
out  to  see  if  the  customers  responding  to  the  ad.,  not 
only  purchased,  but  if  thev  expressed  themselves 
agreeably  surprised  or  satisfied  when  they  were  shown 

+  4> 

I  .  .  I 

j  The  great  trouble  with  the  average    retail  1 

i  merchant  is  that  he  has  no  definite  advertising  | 

1  campaign,    or    merchandising    policy.     It    takes  f 

j  brains  to  be  a  retail  shoe  merchant  now-a-days.  = 

I  Every  merchant,  if  he  is  to  be  successful,  must  } 

1  have  a  real  determination  to  succeed.    Every  mer-  j 

1  chant  who  wants  to  succeed  must  be  progressive  | 

I  and  pattern  after  an  ideal  firm.  i 

I        .  i 

4.  + 

the  merchandise  and  if  1  thought  that  they  were  not 
I  made  up  ni}-  mind  the  next  time  I  would  see  to  it 
that  the  values  were  better,  so  that  when  they  went 
back  to  their  home  they  would  l)e  so  pleased  that  they 
would  l:)e  spreading  the  good  news  to  their  friends, 
which  in  my  estimation  beats  any  advertisement  that 
you  can  put  in  printer's  ink. 

Truth  built  into  sane  advertising,  truth  backed  up 
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by  merchandise  that  is  right  u])  to  tlie  letter,  service 
hdiieslly  applied  and  a  "stick-to-it"  continuation  are 
bound  to  build  a  business  of  character  and  ^ood-will 
that  is  of  more  value  than  a  bag  full  of  gold  in  the 
bank.  Advertise  honestly  and  do  not  create  an  im- 
pression that  the  ])ublic  can  buy  $15.00  shoes  for  $3.00 
and  then  throw  in  a  lot  of  sera])  which  is  disappoint- 
ing in  style  and  quality.  Keep  up  the  (piality  and  be 
sure  to  give  the  customers  good  \  alue  for  their  money. 

I  would  impress  on  every  retailer,  big  or  little, 
old  or  new  in  the  game,  that  we  must  see  to  it  that 
the  customer  has  no  just  reason   to  become  disap- 

+  .  + 

i  1 

J                A  merchant   must  be   familiar  with   types  | 

I  cuts  and  lay-outs.    When  I  was  nineteen  years  of  = 

I  age,  long  before  I  went  into  the  shoe  business,  I  ! 

s  spent  nine  months  in  working  for  one  of  the  local  | 

I  newspapers  as  a  reporter,  but  I  had  access  to  the  I 

j  whole  office.    I  also  did  proof  reading  on  news  ' 

I  and  advertising  and  during  that  nine  months  I  j 

1  got  a  splendid  training  and  received  a  better  in-  ! 

I  sight  to  newspaper  work,  and  learnt  a  whole  lot  i 

j  that  has  assisted  me  a  great  deal  in  la5dng  out  I 

!  my  copy.    I  might  just  say  I  write  up  every  ad.  J 

I  for  the  Rannard  Shoe  and  because  I  like  the  ad-  j 

j  vertising  game  and  have  been  willing  to  work  ! 

i  overtime,  this  has  assisted  me  a  great  deal  in  j 

I  making  it  a  success.  I 


pointed  or  be  able  to  justly  criticize  our  advertising 
or  to  find  that  when  they  took  the  trouble  to  come  to 
our  place  of  business  that  we  are  trying  to  take  ad- 
vantage of  them.  We  all  know  that  the  buying  public 
in  general  are  a  little  bit  smarter  in  picking  values 
that  the  merchant  is  when  he  goes  into  the  sample 
room  and  buys  from  the  manufacturers  (»r  wholesaler. 

Crowded  Ads.  Not  Read 

There  is  much  advertising  lost  because  there  is  too 
much  to  be  read.  It  is  too  closely  packed,  it  does 
not  attract,  and  as  the  reader  is  anxious  to  get  through 
the  paper,  believing  there  is  something  better  on  the 
next  page,  it  is  turned  over  very  quickly.  As  a  result 
not  a  word  is  read  of  the  300-word  half  or  quarter 
Ijage  ad.,  whereas  if  three  words  had  been  inserted 
alongside  of  an  illustration,  with  the  firm's  name  at 
the  bottom,  more  good  would  have  been  gained.  The 
wise  advertiser  will  look  over  his  copy  before  he  turns 
it  over  to  the  newspaper  man  and  ask  himself  if  it  is 
clear,  concise,  and  does  it  bear  out  the  truth  as  regards 
the  firm's  business — no  one  ad.  will  represent  two 
firms;  it  must  have  individuality  backed  up  by  the 
firm's  reputation  in  order  to  secure  satisfactory 
benefits. 

There  are  plenty  of  opjjortunities  today  to  become 
accjuainted  with  Al  advertising.  All  you  have  to  do 
is  to  pick  up  a  leading  magazine,  and  the  leading 
newspapers,  or  when  you  are  auto  driving  look  at  the 
attractive  bill  boards  which  are  distributed  along  the 
highways.  My  idea  of  clean-cut  advertising  that  will 
pay  the  firm  for  the  money  so  expended  is  that  which 
is  easily  read  and  easily  understood,  and  which  will 
also  attract  the  eye. 

Concentrate  Your  Advertising 

'I'here  are  many  who  make  the  grave  error  of 
adverising  too  often  and  in  too  many  newspapers, 
magazines,  programmes  and  advertising  sundries  too 
numerous  to  mention.  The  wise  advertiser  will  see 
to  it  that  his  ads.  are  not  distributed  far  and  wide. 


Concentration  is  necessary  to  obtain  satisfactory 
results. 

Newspaper  the  Principal  Medium 
Nevvsi)apers  are  the  i)rincipal  medium  for  the  retail 
advertiser  as  they  offer  the  most  immediate  returns 
and  direct  results.  They  will  also  show  better  returns 
in  proportion  to  the  amount  inx  ested.  Other  avenues 
of  advertising  include  window  displays  (which  are  of 
great  importance),  mailing  lists,  bill  boards,  country 
sgns,  strete  car  cards,  but  as  I  ha\e  said  before  the 
first  is  the  best.  There  are  many  means  of  publicity 
available  to  the  retail  merchants  but  few  which  will 
return  value  for  money  expended.  It  is  necessary  in 
jtlanning  an  advertising  campaign  to  decide  on  the 
medium  that  will  carry  your  message  to  the  greatest 
number  of  ])Ossible  customers  at  the  lowest  cost  per 
individual  and  to  the  people  you  wish  to  appeal  to, 
and  herein  is  where  most  shoe  retailers  fail  to  take 
advantage  of  their  opportunities.  At  the  beginning 
of  each  style  season,  Easter,  Summer,  Fall  and  Christ- 
mas is  a  good  time  to  feature  your  newest  styles. 

It  is  much  to  be  regretted  that  the  retail  merchant 
should  always  be  the  goat  for  almost  every  kind  of 
charity  imaginable  and  very  often  these  take  the  form 
of  some  kind  of  a  ])rogramme  or  booklet  in  which  he 
is  asked  to  buy  advertising  space.  If  he  fails  to 
resi)ond  he  is  ajjt  to  I)e  called  a  tight  wad.  and  if  he 
resjionds  easily  he  is  liable  to  tind  his  business  in 
bankruptcy  and  himself  in  the  poor  house,  but  a  mer- 
chant as  in  all  other  cases  must  be  able  to  say  "no" 
when  he  feels  he  should  say  it,  but  of  course  there 
are  tw^o  ways  of  saying  "no."  One  is  the  abrupt  atid 
the  other  is  the  diplomatic  way. 

Make  Sure  You  Choose  Right  Medium 

I  would  also  suggest  that  every  mechant,  whether 
he  does  his  own  advertising"  or  not,  should  watch  the 
circulation  of  his  home  newsoapers,  and  if  he  is  after 
the  high  class  trade  he  should  advertise  in  the  news- 
pa])er  that  goes  into  the  best  homes  but  if  he  is  going 
after  the  masses,  the  working  class,  he  should  use  the 
medium  that  reaches  thein.  or  in  other  words,  he 
wants  to  advertise  in  the  newspapers  that  go  into  the 
homes  from  which  he  wishes  to  get  his  business. 

Fly  by  night  publications  that  are  here  today  and 
gone  tomorrow  are  not  worth  the  paper  they  are 
written  on  and  the  retail  merchant  will  act  wisely  if 
he  never  buys  s]jace  in  ])ul)lications  of  this  nature. 

Take  the  shoe  manufacturer,  or  wholesaler.  lie 
buys  space  in  a  footwear  journal  which  goes  to  the 
firms  from  which  he  wants  to  get  business  and  in  this 
connection  1  wcnild  say  that  the  successful  retail 
merchant  always  gets  the  shoe  magazines,  which  are 
the  greatest  assistance  and  helj)  to  successfully  run 
his  business.  I  get  more  assistance  and  better  help 
from  the  monthly,  fortnightly  or  weekly  footwear 
journals  of  rejjutation  than  anything  else  I  know  of, 
and  ]  would  say  right  here  the  merchants  of  this 
country  are  greatly  inde])ted  to  the  shoe  publications 
for  the  splendid  articles  and  ideas  that  anpear  in  their 
columns  from  time  to  time  and  I  hope  they  will  con- 
tinue this  service. 

^  .  .  .| 

I  What  the  shoe  retailers  of  Canada  should  en-  j 

I  deavor  to  impress  upon  the  minds  of  the  public  = 

!  today  is  that  the  footwear  business  has  been,  and  j 

I  is,  the  most  persecuted  in  Canada,  and  that  it  is  j 

J  about  the  only  one  whose  prices  have  fallen  back  : 

J  close  to  the  old  level.— C.  R.  LaSalle.  I 

+  .  + 
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Mules!  These  dainty  "indispensables"  in  Milady's  boudoir  will  form  an  attractive  fea- 
ture of  the  up-to-the-minute  shoe  merchant's  window  displays  next  fall.  The  pair  shown  above 
are  in  blue  fabric,  with  design  worked  m  silver. 


Photo  courtesy  Owens-Elmes  Mfg.  Co..  manufacturers  women's  strictly  hand-made  turns. 
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Woman's  grey  suede  quarter  and 
vamp  Colonial  pump.  Sloted  fan 
shape  tongue  with  patent  leather 
underlay.  Argyle  last.  Turn. 
Beaded  ornament.  Z'g  inch  wood 
covered  full  Louis  heel.  Utz  & 
Dunn. 


April,  1921  FOOTWEAR    IN    CANADA  79 

llllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllliy^ 


The  Style  Trend  in  Paris 

"  Footwear's  '  Parisian  Correspondent  Tells  "What  Shoes  One  Wears"  in  the 
the  World's  Centre  of  Fashion — French  Footwear  Now  More  Slender 
and  Elongated— Patent  and  Colored  Leathers  Hold  the  Field 
—The  Shoe  Must  Match  the  Costume 

 By   Countess  Maud  — 


TO-DAY'S  mode  comprises  many  kinds  of 
shoes  of  extreme  designs,  much  cut-out 
and  made  in  all  sorts  of  colored  and  patent 
leather,  also  in  smart  shades  in  glace 
leather,  particularly  bright  red  and  cobalt  blue. 
There  are  shoes  in  pale  mauve  leather  for  the 
sea  and  the  race  tracks;  shoes  in  mixtures  of 
black  and  white  for  the  city;  shoes  in  white 
buck  and  patent;  shoes  of  buck  in  crocodile,  drab 
or  grey  color,  with  silver  stripes'  at  the  edges. 
Many  designs  in  reddish  lirown  satin  are  seen 
for  evening  wear;  also  cut-out  sandals  in  gilded 
leather  and  copper-tinted  sapphire. 

The  Trend  of  Fashion  for  Tomorrow 

The  modern  woman  is  becoming  more  and 
more  careful  to  see  that  her  costume  and  her 
shoes  harmonize  properly.  The  ultra-fashionable, 
so  refined  in  all  that  pertains  to  the  elegance  of 
the  Parisienne,  demand  besides  the  richness,  and 
daintiness  of  the  footwear,  a  complete  accordance 
with  the  purpose,  the  style  and  color  of  the  cos- 
tume. It  is  well  understood  for  example,  that 
one  cannot  wear  under  any  circumstances  cut-out 
or  too  uncovered  shoes  with  a  simple  tailor-made 
dress  of  classic  cut  for  morning  wear. 

Elegance  has  its  immovable  laws,  which  a 
lady,  reputed  for  her  "style"  cannot,  and  will 
not,  transgress. 

Nothing,  in  fact,  is  more  pretty  and  artistic 
than  a  well  thought  out  ensemble,  which  does 
not  exclude  harmony  nor  originality,  and  last, 
but  not  least,  imagination. 

Footwear,  in  its  changes,  follows  as  closely  as 
possible  to-day's  fashion.  Therefore  the  prudent 
shoe  dealer  occupies  himself  at  the  opening  of 
the  season  with  the  caprices  of  the  fantastic 
"Goddess,"  as  also  with  the  predilections  of  his 
customers. 

New  Fashions  in  Gowns  That  Will  Affect  Shoe 
Designs 

Spring  tendencies  are  not  as  yet  definitely 
determined.  The  dressmakers  have  predicted  the 
lengthening  of  the  skirt,  the  widening  of  the 
dresses,  the  tightening  of  the  waist.  For  the 
moment  in  the  city  the  most  successful  creations 
of  the  tailor  are  a  very  plain  dress  of  grey  mix- 
ture, and  a  correct  navy  blue  suit  with  emijroid- 
ery  in  a  rust  color.    The  back  of  the  skirt,  wide 


and  long,  bell  shaped,  will  profoundly  modify  the 
feminine  silhouette. 

Already  in  the  afternoons  and  evenings  we 
admire  wide  skirts  of  taffeta  with  embroidery 
"a  I'anglaise"  —  transparent,  and  different  colors, 
and  one  must  say,  the  new  creations  are  not  much 
distinct  from  the  supple  dresses,  made  of  crepe 
de  chine,  correct  and  long. 

Should  this  fashion  gain  the  favor  of  the  Par- 
isienne. it  will  exercise  an  interesting  change  on 
the  style  of  footwear. 

French  Footwear  Now  More  Elongated 

The  prominent  Ijootmakers  have  already,  for 
a  long  time,  made  their  footwear  longer  and 
more  slender.  Some  have  created  a  shoe  of  red- 
dish brown  satin,  narrow  and  dainty,  a  souvenir 
of  the  "lioness"  of  the  Second  Empire.  One  also 
hears  about  the  success  of  the  flexible  shoe  in 
buck  or  patent  which  will  l;)e  very  appropriate 
footwear.  We  see,  too,  on  the  sea  shores  with 
summer  tailor-mades  of  bright  colors,  shoes  made 
of  jjrilliant  red  morocco  leather,  of  a  quite  new 
shape,  a  variation  in  the  line  of  shoes,  quite  un- 
expected. 

The  leather  workers  in  art  colors  and  shapes 
will  also  furnish  odd  creations. 

An  amiable  and  complacent  eclecticism  will 
reign  this  time  in  the  realm  of  fashion,  and  two 
silhouettes,  narrow  and  wide  will  strive  for  suc- 
cess. 

Low-Cuts  in  High  Favor 

As  in  every  year  at  this  period,  the  low-cut 
shoe  is  a  great  favorite.  It  is  not  the  indispens- 
able complement  of  bright  and   supple  fabrics? 

For  summer,  boots  are  worn  less  and  less, 
and  only  a  few  "sports"  remain  true  to  their  old 
custom.  One  sees,  however,  this  year,  boots  in 
antelope,  buck,  or  in  gabardine  with  long  or 
pointed  toes,  in  patent  leather.  Gabardine, 
one  sees  in  bright  and  different  colors,  and  the 
following  shades  seem  to  lie  preferred:  Pearl 
grey,  smoke,  castor,  Swedish,  wood,  mahogany, 
sand,  mole,  etc. 

Some  boots  are  made  with  leggings  in  buck 
or  in  a  gabardine  chalk  color  with  pointed  toes, 
pearl  buttons,  tip,  and  vamp,  in  patent  leather. 
Others  are  made  of  cloth  or  natural  gabardine,  in 
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glace  leather  of  the  same  tone  as  the  faljric.  The 
leggings  are  provided  with  pearl  buttons.. 

In  general  elegant  footwear  is  plain  in  cut 
but  rich  in  the  detail  and  perfectly  finished. 

To-day's  fashion  is  light  footwear,  well  cut, 
of  graceful  lines,  long  and  slender  toes  and  Louis 
XV  heels.  The  morning  shoes  are  very  fantastic, 
very  much  cut  out,  often  of  colored  leatlier.  The 
shoemaker  has  become  indeed  a  real  artist  and 
his  creations  are  quite  marvellous. 

In  the  e-xtrcme  conception  of  pretty  varia- 
tions accomplished  by  means  of  a  known  theme, 
you  will  find — tlie  old  fashioned  sandal! 

Patent  and  White  Combinations 

For  the  afternoon,  patent  leather  with  white 
unpolished  leather  offers  us  bewitching  models. 
One  sees  patent  leather  shoes  inlaid,  and  embel- 
lished with  heels  like  a  checker  board,  or  with 
modern  motives,  very  originally  combined.  Others 
are  in  a  cut  out  and  interwoven  pattern,  laying 
bare  nearly  the  whole  top  of  the  foot  (see  sketch 
No.  1  and  2).  Still  others  are  in  the  patent 
leather  with  stitchings,  forming  fine  designs  in 
white,  similar  to  a  lace,  or  they  are  underlined 
with  strips  of  white  leather,  showing  thus  to  bet- 
ter advantage  their  capricious  lines. 

The  Charles  IX  in  patent  leather  witli  one  or 
more  straps  is  made  in  very  large  quantities — 
the  ladies  love  this  pretty  shoe,  which  fits  to  per- 
fection, and  remains  always  practical.  .Accord- 
ing to  taste  and  to  the  kind  of  costume,  taking 
also  into  consideration  the  hour  and  purpose,  one 
wears  now  and  then  the  same  shape  in  patent,  in 
buck,  in  leather  or  satin. 

A  pretty  covering  for  the  morning  is  the  foot- 
wear made  of  raw  crocodile  skin,  bordered  with 
silver  stripes  in  a  Grecian  style  (see  sketch  No. 
3).  Very  handsome  indeed  is  this  novelty  of 
stripes  and  the  shoes  are  welted  with  buck  or 
antelope  leather,  which  has  a  glistening  appear- 
ance. 

For  walking  the  Parisian  lady  of  elegance  pre- 
fers the  low-cut  shoe.  There  is  a  reason  for  that, 
which  she  will  scarce'y  confess — one  will  not  re- 
linquish the  pleasure  of  admiring  the  exquisite 
rose  color  of  a  well  formed  limb  under  the  im- 
palpable hosiery  of  transparent  silk. 

In  the  City  the  fashion  of  the  day  is  the  com- 
l)ination  of  iiatent,  Inick,  or  wliite  leather,  cut  out 
and  inlaid.  The  shoe  is  ornated  with  a  bracelet 
of  different  kind  of  leather,  independent  from  the 
footwear. 

The  City  shoe — I  mean  that  one  which  replaces 
the  walking  boot  at  the  approach  of  summer,  re- 
mains always  neat  and  discreetly  elegant,  f^ne 
wears  it  with  the  little  serge  dress,  also  with  the 
classic  tailor  made.  It  is  made  in  jjatent  or  in 
a  leather  in  the  costume  color. 

The  "Mousquetaire"  (Musketeer)  shape  re- 
places this  season  the  close-fitting  shoe  with 
elastics  on  one  side.  This  shoe  is  entirely  adorned 
with  stitches,  forming  motives  of  a  different 
tone.    One  also  sees  the  elegant  shoe,  in  kid  or 


])atent  leather,  adorned  with  a  large  Hat  part  of 
l)atent  leather  concealing  the  interior  lacing. 
.Still  further  one  observes  a  shoe  of  patent  leather, 
fitting  in  the  instep  and  buttoned  at  wide  inter- 
vals on  one  side. 

The  Duke  of  (luise  in  mahogany  leather,  very 
neat  and  adorned  with  a  large  siher  buckle  has 
also  much  smartness  when  worn  with  the  "On- 
ion Peel"  stocking.  The  shape  Richelieu  is  also 
worn  very  much  in  the  city  in  "companionship" 
with  the  tailor-made  or  the  little  dress  in  checked 
serge,  etc. 

This  season  the  Richelieu  has  undergone  a 
few  variations;  the  heel  is  Louis  XV,  the  tip 
pointed,  its  lacing  cleverly  concealed. 

The  Charles  IX  of  buck,  natural  or  clear  grey 
has  also  met  with  success.  One  sees  it  also  in 
l)atent  leather  worn  with  hosiery  nf  reddish  brown 
color,  or  in  negro  satin,  particularly  in  the  after- 
noon, with  black  dresses  in  crepe  de  chine  or 
morocco  crepe. 

Evening  Shoes  Show  Much  Hosiery 

In  the  theatres  the  low  shoe  is  worn  much, 
such  as  is  made  of  reddish  brown  or  black  satin, 
with  Louis  XV  heel  adorned  with  a  tuft  of  tulle 
or  of  feathers,  upheld  by  a  cluster  of  gems.  For 
I  he  evening  the  Parisienne  i^refers  footwear,  the 
cut  out  of  which  nearly  lays  bare  the  whole 
silk  hosiery,  inlaid  often  witli  Chantilly  medal- 
lions. Shoes,  adorned  with  gold  and  silver  are 
also  observed. 

For  dancing,  the  shoe  of  reddish  brown  satin 
with  red  heels,  is  especially  popular,  or  a  shoe 
of  fine  leather  in  a  very  brilliant  red  shade,  (Fig. 
4).  Among  the  thousand  and  one  fashion  cre- 
ations, one  will  also  select  the  following:  The 
pointed  shoe  with  short  vamp,  with  crossed 
stitches  on  the  top  of  the  foot,  underlined  with 
welts  of  white  leather,  thus  bestowing  on  the  en- 
semble a  recollection  of  the  Second  Empire. 

Another  novelty  is  a  shoe  in  patent  leather, 
adorned  on  the  instep  with  a  fan,  which  opens 
on  a  substratum  of  color.  Tlie  "Salome"  shape, 
(Fig.  (1),  consists  of  a  much  cut  out  shoe,  in- 
laid with  patent  leather  in  brilliant  colorings. 

The  "Directoire"  is  a  cut-out  shoe,  made  of 
buck  or  white  leather.  In  all  these  models  the 
white  and  red  dominate  the  same  as  in  dresses. 
The  "Salammbo,"  much  in  favor,  is  very  pretty 
too,  and  used  particularly  for  afternoons.  It  is 
shown  in  patent,  red  leather,  crocodile,  etc.  We 
will  see  this  shoe  for  summer- wear  made  of  ante- 
loi)e  and  white  buck.  At  times  one  can  also  see 
this  shoe  with  its  top  carefully  cut  out  (see  sketch 
No.  .■)). 

.At  Deauville  we  admire  the  Egyptian  sandal, 
in  gilded  leather,  set  off  in  colored  or  pyrographic 
motives.  The  sandal  is  closed  under  a  beetle  of 
engraved  turquoise. 

Then  another  shoe  for  the  evening  is  gilded 
sapph  ire  with  lovely  braiding,  a  real  novelty  for 
the  ladies.  These  two  creations  will  show  at- 
tractive .glimpses  of  bare  and  rosy  feet. 


April.  1021 


FOOTWEAR    IN  CANADA 


81 


French  Footwear  Fashions 

Some  Examples  of  the  Parisian  Mode,  Specially  Drawn  for  "Footwear  in  Canada" 
(See  Accompanying  Article,  in  English  and  French)— Cut-out  Designs  and 
Vivid  Colors  Favored— Bright  Red,  Cobalt  Blue,  Mauve, 
Grey,  Reddish  Brown  and  Combination  of 
B'ack  and  White  Much  Seen 


(1)     Les  Anneaux,  en  Vernis.     The  ringed  shoe,   in  patent  leather.      (3)     Le   grand   chic — blanc   et   noir.     The   great  fashion — 
black  and  white.     (3)     Daim  taupe  orne  grebiches  arg.     Made  in  buck  in  a  taupe  shade,  with  silver  ornamentation.     (4)  Soulier 
en  chevreau  rouge.     Novelty  in  red  kid.     (5)     Soulier  decoupe — en   vernis.     A   cut-out  shoe,   in   patent   leather.     (6)    Soulier  de- 
oupe — Se  fait   en  vernis,   daim.   chevreau  rouge.     Another  cut-out — shown  in  patent,  buck  and  red  kid. 
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Comment  Elles  Se  Chaussent  a  Paris  | 

Ce  Que  Dit  Notre  Correspondant  Parisien  a  I'egard  des  | 
Modes  de  Demain  I 


Heaucoup  de  souliers  extremenient  fantaisistes. 
tres  decoupes  and  nieles  de  cuirs  differeiits;  venii-- 
et  mats,  des  teiiites  vives  en  chevreau  ,t;lace,  par- 
ticulierenient  du  rou.uc  vif.  du  hleu  cobalt.  Des 
souliers  en  chevreau  niau\e  pale,  pour  la  nier,  les 
courses.  Des  melanges  de  noir  et  hlanc.  a  la 
ville.  Souliers  en  daim  et  vcrnis  ou  inverseuient : 
vernis  noir  et  daim  hlanc.  Des  grchichcs  d'argenl 
an  hord  de  souliers  de  daim,  de  crocodile  l)cisie, 
ou  .gris.  Pieaucoup  de  satin  mordore  et  le  soir: 
des  sandales  decoupees  en  cuir  dore  ct  en  raphia 
cuivre. 

Modes  de  Demain 

On  harmonise  de  plus  en  plus  etroitement 
ni.'un tenant  la  ligne  des  robes.  Tensemhle  du  cos- 
tume feminin,  a  la  forme  de  la  chaussure. 

Le  modernisme,  si  raftine  en  tout  ce  qui  touche 
a  I'elegance  des  Parisiennes  exige  en  surplus,  que 
le  luxe,  la  finesse,  la  coupe  des  chaussures,  soient 
en  complet  accord  avec  la  destination,  le  style  et 
la  teinte  de  l;i  toilette.  II  est  hien  entendu  par 
exemplc,  (lu'ini  tailleur  simple  du  matin,  de 
coupe  classiciue,  ne  s'  accompa,!j;nera,  sous  aucun 
pretexte,  de  souliers  llnement  decoupes  ou  trop 
largement  decouverts. 

L'elegance  a  d'immuahles  lois  qu'une  femme 
reputee  pour  son  chic,  connait  trop  hien  pour  les 
transgresser. 

En  effet,  rien  n'est  plus  joli  et  artistique  qu'un 
ensemble  voulu,  precieusement  etudie,  rharnmnie 
n'excluant.  ni  I'originalite,  ni  la  fantaisic,  au  con- 
traire! 

Les  chaussures  suivant  en  leurs  transforma- 
tions le  plus  pres  possible  la  mode;  le  bottier 
avise  se  preoccupera  done,  clcs  I'ouverture  de  la 
saison  des  caprices  de  la  fantasque  deesse  aussi 
bien  que  des  predelections  de  sa  clientele. 

Retour  de  la  Joup  Ample  et  Longue? 

Les  tendances  printanieres  sont  encore  mal 
definies.  Les  couturiers  nous  font  presager: 
Tallongement  des  jupes,  I'elargissement  des 
robes,  le  resserreiuent  de  la  taille.  I'our  Tinstant. 
c'est,  a  la  ville.  le  triomphe  du  taileur  gris 
melange,  tres  simijle,  et  de  la  robe  droite,  en 
serge  blue  marine,  a  broderies  rouille.  Le 
retour  de  la  jupe  ample  et  longue,  cloche,  mod- 
ifierait  profondement  la  silhouette  feminine. 
Deja    I'apres-midi    et    le    soir,    nous  admirons 


d'amples  jupes  de  taffetas  ornees  de  broderies 
"a  I'anglaise"  sur  transparent  de  teinte  different 
qui  \oisinent,  il  faut  dire,  pres  de  souples  robes 
de  cre])e  de  chine,  droites  et  hingues. 

Si  cette  mode  olitient  l;i  faxeur  des  Parisi- 
enn_es.  elle  exercera  un  changement  interessant 
dans  la  forme  des  chaussures. 

Les  grand  bottlers  font  depuis  longtemps  la 
chaussure,  ])lus  mince  et  ef'tilee.  Quekiues-uns 
preparent  dans  le  niystere  la  bottine  de  satin 
mordore.  etroite  et  tine,  souvenir  des  "lionnes" 
du  Second  Empire.  On  parle  aussi  du  success 
de  la  hotte  souple,  en  daim  ou  vernis,  gantant 
mer\eilleusement  le  pied. 

Xous  verrons  aussi,  aux  [dages  a  la  mode, 
a\ec  les  tailleur-.  clairs  d'cte.  les  chaussures  de 
maroguin  rouge  \if,  d'une  forme  toute  nouvelle, 
variation  imprevue  du  sal)Ot. 

Les  cuirs  tra\ailles  avec  art  peints  et  fa- 
connes,  fournirant  egalement  d'originales  crea- 
tions. 

L'n  aimable  et  C(miplaisant  eclectismc  regiiera 
cette  fois  encore  dans  les  modes  et  les  deux 
silhouettes,  etroite  ou  large,  ses  disputeront  les 
succes! 

Le  Soulier  Grand  Favori 

Comme  tcnis  les  ans,  a  cette  epoque,  le  Soulier 
est  grand  favori.  X'est-il  pas  I'indispensable 
complement  des  clairs  et  souples  tissus?  La 
botte.  I'cte,  se  porte  moins;  seules,  quelques 
sportives  y  demeurent  fideles.  On  la  voit  cepen- 
dant  cette  saison  en  antilope,  en  daim  ou  en 
gabardine,  a  bouts,  allon.ges  ou  pointus,  en  vernis. 
Le  tige  de  gabardine  se  fait  en  teintes  claires 
assorties,  au  tailleur  les  teintes  preferees;  gris, 
perle,  fumee,  castor,  suede,  acajou,  sable,  taupe, 
hois,  etc. 

Quelques  bottes  se  faut  a  guetres  en  daim  ou 
gabardine  craie,  a  bouts  pointus,  boutons  nacre, 
bout,  claque  et  garant  en  chevreau  verni. 

D'autres  sont  a  tige  de  drap  ou  gabardine 
beige  avec  garant  et  claque  en  chevreau  glace  du 
mente  t(ni  ((ue  le  tissu. 

La  guetre  boutonne  de  nacre.  En  general  la 
chaussure  elegante  est  simjjle  de  coupe,  retraus- 
see  de  details,  d'un  lini  parfait. 

Les  grandes  lignes  de  la  mode  sont  celles-ci: 
chaussures  legeres,  bien  coupees,  de  ligne  gra- 
cieuse,    bouts    efifiles,  ^talons    Louis   XV.  Les 
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souliers  hal)illes:  tres  fantaisistes,  tres  decoupes, 
souvent  sui"  des .  transparent^  de  cuir^  de  couleur. 

Le  bottier  est  devenu  un  \erita1ile  artiste  dont 
les  creations  sont  autant  de  merveilles! 

Dans  la  haute  fantaisie,  de  jolies  variations 
executees  sur  un  theme  connu:  la  sandale  antique! 

L'apres-midi.  le  chevreau  verni  mele  de  chev- 
reau  mat  blanc.  nous  oftre  de  ravissant  modeles. 
On  voit  des  souliers  en  vernis.  incrustes  et  ornes 
de  pattes  a  damier  noir  et  1>lanc  ou  de  motifs 
modernes  tres  originalement  combines.  D'autres 
sont  a  multiples  barrettes  ou  formes  d'anneaux 
decoupes  et  entrelaces,  decouvrant  presque  tout 
le  dessus  du  pied  (Figs.  1  and  2).  Certains  sont 
en  vernis,  a  figures  formant  de  legers  motifs 
b.lancs  semblables  a  une  dentellc  ou  soulignes  de 
lisei-es  de  chevreau"l)lanc  decoupant  mieux  leurs 
lignes  capricieuses. 

Le  "Charles  IX.,"  en  vernis,  a  une  ou  plusieurs 
brides  se  fait  enormement.  Les  femnies  aiment 
ce  joli  Soulier,  qui  chausse  a  ravid  et  reste 
cependant  pratique.  Selon  les  .gouts,  le  genre  du 
costume,  le  lieu  et  I'heure,  on  porte  parfois  les 
memes  formes,  en  vernis,  en  daim,  en  chevreau 
ou  satin.  LTne  jolie  fantaisie  pour  le  footin.g 
matinal,  c'est  la  chaussure  en  peau  de  crocodile 
beige  bordee  de  grebiches  d'argent  formant  encore 
de  fines  grecques  soulignant  la  forme  (Fig. 
Tres  jolie  cette  nouveaute  des  grebiches  liserant 
les  souliers  de  daim  ou  d'antilope,  de  tous  clairs. 

Sauf  pour  le  voyage  et  pour  la  marche  la 
parisienne  elegante  prefere  le  Soulier.  II  y  a,  a 
cela,  une  raison  qu'elle  n'avouc  guere  . .  .  allez 
done  la  faire  renoncer  a  la  joie  de  faire  admirer 
la  roseur  exquise  d'une  jamlie  bien  galbee  sous 
I'impalpable  reseau  de  sole  transparent  qu'est 
le  bas! 

A  la  ville,  le  grand  chic  du  moment,  c'est  le 
melange  de  vernis,  de  daim  ou  che\reau  blanc, 
se  decoupant  et  s'incrustant  de  facon  inedite;  le 
Soulier  orne  d'un  bracelet  de  cuir  assorti,  inde- 
pendant  de  la  chaussure. 

Le  Soulier  de  ville — celui  qui  remplace  la  liotte 
des  I'approche  de  I'ete,  reste  toujours  net  et  dis- 
cretement  elegant.  On  le  porte  avec  la  petite 
robe  de  serge  aussi  bien  qu'avec  le  costume 
tailleur  classique.  On  le  fait:  en  vernis  ou  en 
chevreau  de  teinte  assortie  au  costume. 

La  forme  "Mousquetaire"  a  patte  large 
remplace  cette  saisson  le  Soulier  ferme,  a  elas- 
tiques  de  cote.  II  est  entirerement  orne  de 
figures  formant  motifs  d'un  ton  different.  On 
voit  aussi  I'elegant  Soulier,  en  chevreau  verni, 
orne  d'un  large  noeud  plat  en  cuir  verni  cachant 
le  lacage  interior.  Ou  encore,  le  Soulier  de 
vernis  emboitant  tout  le  cou-de-pied  et  boutonne 
tres  loin,  d'un  cote. 

Le  "Due  de  Guise"  en  chevreau  acojou,  tres 
net  et  orne  d'une  grande  boucle  d'argent  a  aussi 
beaucoup  de  chic  avec  le  bas  "pelure  d'oignon." 
La  forme  "Richelieu"  se  porte  egalement  l)eau- 


Cdup  a  la  ville  pour  accoi:Tpagner  k-  tailleur  ou 
la  petite  robe,  en  serge  quadrillee,  lisselaine  ou 
cote  de  che\al. 

Cette  saison,  le  "Richelieu"  subit  quelques 
variations  le  talon  est  Louis  XV.,  le  bout  pointu, 
son  lacage,  dissimute  sous  une  large  patte. 

Le  "Charles  iX.,"  i1e  daim,  beige  ou  gris  clair, 
a  du  success.  On  le  voit  aussi  en  \-ernis,  porte 
a.yec  le  bas  mordore  ou  en  satin  negre,  l'apres- 
midi,  avec  les  roljes  noires  en  crepe  de  chine  ou 
crepe  marocain. 

Au  theatre,  le  Soulier  decollette  se  fait 
beaucoup, — en  satin  mordore  ou  noir,  talon  Louis 
XV.,  garni  d'une  huppe  en  tulle  ou  d'une  frange 
de  plume,  cette  fantaisie  niaintenue  par  une  lioucle 
de  pieireries. 

Pour  le  soir,  on  prefere  les  chaussures  dont 
les  decoupures  originates  decouvrent  presque  tout 
le  l)as  de  soie  incruste  sou\cnt  de  medaillons  de 
Chantilly.  Les  souliers  lames  d'or  ou  d'argent 
se  voient  egalement. 

Pour  danser,  surtout,  la  plus  aimalile  fantaisie 
est  autorisee:  souliers  de  satin  mordore,  a  talons 
rouges  ou  en  chevreau  bn,  de  forme  inedite  (Fig. 
4)  d'un  rouge  tres  \\t.  Selon  le  geure  de  la 
toilette  et  le  style  adopte  pour  la  robe  du  soir, 
on  choisira  parmi  le  mille  et  une  creation  de  la 
mode  actuelle:  Le  Soulier  iiointu  a  enipeigne 
courte,  a  brides  croisees  sur  le  dessus  du  pied, 
soulignees  de  liseres  de  chevreau  blanc  donnant 
a  I'ensemble  une  reminiscence  des  modes  du 
Second  Empire. 

Lhie  autre  nouveaute — Soulier  en  ^■ernis,  orne 
sur  le  cou-de-pied  d'un  eventail  se  detachant  sur 
un  fond  de  couleur.  La  forme  "Salome"  (Fig. 
6),  Soulier  tres  decoupe,  incruste  de  chevreau 
verni  de  tons  vifs.  Le  "Directoire,"  transparente 
et  rehausse  de  daim  ou  de  chevreau  blanc. 
Dans  tous  ces  modeles  le  rouge  et  le  blanc 
dominent  comme  d'ailleurs  dans  les  toilettes. 
Le  "Salammbo" — tres  en  faveur — est  egalement 
fort  joli  l'apres-midi.  II  existe  en  vernis,  en 
chevreau  rouge,  en  crocodile,  en  lame  or,  etc. 
Nous  le  verrons  encore  en  antilope  ou  en  daim 
blanc  pour  I'ete.  On  voit  aussi  le  Soulier  en- 
tirement  a  jours,  le  dessus  de  la  chaussure 
finement  decoupe  en  minces  lames  (Fig.  5). 

A  Deauville,  nous  admirerons  la  sandale 
Egyptienne  en  cuir  dore,  repousse,  rehausse  de 
motifs  peints  ou  pyrograves.  Elle  se  ferme  sous 
un  scarabee  en  turquoises  gravees. 

Puis  une  autre,  pour  le  soir.  en  raphia  dore  et 
curieusement  tresse  offrant  aux  fantaisistes  uni 
reelle  nouveaute.'  Ces  deux  creations  permet- 
tront  la  licence  aimable  des  pieds  nus  et  roses. 

Pour  la  Casino,  enfin,  les  souliers  de  satin  a 
talons  de  teinte  dififerente.  toutes  les  Vdriations 
imprevues  des  souliers  de  nuances  vives  portes 
avec  les  claires  et  vaporeu&es  robes  d'ete  et 
alternant,  le  soir,  avec  I'harmonie  des  satins  pales 
brodes  d'argent  et  d'or! 
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The  Trend  of  Styles  for  Fall  in  the  U.S. 

Straps  and  Low  Shoe  Effects  will  Continue— Greater  Popularity  for  Fancy 
Stitchings — More  Style  in  Men's  Eootwear 

 ^By  Hollis  B.  Scates*  


Tl  I  i-'.  woiiu-n's  shoe  business,  l)()th  retail  and  nian- 
nfactnrin^-.  is  very  active,  due  t()  a  return  of  tlu' 
slvlc  element.  U'onien  are  well  kn(»\\n  tn  be 
most  susceptible  to  a  style  appeal  and  with  them 
the  prices  comes  second  to  style.  Hence,  live  mer- 
chants have  shown,  and  are  buyinj^',  the  new  thint^s  as 
fast  as  they  appear  and  .^ettin;.;-  a  lively  busine-^s  in 
consequence. 

It  must  be  understood  that  there  has  ceased 
exist  a  set  season's  style  ])rogram  in  the  States.  It 
is  now  the  plan  to  brini;-  out  somc'lhinL;  new  in  the 
smarter  factories  every  week  or  two  on  wh  ch  ininu-- 
diate  and  future  orders  are  taken. 

The  style  situation  for  fall,  I'^il,  is  now  lairl_\  well 
outlined,  dividing-  the  trade  into  two  broad  classes, 
metropolitan  cities  and  the  urban  and  country  trade. 

Low  Shoe  Effects  Will  Continue 

The  hnv  shoe  effects  will  carry  o\er  int(.)  the  next 
fall  season,  just  because  the  women  I'ke  them  and  a 
continuance  of  short  skirts  make  low  footwear  more 
desirable  than  a  bout  from  tlu'  stand])oint  (jf  ai)pear- 
ance.  The  old  welt  brogue  (  )xford  with  wiuLj-  tips 
will  t^ive  wav  to  a  circular  ()xfoi-d  with  ])lenty  of  jK-r- 
forations,  saddle  and  ball  stra|)s  and  with  tip  perfora- 
tion in  centre.  Then  there  will  he  a  bij^ger  demand 
than  ever  for  a  somewhat  pla  ner  ()xford  with  less 
])erforations  for  the  middle  a,L;ed  and  better  class  of 
trade.  'I"he  leather  in  this  Oxford  class  will  be  of  a 
medium  shade  of  tan,  and  this  medium  shade  of  tan 
will  mean  that  more  black  shoes  will  be  s(jld  than 
when  the  call  was  almost  entirely  for  the  cocoa  shade. 
The  black  Oxfords  will  be  of  s^lazed  kid  and  l)right 
<^un  metal  calf.  Thus  we  ha\e  two  distinct  types  of 
women's  welt  Oxfords  that  will  be  sold  freely.  Then 
for  extreme  style  demands  from  the  younger  set  there 
will  be  shown  many  new  ideas  in  brogue,  blucher, 
oxford  patterns,  some  ])erforated  freely  on  quarter, 
tip,  \amp,  with  and  without  l)a]l  strap. 

Strap  Pumps  Good  for  Fall 

It  is  now  dehnitely  known  that  slraj)  puni])  effects 
will  continue  to  be  sold  for  the  fall.  In  welts  the 
style  has  settled  down  to  a  brogue  two  and  one  straj) 
])ump,  perforated  on  quarter  and  straps.  Of  these  the 
one  strap  style  has  a  fairly  wide  strap  Avith  ])Utton, 
the  two  strap  styles  are  made  with  a  -y^  inch  straj)  for 
buckles  on  the  side  and  yd  inch  straps  for  buttons. 
The  best  selling  style  on  this  type  will  be  a  medium 
shade  of  tan  calf,  and  a  medium  light  shade  of  tan 
grain  or  boarded  calf,  the  latter  being  the  choice  of 
higher  grade  stores.  Two  straps  in  black  calf  will 
also  be  sold. 

•  Heels  on  welt  shoes  will  run  from  9/8  to  2  inch 
height.  14/8  heels  will  be  the  largest  sellers,  12/8 
still  runn'ng  strong,  while  the  more  sporty  street  wear 
styles  will  be  in  9/8  and  10/8  heights.  Cuban  and 
military  heels  will  still  continue  to  be  the  popular 

'Director  of  DesiRn  and  I'rofluction,  Emerson  Shoe  Co.,  Rockland, 
Mass. 


■-hapc,  and  llu-i-e  i^  no  indication  that  leather  I,(juis 
heels  will  be  in  demand  or  shdwn  to  any  extent. 

There  will  be  no  rad'cal  change  in  lasts  from  the 
present  satisfactory  st\les  (jf  moderately  narrow  toes 
tl)  medium  toes  carrying  vamps  of  35/^,  3>'4  and  Syn, 
with  3^4  the  most  in  evidence. 

All  the  above  api)lies  to  city  and  countrv  trade, 
with  low  effects  predominating  in  the  cities,  wh:le  in 
the  mban  sections  low  shoes  will  be  sold  less  in  pairs 
than  boots.  Hoots  will  run  8^  and  9  inches  high,  will 
be  made  in  tans  in  smart  walking  styles  of  the  lower 
heel  type,  some  bluchers.  The  dressy  boots  will  be 
made  on  lasts  carrying  14/8,  15/8  and  2  inch  heels, 
made  plain  and  with  small  perforations  across  top  and 
down  eyelet  sta_\'  and  \amp.  The  real  dress  boot  will 
be  a  whole  (piarter  lace  with  circular  vamj),  i)lain  toe 
and  ti]),  and  with  less  perf(  jrations  on  top  and  vam;), 
though  some  will  be  seen. 

Fancy  Stitching  Replaces  Perforation  to  Some  Extent 

In  turn  fontwear,  strap  pumijs  will  predominate  (jf 
a  ])lainer  and  less  ornate  type  than  we  have  had  re- 
cently. Instead  of  so  many  perforations  the  high 
grade  makers  ha\c  turned  to  fancy  stitching  on  quar- 
ters for  decorations,  sometimes  three  and  four  rows  of 
contrasting  color  being  used  in  ])anel  designs.  Cut 
out  panels  will  be  used,  iida'd  with  suede  leathers  of 
a  contrasting  color.  In  turn  focjtwear  there  will  be  a 
less  demand  for  2^4  inch  l.ouis  heels,  being  replaced 
by  15/8  and  16/8  T.ouis  tyjjes,  while  the  Baby  Louis 
or  13/8  height  w'll  sell  even  more  readily  than  at 
|)resent. 

The  attem])t  to  revi\e  interest  in  tongue  effects  ha.', 
so  far  failed  and  stra])s  are  what  the  trade  is  ins.'sting, 
on.  If  tongue  effects  do  come  in  they  will  also  carry 
a  one  strap  design  on  the  cpiarter,  and  there  are  a 
great  number  of  new  designs  in  ])atterns  of  this  type. 

Patent  Popular  in  Turn  Footwear 

.As  to  leathers  ni  turn  footwear,  patent  is  connng 
back  strong,  all  (jver  ]>atent  to  quite  a  degre'i,  made 
with  fancy  stitching,  but  ])atent  in  combinations  with 
gray  and  fawn,  suede  calf  or  buckskin  will  also  be 
shown.  All  black  calf  and  l)lack  with  combinations, 
tan  calf,  with  a  small  scattering  of  all  gray  and  brown 
buck  and  suedes  about  complete  the  list  of  leathers 
that  will  be  made  in  the  turn  footwear  ty])e. 

Style  Stimulus  in  Men's  Lines 

Men's  footwear  has  suffered  from  style  stagnation 
for  a  long  period,  a  cocoa  tan  boot  on  an  English  last 
with  close  edge  being  the  chief  article  of  commerce  in 
this  line.  This  fact  limited  the  niunber  of  pairs  sold. 
Men  found  with  the  dark  tan  they  could  get  along 
w  ithout  a  |)air  of  dress  shoes.  Then  came  the  brogue 
which  oi)ened  the  way  for  a  livened  selling  campaign 
based  on  style. 

So  the  new  sami)Ies  in  men's  shoes  show  reallv  at- 
tractive and  smart  styles,  a  long  range  of  them,  and 
already  the  retail  sales  arc  showing  gains  through  the 
sale  of  style  footwear. 

Tans,  in  a  medium  shade,  will  still  lead  in  interest, 


(     April,  1921 

1 


FOOTWEAR 


IN  CA.NADA 


89 


'  but  this  fact  also  means  that  a  man  who  wishes  to 
be  well  dressed  will  buy  a  pair  of  black  boots  to  go 

I  with  his  lighter  tans.  Patent  leather  dress  shoes  are 
one  of  the  livest  types  in  the  States  just  now,  and 

i  merchants  are  ordering  freely  of  patent  oxfords  and 

:  boots. 

1  New  Tendencies  in  Men's  Lasts 

I      The  long  drawn  out  lasts  have  gone ;  the  typical 
English  last  with  us  so  long  has  a  lessened  demand 
'  because  the  brogue  and  other  wider  toes  are  cutting 
Mnto  the  sale  of  the  English  last.    The  last  shapes  can 
'  be  divided  into  four  classes :  a  brogue  English  type,  a 
'  new  so-called  French  last  rather  long  and  slender  with 
long  recede  and  square  toe,  then  a  new  set  of  medium 
toes  somewhat  wider  than  the  English,  and  the  staple 
wide  toe  shapes. 

Styles  show  Bals  with  plenty  of  perforations  on 
top,  vamp,  tip  and  many  ball  straps,  very  many  less 
wing  tips.  Brass  eyelets  are  being  shown.  Perfora- 
tions are  heavy  and  distinct.  High  grade  lines  accen- 
tuate perforations  by  stitching  in  double  row  each 
side  and  pinking  is  very  much  used.  P51uchers  are 
shown  in  many  new  patterns  and  many  heavy  types 
of  oxfords. 

The  very  high  grade  makers  are  showing  the 
above  types,  but  evidently  knowing  that  the  medium 
grade  makers  are  playing  this  "doggy"  type  so  strong 
they  also  have  brought  out  many  samples  exceed  ngly 
plain  and  rich  in  design,  and  some  of  their  heavy  street 
types  carry  tops  and  vamp  stitching  of  four  close  rows, 
the  top  stitched  in  panel  shape  across  top  and  down 
front. 

Grain  leather  will  divide  the  sales  with  smooth  calf, 
many  imitations  of  Scotch  grain  being  brought  out. 


A  Lady  Belle  Oxford 
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Cordovan  is  much  less  shown,  though  stamped  with 
the  Scotch  grain  pebble  it  makes  an  attractive  looking 
shoe.    Black  grains  also  show  with  tan. 

Samples  are  shown  more  and  more  with  eyelets  in 
place  of  invisible,  and  more  with  hooks  than  formerl3^ 
Bottoms  are  being  made  with  more  attention  to  bring- 
ing out  the  lines  of  the  last  by  extension  edges.  White 
stitching  is  sharing  the  honors  with  brown  surface 
welt  stitch  and  brown  fudge  wheel  st'tch.  Some 
stitched  heels  are  shown  but  more  are  of  the  broad 
flat  type  breasted  square  across  front.  Some  of  the 
new  men's  lasts  are  arched  well  up  inside  shank,  and 
we  predict  that  this  feature  will  be  increasingly  shown, 
and  a  tendency  toward  a  9/8  and  even  10/8  heel  will 
finally  result. 


"Toronto  Shoe  Retailers'  Assn.  Requires  Fuller 
Support  of  the  Members"  Says  President 

MR.  Geo.  St.  Leger,  president  of  the  Tor- 
onto Shoe  Retailers'  Association,  in  a  recent 
interview  with  "Footwear,"  stated  his  in- 
tention of  resigning"  the  office  of  president  if 
the  members  of  the  association  did  not  show  a  greater 
readiness  to  support  their  executive.  "If  the  retailers 
of  the  city  would  only  co-operate  with  us,"  he  said, 
"we  could  accomplish  a  great  deal  for  the  benefit  of 
the  trade.  I  have  been  accused  in  some  cjuarters  of 
trying  to  force  early  closing  upon  the  shoe  trade  in 
Toronto,  but  I  may  say  that,  while  I  am,  and  always 
have  been,  an  advocate  of  early  closing,  I  am  not,  as 
president  of  this  association,  wedded  to  that  or  any 
other  idea.  My  sole  aim,  in  taking  oflfice,  was  to 
carry  out  the  wishes  of  the  majority,  but  when  they 
take  no  interest  in  their  own  organization,  we  can 
accomplish  nothing. 

"When  I  accepted  nomination  for  the  presidency  of 
the  association,  I  made  the  stipulation  that  the  associ- 
ation link  up  with  the  Retail  iMerchants'  Association 
or  take  some  other  steps  that  would  put  us  in  a  pos- 
ition where  we  would  have  sufficient  weight  to  take 
effective  action.  There  are  certain  matters  which 
need  to  be  dealt  with,  and  which  we  cannot,  as  we 
are  situated  at  present,  deal  with  effectively,  and  I 
do  not  intend  to  remain  as  president  of  this  organiza- 
tion if  the  members  do  not  give  us  sufficient  support 
so  that  we  can  go  ahead  and  do  something." 

Lionel  Theoret  Appointed  Secretary  Shoe 
Manufacturers'  Assn. 

MR.  Lionel  Theoret  has  been  appointed  Secre- 
tary of  the  Shoe  Manufacturers'  Association 
of  Canada  and  will  work  under  the  direction 
of  Mr.  S.  Roy  Weaver,  the  new  manager  of 
the  association.  Mr.  Theoret  is  twenty-nine  years  of 
age  and  was  educated  at  Longueuil  College,  Lon- 
gueuil,  Quebec,  and  St.  Laurent  College,  Montreal. 
After  three  years  in  the  service  of  the  Montreal  Light, 
Heat  and  Power  Company  of  Montreal,  Mr.  Theoret 
has  been  for  ten  years  with  the  Canada  Steamship 
Lines,  Limited,  at  Montreal,  as  general  investigator 
on  claims  in  freight  and  passenger  departments.  He 
has  had  three  years'  experience  in  the  boot  and  shoe 
industry. 

Mr.  Theoret  will  be  located  for  the  present  at  the 
temporary  offices  of  the  Shoe  Manufacturers'  Associ- 
ation, No.  6  Jordan  Street,  Toronto. 

Mr.  Weaver  and  Mr.  Theoret  are  planning  to  g^o 
to  Montreal  next  week  to  get  acquainted  with  the  shoe 
manufacturers  there  and  to  endeavor  to  get  them  inter- 
ested in  a  forward  movement  for  the  industry.  Fol- 
lowing the  meeting  in  Montreal,  a  similar  gathering 
will  be  held  in  Quebec  City.  The  newly-appointed 
officers  are  also  hoping  to  call  on  manufacturers  at 
other  points  in  the  province. 


Pierre  Blouin,  Ltd.,  Move  Offices 

THE  Montreal  offices  of  the  well-known  Quebec, 
firm  of  Pierre  Blouin,  Limited,  have  removed 
from  59  St.  Peter  Street  to  256  Lenioine  Street. 
Mr.  Pierre  Blouin  is  one  of  "Footwear's"  old- 
est friends,  and  is  too  well-known  among  leather  men 
to  need  any  introduction  at  our  hands.  His  new 
premises  at  Lenioine  Street,  Montreal,  are  particularly 
easy  of  access  and  lend  themselves  to  an  efifective 
display  of  the  lines  handled  by  this  firm,  viz  :  glazed 
kid,  side  leather,  glove  leather,  and  findings. 
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Relations  Within  the  Footwear  Industry 

The  Retailer's  Viewpoint— Difficulties  That  Have  Been  Solved  by  Co-operation- 
How  the  Manufacturer  Can  Help  Promote  Better  Merchandising 


'By  Warren  T.  Fegan" 


THERE  are  two  aspects,  or  viewpoints,  from 
which  the  cpiestion  of  the  relations  between 
the  manufacturer  and  the  retailer  may  be  con- 
sidered. First,  we  may  look  at  it  from  the 
standpoint  of  what  service  and  co-operation  the  re- 
tailer may  fairly  expect  from  the  manufacturer,  and, 
secondly,  what  co-operation  the  manufacturer  may 
look  to  receive  from  the  retailer. 

Speaking  as  one  who  has  been  closely  connected 
with  the  work  of  the  National  Shoe  Retailers'  Asso- 
ciation, the  writer  may  say  that  he  has  found  the 
manufacturers  very  ready  to  work  together  with  us 
in  any  way  that  has  seemed  to  be  of  benefit  to  the  in- 
dustry. The  establishment  of  in-stock  departments 
might  be  mentioned  particularly  in  this  connection. 
Our  association  felt  that  action  along  this  line  would 
I)c  of  real  advantage  to  the  trade,  and  took  the  matter 
up  with  the  shoe  manufacturers'  association,  with  the 
result  that  in-stock  service  is  now  available  from  prac- 
tically all  the  important  concerns  in  the  industry. 
This  service  is  a  most  important  one  to  the  retailers. 
It  helps  them  to  keep  their  stock  in  better  shai)e,  and 
also  allows  of  doing  business  on  a  much  smaller 
investment.  During  recent  weeks  the  in-stock  de- 
partments have,  perhaps,  been  receiving  less  attention 
than  formerly,  due  to  the  Easter  rush  and  the  demand 
for  novelties,  but  we  are  hoping  that,  when  the  indus- 
try gets  into  its  regular  stride,  this  in-stock  service 
will  be  continued  and  improved  upon. 

As  to  terms,  the  writer  cannot  see  how  it  is  possible 
for  the  manufacturers  to  get  away  from  pre-dating 
for  s])ring  and  fall.  If  the  retailer  orders  goods  for 
fall  at  the  present  time,  and  the  manufacturer  ships 
them  in  to  him  during  the  summer,  is  it  fair  to  expect 
that  the  retailer  should  pay  for  them  upon  receipt, 
when  actually  he  does  not  require  them  until  the  fall? 
As  a  matter  of  fact  the  retailer's  acceptance  of  the 
goods  is  a  service  to  the  manufacturer ;  it  saves  him 
warehouse  space  and  insurance. 

Cancellations 

There  has  been  a  great  deal  said  about  cancel- 
lations, some  of  which  would  perhaps  have  been  bet- 
ter left  unsaid.  There  have  been  faults  on  both  sides. 
Many  retailers  undoubtedly  took  an  unfair  advantage 
of  the  manufacturers,  but  the  writer  would  be  very 
loath  to  believe  that  the  retail  trade  as  a  whole  has 
been  guilty  of  the  abuses  which  have  been  laid  to 
their  charge  in  some  quarters.  If  the  matter  were 
thoroughly  investigated,  I  believe  it  would  be  shown 
that  the  actual  percentage  of  orders  cancelled,  or 
goods  returned,  without  just  cause,  was  very  small. 

The  travellers,  though  fine  fellows,  are  all  anxious 
to  make  big  sales,  and  sometimes  they  are  not  very  ex- 
plicit in  taking  orders ;  sometimes  promises  are 
made  which  the  factory  is  not  able  to  fulfill.  This 
does  seem  a  very  important  point — that  promises 
should  not  be  made  which  cannot  be  lived  up  to. 
The  retailer  is  justified  in  returning  goods  or  can- 
celling orders  if  the  goods  do  not  arrive  in  time  to 
take  care  of  the  trade  for  which  he  ordered  them. 
The  failure  to  receive  the  goods  by  the  date  .specified  is 


sufficient  detriment  to  his  business,  without  further 
burdening  himself  with  shoes  when  he  has  no  use  for 
them. 

There  is  another  phase  of  this  question  which  is 
([uite  generally  overlooked.  It  has  been  the  writer's 
experience  that  previous  to  last  midsummer,  goods 
were  being  shipped  by  the  manufacturers  which  were 
not  up  to  standard.  The  manufacturers  shipped  goods 
which  they  had  no  right  to  ship,  and  the  retailers  ac- 
cepted goods  which  they  had  no  right  to  accept.  The 
market  was  rising  and  the  average  shoe  merchant  was 
so  anxious  to  take  advantage  of  this  condition  that 
he  took  goods  into  stock  which  under  normal  circum- 
stances would  have  been  promptly  returned.  A  con- 
siderable percentage  of  the  shoes  turned  out  were 
lacking  both  in  finish  and  workmanship.  Quality 
had  given  place  to  {|uantity  in  many  instances,  due  to 
the  fact  that  the  manufacturers  had  more  orders  than 
ihcy  could  efficiently  handle.  The  inevitable  result 
was  that,  when  the  tide  turned,  many  retailers  found 
themselves  with  goods  on  their  hands  which  had  not 
only  been  bought  at  high  prices,  but  which  were  below 
the  standard  they  were  accustomed  to  expect  in  Can- 
adian-made footwear,  and  a  certain  amount  of  shoes 
was  consequently  returned. 

It  is  very  noticeable  that  there  has  been  during  the 
last  year  a  wonderful  im])rovement  in  the  quality  of 
the  footwear  being  turned  out,  both  in  respect  of  finish 
and  workmanship.  We  are  now  receiving  much 
superior  goods  at  considerably  lower  prices  as  com- 
pared with  a  year  ago — a  condition  which  should  cer- 
tainly help  very  materially  in  bringing  the  industry 
back  to  a  normal  prosperity. 

"Dumping" 

In  the  matter  of  "dumping,"  the  retailers,  particu- 
larly in  certain  Ontario  cities,  had  a  serious  grievance, 
and  a  certain  amount  of  "feeling"  was  stirred  up  as 
a  result.  When  our  association  approached  the 
manufacturers  in  this  connection,  however,  they  were 
very  frank  with  us  and  showed  a  readiness  to  co-oper- 
ate which  was  very  gratifying.  The  "dumping"  evil 
has  now  been  curbed  to  such  an  extent  that  it  is  not 
seriously  menacing  the  legitimate  shoe  retail  trade 
to  any  extent. 

In  conclusion,  the  writer  takes  the  liberty  of  mak- 
ing a  suggestion  which,  if  acted  upon  by  the  manu- 
facturers, would,  he  feels  sure,  result  to  the  advantage 
of  the  industry  as  a  whole  :  The  manufacturers,  per- 
sonally, should  get  closer  to  their  customers.  The 
business  of  the  salesman, — who,  at  the  present  time, 
is  the  only  real  connecting  link  between  manufacturer 
and  retailer — is  to  sell  goods,  or  that,  at  least,  is  the 
viewpoint  that  many  salesmen  take.  But,  if  the  indus- 
try is  to  be  efficient,  it  is  necessary  that  the  manufac- 
turer should  take  a  greater  interest  in  his  customers 
than  merely  taking  their  orders  and  shipping  them 
shoes.  Would  it  not  be  practicable  and  feasible  for 
the  manufacturer  himself  to  get  out  and  visit  the  retail 
trade  once  or  twice  a  year?  He  would  have  the  oppor- 
tunity to  study  the  condition  of  the  retail  trade  at  first 
hand;  he  would  make  friendships  with  his  customers; 
he  would  get  their  viewpoint,  and  he  cnuld  give  them 
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his.  The  trouble  in  the  recent  past  has  been  partly 
due  to  the  fact  that  the  manufacturers  hg,ve  been  ignor- 
ant of  the  real  conditions  in  the  retail  trade.  They 
have  been  paying  expert  salesmen  to  sell  goods  to 
retailers  who,  in  many  cases,  were  already  overstocked. 
True,  it  may  ".be  said  that  it  was  up  to  the  retailer 
to  buy  wisely,  but  conditions  have  proved  that  it  is  also 
up  to  the  manufacturer  to  sell  wisely.  A  great  many  re- 
tailers simply  bought  because  everyone  was  buying. 
The  salesman  was  optimistic  ;  he  could  tell  how  Jim 
Jones  was  buying  heavily  in  cross-straps,  and  John 
Robinson  had  made  a  pretty  good  thing  on  suedes; 
now  was  the  time  to  buy  before  prices  took  another 
jump,  he  felt  sure.  The  retailer  caught  the  same  spirit 
and  he  continued  buying  when  he  should  have  been 
reducing  stock.  The  results  of  this  condition  are  now 
only  too  apparent. 


Would  it  not  be  a  safer  and  wiser  policy  for  the 
manufacturer  to  take  thorough  cognizance  of  the  situ- 
ation by  getting  in  personal  touch  with  the  retailer 
once  or  twice  in  the  year,  rather  than  giving  his  sales- 
men carte  blanche  to  sell-  all  the  goods  they  can  per- 
suade the  retailer  to  order?  It  is  part  of  the  manufac- 
turer's responsibility  to  give  his  customers  sound  ad- 
vice. There  are  many  shoe  merchants  who  depend 
largely  on  the  firms  with  whom  they  deal  to  give  them 
the  "right  dope"  on  the  condition  of  the  market.  The 
manufacturer  who  will  advise  them  honestly  and 
wisely  will  undoubtedly  gain  their  confidence  and 
hold  their  custom.  It  is  to  the  interest  of  the  industry 
as  a  whole  that  the  retail  trade  should  be  in  a  healthy 
condition,  and  the  manufacturers  can  do  a  great  deal 
to  help  the  situation  if  they  will  keep  in  close  personal 
touch  with  their  customers. 


Methods  of  Building  Up  a  Family  Trade 


■By  J.  W.  Jupp 


WHEN  catering  to  the  family  trade  it  is  im- 
perative that  the  shoe  merchant  use  great 
care  in  the  choice  of  lines  of  merchandise 
most  suited  to  the  community  in  which  his 
store  is  located.  And  with  this  class  of  trade  the 
number  of  lines  will  most  likely  be  of  necessity  con- 
siderably increased — particularly  in  the  ranges  of  in- 
fants', girls'  and  boys'. 

The  children's  department  is  one  of  the  corner 
stones  of  a  business  of  this  nature,  and  while  appear- 
ing in  some  ways  to  add  a  good  deal  to  the  work,  the 
writer  has  always  felt  it  an  effort  worth  while,  and 
feels  sure  it  will  well  repay  one  for  the  extra  trouble. 
If  it  is  possible  to  have  this  department  somewhat 
isolated  from  the  others,  even  though  it  may  be  on 
the  same  selling  floor,  it  always  appears  to  make  a 
very  live  and  interesting  one.  The  merchant  should 
not  overlook  its  very  great  drawing-  possibilities  and 
ultimate  net  returns.  A  satisfied  child  is  a  living  ad- 
vertisement. 

The  Importance  of  the  Salesman. 

Make  sure  your  sales  staff  are  of  a  most  efficient 
and  obliging  nature.  The  merchant  should  endeavor 
to  make  as  few  changes  in  his  personnel  as  possible, 
as  a  customer  will  naturally  lean  to  ^ome  one  or  the 
other  of  the  salesmen  on  account  of  individual  equal- 
ities that  appeal  to  him.  Give  them  certain  scope  for 
the  settling  of  any  of  the  slight  adjustments  cropping 
up  from  time  to  time  as  they  are  very  often  more  easily 
attended  to  by  them  than  by  having  them  referred  to 
the  proprietor  himself. 

The  receiving  of  one's  customers  means  a  very 
great  deal.  If  the  retailer  can  address  them  by  their 
proper  names  it  creates  a  very  marked  degree  of  con- 
fidence coupled  with  the  feeling  that  there  is  a  greater 
personal  interest  taken  in  them. 

Marking  of  Goods 

Have  selling  price  of  goods  marked  in  plain  fig- 
ures, and  make  it  an  imperative  rule  that  the  marked 
price  must  be  strictly  adhered  to,  even  though  you 
may  fall  occasionally.  This  rule  once  broken  through 
by  certain  customers  is  very  difficult  to  establish 


again,  and  not  only  that,  but  their  confidence  in  you 
and  your  mode  of  doing  business  is  badly  shaken. 

Make  it  one  price  always  and  that  for  all. 

Take  every  opportunity  to  casually  show  any  of 
the  new  lines  just  arriving  that  you  feel  your  cust- 
omer would  be  interested  in.  Even  though  it  may 
not  appeal,  it  will  most  likely  draw  forth  an  incjuiry 
from  the  customer  on  some  line  of  his  or  her  own 
fancy  though  she  may  not  be  wanting  to  purchase  im- 
mediately. 

Refunds  and  Exchanges 

Refunds  and  exchanges  have  always  been  more  or 
less  a  v^exed  question,  but  the  writer  is  free  to  admit 
that,  while  at  times  it  may  look  like  imposition  or 
abuse,  it  is  best  to  satisfy  always.  It  seems  the  proper 
policy  to  make  refunds  and  exchanges  as  cheerful  a 
feature  of  one's  every  day  business  as  is  humanly  pos- 
sible, which  cannot  but  ultimately  result  in  one's 
favor. 

A  feature  quite  often  questioned  is  the  approval 
or  charge  account.  This,  in  some  instances,  may  be 
found  objectionable  although  it  should  be  possible  to 
arrange  it  quite  satisfactorily,  and  it  naturally  adds 
a  still  further  tie  to  the  many  others  that  hold  your 
family  trade.  Just  at  the  present  time  there  seems  to 
be  considerably  less  demand  for  charging,  and  pos- 
sibly it  might  be  an  opportune  time  for  cutting  down 
on  it  very  materially.  The  writer  himself  has  been 
more  than  gratified  by  the  way  in  which  it  has  been 
possible  to  reduce  the  number  of  charge  accounts. 

As  to  Advertising 

Make  any  advertising  you  do  ring  with  sincerity 
and  truth,  being  most  careful  to  back  it  up  with  goods 
of  undoubted  quality  and  value,  always  have  in  mind 
the  ultimate  satisfaction  to  your  customer  of  the 
goods  purchased,  and  back  them  up  with  your  in- 
dividual guarantee. 

If  he  is  to  build  up  a  family  trade  the  shoe  mer- 
chant must  take  pride  in  serving  his  customers.  He 
must  gain  their  respect  and  confidence  so  that  as  the 
years  go  by  he  will  build  up  a  wide  circle  of  friends 
for  himself  and  his  store.  Happy  relations  with  one's 
customers  makes  the  day's  work  more  pleasant  as  well 
as  creating  opportunities  for  doing  bigger  business. 
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Show  Card  Writin; 


Talk  No.  3 


I 


This  is  the  third  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ- 
ing. The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  we 
know  our  readers  will  take  keen  interest  in  the  talks  as  they  appear.  Inquiries  to  our 
card-writing  department  will  be  welcomed  and  questions  pertaining  to  show  card  work 
will  be  promptly  answered.  We  suggest  that  these  talks  be  preserved  and  filed  together 
for  future  reference. 


,..4. 


THE  alphabet  illustrated  here  will  be  found  par- 
ticularly useful  for  all  kinds  of  rapid  work. 
Occasionally  the  card  writer  is  called  upon  to 
produce  a  large  number  of  cards  on  short 
notice — for  example,  when  many  temporary  signs  are 
needed  for  a  shoe  sale.  As  many  of  the  regularly 
used  alphabets  would  require  too  much  time  this  rapid 
lettering  alphabet  will  be  found  useful  and  ])ractical. 

While  the  efifect  is  quite  passable  on  a  card  lettered 
with  this  alphabet — as  the  card  illustrated  will  show 
— most  card-writers  consider  the  use  of  these  rapid 
letters  permissible  on  work  which  must  be  turned 
out  in  a  hurry. 

As  we  begin  the  practice  of  this  all)habet  the  most 
important  thing  to  remember  is  that  the  brush  re- 
mains in  the  same  position  whether  straight  lines  or 
curved  strokes  are  being  made.  With  the  brush 
filled  with  paint  and  worked  out  to  a  sharp  chisel 
shaped  end  begin  with  the  first  stroke  of  the  letter 
"A."  Use  only  the  narrow  side  of  the  brush  when 
making  this  first  stroke.  Now  try  the  stroke  on  the 
right  side  ;  then  cap  off  the  top.  paint  the  cross  stroke 
and  finish  the  letter  with  the  bottom  strokes. 

It  will  at  once  be  noticed  that  the  cross  strokes  are 
much  wider  than  the  down  strokes,  when  made  with 
the  brush  held  firm  in  the  hand  without  being  allowed 
to  turn  sideways.  However,  this  is  the  peculiar  feat- 
ure of  this  alphabet  and  while  they  lack  in  finished 
appearance,  the  letters  have  the  decided  advantage 
that  they  can  be  rapidly  executed.  Good  card-writers 
often  make  letters  similar  to  these  as  fast  as  they  can 
write  with  a  pen. 

It  will  be  noticed  too  that  the  curves  of  the  vari- 


ous letters  show  tiiis  very  thickness  which  the  brush 
in  the  firm  position  in  the  hand  gives.  Practise  the 
various  letters  individually  till  each  is  mastered.  Be- 
come familiar  with  the  capital  letters  before  attempt- 


jrx — 


Qhcdef^hijklmnopq 
rpsturwxyz  ti/}c. 


ing  the  lower  case  letters.  It  is  suggested  in  jjractis- 
ing  these  letters  that  parallel  lines  about  one  inch 
and  a  half  apart  be  made  on  the  practising  paper  or 
card.  Keep  the  letters  between  these  two  lines.  As 
the  hand  becomes  steady  and  the  letters  look  fairly 
accurate,  try  some  smaller  and  then  larger  letters  of 
the  same  style. 

Naturally  the  first  attempts  will  look  a  bit  shakey 
and  are  bound  to  be  somewhat  discouraging  but  re- 
member we  are  working  on  brush  stroke  lettering 
so  don't  go  back  over  your  work  to  fix  things  up. 
Keep  the  brush  in  the  same  position  in  doing  the 
curves  as  well  as  the  straight  lines,  so  that  you  can 
shade  from  the  broad  to  the  thin  edge  with  a  single 
stroke  of  the  brush. 

Don't  be  overcareful.  Your  letters  will  be  somewhat 
uneven  and  irregular  at  first,  but  keep  at  it  until  you 
can  write  the  letters  off  with  a  dash.  This  will  make 
your  finished  cards  more  attractive  than  if  made  with 
short  hesitating,  painstaking  strokes. 

This  alphabet  allows  many  variations  in  the  form 
of  the  difTerent  letters  and  with  a  little  o]:)servation 
and  experimenting  any  nunil)er  of  minor  changes  can 
l)e  worked  in  to  give  the  card  a  finished  and  attractive 
appearance, 
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How  the  Other  Fellow  Does  It 
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With  this  issue  we  start  a  department  of  merchandising  kinks  to  help  increase  foot- 
wear sales.  A  prize  of  $5.00  is  offered  each  month  for  the  best  sales'  story,  window 
display  scheme,  or  advertising  idea  submitted.  Contributions  to  this  department 
should  not  exceed  1,000  words. 
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I'UNT"  advertising  as 
upon  by  students  of 


Vaudeville  Star  Helps  Sell  Shoes  for  Ottawa 
Merchant 

a  practice  is  frowned 
modern  merchandising" 
methods,  but  at  the  same  time  they  admit  that 
an  occasional  unusual  means  of  obtaining  at- 
tention and  discussion  is  frequently  very  effective. 
The  subject  is  a  debatable  one,  with  many  excellent 
arguments  for  either  side,  but  it  is  not  the  purpose  of 
this  story  to  discuss  the  subject  at  large;  the  inten- 
tion is  merely  to  attract  the  attention  of  readers  to  a 
successful  "stunt"  recently  conducted  by  a  progress- 
ive boot  and  shoe  dealer  whose  plan  can  be  worked, 
with  variations  in  almost  any  town  or  city  in  Canada. 

The  footwear  firm  in  question  is  Code-Carkner, 
Ottawa.    The  modus  operandi  was  as  follows : 

Included  among  the  acts  at  an  Ottawa  vaudeville 
house  recently  was  one  featuring  Vera  Burt,  a  well- 
known  player  on  the  variety  stage.  It  happens  that 
she  is  the  possessor  of  a  very  small  foot,  a  1^-C  pro- 
viding accommodation  for  her  pedal  extremities.  Mr. 
Howard  Carkner  became  aware  of  this  fact  through 
a  friend  on  the  staff  of  the  theatre,  and  he  decided  to 
make  good  use  of  the  circumstance. 

This  progressive  merchant  immediately  got  in 
touch  with  the  manager  of  the  theatre,  and  vol- 
unteered to  supply  a  fine  pair  of  pumps  of  Miss 
Burt's  size  to  any  Ottawa  lady  who  could  wear  them 
— provided  the  theatre  would  make  a  feature  of  the 
event  at  a  matinee  some  day  during  the  week. 

The  manager  literally  jumped  at  the  chance  to 
have  the  added  attraction  at  little  cost  to  himself.  He 
ran  special  advertisements  announcing  that  Miss  Burt 
would  award  a  pair  of  beautiful  Code-Carkner  danc- 
ing pumps  to  the  first  lady  applying  for  them  "back 
stage,"  following  the  appearance  of  the  actress  at  a 
Friday  matinee.  Incidentally,  he  did  this  "right"  in 
the  papers,  paying  a  higher  rate  than  usual  to  obtain 
special  positions  for  the  advertisements. 

The  ads.  aroused  much  interest  in  the  event,  but 
they  provided  only  4)art  of  the  publicity  obtained  for 
the  Code-Carkner  firm.  For  two  days  prior  to  the 
event,  Mr.  Carkner  placed  the  pumps  in  the  fore- 
ground of  his  window,  on  a  small  pedestal,  together 
with  an  attractive  photograph  of  Miss  Burt,  and  a  card 
reading : 

CAN  YOU  WEAR 
HER  SHOES? 
This  is  dainty  Miss  Vera  Burt,  who  is 
•  •  featured  at  Loew's  this  week  with  the 

Virginia  Steppers 
Miss  Burt  will  present  this  beautiful  pair  of 

CODE-CARKNER  DANCING 
PUMPS 

to  the  first  lady  whose  feet  they  will  fit  at  the 
FRIDAY  MATINEE 


The  advertisement  in  the  papers  and  the  window 
display  caused  no  end  of  talk — and  it  was  by  no 
means  confined  to  members  of  the  fair  sex.  A  large 
proportion  of  the  population  of  Ottawa  speculated 
concerning  the  size  of  that  pair  of  pumps  in  Code- 
Carkner's  window,  and  some  of  them,  seeking  to  steal 
a  march,  phoned  the  theatre  to  inquire  concerning 
the  size  of  Miss  Burt's  foot — l)ut  the  manager,  natur- 
ally, was  not  giving  away  any  information.  Every' 
one,  of  course,  recognized  the  fact  that  the  pumps 
were  small. 

Following  the  performance  of  her  usual  routine  at 
the  theatre  on  the  Friday  afternoon  in  question.  Miss 
Burt  announced  that  ladies  who  thought  they  could 
wear  the  Code-Carkner  pumps  which  she  displayed 
were  invited  to  proceed  up  on  the  stage  and  to  the 
Green  Room,  where  the  fitting  would  take  place;  the  ■ 
first  one  able  to  wear  them  w(nild  be  given  the  pumps. 

It  was  not  expected  that  there  would  be  many  ap- 
plicants, hut  no  less  than  twenty  women  with  small 


I 

i 

i 


An  unusual  method  of  calling'  attention  to  a 
shoe  display  was  recently  used  by  a  Western  re- 
tailer. On  one  side  of  his  windowl  was  a  pair  of 
shoes  with  a  piece  of .  well-browned  toast  placed 
on  to]),  and  a  small  tag  established  the  connec- 
tion between  these  .seemingly  incongruous  com- 
modities, by  pointing  out  to  the  passer-by  that 
these  shoes  were  "As  warm  as  toast — Price 
$10.00."  On  the  other  side  of  the  window  was 
a  shoe  with  a  well-polished  turkey  bone  set  on 
top,  a  ticket  being  attached  which  read,  "Dry 
as  a  bone — l^rice  $11.. 50." 


feet  made  their  way  to  the  stage,  and  among  their 
number  were  two  whom  the  pumps  fitted.  When  this 
fact  was  made  known,  the  theatre  manager,  who  was 
delighted  with  the  success  of  the  stunt,  volunteered 
to  supply  a  second  pair — and  everyone  was  happy. 

A  notable  feature  of  the  entire  event  was  the  fact 
that  its  success  was  not  militated  against  by  such  a 
factor  as  would  have  detracted  from  it  had  applicants 
been  required  to  be  fitted  on  the  stage  in  public  view. 
This  fact  was  made  clear  in  the  advertisments,  and 
no  doubt  contributed  materially  to  the  success  of  the 
stunt,  which  caused  the  name,  Code-Carkner,  to  be 
on  many  a  tongue  during  the  we^k  in  question. 

The  beauty  of  this  stunt  is  the  fact  that  it  can  be 
adapted  to  almost  any  circumstance,  nut  requiring 
the  co-operation  of  a  theatre.  For  instance,  a  boot 
and  shoe  store  could  display  a  tiny  pair  of  shoes  or 
pumps  in  its  window;  with  an  announcement  that  they 
would  be  presented  to  the  first  applicant  able  to  wear 
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llicni.  Afterwards,  an  annouiicfUKMit  j^ivinji;-  the  name 
of  the  winner  would  provide  "the  answer"  and  nuicli 
talk — for  few  women  object  to  letting  "the  wurld" 
know   that  they  have   small   feet.    Or   it   might  he 


I 
I 


I 
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A  shoe  store  down  in  Hartford  lias  a  unique 
method  of  providing  space  for  stock  on  the 
.Ljround  floor.  There  is  one  row  of  double  width 
shelvinj^,  witli  cartons  on  either  sitle,  running 
liarallel  with  the  wall,  hut  apart  from  it,  and  an- 
other row  of  shelving  against  the  wall.  The  two 
rows  are  separated  by  an  aisle  two  feet  wide,  and 
there  are  three  entrances  through  the  first  row 
to  this  aisle.  Thus  three  rows  of  cartons  are 
conveniently  located  in  a  small  area. 


worked  in  connection  with  an  amateur  theatrical 
event,  the  girl  with  the  smallest  foot  of  all  over  a 
certain  age  to  be  presented  a  pair  of  boots,  shoes  or 
l)imips. 

Let  us  know  how  vou  arc  al)le  to  use  this  idea. 


A  Shoe  in  a  Box 

A  window  dresser  made  a  box,  about  2  feet  by  4 
feet,  covered  it  with  display  material,  and  set  it  on  a 
pedestal  in  the  middle  of  his  store  window,  lie  put 
a  strong  incandescent  lam])  in  the  box,  and  it  acted 
like  a  spotlight.  It  seemed  a  successful  means  for 
attracting  particular  attention  to  one  special  shoe. 


Effective  Window  Demonstration 

A  Southern  retailer  recently  staged  a  demonstra- 
tion of  moccasin  making  in  his  store  window.  It 
])rcned  xery  effective  in  attracting  the  attention  of  the 
pul)lic  and  drew  considerable  business  to  the  store. 


"Close-Up"  Display  Attracts  Attention 

One  of  the  most  striking  shoe  window  displays 
seen  in  Toronto  during  Easter  Week  was  that  of  one 
of  the  large  department  stores.  This  display  demon- 
strated what  excellent  effects  can,  with  the  proper 
efpii])ment  and  the  use  of  originality,  be  arranged  in 
comparatively  small  space.    For,  while  the  window  is 


I 


1  A  feature  of  the  model  shoe  store  at  the  Mil- 

1  waukee  convention  was  a  fitting  stick  which  is 

I  hidden  when  not  in  use,  in  a  slot  in  the  foot  rest 

I  of  the  stool. 

i 


a  very  large  one,  the  actual  si)ace  occupied  by  the  dis- 
play was  only  about  9  ft.  wide  by  3  ft.  deep.  It  took 
up  one-half  the  width  of  the  window  and  was  set  high, 
over  3  ft.  from  the  sidewalk,  and  right  close  to  the 
window.  The  efifect  thus  obtained  was  similar  to  that 
obtained  by  a  close-up  in  the  mo\-ies,  being  all  the 
more  striking  due  to  the  fact  that  the  public  have  l)een 
accustomed  to  see  more  extensive  dis|)lays  occu])ying 
the  whole  of  the  large  window. 

The  ground  of  the  display  was  of  velvet,  in  a  \  iolet 


shade,  and  at  the  rear  were  two  stei)s  draped  with  rose- 
colored  satin.  This  draping  of  the  rose  satin  over  the 
deep-toned  velvet  produced  a  very  rich  effect,  but  per- 
haps the  feature  which  made  the  trim  so  striking  was 
a  canopy  of  mauve  silk  extending  the  full  width  of  the 
display  and  containing  electric  lamps  which  shed  a 
soft  light  on  the  dainty  footwear  beneath.  Small 
wahnit  dis|)lay  fixtures  were  used,  and  a  couple  of 
handsome  handbags  and  strings  of  beads  were  placed 
with  careful  carelessness  as  foils  to  set  off  the  foot- 
wear. The  background  of  the  tritn  was  a  plush  cur- 
tain sus])endcd  by  rings  from  a  pole. 


Scheme  for  Keeping  Track  of  Customers 

Ai;().ST()i\  shoemrin,  who  is  a  str(jng  believer 
in  following  up  customers,  has  worked  out  a 
system  for  keeping  on  their  trail  which  is  worth 
describing: 

When  the  salesman  obtains  the  name  and  address 
of  a  customer  it  is  written  on  the  sale  slip  and  when 
it  reaches  the  office  a  card  is  filled  out  for  the  customer, 
and  then  filed,  showing  not  onl}'  the  name  and  address 
but  also  the  kind  of  shoe  bought,  the  price  and  other 
information.  P>efore  the  card  is  Hied  a  colored  tab 
is  attached  showing  at  a  glance  the  month  in  which 
the  sale  was  made. 

At  the  same  time  the  stenogra])her  in  the  office  fills 
in  the  n;imc  and  address  of  the  customer  on  a  form 
letter  tliaid<ing  the  ctistomer  for  the  purchase,  expres- 
sing the  hope  that  the  shoes  will  be  satisfactory  in 
every  respect  and  if  they  are  not  that  they  will  be 
returned  so  that  tlu  v  mav  be  made  right.    The  letter 


Two  Examples  of  a 
line  of  flexible  welt, 
repairable.  form-fit- 
ting slippers,  recent- 
ly placed  on  the 
market  by  the  Cor- 
son   Shoe    Mfg.  Co. 


closes  with  an  expression  of  good  will  and  is  personally 
signed  by  the  proprietor.  All  letters  are  dated  ahead 
two  weeks  and  are  filed  for  that  length  of  time,  when 
they  are  sent  out.  In  the  opinion  of  Mr.  Pidgeon  a 
letter  received  by  the  purchaser  two  weeks  after  the 
shoes  were  bought  is  more  effective  than  it  would  be 
if  received  within  a  day  or  two. 

When  a  period  of  seven  months  has  ela])sed,  if  the 
card  shows  that  the  customer  has  not  made  a  second 
l)urchase,  another  letter  is  sent,  expressing  the  hope 
that  the  shoes  proved  satisfactory  and  that  the  custom- 
er's patronage  will  be  continued. 
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Canadian  Wholesalers  of  Specialty  Shoes 

ANEW  departure  in  the  Canadian  footwear  in- 
dustry is  the  establishment  of  a  wholesale 
concern  to  handle  specialty  shoes-  exclusively. 
The  name  of  the  company  which  is  striking- 
out  along  this  line  is  the  York  Shoe  Company,  110 
Wellington  St.  W.,  Toronto,  which  has  just  recently 
been  incorporated.  Mr.  A.  J.  Schlueter,  the  mana- 
ger of  this  new  company,  was  formerly  with  the 
Brown  Shoe  Co.,  of  St.  Louis,  Mo.,  and  is  well-known 
to  the  shoe  trade  of  the  States.  He  declares  his  in- 
tention to  furnish  the  shoe  retailers  of  Canada  with  a 
service  in  the  specialty  shoe  line  which  hitherto  has 
not  been  available  in  this  country. 


A.  H.  M.  Rubber  Goods  Plant  Busy 

IT  is  refreshing  to  hear  of  plants  working  overtime 
these  days.    Such  is  the  case  with  the  Ames- 
Holden-McCready    rubber    footwear   factory  in 
Kitchener,  Ont.    The  company  is  operating  night 
and  day,  and  their  entire  output  of  1,000  pairs  daily  is 
practically  covered  by  waiting  orders. 

The  lighter  grades  of  footwear  are  not  manufac- 
tured in  the  Kitchener  plant,  the  stafif  here  specializ- 
ing on  the  heavier  goods,  for  farmers,  lumbermen, 
prospectors,  etc.,  such  as  knee  and  hip  boots,  heavy 
rubbers  and  overshoes.  They  also  produce  a  lighter 
style  of  knee  boot  for  misses  and  children. 

Mr.  P.  Y.  Smiley  is  in  charge  of  the  plant,  and 
since  taking  over  this  work,  he  has  reorganized  the 


business.  What  success  he  has  obtained  is  indicated 
by  the  rapidly  increasing  production  and  expanding 
business. 


Canadian  Footwear  Co.  Extend  Operations 

THE  Canadian  Footwear  Co.,  Ltd.,  Montreal, 
have  recently  decided  to  extend  their  opera- 
tions by  going  into  the  manufacture  of  welts 
and  turns.  Their  production  was  formerly 
limited  to  McKays  for  women,  misses  and  children. 
Their  intention  now  is  to  turn  out  a  popular-priced 
shoe  with  a  high-class  finish,  which  they  believe,  will 
meet  a  demand  that  is  becoming  more  marked  every 
day. 

The  compan}^  has  recently  engaged  a  new  superin- 
tendent, Mr.  J.  E.  Noran,  who  is  well  qualified  to  take 
charge  of  the  production  of  this  class  of  footwear.  Mr. 
Noran  was  formerly  with  the  Smardon  Shoe  Co. 


Activities  of  United  Last  Co. 

Despite  the  fact  that  the  shoe  industry  has  been 
far  from  brisk,  the  United  Last  Company,  Limited, 
Maisonneuve,  P.Q.,  has  had  a  fair  amount  of  work  in 
hand.  Lately  business  has  picked  up  in  a  very  appre- 
ciable manner,  and  the  factory  is  now  quite  busy.  Mr. 
Irving  C.  Paul,  late  of  New  York,  is  in  charge  of  the 
upper  pattern  department.  Mr.  Paul  has  had  a  very 
wide  experience  in  this  department  of  last  making, 
and  his  work  bears  the  hall  mark  of  that  experience. 
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Style  Trend  in  Mid  -  Western  States 

Greys  Popular  But  May  Weaken  Toward 
Fall— Novelty  Oxfords  for  Summer 
— Straps  in  Favor 

From  Our  Chicago  Office 

Wri'll  each  jjassing  season  it  would  seem  that 
styles  in  wt)men's  footwear  have  reached 
tliat  point  of  trimness  and  perfection  which 
cannot  he  improved  upon.  The  new  cre- 
ations wliich  travellers  are  now  taking  with  them  on 
their  calls  among  the  trade  are  smart  and  different  to 
a  degree  that  will  appeal  to  every  feminine  taste.  \'ery 
complete  lines  are  being  shown  from  the  ultra  stylisl: 
to  the  more  conservative  models. 

Ladies'  footwear  for  spring  has  shown  a  strong 
tendency  to  grays,  suedes  having  been  very  j^opular. 
Lidications  are  that  this  color  will  lose  in  i)o|>uIarity 
for  summer  and  fall,  although  there  will  be  enough  of 
the  late  buyers  to  enable  the  merchant  to  dispose  of 
his  stocks. 

Novelties  in  nxfurds  will  make  a  strong  bid  for 
pojnilarity  this  summer.  There  are  many  ])leasing 
sport  effects  being  shown  by  manufacturers,  suited 
to  every  taste.  There  is  the  very  chic  combination 
of  fawn  buckskin  with  a  heavily  ])erforated  russia  calf 
ball  strap — still  other  si)urt  effects  with  combination 
of  white  canvas  with  Russia  calf,  black  kid  or  patent 
leather  trimmings.  Straps  will  be  very  popular  and 
so  will  the  sensible  military  heel. 

.\!1  shades  of  brown  are  po])ular.  particularly 
lighter  shades  in  the  calf  skins,  but  dark  shades  will 
remain  for  kid  leathers. 

Fall  will  see  a  big  demand  for  oxfords  in  ladies' 
footwear.  All  shades  of  leather  will  be  ])o])ular.  par- 
ticularly heavily  perforated  russia  calf  with  imitation 
ball  straps;  Havana  brown  kid  will  also  be  ,good. 
There  will  be  a  tendency  toward  combination  effects 
with  patent  and  other  leathers  ])redominating,  and 
satins  and  suedes  in  revised  colors.  The  luaby  Louis 
heel  will  be  featured. 

Styles  in  footwear  for  nun  show  some  changes. 
Brogues  are  still  ])oi)ular  and  a  narrow,  s(|uare  toe 
seems  to  be  the  trend  for  summer  and  fall.  Oxfords 
are  coming  more  generally  into  favor.  As  in  ladies' 
styles,  ball  and  saddle  straps  will  prevail.  Two-tone 
efl'ects  will  not  be  popular  and  there  is  a  trend  toward 
lighter  shades  of  brown  leathers. 


Reglna  Merchants  Stage  Style  Show 
During  Easter  Week 

MARCH  21  to  26  was  Regina's  hrst  "Shoe  Style 
Week."  It  was  the  occasion  of  a  display  of 
shoe  styles  unprecedented  in  the  Saskatche- 
wan capital,  and  the  shoe  business  received 
very  prominent  and  effecti\  e  publicity.  Eight  Regina 
shoe  merchants  got  together  on  the  proposition  —  the 
Regina  Trading  Co.,  J.  T.  Lawson,  R.  H.  Williams  & 
Sons,  Ltd.,  Loggies,  Ltd.,  Paddock's  Boot  Shop,  Engel 
Bros.,  the  Quality  Shoe  Store,  and  the  Yale  Shoe 
.Store.  These  concerns  organized  a  co-operative  ad- 
vertising campaign,  and  put  across  a  message  to  the 
people  of  their  city  in  a  way  that  individual  effort 
could  never  have  accomplished  with  the  same  expen- 
diture of  money  and  effort.  The  first  advertisements 
were  in  the  way  of  interest-arousers.  "It's  Coming — 
Regina's  First  Shoe  Style  Show,"  was  the  ])rominent 
announcement  which  a])peared  in  the  newspapers  in 


the  week  jjrevious  to  the  show,  with  a  handsome 
model,  clad  in  silk  tights  and  draperies,  as  an  eye- 
catcher.  A  later  ad.,  wh(jse  connection  with  the  for- 
mer was  made  clear  by  the  illustration  of  the  same 
model,  was  headed,  "A  High  Resolve  to  Serve."  and 
])roceeded  as  follows:  "Resolved — That  the  retail 
shoe  merchants  of  Regina  pledge  themselves  to  pro- 
mote a  1)etterment  of  distribution  of  merchandise  in 
the  right  styles  and  at  fair  prices,  so  that  the  public 
may  be  more  efificiently  and  economically  served. 

"Further — That  we  merchants,  being  desirous  of 
enciHiraging  more  economic  sanity  in  all  lines  of  busi- 
ness, pledge  ourselves  to  assist  in  establishing  confi- 
dence and  to  encourage  purchases  for  the  best  utility 
and  thereby  make  a  real  contribution  towards  normal 
prosperity." 

This  ad.  was  signed  by  the  merchants  mentioned 
above. 

Then  on  the  first  day  of  the  "Shoe  Style  Week" 
a  double  page  spread  appeared  in  which  each  retailer 
took  space  and  made  his  indi\  idual  announcement.  .\t 
the  tf)p  was  an  artistic  decoration  into  which  the  word 
"I*!aster"  was  worked,  and  just  below,  a  headline  in 
large  type,  "Shoe  Style  Show,"  and  a  general  an- 
nouncement, as  follows:  "Easter!  It's  right  before 
you;  it  beckons  us  for  early  participation.  We  ad- 
monish footwear  seekers  to  select  early.  The  reasons 
are  obvious.  The  shoe  stores  advertised  below  are 
fully  prepared  with  Shoedom's  latest  styles  for  a 
bounteous  Easter.  They  are  replete  with  the  finest 
footwear  for  Regina's  first  shoe  style  show,  and  their 
helpful  service  of  suggestion  and'coun.sel  are  at  the 
command  of  footwear  shoppers.  Regina's  first  shoe 
style  week,  March  21  to  26,  when  authentic  styles  will 
be  given  prominence,  and  the  new  lower-price  level 
established." 

Here  is  an  exami)le  of  real  co-operation  which  gave 
a  stimulus  to  the  shoe  business  in  Regina  which  could 
not  so  well  or  so  easily  have  been  effected  in  any  other 
way.  It  is  .safe  to  say  that  while  this  is  the  first  time 
the  Regina  shoe  merchants  have  undertaken  a  cam- 
paign of  this  kind,  it  will  not  be  the  last,  and  the 
shoenien  in  other  cities  could  follow  their  example  with 
benefit. 

Fifty-Fifty  on  Straps  and  Oxfords  for  Fall 
—Manufacturer  Believes 

Relative  to  the  style  trend  for  Fall,  a  well-known 
Cincinnati  shoe  manufacturing  concern  have  written 
"Footwear"  as  follows: 

We  anticipate  that  our  business  will  come  in  on  a 
basis  of  about  fifty  per  cent,  oxfords,  i)rincipally  in 
brown  calf,  brown  side  and  brown  kid,  carrying  heels 
from  one  inch  to  an  inch  and  three  quarters'in  height. 
The  other  50%  we  anticipate  will  be  on  one  and 
two  strap  patterns,  pr'nc:pallv  in  In-own  calf,  brown 
side  and  brown  kid,  virtually  the  greater  ])ortion  of 
them  carrving  military  and  ciiban  heel  effects,  ranging 
in  height  from  about  an  inch  and  ;i  ipiarter  to  an  inch 
and  three  (piarter-. 

\\  e  will,  of  course,  get  a  certain  percentage  of 
bal)y  Louis  heel  bu.siness,  and  high  Louis  heels,  in 
fact,  we  presume  we  w.'ll  do  more  for  I'all  on  the  Louis 
effects  than  we  have  for  Si)ring;  but  the  trend  is  not 
decidedly  strong  on  L(nii>  heels  as  yet. 

The  writer  was  in  the  eastern  market  last  week, 
and  finds  there  is  some  little  demand  for  patent  leather 
low  shoes,  princinally  in  strap  effects,  but  we  cannot 
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tell  as  to  whether  this  is  being-  fostered  by  the  tanners 
who  make  this  material  or  not. 

Up  to  the  present  time  we  have  had  no  demand 
from  the  dealers  whatever  for  this  material,  and  whde 
it  might  grow  as  the  season  progresses,  we  must  take 
the  dear  public  into  consideration,  and  maybe  the 
girls  are  not  as  much  interested  in  it  as  we  are  led  to 
believe. 

W e  do,  however,  expect  to  feature  possibly  about 
ten  new  samples  showing  this  material,  not  wanting 
to  be  "scooped"  in  case  there  is  a  demand. 

Expect  Buckles  Will  be  Short-lived 

There  is  no  doubt  but  what  straps  will  sell  readily 
for  Fall,  both  for  street  wear,  and  in  lighter  efifects  for 
evening  wear,  but  we  presume  that  at  least  ninety  per 
cent,  of  the  lousiness  for  Fall  will  l)e  on  buttons  rather 
than  buckles. 

Experience  has  taught  us  that  where  we  get  into  a 
radical  style  such  as  l^uckle  effects,  they  are,  as  a  rule, 
short-lived,  and  we  would  not  care  to  have  any  l)uckle 
strap  patterns  even  in  our  stock  department  as  late  as 
June,  let  alone  next  Fall. 

However,  there  is  a  rather  peculiar  thing  regarding 
the  style  trend.  We  may  sell  a  great  many  of  our 
dealers  at  least  eighty  to  ninety  per  cent,  of  all  the 
pairs  they  will  buy  in  low  effects — but  if  we  should 
have  a  very  early  Fall,  coupled  with  l^ad  weather,  it  is 
liable  to  upset  the  "dope"  altogether,  and  the  dealer 
would  find  himself  short  of  boots,  principally  in  mili- 
tary and  cu])an  heels.  So  we  are  only  giving  you  our 
opinion  for  what  it  is  worth,  for  many  things  might 
happen  in  the  next  sixty  to  ninety  days  to  upset  any 
plans  we  might  put  into  effect,  after  giving  the  matter 
the  most  sober  thought. 


The  Outlook  in  Leathers 

A  Season  of  Colored  Footwear— Orders  for 
Kid  Shoes  75%  in  Brown  Shades- 
Scarcity  of  High-Grade  Skins 


IN  my  opinion,,  we  may  certainly  look  forward  to 
a  season  of  colored  footwear."  This  sums  up 
the  view  of  Mr.  W.  A.  Lane,  of  the  Citadel 
Leather  Company,  Montreal,  who  with  Mr.  J. 
A. -Scott,  of  Quebec,  recently  paid  a  visit  to  Phila- 
delphia and  New  York  in  order  to  get  a  line  on  con- 
ditions as  they  aff'ect  the  leather  market,  and  the  com- 
ing season. 

In  an  interview  with  a  representative  of  "Foot- 
wear," Mr.  Lane  stated,  "We  found  there  is  a  great 
scarcity  of  high  class  goat  skins,  fro;n  India  and 
China — skins  adapted  for  colored  leather.  There  is 
also  a  great  scarcity  of  high  grade  kid  leathers  in 
black.  The  chief  demand  is  for  fancy  colors,  which 
require  the  best  grade  of  raw  skins.  The  general  im- 
pression is  that  colored  stock  will  be  in  great  demand 
during  the  summer  and  next  fall,  and  that  Havana 
browns  will  be  the  big  sellers.  Seventy-five  per  cent, 
of  the  orders  coming  into  the  shoe  factories  making 
kid  shoes  is  for  brown  goods,  with  a  certain  amount  of 
gray  and  white  kid.  The  production  in  kid  shoe  fac- 
tories is  about  30%  of  normal,  and  of  this  25%  is  for 
colored  goods.  The  tanneries  are  working  more  and 
more  on  colored  leathers,  some  of  the  largest  devot- 
ing their  entire  attention  to  Havana  browns. 

"As  to  prices,  raw  skins  of  the  best  class  out  of 


China  and  India  have  advanced  lately.  With  the 
great  demand  for  fancy  leathers,  there  is,  I  think,  no 
chance  of  lower  prices.  The  top  grades  of  brown 
leathers  are  quoted  from  90c  to  $1.20  per  foot  accord- 
ing" to  tannage  and  the  quality  of  the  raw^  material. 

"The  goods  for  fall  will  be  made  up  into  low  shoes 
— oxfords  and'  pumps.  There  is  hardly  an  order  for 
high  cut  shoes  coming  into  the  factories  making  the 
best  class  goods  for  women.  Strap  eft'ects,  with 
buckles  and  buttons,  made  in  two  tone  eft'ects,  are  now 
in  chief  vogue.  There  is  also  a  demand  for  shoes 
with  patent  leather  vamps  and  gray  cpiarters." 


Demand  for  Colored  Calf  in  Lighter 
Shades— Call  for  Blacks  Later 


MR.  Louis  Daoust,  of  Daoust,  Lalonde  and 
Co.,  Limited,  Montreal,  has  just  returned 
from  a  trip  to  the  principal  shoe  centres  of 
the  United  States.  His  impressions  gathered 
on  that  \'isit  were  given  to  a  representative  of  "Foot- 
wear." "1  think,"  he  said,  "that  the  chief  demand  is 
for  shoes  made  of  colored  calf  leather  in  the  lighter 
shades — that  is  judging  from  what  I  saw  in  the  large 
factories  I  visited.  Later  I  believe  we  shall  see  a  call 
for  blacks,  the  reason  being  that  these  light  shoes  are 
only  fitted  for  good  weather  ;  women  will  therefore  be 
compelled  to  buy  blacks  for  use  under  unfavorable 
weather  conditions. 

"In  men's,  I  noticed  a  demand  for  heavy  oxfords 
in  Scotch  grain  leather.  Brogues  are  still  popular  for 
men  and  women,  ljut  instead  of  the  long  wing  top, 
they  are  being  made  with  a  straight  tip  with  many 
perforations. 

"Business  in  the  United  States  is  slowly  reviving, 
and  the  manufacturers  are  optimistic,  although  the 
general  opinion  is  that  trade  will  not  get  back  to 
normal  until  the  spring  of  1922. 

"With  regard  to  prices  of  leather,  the  chief  im- 
provement is  in  grades  for  which  there  is  the  largest 
call.  In  choice  selections  in  the  popular  leathers  it 
is  difficult  to  get  great  cjuantities.  Leather  merch- 
ants seem  to  be  out  of  No.  1,  due  to  the  demand,  but 
there  are  ample  supplies  of  No.  2  and  No.  3.  Retail 
stores  are  still  kee])ing  up  the  price  of  their  goods." 


Rubber  Footwear  Catalogue 

A  very  fine  catalogue  of  rubber  footwear  has  been 
recently  issued  by  Ames-Holden-McCready,  Limited. 
It  represents  a  complete  line  of  rubber  footwear  from 
the  "All  White"  Rock  Steel  boot  for  the  roughest  and 
hardest  wear,  right  down  to  the  tiny  "Snowflake"  for 
Canadian  kiddies.  The  tennis  and  sports  goods  shown 
include  a  number  of  snappy  models.  This  is  a  cata- 
logue in  which  every  retailer  will  be  interested. 


Uniform  Wording  on  Shoe  Orders 

AT  a  meeting  held  in  Montreal  on  March  8,  the 
Board  of  Directors  of  the  Shoe  Manufacturers' 
Association  of  Canada  unanimously  decided 
to  ask  the  shoe  manufacturers  of  Canada  to 
stamp  upon  all  orders,  whether  for  jobbers  or  retailers, 
the  following"  notation  : 

"This  order  becomes  a  binding  contract  upon  ac- 
ceptance by  the  vendor's  office  and  goods  will  be 
shipped  at  prices  and  terms  herein  stipulated." 

As  it  is  considered  of  vital  importance  that  this 
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uniform  wordino-  should  1)e  universally  adopted 
throughout  the  Dominion,  a  ru])ber  stamp  bearmg  the 
same  has  been  sent  to  every  Canadian  shoe  manufac- 
turing concern.  It  is  hoped  that  this  action  wdl  be 
effective  in  rectifying  abuses  in  the  matter  of  cancel- 
lations and  returns. 


Leather  Men  in  Hockey  Contest 

THE  Beardmore  &  ComiKiny.  Acton,  hockey 
team  visited  Toronto  on  l-riday,  March  18, 
to  meet  the  Clarke  and  Clarke  team,  of  this 
city  at  the  Arena.  The  sole  leather  men 
In-ought  with  them  "nujral  su])port"  to  the  number  of 
two  hundred  and  tiftv,  and  a  fast  and  interesting  game 
was  staged.  The  Clarke  outht  had  the  best  of  it. 
though  \heir  opponents  made  a  creditable  showing. 
It  was  alleged  that  the  former  team  was  strengthened 
up  with  De  La  Salle  players,  and  that  their  victory 
was.  in  some  measure,  due  to  that  fact. 

Following  the  game,  Beardmore  &  Company's 
Toronto  employees  took  charge  of  the  co-workers 
from  Acton,  banqueting  them  at  Parkdale  Assembly 
Hall,  after  which  a  very  successful  dance  and  euchre 
was  held. 

During  the  evening,  the  staff  was  honored  by  the 
presence  of  Messrs.  G.  W.  Beardmore,  A.  O.  Beard- 
more and  E.  N.  Beardmore.  Mr.  G.  W.  Beardmore, 
after  a  few  appropriate  remarks,  presented  the  prizes 
to  the  winning  bowlers  in  the  Toronto  Employees' 
Bowling  League. 

The  winning  team  was  that  of  the  Findings  men — 
J.  Morton,  captain;  G.  Hayward,  W.  Klein,  S.  Ed- 
wards, A.  Martin.  Won  twenty  and  lost  four  games. 
High  average  man,  J.  Morton,  192;  high  three  games, 
E.  Lewis,  579;  high  single  score,  W.  Klein,  273.  High 
men  on  each  team:  Kids,  H.  Martin;  Chrome,  F. 
Hall;  Belting,  A.  Young;  Harness,  W^  Slean  ;  Hem- 
locks, A.  Harding;  Starrs,  D.  Prentice;  Oaks,  G. 
Avison  ;  Findings,  W.  Klein ;  Lions,  N.  Robinson ; 
Upper,  H.  Biffin. 


New  White  Shoe  Gleaner 

ANEW  white  shoe  cleaner,  known  as  "Sno- 
White."  has  recently  been  placed  on  the 
Canadian  market.  This  product,  the  makers 
state,  is  made  to  erase  the  dirt  from  the  shoe, 
not  to  cover  it  up.  It  comes  in  a  small  bag  or  pack- 
age, and  the  method  of  using  is  simply  to  rub  the  bag 
over  the  dirt-soiled  shoes.  Grass  stains,  it  is  claimed, 
are  readily  removed  by  dipping  the  bag  in  water,  and 
the  rubbing  the  stains.  In  the  case  of  grease  or  oil 
stains,  the  bag  is  dipped  in  gasoline  and  then  applied 
to  the  shoe. 

"Sno-\Yhite."  the  manufacturers  assert,  can  be 
used  on  any  white  goods  except  silk,  leaves  the  shoe 
soft,  and  does  not  shrink  canvas. 


Some  Essentials  in  Salesmanship 

ALESMANSHIP,"  was  the  subject  of  an  in- 
teresting  address  delivered  by  Mr.  Peter  Doig 
recently  before  the  Montreal  Publicity  Asso- 
ciation.   Mr.  Doig  pointed  out  the  main  fac- 
tors in  achieving  success  in  this  line  of  endeavor. 
The  physical  condition  of  salesmen  and  their  personal 
appearance  and  conduct  were  matters  of  prime  im- 
portance.   They  must  keep  themselves  in  t'he  best 
possible  health  in  order  that  they  might  master  all 


the  elements  of  resourcefulness  necessary  to  creating 
and  maintaining  markets.  By  the  appearance  and 
bearing  of  the  salesman,  customers  were  wont  to 
judge  the  house  of  which  he  was  the  representative. 

Another  requisite  qualification  was  the  cultivation 
of  the  habit  of  saving  and  the  attainment  of -a  financial 
independence,  in  that  they  bred  self-respect  and  confi- 
dence and  placed  the  salesman  on  an  equal  footing 
with  the  customer  on  whom  he  was  calling. 

Dealing  directly  with  the  art  of  salesmanship,  the 
speaker  emphasized  the  necessity  of  cultivating  for- 
bearance and  patience  in  relations  with  difficult  cus- 
tomers; he  urged  the  gradual  development  of  close 
intimacy  from  first  acquaintance  and  adv(-)cated  friend- 
ly calls  between-  seasons  in  order  that  social  inter- 
course might  create  conditions  of  mutual  benefit. 

Commercial  houses  should  make  it  a  point  to  see 
that  their  representatives  made  a  careful  study  of  the 
lines  carried  and  should  take  all  steps  to  ensure  their 
loyalty.  It  was  better,  he  said,  to  send  a  "greenhorn" 
out  on  the  road  rather  than  an  experienced  man  with 
a  "grouch." 

4. — ,  4. 
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Quality  and  Class  in  Canadian  j 
Footwear 

By  Joseph  Daoust 
President   of   .Shoe    Maiiuf.icturcrs'   .\ssoci<Ttion    of  CaiLida. 

Our    Finance    Minister,    .Sir    Henry  Drayton, 
said  a   few  clays  ago  in  a  speech  tliat  Canada 
would  be  bankrupt  if  the  Canadian  people  should  | 
j        contine  to  buy  so  many  goods  from  our  cousins  to  | 
1        the  .South.     Sir  Henry  Drayton  emphasized  his  J 
remarks  by  stating  that  the  war  expenditures,  the  f 
pensions  and  the  railway  deficits  were  very  big  i 
problems  in  themselves;    the  adverse  trade  bal-  1 
ance  with  the  United  States  was  going  on  the  1 
increase  all  the  time  and  the  loss  to  the  country  I 
in  exchange  alone  amounted  to  several  millions 
every  year. 

He  very  wisely  advised  that  we  should  stop 
!        importing  goods  and   confine  our   purchases  to 
"Made  in  Canada"  manufactures. 

This   advice   should   be    followed    more  par- 
ticularly on  shoes  as  the  Canadian  public  can  1 
find  in  Canadian  shoes  quality  equal  to  any;  styles 
excelled   by  none;   and   prices   better  than  any, 
(|uality  for  quality. 
1  For  the  last  ten  years  or  so,  we  have  seen 

1  Canadian  manufacturers  specializing  on  certain 
I  grades  of  shoes  which  were  previously  imported 
j  from  the  United  States  and  these  manufacturers 
j  are  now  making  shoes  on  the  latest  styles,  and  in 
j  all  widths  to  fit  any  foot.  So  then  if  it  were 
I  necessary  to  buy  American  shoes  a  few  years  ago. 
I  it  is  not  to-day.  as  these  same  shoes  are  being 
made  right  here  in  Canada. 

In  conclusion,  let  me  say  that  we  would  show 
more  patriotism  in  buying  "Made  in  Canada" 
shoes;  would  give  work  to  our  people;  would 
help  to  right  the  exchange  situation,  and  more- 
over, would  show  appreciation  to  our  shoe  manu- 
facturers in  their  efTorts  to  make  good,  reliable 
and  classy  shoes. 

4„_, — .„_. — ,._„_„._„  ,  .  .  „ — ^ 
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Striking  Right  Note  in  Window  Displays 

Cleanliness  Next  to  Godliness— Display  Work 
Should  be  Part  of  Weekly  Programme- 
Getting  the  Interest  of  the  Clerk 

 By  A.  Daoust  

MOST  shoemen  no  doubt  have  the  window  dis- 
play in  mind  all  the  time,  but  trimming  win- 
dows convincingly  and  attractively  isn't  an 
easy  task  and  requires  lots  of  effort  on  the 
part  of  the  clerk  or  the  merchant  himself  to  obtain  good 
results.  To  strike  the  right  note  in  Avindow  display 
in  times  like  these  will  require  more  effort,  more  con- 
stant changes  and  things  done  differently  all  the  time 
in  order  to  stimulate  business.  We  are  all  too  easily 
led  into  a  rut,  and  while  business  was  easy,  keeping  in 
the  rut  didn't  seem  to  do  much  harm  until  we  got  in 
too  deep  and  stayed  in  too  long,  but  when  times  are 
hard  is  when  a  live  merchant  realizes  that  he  must 
give  his  window  constant  care.  It  would  be  impos- 
sible to  advise  a  merchant  just  as  to  what  he  should 
do  with  his  windows  to  strike  the  proper  note  ;  what 
would  be  the  proper  note  for  some  would  be  quite  in- 
effective in  other  instances,  but  what  is  needed  at  all 
times  in  window  trimming  is  spotless  windows,  spot- 
less shoes  in  them,  well  lasted  and  shown  at  angles 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiniiiiiiiiiiiiiiiiiii^ 


Mr.  A.  Daoust,  of  Daoust  &  Vigneault,  Mont- 
real. Has  been  in  shoe  game  all  his  life 
and  does  extensive  business  in  east  end  of 
city.  Formerly  window  dresser  for  Geo.  Gales 
&  Co. 
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that  are  advantageous,  good  lighting,  neat  price  tick- 
ets and  show  cards,  and  a  study  of  good  taste, — some- 
thing that  a  lot  of  people  can  cultivate  if  they  try. 
Open  a  new  store  and  what  will  the  public  see  first 
of  your  methods  to  judge  you?  The  way  your  store 
front  looks — inviting  or  ordinary,  in  good  taste  or 
carelessly  done.  A  careless  window  suggests  careless 
methods.  How  can  a  merchant  inspire  confidence 
when  his  methods  shown  through  the  eye  of  his  store 
are  careless?  Real  "class"  in  good  window  trimming 
means  care  in  small  things.  No  matter  how  humble 
the  window  may  be,  what  is  put  in  it  must  be  arranged 


carefully;  woodwork  in  windows  kept  well  painted 
and  everything  shining.  Windows  should  be  cleaned 
every  week  of  the  year,  otherwise  they  look  smokey 
and  the  shoes  look  dusty.  Striking  the  proper  note  in 
windows  is  not  harder  than  striking  the  proper  note 
in  your  business ;  constant  care  and  study  alone  will 
bring  success. 

The  rules  of  window  trimming  are  the  same  in  a 
town  of  two  thousand  inhabitants  as  they  are  in  a 
large  city.  Clean  attractive  windows  will  bring  good 
results  anywhere ;  merchandise  properly  displayed  is 
half  sold  and  if  you  take  the  time  to  investigate  you 
will  find  that  the  firms  that  have  made  money  in  any 
retail  business  are  those  who  have  made  a  good  im- 
]:)ression  on  the  public  by  the  appearance  of  their  store. 
Windows  can  be  compared  to  an  individual.  If  you 
meet  a  friend  you  haven't  seen  for  a  long  time  and 
he  looks  shabby,  he  leaves  you  with  the  idea  that  he 
isn't  successful,  though  possibly  he  may  be,  and  on  the 
other  hand  the  well-dressed  fellow  may  be  a  "dead 
beat,"  but  at  the  same  time  he  leaves  a  good  impres- 
sion. In  the  same  way  your  windows  impress  the 
general  pulalic  more  than  anything  else.  Some  have 
old-fashioned  ideas  about  this  subject  and  think  that 
if  they  make  things  too  nice  they  are  getting  too  high 
class  and  the  public  will  fear  that  their  prices  will  be 
higher  than  the  other  fellow.  Forget  this  "bunk" ; 
we  are  all  looking  for  a  man  we  can  rely  on  when  buy- 
ing'— whether  shoes,  meat,  groceries  or  clothing.  Even 
the  stores  selling  trash  spend  lots  of  energy  and  time 
on  their  windows.  Don't  lie  awake  thinking  of  your 
business  but  lie  a  little  awake  for  your  windows. 
Then  your  business  will  progress. 

Striking  the  proper  note  simply  means  striking  a 
habit  that  will  make  the  w'ndovv  display  work  a  part 
of  a  weekly  programme  without  any  relaxation.  One 
can  no  more  afford  to  stop  his  efforts  along  this  line 
than  he  can  afford  to  neglect  his  business  no  matter 
on  how  solid  a  foundation  he  may  be.  The  shoe  mer- 
chant should  try  to  have  his  clerks  take  interest  in  the 
work,  and  spend  a  little  money  on  his  windows  to  en- 
courage them.  Money  spent  in  windows  is  bound  to 
bring  results. 

The  writer  knew  a  case  several  years  ago,  while 
living  in  a  small  town  near  New  York.  The  popula- 
tion was  only  1.200  inhabitants;  one  store  at  this 
time  had  a  young  fellow  as  a  clerk  who  had  ambition 
and  his  windows  were  remarkable — he  went  as  far  as 
to  build  a  miniature  Brooklyn  Bridge  in  his  window 
which  required  hours  and  hours  of  spare  time.  To-day 
this  young  man  is  at  the  head  of  a  large  store  in  a 
city  of  about  300,000  inhabitants  and  has  been  for 
years.  I  know  him  personally  and  know  several  others 
who  have  been  successful  through  allowing  their  clerks 
to  develop  their  ability,  at  the  same  time  reaping  the 
benefits  themselves. 

Get  that  small  idea  stuff'  out  of  your  head ;  get 
away  from  the  other  fellow;  no  matter  how  small  you 
may  be,  the  other  fellow  may  talk  about  you.  but 
when  that  begins  it  will  be  the  beginning  of  results; 
when  the  competition  starts  to  talk  about  you  you'll 
begin  to  know  that  you  are  on  the  right  road.  Every 
knock  will  be  a  boost,  so  go  ahead,  find  the  right  note 
and  play  it  all  the  time.  Make  the  others  envy  your 
efforts;  where  they  criticize  it  will  l^e  l^ecause  they 
are  afraid  that  it  will  do  them  harm  and  the  first  thing 
you  know  they  will  try  to  go  you  one  better.  So  get 
ahead  of  them.  The  early  bird  always  catches  the 
worm. 
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Hints  on  Window  Displays  and  Selling  Ideas 
for  the  Month  of  l^lay 


May  is  a  month  which  seenis  to  hriiiL;-  with  it 
an  atmosphere  of  ymith.  optimism  and  cheerful- 
ness, and  that  is  the  atmosi)here  which  should 
pervade  the  shoe  store  hotli  inside  and  oui.  At 
all  costs,  whether  jjrospects  are  very  hright  or 
not,  the  shoe  merchant  must  endeavor ,  to  .yet 
something  of  the  spirit  of  sjiring^  into  his  window 
flisplays. 

May  1 

May  Day  is,  of  course,  a  day  for  flowers. 
Have  plenty  of  them  and  arran.tje  them  as  daintily 
as  possible,  but  don't  allow  them  to  overshadow 
your  footwear  .display.  Decoration  should  he 
kept  subsidiary  to  the  .t^oods. 

May  7 

Sunday,  May  «,  should  not  be  forgotten  by  the 
shoe  merchant.  It  is  Mothers'  Day — a  day  that 
is  celebrated  every  year  by  thousands — even  mil- 
lions— in  this  Dominion,  by  the  wearin,<i;.  of  flow- 
ers. It  would  be  a  kindly  thou.ght,  and  one 
that  would  make  a  strong  appeal  in  many-  com- 
munities, to  .give  away  a  flower  with  every  pair 
of  shoes  sold  on  the  Saturday  i)revious  to  Mother's 
Day — or  it  mi.ght  lie  thought  well  to  limit  this 
.gift  to  the  children,  and  r)nly  present  th.e  flower 
with  each  pair  of  children's  shoes  sold.  An  idea 
of  this  kind  is  not  much  use.  however,  unless  it 
is  well  advertised.  In  any  case,  make  mention 
of  Mother's  Day  in  your  window  cards  and  sug- 
.gest  .gifts  for  "Mother." 

May  23 

On  May  2.'5,  the  Union  Jack  may  again  have 
a  place  in  your  window.  Rmpire  Day,  while  not 
a  general  holiday,  warrants  an  ap])ropriate  win- 
dow display.  : 


May  24 

The  same  display  as  used  on  May  2'.'>  will  be 
cpiite  suitable,  with,  perhaps,  some  minor  altera- 
tions, for  the  followin.g  day,  Victoria  Day. 

It  would  also  appear  to  be  very  opportune  to 
fix  May  24  as  "White  Shoe  Day."  This  seems 
as  early  as  is  feasilde  in  this  northern  climate, 
and  at  the  same  time  it  should  make  a  really 
strong  appeal  just  then,  on  account  of  the  num- 
ber of  people  who  take  boat  trips  and  outin.gs, 
and  the  opetiin.g  up  .of  the  tennis  season. 

The  "White  Shoe  Day"  o^^ers  an  excellent 
opporttmity  for  the  merchants  of  any  town  or 
district  to  do  some  very  efTective  co-operative 
advertising.  Prominent  ads.  should  be  taken  in 
the  newspapers  f(jr  about  a  week  or  more  pre- 
vious, and  all  the  shoe  retailers  of  the  community 
should  have  appi^opriate  displays,  with  window 
cards  advising  the  public  that  "White  Shoe  Day" 
is  comin.g. 

May  is  the  month  when  the  summer  sports 
open  up,  and  sport  shoes  of  every  kind  should  be 
featured  frequently.  Baseball  and  tennis  enthu- 
siasts will  already  be  found  at  the  diamonds  or 
the  courts,  and  cricketers,  too,  will  be  betakin.g 
themselves  to  the  field.  I'lan  your  window  dis- 
plays ahead,  including  snappy  window  cards. 

Shoes  for  trips  "across  the  lake"  or  "down 
tl-e  river"  may  also  be  made  a  feature  in  adver- 
tiMiig  and  window  displays  toward  the  end  of 
the  month,  whe:i  the  season  for  boat  trips  is 
opeiiin.g  up.  I'rir.g  in  references  to  hikes  and 
outings  also,  and  follow  up  the  "motor"  oxford 
idea  suggested  for  .April  with  some  .good  windrw 
cards  and  trims. 

The  public  is  generally  in  good  humor  in 
May.  Take  advantage  of  this  condition  to  put 
across  some  timely  advertisin.g  and  window  dii- 
])lays  that  will  strike  the  right  note  at  the  right 
time. 
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Well-Known  Leather  Man  Passes 

IN  the  death  of  the  late  Mr.  R.  M.  Beal.  of  the  R. 
M.  Beal  Leather  Co.,  Ltd.,  the  industr}^  has  lost 
one  of  its  well-known  figures.  Mr.  Beal  was  born 
at  Whitby,  Ont.,  and  for  over  half  a  century  has 
been  connected  Avith  the  leather  trade.  With  his  brother 
the  late  Mr.  G.  E.  Beal,  he  established  a  leather  find- 
ings and  upper  business  in  Toronto  in  the  "eighties," 
under  the  firm  name  of  Beal  Bros.^  locating  a  tannery 
at  Uxbridge,  Ont.  When  this  firm  was  dissolved,  Mr. 
Beal  opened  up  a  modern  tannery  and  larrigan  factory 
at  Lindsay,  Ont.  He  was  president  of  the  Larrigan 
and  Shoe  Pack  Association. 

The  late  Mr.  R.  M.  Beal  was  for  four  years  mayor 
of  Lindsay,  and  during  his  residence  in  that  town,  he 
won  the  high  respect  of  its  citizens,  and  attracted  a 
wide  circle  of  friends. 


Should  Shoe  Merchants  Continue 
to  Emphasize  Cut  Prices? 

Some  Opinions  from  Readers  of  "Foolvsear" 
on  This  Question 


Collingwdod,  C)nt. 

Editor,  Foot\vear  in  Canada  : 

There  has  been  so  much  ad\'ertising  to  the  efl^ect 
that  prices  were  going  to  go  lower  than  they  are. 
My  belief  is  that  the  shoe  merchants  will  have  to  talk 
quality  far  more  than  the  low  prices  and  at  the  same 
time  convey  the  idea  that  prices  have  come  down  as 
l(jw  as  could  be  expected.  I  don't  for  one  moment 
think  it  wise  to  keep  on  howling  "cut  ])rices."  The 
public  will  only  belie\'e  part,  of  that  kind  of  ad\'ertis- 
_  ing".  I  honestly  believe  that  good,  sound  advertising 
on  quality,  at  fair  prices,  will  get  more  business. 
Yours  truly, 

(Signed)  W.,J.  Honeyford. 


Chatham.  Ont. 

Editor,  Footwear  in  Canada : 

We  have  found  during  the  last  six  or  seven  weeks 
that  cut  price  talk  was  not  getting  the  results  it  should 
for  the  cost  of  newspaper  space,  and  have  for  some 
time  now  been  talking  quality  and  particularly  style. 

Last  week  was  one  of  the  best  we  ever  had  at  this 
time  of  the  year,  and  look  for  a  g'ood  Easter  trade 
this  week. 

Yours  truly, 
(Signed)  H.  Grey  Hodges. 


St.  Thomas,  Ont. 

Editor,  Eootwear  in  Canada: 

We  do  believe  it  is  wise  for  merchants  to  use  honest 
prices  in  their  advertising,  and  not  to  use  suspicious 
prices  as  3.85,  3.65,  etc.,  leading"  the  people  to  believe 
that  they  are  buying  these  goods  at  reduced  prices, 
when,  in  some  cases  they  are  be'ng  sold  at  a  higher 
margin  of  profit  than  merchants  who  say  3.50,  4.75  or 

4m. 

The  reason  there  has  been  so  much  price  cutting 
and  slaughtering  is  because  of  the  extreme  competi- 
tion. Our  business  here  has  been  worked  on  a  basis 
of  advertising  style  and  fitting  quality.  We  use  sale 
prices  .only  when  running  sale,  which  is  twice  a  year, 
for  a  short  period  at  a  time. 


We  have  educated  the  people  into  buying  accord-, 
ing  to  style,  fitting  and  quality,  and  our  sales  force 
always  impress  this  to  our  customers.  Another  thing 
which  causes  sales  and  cut  prices  in  a  great  many 
cases,  is  over-buying.  We  have  two  or  three  compet- 
itors in  this  city,  which  would  be  classed  among  the 
wild-cat  sale  merchants,  and  we  have  watched  things 
-\'ery  closely  among  these  merchants,  and  find  their 
business  is  badly  hit. 

In  summing  up  this  letter  our  advice  would  be: 
Cut  out  the  sale  prices  and,  get  down  to  real  business, 
and  we  believe  that  a  merchant's  business  will  be  much 
more  successful  than  selling  at  cut  jjrices  all  the  time. 
We  believe  the  pu])lic  are  g'etting  sick  and  tired  of  it, 
as  the  people  cannot  he  fooled  all  the  time. 

Yours  very  truly, 
(Signed)  F.  Sutherland  &  Co. 


S.  Roy  Weaver  Appointed  Manager  and 
Treasurer  Shoe  Manufacturers  Ass'n. 

THE  Executive  Committee  of  the  Shoe  Manu- 
facturers' .\ssociation  of  Canada,  at  its  last 
meeting  in  Montreal,  appointed  Mr.  S.  Roy 
Weaver,  M.A.,  as  manager  and  treasurer  of 
the  organization.  j'"or  the  last  two  and  a  half  years 
Mr.  Weaver  has  been  in  charge  of  the  Investigation 
Department  of  the  Canadian  Reconstruction  Associ- 
ation. He  is  a  graduate  in  Arts  of  McMaster  Uni- 
versity, Toronto,  and  took  a  post-graduate  course  in 
Political  Economy  and  Political  Science  at  the  Uni- 
versity of  Chicago.  Returning  to  Toronto  in  1912,  he 
became  associated  with  the  Toronto  News.  He  cov- 
ered various  assignments  on  that  paper  and  for  three 
years  served  as' managing  editor.  He  left  The  News 
in  1917  to  go  to  Ottawa  as  head  of  the  Educational 
Division  of  the  Canada  Food  Board,  under  the  late 
Hon.  W.  J.  Hanna.'  In  the  fall  of  1918  Mr.  Weaver 
returned  to  Toronto  to  undertake  investigation  work 
for  the  Canadian  Reconstruction  Association, 

Mr.  Weaver  prepared  the  survey  of  the  boot  and 
shoe  industry  in  Canada  which  was  widely  distri- 
buted among  boot  and  shoe  men  throughout  the  Do- 
minion. He  represented  the  Canadian  Reconstruction 
Association  at  the  hearings  of  the  Dominion  Tariff 
Commission  in  W^estern  Canada  and  also  in  the  pro- 
\  ince  of  Quebec.  He  also  has  been  a  contributor  to 
various  well-known  publications  in  Canada,  the  LInited 
States  and  Great  Britain. 

Mr.  Weaver  will  continue  his  connection  with  the 
Canadian  Reconstruction  Association  on  a  part-time 
arrangement  and  temporarily  will  handle  the  work  of 
th-e  Shoe  Manufacturers'  Association  from  his  Toronto 
office.  No.-  6  Jordan  Street.  As  soon  as  certain  mat- 
ters of  organization  are  completed  he  is  planning  to 
visit  the  boot  and  shoe  factories  in  Canada  with  a  view 
to  studying  the  needs  of  the  industry  and  getting 
more  closely  in  touch  with  the  manufacturers  them- 
selves. 


Knocking  the  Retail  Trade 

IN  an  address  before  the  Kiwanis  Club  in  Toronto, 
D.  A.-  Cameron,  of  the  Canadian  Bank  of  Com-. 
merce,  placed  the  responsibility  for  the  present 
business  situation  upon  the  shoulders- of  the  re- 
tailers and  the  workmen.  "The  manufacturers."  be 
said,  "have,  as  a  rule,  written  off  their  losses  .some 
time  ago  and  a  number  of  the  large  retailers,  with  a 
wider  view  than  their  smaller  competitors,  sold  at 
lower  prices  some  months  ago  and  thereby  avoided  a 
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greater  lo.ss.  The  longer  the  retailers  hang  on  to 
their  goods  the  greater  will  be  their  loss." 

y\fter  declaring  that  in  foodstuffs  and  some  other 
lines  of  commodities  the  prices  had  gone  down  con- 
siderably and  there  was  no  reason  why  the  workman 
should  not  accept  a  reduced  rate  of  wages  as  com- 
I)ared  with  a  year  ago,  he  went  on  to  say  that  "the 
merchants  must  realize  that  they  must  sell  their 
goods  at  a  price  based  on  the  present  cost  of  manu- 
facturing and  raw  material." 

These  remarks  came  to  the  attention  of  the  Na- 
tional Shoe  Retailers'  Association  and  drew  forth  an 
immediate  response  frum  the  secretary,  Mr.  Howard 
C".  Blachford,  a  copy  of  the  letter  being  also  sent  to 
the  newspapers.    Mr.  Blachford  stated,  in  part: 

"1  hasten  to  respectfully  reply  and  state  that  the 


local  members  of  this  association  feel  that,  as  far  as 
the  retail  shoe  men  in  general  are  concerned,  you  must 
be  misinformed  in  order  to  state  that  much  of  the 
blame  for  present  conditions  rests  on  the  retailer, 
because  he  has  not  been  willing  to  reduce  his  prices 
to  present  day  values ;  and  especially  we  note  your 
reference  to  present  price  of  shoes. 

"For  the  most  part,  shoe  retailers  have  reduced 
the  price  of  their  merchandise  until  they  not  only  show 
a  loss  on  their  inventory  sheets,  but  are  continuing  to 
retail  to-day  at  prices  quite  on  the  level,  if  not  below 
the  present  replacement  value. 

"The  members  of  this  organization  feel  that  you 
have  not  dealt  fairly  with  the  retailers  of  shoes  by 
creating  in  the  minds  of  tlu-  public  ;i  wrong  impres- 
sion of  actual  conditions." 


Orthopedic  Service 

 '■  -By  R.  H. 

THE  fitting  ot  Orthpedic  shoes  and  foot  comfort 
a])pliances  has  now  become  a  recognized  sci- 
ence, which  has  been  named  "Practipedics." 
This  name  was  adopted  in  1916  by  the  Ameri- 
can School  of  Practipedics  of  Chicago,  which  was  the 
first  school  to  offer  shoemen  a  proper  course  of  in- 
struction. This  includes  a  thorough  knowledge  of 
the  bones  of  the  foot,  also  the  nerves,  muscles,  ligi- 
ments,  etc.  Full  information  on  the  cause  and  cure  of 
broken  down  arches  or  flat  feet,  hammer  toes,  painful 
heel,  bunions,  corns,  and  numerous  other  foot  troubles. 
Complete  instruction  is  also  given  in  the  use  of  all 
kinds  of  foot  comfort  appliances,  such  as  arch  supports 
of  various  designs,  bunion  i)rotectors,  etc. 

Most  of  the  better  class  of  shoe  stores  find  it  to 
their  interest  to  employ  at  least  one  man  who  is  a  gra- 
duate practipedist  to  whom  the  customers  who  have 
abnormal  feet,  or  foot  troubles  of  any  serious  nature, 
can  bring  their  ailments.  In  this  way  customers  can 
be  relieved  of  their  foot  troubles  and  the  reputation 
of  the  store  is  maintained  at  a  high  level  because  shoes 
well  fitted  will  wear  better  and  retain  a  good  appear- 
ance much  longer  than  the  same  shoes  would  do  if  not 
s(j  well  fitted.  A  foot  with  a  very  weak  arch  will  put 
a  shoe  out  of  shajje  in  a  very  short  time  if  it  is  not 
supjJorted  with  a  ])roi)erly  fitted  support,  which  en- 
ables the  foot  to  retain  a  normal  shape  when  it  has  to 
supp(jrt  the  weight  of  the  body.  It  is  a  common  oc- 
currence to  find  a  foot  so  weak  that  it  will  stretch  a 
full  half  inch  when  the  weight  of  the  body  is  placed 
on  the  one  foot,  and  still  the  longitudinal  arch  of  the 
foot  is  a  normal  height  when  the  foot  is  at  rest. 

Short  Shoes  the  Main  Source  of  Foot  Troubles 

I  believe  that  at  least  seventy-five  per  cent,  of 
all  the  foot  troubles  1  have  had  to  deal  with  have 
originally  been  caused  by  the  measuring  of  short  shoes, 
at  some  period  in  the  life.  For  instance,  a  boy  may 
wear  a  shoe  long  after  he  has  outgrown  it,  and  de- 
veloj)  ingrowing  toe-nails,  bunions,  corns,  metatar- 
solgia,  hammer  toes,  or  calouses.  It  is-  not  usual  for 
all  of  the  evils  to  occur  on  one  foot,  but  I  had  one 
case  of  this  kind  where  a  man  was  wearing  a  broad 
round-toed  shoe,  size  six  and  a  half  E  when  he  should 
have  been  wearing  an  eight  C.  He  had  all  of  the 
above-mentioned  troubles  in  his  left  foot.  By  fitting 
a  correct  sized  shoe,  and  a  metatarsolgia  arch  support, 
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1  was  able  to  give  instant  relief  and  in  a  few  months 
the  foot  was  restored  to  normal ;  the  corns,  etc..  disap- 
pearing when  the  cause  was  removed. 

Ingrowing  toe-nails  are  very  painful,  but  easily 
remedied.  It  is  just  this  way:  If  you  see  a  man  with 
a  broken  leg  you  are  quite  sure  he  has  had  an  accident, 
and  when  you  see  a  man  with  ingrown  toe-nails  you 
may  be  just  as  certain  that  he  has  short  boots.  It  is 
a  hopeless  undertaking  to  fit  shoes  without  a  proper 
measuring  device  such  as  the  Ritz  measuring  stick, 
Dr.  Scholl's  stick,  or  the  Footograph  chart  or  several 
others.  As  the  depth  through  the  foot  may  take  up 
some  of  the  width  it  is  usually  best  to  pick  a  shoe  that 
is  a  safe  length,  and  then  select  the  width  to  suit  the 
customer's  comfort.  In  this  way  the  shoe  will  wear 
welt  and  retain  its  ajjpearance.  and  you  will  retain  the 


trade  of  a  well-pleased  customer.  It  is  a  positive 
crime  to  fit  a  growing  child  in  a  tight  shoe  which  does 
not  allow  for  some  room  for  the  foot  to  grow  during 
the  life  of  the  shoe,  and  we  occasionally  have  to  refuse 
to  tit  a  child  in  a  shoe  that  is  too  tight  even  though 
the  mother  may  insist  on  having  a  shoe  of  that  size. 
We  refuse  to  be  a  party  to  the  crime  of  crippling  the 
child's  feet,  i)erhaps  for  life. 

Much  mischief  has  been  done  hy  men  who  have 
no  training  as  |)ractipedists  fitting  customers  with 
arches  that  are  altogether  unfit  for  the  purpose.  The 
medical  profession  has  come  to  recognize  the  benefit 
of  proper  supports  for  defective  feet,  and  we  frequently 
get  customers  who  have  been  sent  to  us  by  doctors, 
I  have  kept  a  record  of  many  of  the  more  peculiar 
cases  I  have  had  to  deal  with,  and  some  time  I  hope  to 
write  an  account  of  these  experiences  ;  the  title  will  be 
"Some  Feet  I  Have  Known." 
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Convention  of  Ontario  Repair  Men 

Planned  for  Last  Week  in  July — Propose  Forming 
Provincial  Organization 


A PROVINCIAL  convention  of  Ontario  shoe- 
makers and  repairers  is  planned  to  be  held 
on  or  about  July  27th  and  28th  in  Toronto. 
This  was  the  decision  reached  at  a  meet'ng 
of  representatives  of.  the  Brantford,  Hamilton, 
Toronto  and  St.  Catharines  shoe  repairers'  associa- 
tions, held  in  Hamilton  on  the  evening  of  AVednesday, 
March  16th.  The  delegates  met  in  the  home  of 
Mr.  F.  H.  Revell  at  5  o'clock  on  the  day  named,  and 
were  unanimously  agreed  upon  the  desirability  of 
undertaking  the  proposed  convention  or  conference, 
committee  being  then  appointed  to  make  the  neces- 
sary arrangements. 

There  were  present  at  this  preliminary  meeting: 
Thomas  Grayson,  president  Hamilton  Association ; 
Harry  Henderson,  Hamilton;  Frank  R.  Revell,  Hamil- 
ton ;  A.  R.  Wilton,  secretary  Hamilton  Assn. ;  S. 
Burnett,  president  of  the  Toronto  Assn. ;  Jesse  Mer- 
chant, secretary  Toronto  Assn. ;  W.  Legg,  secretary 
St.'  Catharines  Assn. ;  A.  H.  Dainty,  Fred  Pople  and 
Wm.  Inglis,  of  St.  Catharines;  A.  Johnston  and  P. 
Smith,  of  Brantford. 

Mr.  S.  Burnett,  president  of  the  Toronto  Associa- 
tion, was  elected  chairman  of  the  meeting,  and  Sec- 
retary Wilton,  of  the  Hamilton  Association,  secretary, 
and  by  way  of  opening  up  the  proceedings,  Mr.  Legg, 
of  St.  ■ 'Catharines,  made  a  motion  that  a  convention 
of  Ontario  repair  men  should  be  held. 

Mr.  T.  Smith,  of  Brantford,  moved  a  resolution,' 
seconded  by  Mr.  Henderson,  of  Hamilton,  that  it 
sh(nild  l)e  an  inter-city  convention,  rather  than  a  pro- 
v:nc-a]  one,  ])ointing  out  that  the  towns  and  cities 
l)etween  St.  Thomas  and  Toronto  probably  took  all 
the  shoe  repairers'  associations  in  the  province. 

Mr.' Revell,  however,  felt  that  it  would  be  a  mis- 
take to  designate  any  stated  number  of  cities  or  towns 
to  which  representation  at  the  convention  should  be 
limited.  Everybody,  he  said  should  have  an  oppor- 
tunity to  take  part,  and  he  moved  an  amendment  that 
the  word  "inter-city"  be  struck  out  and  "provincial" 
inserted. 

Mr.  Legg  strongly  supported  Mr.  Revell's  amend- 
ment, decJaring  that  the  repair  men  should  make  a 
bold  jump,  and  aim  at  something  worth  while. 

Mr.  Burnett  also  spoke  in  favor  of  making  it  a 
prov.'ncial-wide  affair.  He  said  that  men  from  far 
outlying  points  often  dropped  into  his  store  when 
visiting  Toronto,  and  he  felt  sure  that  many  of  them 
would  be  anxious  to  attend  the  convention. 

The  amendment  carried. 

it  was  moved  by  President  Grayson,  of  the  Hamil- 
ton Association,  and  seconded  by  Mr.  Henderson,  of 
Hamilton,  that  Toronto  be  the  location  of  the  pro- 
posed convention.    Unanimously  carried. 

There  was  some  discussion  as  to  when  would  be 
the-most  suitable  time  for  the  convention  to  meet,  and 
it  was  thought  that  in  the  middle  of  the  summer  when 


many  of  the  repair  men  would  be  glad  of  a  little  trip 
would  probably  meet  with  the  wishes  of  the  majority. 
On  motion  of  Mr.  Grayson,  seconded  by  Mr.  Pople,  of 
St.  Catharines,  it  was  therefore  decided  that  the  con- 
vention should  be  held  on  July  27  and  28  (Wednesday 
and  Thursday). 

Following  a  resolution  by  Mr.  Revell,  seconded 
by  Mr.  Legg",  a  finance  committee  was  appointed  for 
the  purpose  of  estimating  what  expenses  would  be 
'.nvolved  in  connection  with  the  convention,  working 
out  the  scheme  for  raising  the  necessary  funds,  and 
proceeding  with  the  arrangements. 

The  members  nominated  to  the  finance  committee 
were  as  follows :  Mr.  Burnett,  of  Toronto  ;  Mr.  Revell, 
of  Hamilton ;  Mr.  Dainty,  of  St.  Catharines ;  Mr. 
Smith,  of  Brantford;  Mr.  Merchant,  of  Toronto.  The 
committee  was  given  power  to  add  two  more  Toronto 
members,  owing  to  the  fact  th'at  the  bulk  of'  the  work 
would  have  to  be  done  there. 

Mr.  Grayson  moved  that  a  programme  committee 
be  formed  from  the  Toronto  Association  and  that 
it  meet  at  the  call  of  the  chairman. 

Among  the  subjects  that  have  been  suggested  for 
discussion  are  (1)*  Universal  prices;  (2)  Methods  of 
increas'ng  membership  in  associations;  (3)  Is  store 
work  profitable?  (4)  Is  it  better  to  buy  or  lease  ma- 
chinery? (5)  Machinery  and  its  care;  (6)  Difficulties 
in  repairing  due  to  manufacturers'  methods;  (7)  The 
labor  and  apprenticeship  problem ;  (8)  Advertising 
methods  for  the  shoe  repairer. 

One  of  the  primary  objects  of  the  convention  is  to 
form  an  association  or  federation,  which  will  bind 
together  the  existing  organizations,  and,  at  the  same 
time,  will  be  of  advantage  to  the  men  located  in  towns 
where  no  association  at  present  exists. 

If  any  Ontario  shoemaker  or  repair  man  has  any 
suggestion  to  make  as  to  how  the  proposed  conference 
can  be  made  most  valuable,  or  any  topic  he  would  like 
to  have  discussed,  it  will  be  appreciated  if  he  will 
communicate  with  the  chairman  of  the  committee, 
Mr.  S.  Burnett.  761  Yonge  Street,  Toronto,  or  "Foot- 
wear in  Canada"  will  be  glad  to  pass  any  suggestions 
along. 


Mr.  Repair  Man:  You  intended  to  make  a  trip 
to  Toronto  this  summer  in  any  case,  didn't  you? 
Well,  just  time  it  for  the  last  week  in  July,  and 
take  in  the  big  convention  that  will  be  taking 
place  then.  There  will  be  business  sessions  when 
the  business  problems  you  have  been  puzzling 
over  will  be  thoroughly  discussed,  and  the 
Toronto  repairers  are  already  figuring  ways  and 
means  of  showing  you  a  good  time.  The  jobbers 
will  be  there  to  welcome  you,  and  you  can  do 
your  buying  at  the  same  time. 
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Pioneers  in  tlie  Shoe  Repair  Trade 

Mr.  and  Mrs.  Wm.  Irving  Recipients  of  Presentation 
From  Wholesale  Trade— A  Life  Partnership 
of  Nearly  60  Years 


MR.  and  Mrs.  William  Irving',  of  Toronto,  are 
two  well-known  and  re.spected  figures  in  the 
shoe  repair  business  of  this  city.  They  have 
been  pioneers  in  the  trade.  Forty  years  ago 
they  settled  in  Toronto,  and  Mr.  Irving  is  still  working 
contentedly  at  this  calling-  in  a  comfortable  little  shop 
on  Shanly  St.  The  jobbers  of  the  city  are  well  ac- 
(iuainted  with  both  himself  and  his  wife,  and  then- 
relations  have  always  been  friendly  and  i)leasant.  in 
token  of  the  regard  they  have  for  Mr.  and  Mrs.  Irving, 
the  wholesale  and  findings  houses  are  making  a  pres- 
entation to  Mrs.  Irving,  as  was  announc'ed  by  Mr. 
William  Beal  on  the  night  of  the  big  dance  and  euchre 
drive  held  in  Foresters'  Hall. 

Carlisle,  Cumberland,  l£ngland,  was  the  birth-place 
(if  both  Mr.  Irving  and  his  life-partner,  and  it  is  an 
interesting  coincidence  that  both  were  born  in  the 
same  month  of  the  same  year,  1(X44.  In  the  year  lHh2 
they  were  married,  and  eight  years  previous  to  that 
Mr'  Irving  first  took  up  the  trade  of  a  shoemaker — 


Mr.   and   Mrs.   Wm.  Irving. 


which  gives  him  a  record  of  sixty-six  years  in  the 
business. 

When  Mr.  and  Mrs.  Irving  first  came  to  Toronto, 
in  1880,  they  located  on  Sjxidina  Ave.,  where  they  re- 
mained for  5y2  years.  They  then  moved  to  College 
St.,  near  Bathurst,  where  they  operated  a  retail  shoe 
store  as  well  a,s  a  repairing  business.  For  twenty- 
three  years  they  continued  at  this  location,  and  Mrs. 
Irving  took  cjuite  an  active  , part  in  the  business.  In- 
deed she  was  accustomed  to  do  a  considerable  part  of 
the  buying,  and  it  was  during  that  time  that  she  be- 
came a  familiar  figure  in  the  wholesale  and  findings 
houses.    Finally,  eleven  or  twelve  years  ago,  they  leit 


their  stand  on  College  St.  and  set  up  on  Shanly  St., 
where  Mr.  Irving  still  spends  his  days  contentedly  re- 
pairing shoes,  though  liy  far  dift'erent  methods  than 
he  used  when  first  he  came  to  the  city.  Mr.  Irving  is 
not  one  of  those  who  believe  that  times  are  growing 
worse  and  that  the  repair  business  is  slipping  back 
instead  of  progressing.  Two  years  ago,  he  got  in  a 
repair  outfit,  and  he  thinks  there  is  no  comparison  be- 
tween the  modern  mechanical  methods  and  the  old- 
fashioned  hand  methods  which  he  u<ed  for  many  a 
year. 

Mr.  and  Mrs.  Ir\ing  have  a  family  of  seven  chil- 
dren. Six  of  llu  ni  are  now  married  in  Toronto,  and 
the  old  cou])le  now  have  some  23  grandchildren,  and 
seven  great  grandchildren.  One  son,  Joseph,  is  fol- 
lowing his  father's  calling,  and  is  operating  a  repair 
business  on  Danforth  Ave.  .Vnother,  who  was  over- 
seas, and  is  now  jjlaced  in  the  total  disability  class, 
helps  his  father  in  the  shoj)  when  his  health  permits. 

Both  Mr.  and  Mrs.  Irving  are  still  hale,  hearty  and 
happy — despite  their  seventy-seven  years — which  is 
the  reward  of  life-long  industry  and  honest  service  to 
the  community  in  which  Fate  placed  them. 


Second  Annual  Banquet  of  Hamilton 
Shoe  Repairers'  Association  Was 
Great  Success 


ON  the  evening  of  Wednesday,  March  30,  some 
sixty  shoe  repair  men  and  members  of  the 
allied  branches  of  the  industry  gathered  in 
the  A.O.F.  Hall,  Hamilton,  for  the  Second 
Annual  Banquet  of  the  Hamilton  Shoe  Repairers' 
Association.  Mr.  T.  Grayson,  president  of  the  Hamil- 
ton Association,  was  the  chairman  of  the  evening. 
The  disposal  and  digestion  of  the  good  things  with 
which  the  tables  were  laden  was  assisted  by  splendid 
music  rendered  by  E.  H.  Williams'  orchestra  (Mr. 
Williams  is  a  member  of  the  association  and  the 
orchestra  is  his  hobby). 

The  programme  which  followed  the  refreshments 
was  a  snappy  and  interesting  one.  Mr.  Grayson,  in 
opening  the  proceedings,  made  a  few  remarks,  brief 
but  to  the  point.  He  declared  that  a  few  years  ago, 
such  a  gathering  as  they  were  now  enjoying"  was  qtute 
un thought  of,  for  most  of  the  shoemakers  and  repair- 
ers were  at  loggerheads  with  one  another.  Conditions 
were  now  very  different,  however.  What  had  brought 
about  the  change?  The  answer  was,  "Association 
Work."  To-day  the  shoemakers  and  repairmen  were 
willing  to  meet  together  and  discuss  the  questions 
affecting  their  trade  and  exchange  trade  interests. 

The  chairman  then  called  for  the  toast  to  the 
"Press,"  which  was  proposed  by  Mr.  F.  H.  Revell, 
who,  with  his  usual  forcefulness,  impressed  upon  his 
hearers  the  importance  of  the  part  played  by  the 
press  in  the  life  of  to-day,  both  of  the  community 
as  a  whole  and  in  the  various- trades  and  industries. 
His  advice  was  to  take  the  trade  journals  and  read 
them  all  and  get  the  greatest  possible  good  out  of 
them. 

The  toast  was  replied  to  bv  members  of  the  trade 
press. 

Next  came  a  song  by  Mr.  Ingram,  of  Adams  Bros., 
Toronto,  which  was  received  with  loud  applause. 
Then  the  toast  to  the  wholesale  trade  was  proposed 
by  Mr.  A.  Charlesworth.    Mr.  Charlesworth,  after  a 
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word  of  welcome,  commented  on  the  friendly  rela- 
tions that  had  always  existed  between  the  jobbing- 
houses  and  the  shoemakers.  Sometimes  little  errors 
creep  in,  but  on  the  whole  the  trades  worked  together 
with  great  smoothness. 

Messrs.  Wallace  (of  P.  B.  Wallace  &  Son),  Harsh- 
man  (of  the  Goodyear  Tire  &  Rubber  Co.)  and  T.  R. 
Wilson  (of  the  Panther  Rubber. Co.)  replied  to  this 
toast. 

Mr.  Wallace  paid  quite  a  tribute  t(_)  the  association 
when  he  declared  that  in  five  years,  since  the  organiz- 
ation idea  had  taken  hold,  he  had  had  no  bad  accounts 
with  a  member  of  an  association. 

Mr.  H'arshman  also  remarked  upon  the  change  that 
had  come  into  the  shoe  repair  business.  It  was  a 
pleasing  sign  of  the  times  to  see  such  a  banquet  as 
this.  Getting  together  to  talk  things  over  was  always 
helpful,  and  brought  everyone  to  realize  that  there 
was  room  for  the  other  fellow  in  the  business. 

A  toast  to  the  "Returned  Soldier,"  was  proposed 
by  Mr.  F.  H.  Revell,  who  spoke  in  glowing  terms  of 
what  the  soldiers  had  done  overseas  and  urged  that 
all  should  do  everything  in  their  power  to  help  them. 

Mr.  Wm.  Leyland,  a  returned  man,  made  reply.  He 
gave  some  interesting"  figures  regarding  the  vocational 
training  and  re-establishment  of  the  soldiers.  Some 
879  men,  he  said,  had  taken  the  vocational  training 
course  in  Ontario.  Twenty  per  cent,  of  these  had 
stuck  to  the  business,  and  ten  per  cent,  had  made 
failures.  While  instructor  at  Brant  House,  Burling- 
ton, 450  men  had  taken  training  under  his  instruction. 
Mr.  Leyland  enlisted  the  co-operation  of  the  repair 
men  and  asked  that  they  should  lend  their  aid  to  the 
returned  soldiers  whenever  opportunity  oft'ered. 

Mr.  Smallman,  a  member  of  the  Toronto  Associa- 
tion,, rendered  a  song  which  was  loudly  encored. 

The  toast  to  the  Shoe  Repairers'  Association  was 
proposed  by  Mr.  S.  Blowers.  Mr.  Blowers  recalled 
the  time,  a  few  years  ago,  when  the  Hamilton  men  had 
first  tried  to  start  an  association,  and  it  had  failed, 
but  now  the  movement  was  firmly  established  and 
growing  stronger  every  year,  and  they  knew  that  the 
association  had  come  to  sta)^ 

Mr.  Burnett,  president  of  the  Toronto  Association, 


rejjlying  to  the  toast,  urged  that  the  repair  men  should 
stick  together  now  more  than  even  before,  and  that 
their  prices  should  be  maintained.  He  referred  also 
to  the  ambitious  scheme  now  before  the  trade  for  the 
holding  of  a  provincial  convention  and  urged  that 
those  present  should  do  all  they  could  to  further  it. 

Regarding  the  outsiders,  Mr.  Burnett  urged  that 
every  association  member  should  try  to  enlist  new 
recruits  for  their  organization.  Some  of  the  outsiders 
were  utterly  selfish,  and  while  taking  full  advantage 
of  the  work  of  the  associations,  refused  to  support  it 
in  any  way. 

Mr.  Walter  Legg,  secretary  of  the  St.  Catharines 
Association,  also  spoke.  He  brought  a  greeting 
from  his  organization,  and  said  that  while  they  were 
as  yet  only  a  baby,  he  believed  no  association  could 
show  a  better  record,  as  all  the  members  were  fully 
paid  up  for  the  current  year.  In  connection  with  the 
proposed  Ontario  Convention  he  said  that  St.  Cath- 
arines was  ready  to  do  its  bit  and  he  hoped  that  all 
the  repair  men  would  endeavor  to  make  it  a  real  suc- 
cess. 

In  St.  Catharines,  Mr.  Legg  said,  the  repair  shops 
closed  at  6  p.m.  and  5  o'clock  on  Saturdays,  and  they 
had  not  lost  anything  by  the  early  closing.  Before 
the  association  had  come  into  existence,  they  had  long 
hours  and  very  little  returns,  but  now  the  returns 
were  larger  and  the  hours  shorter. 

Mr.  Pettit,  president  of  the  Brantford  Association, 
declared  that  the  organization  idea  should  have  been 
started  twenty  years  ago,  and  the  conditions  of  the  re- 
pair trade  would  have  been  far  better  to-day.  Since 
the  movement  had  gotten  under  way  the  shoe  repair- 
ers had  become  better  men ;  they  were  better  dressed, 
and  kept  better  hours.  The  Brantford  shops  were 
now  closing  at  6.30  p.m.  It  was  only  a  matter  of  edu- 
cation with  the  public,  and  they  soon  got  used  to  it. 

He  also  urged  that  the  repairers  should  work  hand 
in  hand  with  the  wholesale  trade.  The  wholesalers 
did  not  want  any  goods  returned,  and  the  repair  men 
did  not  want  goods  that  had  to  be  returned. 

At  11  p.m.  the  most  successful  event  the  Ham- 
ilton Shoemakers'  &  Repairers'  Association  has  ever 
held  came  to  a  close  with  the  singing  of  the  National 
Anthem. 
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Mechanical  Development  of  Repair  Trade 

More  Progress  Made  in  Recent  Years  Than  in  Many  Centuries  Previously — 

Savings  Effected  by  Use  of  Mactiinery 

 By  W.  A.  Coles*  '.  


THE  tools  of  a  shoe  repair  man  are  the  oldest 
tools  in  existence,  they  date  back  thousands  of 
years  before  Christ,  and  strange  as  it  may  seem, 
the  same  methods  were  employed  in  the  18th 
century  A.D.  as  were  employed  eighteen  centuries  be- 
fore Christ.  In  some  shops  to-day  it  is  still  more 
strange  to  say  that  the  same  methods  are  still  em- 
ployed. 

It  is  needless  to  waste  good  time  and  space  in 
describing  the  old  methods  of  shoe-repairing;  what  we 
want  to-day  is  20th  century  methods.  The  methods 
of  men  with  red  blood  in  their  veins  and  snap  and 
class  in  their  make-up. 

It  is  enough  here  to  pause  momentarily  and  survey 
the  old  time  methods  and  returns  for  labor.  One  has 
only  to  walk  into  the  dingy,  one-horse  shop  of  the 
man  still  pursuing  the  18th  century  B.C.  methods  to 
recall  to  mind  the  returns  which  existed  then  and 
which  still  exist  where  such  methods  are  used — 
drudging  away  at  three  or  four  pairs  of  shoes  a  day 
and  earning  just  about  enough  profit  to  keep  soul  and 
body  together — yesterday,  to-day  and  to-morrow, 
drudging  along  with  no  hope  for  betterment  and, 
worse  yet,  with  no  desire. 

The  18th  century  A.D.  saw  a  change  in  shoe-mak- 
ing and  repairing  as  it  also  saw  in  other  industrial 
l>ranches.  An  industrial  rebellion  for  new  imjilements 
and  improvements  took  place. 

With  this  new  struggle  for  betterment  came  the 
achievements  of  shoe  machinery  and  tools  and  with 
these  came  the  emancipation  of  the  shoe-repairman. 
It  is  therefore  truthfully  said  that  "The  introduction 
of  .shoe  machinery  was  the  emancipation  of  the  shoe- 
maker and  the  shoe-repairman." 

The  modern  shoe-repair  store  is  no  longer  the 
dingy  shack  of  the  past,  nor  is  its  proprietor  any 
longer  the  tmnoticed  unbusiness-like  individual  of  the 
past,  except  in  rare  cases.  To-day  he  is  often  the 
leading  business  man  of  his  community ;  and  a  busi- 
ness man  he  is  from  the  word  GO.  In  many  cases  he 
is  the  most  respected  man  in  the  community  —  the 
writer  has  met  shoe  repairmen  who  are  Mayors  of 
their  cities,  members  of  civic  branches  and  leaders  in 
public  affairs. 

In  the  modern  shop  of  to-day  we  will  find  such 
equipment  as  a  curved  needle  stitcher  and  power 
finishing  machinery  which  have  supplemented,  first, 
the  hand  methods  and  later  the  straight  needle  and 
foot-power  finisher.  These  are  the  principal  mach- 
ines of  the  shoe  repairman  and  should  be  in  every  shoe 
repair  shop  in  Canada.  The  writer  has  heard  shoe 
repairmen  remark  that  they  could  get  along  without 
such  equipment  and  that  anyhow  they  did  not  be- 
lieve in  these  modern  fandangles.  Is  it  fair  then  to 
ask  such  men  if  they  believe  in,  or  ever  used,  the 
telephone,  electric  lights,  steam  railroads,  street  cars 
and  matches?  Or  if  they  prefer  the  old  days  when 
there  were  no  telephones,  electric  lights,  street  cars 

*  U.iiversal  Shoe  Machinery  of  Canada, 


or  steam  railroads  and  w  hrn  their  fathers  made  fire 
with  flint? 

A  repair  outfit,  as  stated  before,  is  within  the 
reach  of  every  repairman,  no  matter  how  large  or 
small  his  business  may  be  and  denotes  moderniza- 
tion. If  it  is  a  large  shop,  the  machines  will  reduce 
expense,  increase  output  and  therefore  increase  the 
profits;  if  small  they  will  do  ten  times  the  amount  of 
work  done  by  one  man  by  hand,  establish  prestige, 
give  the  business  a  new  life,  advertise  it  and  put  it 
on  a  paying  basis.  People  to-day  want  their  shoes 
repaired  quickly  and  properly,  and  they  pass  by  the 
one'  horse  shop  and  go  to  the  establishment  where 
the  atmosphere  assures  them  of  the  service  they  are 
seeking. 

In  these  days  of  high  labor  costs  it  is  evident  that 
labor  saving  machines  are  the  only  solution. 

repair  outfit  will  do  the  work  of  from  about  ten 
to  fifteen  men.  The  cost  of  a  complete  outfit  liought 
outright  on  easy  terms  can  be  figured  at  approximately 
$200.00  cash  and  $25.00  per  month.  The  first  year 
such  a  machine  would  cost  $500.00.  On  the  other 
hand,  the  money  spent  on  the  wages  of  one  man  over 
the  same  period  at  $25.00  a  week  would  amount  to 
$1,300.00,  which  is  gone  never  to  return  and  which  is 
more  than  enough  to  pay  for  a  machine  and  clean  a 
neat  profit  besides.  Moreover,  the  machine  will  work 
overtime  without  a  kick  and  is  always  on  the  job ; 
there  is  no  hiring  or  firing  with  a  machine.  Figuring 
that  such  a  machine  could  be  employed  to  replace 
three  men  an  annual  saving  of  $4,056.00  could  be  made. 
A  i)rofit  of  from  $50.00  to  $100.00  per  man  is  said 
not  to  be  an  unusual  one,  therefore  as  small  a  shop 
as  a  one  man  shop,  by  employing  a  machine  could  ex- 
pect to  make  an  annual  profit  of  approximately  $4,000 
and  a  profit  of  $6,000  is  not  unusual. 

In  addition  to  the  repair  outfit  which  consists  of 
stitcher  and  finisher,  a  substantial  jack  such  as  the  all 
steel  Solidity  Jack,  is  a  great  asset. 

Next  in  importance  is  the  skiving  machine  which 
not  only  skives  the  butt  of  the  half  sole  in  a  neat  and 
proper  manner  but  also  saves  the  rand  for  heel  build- 
ing and  wedges. 

Two  machines  which  are  winning  great  fa\-or 
among  the  shoe  repairmen  are  the  heel  reducer  and 
leather  cutter.  These  machines  are  very  inexpensive 
and  will  pay  for  themselves  in  the  saving  of  time  and 
labor  in  a  few  weeks.  The  heel  reducer  will  remove 
single  lifts  or  a  whole  heel  in  ah  instant  without  any 
possibility  of  the  operator  injuring  his  hands. 

The  leather  cutter  will  cut  out  half  .soles,  whole 
.soles,  or  strips,  instantaneously  and  with  little  effort; 
it  also  reduces  waste  to  a  minimum. 

In  conclusion,  the  whole  matter  of  shop  better- 
ment, production,  reduction  of  labor,  expenses  and 
increased  profits  lie  in  the  hands  of  those  who  will 
take  advantage  of  them  and  employ  modern  repair 
methods. 
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Hints  for  the  Repairer  That  May  Save  Time  and 
Trouble 

Heel  nails  inside  the  shoe  often  cause  dissatisfac- 
tion and  sometimes  the  loss  of  a  customer.  They  are 
very  uncomfortable  to  the  wearer  and  it  is  best  for 
the  repairer  to  take  measures  towards  remedying  the 
defects.  Metal  is  bad  to  use  as  it  is  fiat  and  the  heel 
should  not  rest  on  a  level  foundation  ;  but  a  flexible 
piece  of  leather  is  very  good  as  a  covering  for  the 
insole  at  the  heel.  Rubber  if  not  too  hard,  is  also  very 
good  and  forms  a  sort  of  cushion  which  gives  much 
comfort  to  the  wearer. 

Rubber  cement  may  be  used  for  removing  oil  spots 
from  leather.  It  must  be  rubbed  over  the  spot  several 
times.  This  does  not  apply  to  colored  stock,  for  the 
cement  will  stain  the  leather.  A  thin  coating  of  gum 
arable  will  protect  the  shoes  from  grease  and  water 
spots  while  they  are  being  repaired. 

The  manner  in  which  a  McKay  channel  is  cut  has 
much  to  do  with  the  finished  appearance  of  the  he 
torn.  If  the  channel  flap  is  too  light  or  thin  it  will  not 
cover  the  McKay  stitching  seam  well  or  make  a  good 
finishing  bottom.  If  the  groove  for  the  seam  is  made 
too  deep  it  allows  a  depression  in  the  channel  flap 
when  levelled,  and  in  the  effort  to  bluff'  the  grain  out 
of  the  depression  the  bluffer  will  usually  cut  through 
the  grain  on  the  high  places  and  leax  e  a  liottoni  show- 
ing very  coarse  in  spots. 


Big  Attendance  at  Euchre  and  Dance  of  Toronto 
Repair  and  Wholesale  Trade 

The  biggest  aft'air  of  its  kind  that  has  ever  taken 
place  in  the  history  of  the  shoe  repair  trade  in  Tor- 
onto was  held' on  the  evening  of  Monday,  March  21, 
1921.  This  was  the  Euchre  Drive  and  Dance,  tend- 
ered by  the  jobbers'  and  findings  houses,  to  the  shoe 
repairers  of  the  city.  The  event  took  place  in  the 
Canadian  Foresters'  Hall,  where  over  400  people 
gathered — repair  men,  jobbers,  leather  men,  travellers. 


and  their  wives,  sisters,  daughters  and  sweethearts. 
Everybody  enjoyed  the  evening  thoroughly,  and  great 
credit  is  due  to  the  Toronto  Shoe  Repairers'  Associa- 
tion, who  handled  the  affair  on  behalf  of  the  wholesale 
trade,  for  the  excellence  of  the  arrangements.  The 
hosts  of  the  evening  were :  Chas.  Tilley  &  Son, ;  P. 
B.  Wallace  &  Son  ;  Beardmore  &  Co. ;  Anglo-Can- 
adian Leather  Co. ;  Chas.  Parson  &  Son  ;  Joseph  King; 
United  Shoe  Machinery  Co. ;  Davies  Footwear  Co. ; 
Nugget  Polish  Co. ;  I.  T.  S.  Rubber  Heel  Co. ;  Breith- 
aupt  Leather  Co. ;  Gutta  Percha  Rubber  Ltd. ;  C.  S. 
Hyman  Co. ;  Goodyear  Tire  &  Rubber  Co. ;  Beal  Bros. ; 
Dunlop  Rubber  Co. 


Toronto  Repairer  Passes  Away  in  California 

Many  members  of  the  trade  in  Toronto  will  regret 
to  learn  of  the  death  of  John  Brodie,  who  for  25  years 
conducted  a  shoe  retail  and  repair  business  at  1175 
Dundas  St.  W.,  in  this  city,  in  partnership  with  his 
brother,  Arthur.  About  two  years  ago,  the  late  Mr. 
Brodie  left  Toronto  and  settled  in  Santa  Monica, 
California,  where  his  death  took  place.  He  was 
highly  respected  by  his  business  accjuaintances. 


A  Golden  Wedding 

Mr.  and  Mrs.  Richard  Hill,  two  of  the  oldest  and 
best  known  citizens  of  Clarke  township,  Ontario,  re- 
cently celebrated  their  diamond  wedding.  Mr.  Hill 
is  a  shoemaker  by  trade  and,  though  he  has  reached 
his  eighty-sixth  year,  still  works  at  it  daily.  Mr.  and 
Mrs.  Hill  began  their  married  life  in  Devonshire,  Eng- 
land, where  they  passed  ten  years,  then  came  to  Clarke 
township. 


The  Montreal  Administrative  Commissioners  have 
awarded  a  contract  to  Dufresne  and  Locke,  Limited, 
Maisonneuve,  for  the  supply  of  1,600  pairs  of  boots 
for  police  officers  and  men  at  $5.10  per  pair.  The 
contract  for  1,770  pairs  of  boots  for  the  officers  and 
men  of  the  fire  brigade  went  to  the  Slater  Shoe  Com- 
pany, Limited,  Montreal,  at  $5.25  per  pair. 
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If  you  weren't  there  you  missed  something.    Abpve  is  a  ^roup  of  the  dancers  at  the  big  ball  in  Toronto. 
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Hosiery  a  Profitable  Side  Line  for  the 
Shoe  Merchant 

The  Hosiery  l.)eijartnu-nl  in  this  issue  of  "Foot- 
wear in  Canada"  is  somewhat  of  an  innovatitm.  it 
appears,  however,  to  be  cpiite  timely  under  present 
circumstances,  when  shoe  merchants  are  seeking  every 
possible  means  U)  counterbalance  lower  mark-ups  and 
decreased  stock  \alucs  by  increased  turn-over.  At 
the  ])resent  time,  the  ([uantity  df  footwear  sold  in 
footwear  establishments,  is  no  doubt,  comparativel}' 
small,  but  there  seems  to  be  great  scope  for  develop- 
ment. There  is  a  double  advantage  in  the  o])cration 
of  a  hosiery  department  in  the  shoe  store,  acccjrding 
to  many  retailers  who  have  had  experience  in  this  line 
— first,  this  department  in  itself,  if  properly  handled, 
will  net  a  handsome  profit  on  investment,  and.  second, 
it  attracts  ctistomers  to  the  store  and  thus  hel])s  to 
increase  the  business  actually  done  in  footwear. 

It  does  seem  c|uite  a  logical  and  appropriate  ar- 
rangement that  shoes  and  hosiery  should  be  :?ol(l  in 
the  same  establishment.  Those  who  wear  fancy  shoes 
always  want  stockings  to  match  them,  and  they  can 
sureh'  do  this  most  easily,  in  the  same  store  where 
they  buy  their  shoes,  as  the  merchant  in  this  case,  lias 
an  oi)portunity  of  matching  every  ])air  of  shoes  with 
hosiery. 

Another  point  worth  remembering  is  that  it  is 
almost  as  essential  that  stockings  should  fit  proi)erly 
as  the  shoes  themselves.  Very  often  foot  troubles 
which  are  blaiued  on  ill-fitting  footwear  are  directly 
traceable  to  ill-fitting  hose.  Is  it  not  the  most  natural 
thing  in  the  world,  that  when  an  exj)ert  shoe  fitter  has 
measured  the  customer's  foot  and  supjilied  just  the 
exact  size  of  shoe  required,  he  should  also  furnish 
hose  of  the  same  size,  which  will  insure  both  increased 
comfort  and  longer  wear? 

Below  are  some  remarks  by  shoe  merchants  who 
have  had  experience  in  handling  hosiery,  which  will 
be  of  keen  interest  to  any  who  may  be  contemplating 
the  installation  of  hosiery  departments  at  the  present 
time. 


Opinions  of  Prominent  Shoe  Merchants 
on  Value  of  Hosiery  Department 

W.  W.  Kendall,  Winnipeg 

We  have  found  the  hosiery  department  to  be  one 
of  the  most  ])rofitable  side  lines  that  a  retail  shoe  busi- 
ness can  have  if  properly  ke])t  and  the  attention  given 
it  that  it  merits.  We  set  aside  a  certain  portion  of  our 
store  for  the  stock  of  hosiery  and  display  them  in  our 
windows  on  forms  among  our  shoes,  and  they  add  the 
finishing  touch  to  the  window  display,  as  we  try  to 
always  keep  a  shade  of  hose  to  mach  any  of  cnir  lines 
of  shoes.    Nearly  every  time  a  pair  of  shoes  is  sold 


one  of  the  first  (piestions  our  salesmen  ask  the  cus- 
tomer is,  'AV'ould  _\ou  like  a  pair  of  hose  to  match 
the  shoes?"  and  in\arial)ly  the  answi'r  is  in  the 
affirmative. 

(  h\v  hosier\-  department  is  in  charge  (jf  a  very  cap- 
able saleswoman,  wliom  we  lia\e  found  more  pro- 
ficient and  better  able  to  attend  to  the  needs  of  our 
lad\-  custoiuers  than  a  salesman.  There  is  so  ver}- 
little  trouble  and  expense  connected  with  the  operat- 
ing of  a  hosiery  department,  that  when  one  considers 
the  benefit  derived  from  the  prestige  that  it  gives  the 
store,  to  say  nothing  aI)out  the  handsome  profit  it 
yields  if  projierly  attended  to,  it  seems  as  if  it  i>  a 
department  whicli  the  live  shoe  merchant  canntjt  ati'ord 
to  be  without. 

Rannard's,  Limited,  Experience  in  Operating  a 
Very  Complete  Department 

I  b)sier\-  lits  in  splendidh'  with  tlie  s.-ile  of  shoes. 
|)ro\  iding  you  have  a  special  department  in  charge  of 
a  capable  sales  lady  to  handle  it.  When  the  new 
Rannard  store  was  re-fitted  after  the  disastrous  fire 
and  opened  up  again  in  December,  sjK'cial  attention 
was  given  to  the  hosiery  department.  Mr.  Rannard 
visited  several  well  appointed  stores  and  selected 
such  fixtures  as  seemed  most  suitable  for  taking  care 
of  and  displaying"  hosiery  for  men,  women  and  child- 
ren. These  included  a  pair  of  Winton  show  cases. 
The  ])lan  and  lay-out  adopted  as  shown  in  the  illustra- 
tion is  largely  responsible  for  the  success  that  has  been 
obtained,  together  with  service  and  cpiality  merchan- 
dise. 

Our  winter  sales  for  1920-21  were  largely  woolen, 
heather  mixtures  and  lovatts,  although  considerable 
silk  hosiery  was  sold  during  the  Christmas  season  for 
men  and  women.  Our  Easter  business  which  has 
just  closed,  brought  in  the  first  demand  this  spring 
from  the  customers  for  silk  hosiery,  although  on  ac- 
count of  the  unfavorable  weather,  lighter  hosiery  was 
not  bought  as  heavily  as  would  have  been  the  case 
had  the  weather  been  Avarmer  and  more  favorable. 

l'"or  this  spring  we  have  bought  women's  silk  hos- 
iery in  the  various  grades  and  colors.  We  anticipate 
black,  browns,  light  and  dark,  and  whites,  will  sell 
readily  and  in  the  new  greys  we  have  bought  much 
more  heavily  than  heretofore,  anticipating  a  strong 
demand.  There  will  also  be. a  considerable  demand 
for  na\ y,  fawn  and  taupe. 

r)f  coiu'se  we  carry  a  large  and  varied  stock,  as 
buyers  of  shoes  in  W'inipeg  look  to  Rannard's  and 
come  to  them  to  luatch  their  footwear,  no  matter  what 
they  recpiire,  and  as  we  stock  in  every  color,  includ- 
ing silver  and  gold  hosiery,  we  have  been  able  to  build 
up  a  successful  trade.  AVe  have  also  done  a  nice  trade 
in  embroidered  and  lace  effects  in  silk. 

Rut  as  is  the  case  with  high  class  footwear,  we  do 
not  know  what  will  a])pear  in  n(jvelties  and  new  styles 
which  of  course  will  be  demanded  bv  the  trade.  We 
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anticipate  there  will  be  scmiethiug  new  appearing  in 
hosiery  this  spring  or  summer,  and  while  our  stocks 
are  large  enough  to  take  care  of  an}^  demand  that  may 
be  made  upon  them,  they  must  not  be  over  large,  as 
we  want  to  be  able  to  take  advantage  of  anything 
that  appears  new  on  the  market.  The  great  trouble 
to-day  is  that  we  merchants  are  kept  in  an  uneasy 
state,  as  we  have  to  be  looking  for  new  freaks,  or  new 
styles,  which  come  and  go,  and  the 'wise  merchant 
will  not  hang  on  to  any  style  very  long.  It  is  wise 
to  buy  and  get  the  new  style  in  early,  dispose  while 
there  is  a  demand,  clean  up  and  then  be  prej^iared  for 
the  next,  which  is  bound  to  come. 

I  would  not  advise  a  merchant  to  go  into  the  hos- 
iery business  in  connection  with  his  shoe  department 
unless  he  was  prepared  to  set  aside  a  reasonable  am- 
ount for  fixtures,  a  reasonable  amount  to  be  spent  in 
merchandise  that  will  suit  the  trade  that  he  is  cater- 
ing to.  In  any  event  it  is  necessary  that  a  special 
sales  lady  be  given  charge  of  that  department,  along 
with  which  will  go  laces,  .and" the  usual  shoe  findings 
and' polishes  carried  in  a  shoe  store.  "* 

Lockett  Shoe  Store,  Kingston 

We  have  tried  the  selling  of  hosiery  in  this  store 
for  upwards  of  5  years  confining  ourselves  to  one  line 
or  manufacture,  but  during  the  latter  stages  of  the  war 
we  found  it  so  hard  to  keep  the  stock  sorted  that  we 
sold  out  our  stock  and  do  not  intend  to  start  in  again 
until  things  get  settled  down.  We  found  it  quite 
easy  to  sell  a  pair  or  two  of  hosiery  when  selling  the 
shoes  and  particularly  so  when  selling  anything!  in 
colors  if  we  had  the  shade  to  match.  It  depends  to 
a  great  extent  on  the  salesman,  as  by  showing  hos- 
iery or  suggesting  it  a  sale  can  often  be  made.  It  is 
our  intention  to  again  stock  up  in  this  line  both  for 
men  and  women  just  as  soon  as  we  think  prices  war- 
rant purchasing. 


Is  It  Good  Business  for  the  Shoe  Merchant  to 
Handle  Hosiery?— A  Manufacturer's 
Viewpoint^ 

WHY  not?  E\ery  time  a  pair  of  shoes  is  sold 
you  have  a  customer  who  wears  socks  or 
stockings. 

Any  Shoe  Dealer  who  has  been  consider- 
ing putting  in  a  Hosiery  Department,  would  say  that 
now  is  a  favorable  time  from  an  investment  point  of 
view,  as  good  hosiery  to-day  in  silks  and  cashmeres 
are  down  about  half  what  they  were  a  year  ago. 
Cottons  are  down  about  a  third  of  what  they  were 
last  August  and  September. 

Now  as  to  investment  required.  Roughly  speak- 
ing, if  stock  is  watched  closely  and  energetic  tactful 
showing-  is  used  you  can  get  along  with  Hosiery  stock 
one-tenth  the  investment  of  shoe  stock.  On  an  aver- 
age hosiery  stock  could  be  turned  over  four  to  sixteen 
times  a  year.  Some  stores  turn  their  hosiery  invest- 
ment over  twelve  times  a  year,  once  a  month  and 
make  over  sixty  per  cent,  net  on  their  in\estment. 
Others  go  as  low  as  only  turning  their  stock  twice  a 
year  and  make  about  15%  on  their  investment. 

Regarding  the  space  required.  The  proportion  that 
applies  to  investment  applies  to  space  required.  Dis- 
play space  required  is  much  more  nearly  the  same  as 
required  for  shoes  and  if  you  cannot  give  hosiery  a 
l)rominent  display  where  your  customers  will  pass  it 
going  in  and  out  of  your  store,  do  not  put  it  in,  as 
salespeople  frecjuently  sell  a  great  deal  of  hosiery  by 
showing  or  drawing  customers'  attention  to  same. 

If  you  have  a  '  live  shoe  business  and  want  to 
make  it  more  profitable  to  you  and  more  serviceable 
to  your  customers  put  in  a  hosiery  department  if  it 
can  be  looked  after  carefully.  If  it  will  have  tt)  look 
after  itself,  except  occasionally,  you  had  better  leave 
it  alone. 


*The  Circle  Bar  Knitting  Co.,  Ltd. 
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The  Successful  Operation  of  a 
Hosiery  Department 

Some  Pointers  that  Will  Interest  the  Shoeman 
—Advantages  of  Combined  Display 

IN  discussing  the  successful  oi^eration  of  a  Hosiery 
Department  in  a  Retail  Footwear  Store  we  must 
consider  what  constitutes  success. 

The  merchant  who  heretofore  carried  in  slock 
only  the  lines  usually  sold  by  the  average  Boot  and 
Shoe  store  might  add  a  Hosiery  Department  to  hi> 
stcjre  at  perhaps  an  investment  of  one  thousand  dollars 
in  stock,  floor  space,  etc.,  and  at  the  end  of  the  year, 
after  figuring  his  depreciation,  overhead,  etc.,  find 
that  his  investment  had  yielded  him  less  than  a  mod- 
erate rate  of  interest  or  even  showed  a  deficit,  yet  it  is 
just  possible  that  to  the  .addition  of  an  attractive 
Hosiery  Department  may  Ix'  attributed  the  direct 
cause  for  an  increase  of  from  perhaps  20  to  .^0''  in  the 
sales  of  the  shoe  department. 

Keeping  in  Touch  With  New  Lines 

One  thing  is  certain  ;  a  ])roperly  conducted  Hos- 
iery Department  in  an  up-to-date  retail  footwear 
store  cannot  help  but  be  an  asset  providing  there  is 
given  to  it  a  reasonable  amount  of  attention  by  some- 
one who  is  willing  to  devdlt'  at  least  a  small  portion 
of  their  time  to  keeping  in  touch  with  the  new  lines  of 
Hosiery  that  are  continually  making  their  appearance 
on  the  market  from  the  mills  engaged  in  this  rajiidly 
developing  industry. 

The  fear  that  comes  with  lack  of  knowledge  of  the 
hosiery  business  has  kept  many  retail  men  from  add- 
ing this  one  dej)n-tment  to  their  shoe  stores  which 
has  been  such  an  essential  feature  in  putting  their 
own  brilliant  C(,mpetitors  on  a  plane  much  higher 
than  cotdd  ever  be  followed  by  most  shoe  merchants 
for  years  past. 

Perhaps  never  in  the  history  of  the  world,  and 
certainly  never  before  in  the  history  of  the  i)resenl 
generation,  has  there  been  such  an  opportune  time 
for  combining  the  sale  of  footwear  and  hosiery  than 
that  which  presents  itself  to  retail  boot  and  shoe  mer- 
chants of  to-day  brought  about  by  the  wearing  of 
shorter  skirts  and  turned  up  trousers. 

The  Advantages  of  Combined  Display 

Never  before  has  the  average  man  and  woman 
paid  more  attention  to  the  harmonizing  of  Hosiery 
and  footwear  styles  and  nowhere  it  there  a  more  op- 
])ortune  place  to  display  that  harmony  than  in  the 
windows  and  stores  of  our  shoe  merchants.  During 
the  past  few  weeks  the  departmental  and  millinery 
store  Spring  Openings  which  have  attracted  the  most 
attention  have  been  those  which  have  been  able  to 
display  their  goods  in  the  most  modern  and  natural 
way,  such  as  that  provided  by  the  use  of  living  models 
and  while  this  method  might  not  be  practical  in  the 
display  of  footwear,  there  is  no  more  striking  way  of 
showing  ladies'  shoes  than  that  of  a  form  on  which  is 
displayed  a  shade  of  hose  which  blends  exactly  with 
the  shoe  into  which  the  form  and  hose  is  fitted.  "That 
is  what  my  feet  and  limbs  would  look  like  if  I  had 
those  hose  and  shoes,"  is  the  thought  that  flashes 
through  the  mind  of  the  woman  who  gazes  into  the 
store  window  in  which  is  displayed  a  form  with  hose 
and  shoes  similar  to  that  referred  to  above,  and  there 
is  at  once  born  a  desire  to  step  inside  and  investigate. 


The  ,shoe>  in  one  store  wind(jw  and  the  hosiery  in 
another  store  window  wcjuld  never  have  created  that 
thought. 

Shoe  Merchants  Carrying  Too  Expensive  Lines? 
The  one  feature  that  has  tended  most  to  keep  the 
buying  of  hosiery  in  shoe  stores  from  becoming  pop- 
ular, in  the  opinion  of  the  writer,  is  the  fact  that  too 
expensive  lines  of  hosiery  to  meet  the  demand  have 
been  carried.  If  shoe  men  who  carry  hosiery  would 
only  realize  that  Canadian-made  hose  are  just  as  good 
and  more  appreciated  than  the  high-priced  imported 
lines  that  are  .within  reach  of  only  a  few,  their  sales 
would  rapidly  increase.  If  two  or  three  makes  of  well 
known  lines  of  hose  such  as  are  advertised  in  oiu^ 
street  cars,  through  the  press  and  trade  i)ublications 
which  carry  well  known  manufacturers'  stamps,  were 
stocked  by  dealers  in  the  shades  that  are  most  ap- 
propriate to  the  color  and  class  of  shoes  offered,  the 
demand  would  be  many  times  greater  than  can  ever  be 
ex])ected  so  long  as  highly  priced  imported  hose  are 
carried. 

Stocks  Can  be  Replenished  on  Short  Notice 

Stocks  may  be  i)urchase(l  in  small  cpianlities  and 
are  easily  renewed  on  short  notice  by  wholesale 
houses.  Hosiery  in  any  shades  required  would  read- 
ly  be  manufactured  by  Canadian  makers  prov  iding  a 
sufficient  dcniainl  were  created. — Zimmerman- Reli- 
ance, r.td. 


Attractive  hosiery  section  recently  installed  by  Owens-Elmes.  Ltd.,  To- 
ronto. Show-case  is  splendidly  lighted  and  adapted  to  combined  display 
of  footwear  and  hosiery.  Glass-fronted  drawers  add  to  attractiveness  of 
fixture  and  reveal  contents. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 

Hosiery  Catalogue 

Any  shoe  merchant  who  is  handling,  or  intends  to 
handle,  hosiery,  will  be  interested  in  the  recently- 
issued  catalog  of  the  Monarch  Knitting  Co.,  Limited, 
Dunnville,  Ont.  This  catalogue  has  photographs, 
illustrating  fourteen  dift'erent  lines  of  hosiery,  both 
women's  and  men's.  The  illustrations  show  the  tex- 
ture of  the  hose  and  bring  out  the  special  features  of 
each  number. 
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Mills  at  Kincardine  and  Owen  Sound 


Smart  Hosiery  Linked  With  Footwear 


"Oh,  Edith,  I  must  get  a  pair  of  silk 
stocliings  to  go  with  these  shoes." 

"We  have  just  what  you  want  at  our 
Hosiery  Counter,"  the  shoe  salesman 
jnterposed. 

A  Hosiery  Counter  in  the  shoe  store. 
Smart  new  shoes  suggest  smart  new 
stockings — why  not  sell  both? 

Circle-Bar  Hosiery  with  its  lasting 
shapeliness,  enduring  strength  and  lus- 


trous yarns — these  characteristics  have 
made  thousands  of  friends  for  Circle- 
Bar  among  women  and  men  who  ap- 
preciate a  combination  of  durability 
and  beauty  in  hosiery. 
If  you  are  interested,  write  us,  and  we 
will  instruct  our  repre- 
sentative to  call  on  you 
with  samples  in  Silk, 
Cashmere,  Cotton,  for 
Men,  Women  a  n  d 
Children. 


RCCISTERED 

HOSIERY 


The  Circle-Bar  Knitting  Co.,  Limited 


Kincardine,  Ontario 
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It  Will  Pay  You  To  Sell 

Monarch -Knit 
Hosiery 


because 


It  is  a  logical  line  for  the  shoe  store — it  is  "footwear" 
in  the  truest  sense  of  the  term. 

It  is  easily  handled  and  takes  up  little  space  in  the  store. 

It  makes  a  handsome  show-case  display. 

It  is  extensively  advertised  and  has  a  national  reputation 
for  quality. 

A  comparatively  small  investment  of  capital  will  put  in 
a  good  assortment  of  sizes  and  grades. 

Every  customer  of  both  sexes  who  comes  into  your  store 
is  a  good  "prospect"  for  hosiery. 

Every  sale  is  a  cash  sale  carrying  a  good  margin  of  pro- 
fit. 


Mail  Us  The  Coupon 


and  we  will  immediately  send  you  our  new  catalog — 
the  first  exclusive  hosiery  catalog  ever  produced  in  Can- 
ada. This  catalog  lists  our  leading  lines  and  will  enable 
you  to  select  the  right  numbers  for  your  trade  and  to 
calculate  accurately  the  investment  of  capital  requir- 
ed. Mail  the  coupon  to-day. 


Monarch  Knitting 
Company,  Limited 

Head  Office:  Dunnville,  Ont. 

Factories:  Dunnville,  St.  Catharines,  and  St.  Thomas,  Ont. 
and  Buffalo,  N.Y. 


The  Monarch  Knitting  Co.,  Limited, 

Dept.    F.    C,    Dunnville,  Ont 

Please  send  to  the  address  below  a  copy  of  your  new  catalog  of 
Monarch-Knit  Hosiery. 


NAME 


ADDRESS 
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Happenings  in  the  Shoe  and  Leather  Trade  | 
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Supplementary  letters  i)ateiit  have  been  issued  to  the 
Beckvvith  Box  Toe,  Limited,  increasing  their  capital  stock 
from  $;2.'),00()  to  $50,000. 

'I'hc  York  Shoe  Co.,  Limited,  Toronto,  has  been  incorpor- 
ated lor  the  purpose  of  carrying  on  the  business  of  shoe 
nianufacturi-rs  and  dealers. 

v.  C.  t'rihben  has  been  appointed  by  the  Boot  ami  Shoe 
Workers'  Union  in  Toronto  to  succeed  Walter  Brown  as 
business  agent.  The  latter  has  gone  into  the  shoe  manu- 
facturing business  along  with  several  other  members  of  the 
union. 

j.  Hallam  has  commenced  business  as  a  sboemaker  in 
Koblin,  Man. 

W.  G.  Wright  is  now  covering  Toronto  for  Canadian 
Shoes-Fin  ding- Novelty  Co. 

Lc  Cie  de  Chaussure  Nationale,  Ltee.  has  taken  out  let- 
ters patent  of  incorporation,  with  authorization  to  engage  in 
the  business  of  manufacturing  and  dealing  in  shoes.  Capital 
stock.  $49,000;  head  office,  Saint-Eloi,  Que. 

j.  JoKy,  slioe  repairer.  Carberry,  Man.,  recently  moved 
his  business  to  Main  St.,  occupying  the  premises  of  J.  Fitz- 
simmons. 

Jos.  Trcnmaker,  [n-oprietor  of  a  shoe  reiiair  shop  on 
.Mgoma  St.  South,  Fort  William.  Ont.,  happened  a  bad  acci- 
dent recently  when  workir.g  with  a  wood-sawing  machine  at 
the  rear  of  his  shop.    He  slii)ptd  in  the  snow  and  his  right 


arm  was  caught  in  the  saw  and  ripped  for  ten  inches  from 
the  wrist  up.  He  was  promptly  given  first  aid  and  taken 
to  hospital. 

The  Wear  Ever  Shoe  Store,  Montreal,  has  been  regis- 
tered by  Max  Staviss. 

Geo.  H.  Wilkinson,  shoe  merchant,  Windsor,  Ont.,  has 
enlarged  his  repair  department,  adding  two  men  to  the  stafT, 
and  has  also  installed  a  shoe-shining  parlor  in  the  basement. 
.\notlier  new  feature  of  his  store  is  a  sporting  goods  dei)art- 
ment.  "If  it's  sporting  goods,  it's  at  Wilkinson's,"  his  ads. 
say. 

I'.lie  Jobin,  Ltd.,  (Juebec,  have  ofTered  for  sale  as  a  going 
concern  their  shoe  manufacturing  plant  at  Colomb  St., 
Quebec. 

R.  J.  Nichols,  shoemaker.  Oxbow,  Sask.,  has  discontinued 
business. 

.\   tire   recently   occurred   in   the   Xew  Toronto  Leather 
Works,  in  which  a  considerable  (piantity  of  leather  was  burn 
ed,  the  damage  being  estimated  at  $1."),00(). 

The  assets  of  the  business  operated  by  .\nna  de  Be'an- 
ger  in  St.  Raphael,  Que.,  have  been  sold. 

The  H.  W  .  Steel  Co.,  of  Montreal,  have  recently  been 
negotiating  with  the  municipality  of  Preston,  Ont..  with 
reference  to  their  locating  in  that  town.  This  concern  manu- 
factures shanks  for  shoes  and  specialties. 

Mr.  J.  Bailey  recently  opened  up  a  repair  shop  at  T2S 
Dovercourt  Rd.,  Toronto.     His  premises  are  new  and  neat 


Aeroplane   view  of   Coboiirg    Felt   Co  :,    plant      Mr.   A.  T.   Kimmel,   president  and  general  nianasei 


April,  1921 
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and  Creams 

A  splendid  line  of  first  class  polish  for  you  to  carry,  Meltonian 
finds  favor  with  the  public  wherever  it  is  featured.  It  is  attract- 
ively put  up  in  the  most  convenient  packages  for  your  trade. 
Samples  and  prices  will  be  cheerfully  given.  We  can  quote  you 
attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 
TORONTO 

Agents  for  sole  manufacturers 

E.  BROWN  &  SON,  LTD.  LONDON  &  PARIS 
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and  lie  has  an  American  Iniishinji  machine  installed.  He  has 
fc.inid  business  picking  up  latterly. 

L,  C.  Dimill  has  been  appointed  to  represent  the  Scro.t;-- 
gins  Shoe  Co.,   Ltd.,  in  Western  Ontario. 

1'"..  Maclane,  shoe  repairer.  Charlton.  Ont.,  has  discon- 
tinued business. 

K.  Kitcher  has  recently  taken  over  the  shoe  store  at  :i28 
Dan  forth  .Ave.,  Toronto,  formerly  operated  by  B.  Sproule. 
Mr.  Kitcher  will  carry  a  complete  line  of  shoes  for  men, 
women  and  children.  He  has  been  connected  with  the  retail 
shoe  business  for  two  years,  and  lias  made  a  S])ecialty  of 
show-card  writin.Lj-. 

The  Dan  forth  Boot  &  .Shoe  Store  has  just  recently  been 
opened  up  at  i:!4  Danforth  .\ve.,  Toronto. 

'I'he  C.  Iv  McKeeii  Shoe  Company.  Limited,  jobbers. 
Montreal,  have  decided  to  ojjen  distributinL;  warehouses  at 
h'ernie,  B.C.,  and  at  W'innipe.ii-.  The  company  specializes 
in  white  .uoods,  children's  lui'ns,  and  women's  McKays  for 
the  W'estern  trade. 

1.  A.  .Adams  is  openini;  up  in  the  shoe  business  in  To- 
ronto. 

The  Canadian  Shoes-Findings-Nove!ty  Co.,  Toronto, 
have  recently  ajjpointed  a  new  representative  in  Montreal, 
Mr.  .A.  Blumentlial,  jr..  and  also  e.xpect  to  open  a  branch 
there,  from  which  all  merchandise  will  be  ship])ed  to  eastern 
points. 

The  I 'art  ri(l<;e  Rubber  ( Onipany,  Limitt-d,  of  (iuel]>h, 
(  )nt..  and  the  Northern  Rubber  Company,  a  su])sidiary  of 
the  former  concern,  have  appointed  Mr.  W.  R.  Stewart,  for- 
merly of  the  Dominion  Rubl)er  Sy.stem,  their  representative 
in  the  Maritime  provinces  and  Newfoundland.  Mr.  Stewart 
will  make  his  headquarters  in  St.  John  and  says  it  is  his 
intuition  to  oi)en  an  office  and  warehouse  in  this  city  for 
the  distribution  of  the  products  of  the  comiKuiies  he  repre- 
sents. Mr.  Stewart  has  just  returned  from  Toronto  and 
Montreal,  and  while  in  the  latter  city  attende<l  the  animal 
bancpiet  of  the  Rubber  Association  of  Canada. 

D.  !'..  Rose,  shoe  merchant,  Ottawa,  is  reported  to  have 
sold  out. 

L'nion  .Slme  Co.,  Montreal,  has  been  registered  by  -\. 
I'-ress. 

Mr.  W.  R.  Richardson,  of  the  Korker  Shoe  Co.,  has  re- 
cently returned  to  his  home  in  \  ancouver  from  a  three  weeks' 
trip  to  Montreal.  Quebec,  and  New  York  City. 

R.  B.  Chalue.  of  the  .Adanac  Footwear  Co.,  has  just 
completed  a  three  weeks'  tri])  in  the  Western  Provinces. 

Harry  Cohn,  of  Standard  .Shoe  Co.,  \A'innipeg,  has  j<n'ned 
the  ranks  of  the  benedicts,  and  made  a  trip  east  recently  with 
his  bride. 

Walker  J.  Chalue,  who  formerly  represented  the  .Adanac 
Footwear  C  o.  in  the  Maritime  provinces,  is  now  covering 
Toronto  for  the  Wagner  Shoe  Co. 

T.  E.  Bennett,  of  the  B'achford  Shoe  Mfg.  Co.,  paid  a 
.dying  visit  to  (Jttawa  recently. 

Howard  C.  Blachford  of  H.  &  C.  Blachford,  Ltd.,  To- 
ronto, recently  made  a  business  trip  to  a  number  of  the 
larger  cities  in  the  east,  sizing  up  the  conditions  of  the  mar- 
ket and  style  trend.  He  visited  many  of  the  well-known 
retail  houses  in  New  York,  Boston,  Montreal  and  Ottawa. 

Dubois  Ik  Dubois,  shoe  merchants,  Quebec,  ha\e  re.g- 
istered. 

The  assets  of  lulward  Howe,  harness  and  shoe  mer- 
chant, ,\rthnr.  Out.,  were  recently  advertised  for  sale. 

H.  Brook,  manager  of  the  Canadian  branch  of  L.  B.  Hol- 
liday  &  (^o..  Limited,  dye  manufacturers,  with  the  head  ofifice 
in   Huddersfield,   England,   has   returned   to   Montreal  after 


several  days'  visit  to  Quebec  City,  where  he  gave  practical 
demonstrations  of  dyeing  with  his  firin's  products  at  some 
of  the  tanneries.  Mr.  Brook  states  that  the  company'.s  trade 
with  Canadian  tanneries  has  considerably  expanded,  and 
that  the  firm's  products  are  .giving  excellent  results. 

Max,  Mandelker,  clothing  and  shoe  merchant.  Jontpiiercs. 
()ue..  Iia--  rccentU'  assi.^iied  to  |o>,  (].  Dtihatnel. 


WANTED — A  t'ood  experienced  travellinK  agent,  for  ground  east  of 
Toronto,  ()iit..  fm  a  ^linc  inanufacturinR  firm,  making  a  full  range  of 
men's,  1)0\--'  .umI  n.iiiiIis'  ni-  'liiiin  McKays,  as  well  as  a  strong  line  of  men's, 
hoys,  anil  \ciuihs  h.  ivv  vi  nnl.ird  screwed  working  stioes.  Ap[)ly  box  5(10. 
l''ootwear  III  r.,ii.i,i,i.   II:)  of  Tr;ide   Mldg..   Mnntrcril.  One. 

•I 


WANTED — liy  old  established  Jobber  of  I^eather  and  Findings,  Trav- 
elling Keinesentative  to  call  on  the  .Shoe  and  Harness  Repairers  in  Nova 
Scotia  ;ind  Trince  Kdwaril  Isl;ind.  .State  sal.ary  wanted  and  experience. 
Apply   Box  .">:'.<).   p'ootwe;ir-in-C".-uia(la.  Toronto.  4 


Orthopaedic  Bootmaking 

fe;        Special  Shoes 

Y    Crippled  and  Deformed 

y  Feet 

4        S.  J.  FRIEDMAN 

320  Granville  St.,  Vancouver,  B.C 

V.D.t\rmstrOI(j 

iRAVERoF  FINE  STEEL  STAMPS  fct 

230,c,-^>NES^M0NTREAL.m/w^  675 
CR^^^C^^^   e  QU  E,  c)  c%^'^  /^AIN 


t 


MY  STAMPS  ARE'UPTO  date"  IN  DESIGN  J 
&ADO  AN  ARTISTIC  FINISHTO  VOUR  SHOES«iJ:» 
•  WHICHWILU  INCREASE  YOUR  SALES- 


SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 
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EVERYBODY  who  habitually 
wears  white  boots  or  shoes 
knows  and  buys 


BLANCJQ 


TheWHITE  CLEANER 
Keeps  White  Shoes  White 

Everybody  who  buys  new  white  footwear  will 
need  "BLANCO,"  and  no  one  who  has  ever  used 
it  will  ever  be  persuaded  to  take  a  substitute,  for 
"BLANCO"  does  its  u^ork,  does  it  well 
— and  easily — no  trouble,  no  messiness. 

"BLANCO"  quality  will  take  care  of 
your  reputation — "BLANCO"  profits 
are  as  good  as  its  reputation. 

So  with  every  consignment  of  White 
Footwear  order  a  consignment  of 
"BLANCO"_"to  keep  those  white 
shoes  white." 

Order  now  from  your  Jobber 
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PLEASANT  READING 
that  helps  business 

is  to  be  found  in 

E)otwear 

in  Canada 

Some  Coming  Features 


Illustrated  Style  Section   (living  models  used). 

Protecting  the  Shoe  Retail  Trade. 

Esprit  de  Corps  in  the  Store  Organization. 

How  to  Successfully  Operate  a  Hosiery  Department 

Style  in  Canadian  Shoe  Manufacture. 

Style  Trend  in  United  States. 

Footwear  Styles  from  London. 

Footwear  Styles  from  Paris. 

Trend  of  the  Canadian  Footwear  Industry — styles, 
prices,  quality,  in-stock  departments,  organiza- 
tion, etc. 

Fabrics  used  in  Fancy   Footwear — their  manufac- 
ture, qualities  and  care,  (Satins,  Brocades,  etc.) 
Review  of  the  Shoe  Industry  in  1920. 
Increasing  turn-over  by  Consistent  Advertising. 


Newspaper  vs.  Direct-by-mail  advertising. 

How  Association  Work  Can  Help  to  Build  Bigger 

Business  for  Canadian  Shoe  Merchants. 
Merchandising  Methods  that  Build  up  the  Men's 

Trade. 

Drawing  and  Holding  a  Family  Trade. 

The  Successful  Organization  and  Operation  of  a 

Children's  Department. 
Putting  the  Novelties  Across. 

Orthopaedic  Service  as  a  Factor  in  Increasing  Busi- 
ness. 

Psychology  of  the  Buying  Public. 

Striking  the  Right  Note  in  Your  Window  Display. 

Adapting  the  Retail  Shoe  Business  to  1921  Merchan- 
dising Conditions. 


ALL  ATTRACTIVELY  ILLUSTRATED 


Hugh  C.  MacLean  Publications  Ltd., 
349  West  Adelaide  Street,  Toronto. 


Please  send  me    Footwear  in  Canada''  for  one  year 
{12  issues)  for  which  I  enclose  $1,00  {Foreign  $1,50), 


Ask  about  our 
Readers'  Service 
Department 


NAME  . . 

FIRM 

ADDRESS 
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Lady  Belle  Footwear 

Value — always  a  feature  of  Lady  Belle  Footwear,  has 
never  been  more  prominent  than  in  the  new  1921  range- 
Combine  with  this  the  smartest  of  styles  and  the  best  of 
materials  and  workmanship  and  you  have  the  real  reason 
for  Lady  Belle's  growing  popularity. 

Your  requirements  can  be  chosen  from  a  range  which  in- 
cludes an  almost  endless  variety  of  lasts,  leathers  and  pat- 
terns— for  sport,  dress  and  street  wear. 


Salesmen  are  now  in 
their  territories. 

Wait  for  them. 


The  Lady  Belle  Shoe  Co.  Ltd, 

Kitchener       -  Ontario 

Makers  of  High  Grade  McKays  and  Canvas  Shoes  for  Women 


Look  Over  Your  Stock  of  Sandals 


and  Order  at  Once 


OUR  new  line  of  Solid  Leather 
Sandals  are  winners — made 
in  Light  Tan,  Dark  Tan  and  Patent 
Leather. 

We  carry  a  full  line  of  Leather  and 
Shoe  Findings,  Finishing  Machines, 
etc. 

Write  us  at  once. 


BEAL  BROTHERS  LIMITED 

52  Wellington  Street  East,  -  TORONTO,  ONTARIO 


I'  O  O  T  W  F.  -A  k    IX    C  /\  N  A  I )  A 


April,  l.i-ri 


All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS    BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  :{10  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,000  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,000,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  0,300,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,    BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


LandU  No.  12  Shoe  Stitcher. 
Said  outright —  No  royalty. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis^  U.S.A. 
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7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna    Machine  Co. 


127  Duane  Street 


NEW  YORK 


Founded  1882 


Gommercial 

Dri|  Goods.  Footwear.  Hardware.Grocenj 
6  General  Merchanis  Review 


An  Established  Business  Paper 
that  reaches  the  great  western 
provinces  of  Canada. 

Goes  to  the  small  general  store 
in  the  prairie  village  and  to  the 
large  Dry  Goods,  Footwear  and 
Hardware  Stores  throughout  the 
large  western  cities. 

Sample  copy  and  information 
on  request. 

Hugh  C.  MacLean  Co.,  Ltd. 

910  Electric  Railway  Chambers 
Winnipeg,  Man. 


This  Summer- 


sell  ^^Sno-white 


EVERY  customer  buying  a  pair  of 
white  canvas  or  buck  shoes  requir- 
es "Sno-white,"  the  perfect  cleaner. 
The  principle  of  this  cleaner  is  to  remove 
not  just  cover  up  the  dirt.  It  is  done  by 
rubbing  the  shoe  firmly  with  the  dry 
'*Sno-white"  bag.  It  leaves  the  shoe  soft, 
does  not  shrink  the  canvas,  and  even 
after  being  exposed  to  rain,  dries  out 
again,  "Sno-white." 

Get  in  touch  with  your  jobber  now  and 
share  in  the  very  attractive  profits  which 
we  offer. 


F.  C.  Brandt 

Kitchener, 


distributor 

Ontario 


1 23 
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An   Up-to-Date  Goodyear  Shoe  Repair  Shop 

TO  BE 

SUCCESSFUL 

YOU  MUST  BE 

UP-TO-DATE 
GOODYEAR  SHOE  REPAIR  OUTFITS 

ARE  ALWAYS  UP-TO-DATE 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  describes  15  differ- 
ent styles  and  sizes.    There  is  a  style  to  suit  your  requirements. 

A  COPY  OF  OUR  CATALOGUE  GLADLY  SENT  ON  REQUEST. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

MONTREAL 


TORONTO 


KITCHENER 


QUEBEC 


April,  1931 
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Goodyear  Welting: 

Highest  Grade— Made  Only  From  Side  Leather 

Write  for  Quotations  and  Samples 

Wickett  &  Craig*,  Limited 


TORONTO  CANADA 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        «  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  well  known  lines  always  on  hand. 
Call  and  inspect  them. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


i. — They  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explams  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


Shoe  Manufacturers'  Supplier 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-223  McGill  St.  Montreal 


Tel.  Main  1434  &  6616 
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Clerk  B  has  made  a  cash  sale  for  $1.00 

The  indication  at  the  top  of  an  up-to-date  National 
Cash  Register  gives  pubHcity  to  every  transaction. 
The  merchant,  the  clerk,  and  the  customer  see  this 
record. 

This  prevents  mistakes  in  price  and   in  making 
change.     It  removes  temptation. 

The  record  shown  in  the  indication  is  printed  on  a 
strip  of  paper  which  is  locked  up  inside  the  register. 
This  record  also  is  printed  on  a  receipt  for  the 
customer. 

The  amounts  indicated  and  printed  are  added  into 
totals  which  show,  at  a  glance,  (1  )  the  total  business 
handled  by  each  clerk,  and  (2)  the  total  of  each  kind 
of  transaction. 

This  assures  the  merchant  that  every  sale  is  handled 
accurately.  It  also  assures  him  of  accurate  records 
which  give  him  control  of  his  business. 

We  make  cash  re^istets  for  every  line  of  business 

NATI  ON  AL 

CASH  REOISTER  CO. 

OF   CANADA  LIMITED 


This  is  the  indication.  "Ca" 
shows  it  was  a  cash  sale.  "B" 
is  the  clerk's  initial.  "1.00" 
is  the  price. 

Charge  sales  are  indicated  by 
"Ch,"  received  on  account  by 
"Rc,"  and  paid  out  trans- 
actions by  "Pd.  " 

The  same  indication  shows  on 
both  front  and  back  of  the 
register. 


April,  1921 
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Place  Orders  Before  May  1st 

and  Get  Spx.  Early  Order  Discount 

All  Orders  placed  Before  May  1st,  1921, 
are  subject  to  a  Special  Early  Order  Dis- 
count of  5  per  cent. 

Maltese  Gross  Rubbers  have  for  over  25  years  maintained  a  premier  position 
as  the  leading  line  of  Rubber  Footwear  in  Canada. 

PLAGE  YOUR  ORDERS  NOW 


Do  not  put  it  off,  waiting  for  lower  prices.  The  new  prices,  which  show  a 
substantial  reduction,  are  guaranteed  against  decline  up  to  December  1st. 

Travellers  Will  Call  On  You  Shortly 
Save  Your  Orders  for  the 

MALTESE  GROSS  BRAND 

Representative 


DISTRIBUTORS 


W.  B.  Hamilton  Shoe  Co,  Ltd. 

D.  D.  Hawthorne  &  Co. 

Geo.  E.  Boulter 

John  McPherson  Co.,  Ltd. 

Ste'rling  Brds;,'  Limited 

J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 

Copeland  Shoepack  Co. 

Bignell  &^  Knox 

Thompson  Shoe  Co.,  Ltd. 

Canada  Shoe 


Toronto,  Ont. 
Toronto,  Ont. 
Toronto,  Ont. 
Hamilton,  Ont. 

London,  Ont. 
Brockville,  Ont. 
Ottawa,  Ont. 
Guelph,  Ont. 
Midland,  Ont. 
Montreal,  Que. 
Montreal,  Que. 
Montreal,  Que. 


J.  H.  Larochelle  &  Fils,  Limitee  Quebec,  Que. 
J.  H.  Begin,  Enreg.  Quebec,  Que. 

La  Maison  Girouard,  Limitee,  St.  Hyacinthe,  Que. 


Waterbury  &  Rising,  Limited 
J.  W.  Boyer  &  Co. 
Hudson's  Bay  Co.  Wholesale 
Buckler  &  Son,  Limited 
Dowling  Shoe  Co. 
A.  McKillop  &  Co. 
Maybee's  Limited 
Damer,  Lumsden  Co. 
Western  Grocers,  Limited 


St.  John,  N.B. 
Victoria,  N.B. 
Winnipeg,  Man. 
Winnipeg,  Man. 
Brandon,  Man. 
Calgary,  Alta. 
Moose  Jaw,  Sask. 
Vancouver,  B.C. 
Cranbrook,  B.C. 


Gutta  Percha  &  Rubber  Limited 


Head  Office  and  Factory 


Toronto 


Branches:  HALIFAX,  MONTREAL,  OTTAWA,  FORT  WILLIAM,   WINNIPEG,    REGINA,  SASKATOON, 
CALGARY,    EDMONTON,    LETHBRIDGE,    VANCOUVER,  VICTORIA. 
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Ackerman.    Soil    &    Co..    1!.    F   132 

Adams    Shoe    Co   17 

Aird    &    Son    25 

Ames-Holden-McCready   28 

Armstrong,   W.    I)  •••  11*5 


Beal   Bros   119 

Beckwith  Box  Toe-  Co   46 

Bennett  Limited   

Blouin.   Pierre    14 

Boot  &  Shoe  Workers'  Union   44-45 

Borne,  Lucien    55 

Brandt.    F.    C   121 

Brockton  Uarid  Co   22 

Itrown  &  Son.  K   .  1J5 

Hrcithanpt  Leather  Co   5 


Canadian   Consolidatrd    KiiMn-r   Co   3-68 

Circle  Rar  Knitting  Co   Ill 

Clapp  &  Son,  Kdwin    4f) 

Clarke  &  Co..  A.  U  10-11  134 

Corson    Shoe    Mfg.    Co   65 

Cobourg    Kelt    Co   67 

Cote,  J.  A.  &  M   15 

Cote  &  Son.  A.  A   19 

Croskery   &  Co   52 


Daoust.  Lalondc  &  Co   27 

Davis    Leather    Co   37 

Decorative  Fixture  Co   130 

Doty   Si   Scrimgeour    48 

Duclos   &    Payan    7 

Dufresne    &    Locke    8-64 

Diifton,    Fred    F   123 


Kagle  Shoe  Co   ')C> 

Kdwards    &    Edwards    128 

Eureka    Shoe    Company    49 


Fortuna  Machine  Co   121 

F"ranklin    Machine    Co   12/ 

F'reeman,    Louis    G  '.  


Frank   &    Urycc    59 

Franks,  Arthur    127 

Friedman,"  .S.  J   116 


Clalt  Shoe  Co   <) 

Gagnon,  Lachapelle  H:   Hel'ert    35 

Getty    &    Scott    1 

Girouard  Limitee,   La  Maisoii    132 

Globe  Shoe  Co   120 

Gutta    Percha   &   Ruliher    Mfg.    Co  30125 


Hall   &   Hodges    .   3H 

Hinde   &   Dauch    Paper   Co   323 

Holliday  «:  Co.,  L.   B   29 

Holters  Company    f,l 

Humherstone  Shoe  Company    59 

Hydro    City    Shoe    Mfg.    Co   4S 


Independent  Rubber  Co  .,  ..(>2-(i3 

Infants'  Footwear,  Limitsd    )32 

International    Supply    Co   40 


Kelly  &  Co.,  Thos.  A   120 

Kenworthy   Bros   133 

King  Paper  Box  Co   128 

Korker  Shoe  Co   ](; 


Lady  Belle  Shoe  Co   11<) 

1/3  Duchesse  Shoe  Co.   132 

Landers  Bros.  Co   120 

f^andis  Machine  Co   120 

r.egace  &  Lepinay   34 


Maranda  Hi  Desmornieau    111! 

Marois,    A.    E   18 

Millner  &  Co   127 

Miner   SItk-   (  i  .inii.uiy    13 

MiiKi    Ruliln  1    r,,iui>any   38-39 

Moiiin.il  M  iuil  Works    123 

Monarcli   Knitting   Co  112-113 

Myles  Shoe  Company   ;   ,'%7 


Xarro"    Fabric  Co  

National  Cash  Register  Co   1.'4 

New  Castle  Leather  Co   132 

Northern   Rubber  Co  !2-l3 

.Nursery  Shoe  Co   12 

OwnesElmes    Co   30 

Panther    Rubber   Co   2 

I'ickcring  &  Son,  Joscjih   117 

Rapaport   &   Co.,   1   2l« 

Regina  Shoe  Co     (,ip 

Ritchie   Co..  John   {,(; 

Robinson    Co.,    Jas  20-21 

Robson    Leather    Co   23 

Ross    iS:    Shaw    7(; 

•Sanisdii    i'.nr..   .1.    F,   (i 

Scroggins  Shoe  Co   24 

Sismaii   Slmc  Co.,  T   31 

Spaulding  &  Sons  Co..  J   .")3 

.Standard  Kid  Mfg.  Co."   47 

Sunbeam    Chemical    Co   l.'Jd 

Talbot    .Shoe    Co   32 

fangu.iy,    los   127 

Tetrault   Shoe   Mfg.   Co   .=54 

Tred  Rile   Shoe  Co   128 

United  Last  Co   .-,1 

United   Shoe   Machinery   Co  122-129 

Universal  Shoe  Machinery.  Ltd   4 

Uphaiii.  H.  W   132 

Williams    .Shoe    Co   ."i.S 

Wickett  &  Craig    123 

\  ale  Shoe  Mfg.  Co   ."lO 

York  Shoe  Co   41 


The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

1  la  .St.  James  Street 
SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


'^m,  Psfented 
1913 


THE  WAy 

the  Child's  Foot  is  ^rbwing 

IN  A 

OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


April,  1931 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


Tfie  Greatest  « 


o/"  tlie  Day 

insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. .... 


•BJLLBTSWfS 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Novikofif,  V'olinini, 
Aclolph  Bolm,  etc. 

jirthur  FranM\ 

3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


f 


mi 


Electric  Buffer  Dryers 
Electric  Treeing  Irons 
ElectricHeatingDevices 


All  sold  subject  to  your  approval 
after  thirty  days'  free  trial 


Write  today  for  full 
particulars 

Millner  Company 

1706  N.  12th  St.,  St.  Louis  Mo. 


CANADA  FIRST!  Canadian  Ma- 
terials and  Canadian  Workman- 
ship." That  is  the  spirit  that 
should  animate  the  Boot  and  Shoe  in- 
dustry of  this  country  at  a  time  like 
the  present. 

JOS.  TANGUAY'S  working  shoes  are 
all-Canadian,  and  they  are  styled  and 
priced  to  sell  rapidly  and  extensively. 
They  are  made  right  and  are  rapidly 
winning  preference. 

We  cordially  invite  your  enquiries,  and 
when  in  the  Old  City,  a  visit  to  our 
sample  room  will  be  most  profitable  to 
you.  We  show  the  same  lines  of  staples 
as  last  year  to  which  we  are  continuous- 
ly adding  new  ones. 

JOS.  TANGUAY 

Office  and  Sample  Room  : 
34  Du  Roi,  Cor.  St.  Dominique  St. 

QUEBEC 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 

Everything  in  Paper  Boxes. 

864  LASALLE  AVENUF,  MONTREAL 

PHONES:     LASALLE  440— 2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Office  and  SaleRootns 

27  Front  E.  Toronto 


Tanneries 

Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 


JOHN  McENTYRE  LTD. 


TRED  RITE  SHOES 


OTTER  VILLE, 

ONTARIO 


Mr.  Retailer: — 


Have  you  Tred  Rite  Shoes  in  stock  now?  If  not  you  are  not  giving  your  customers  the  best  service  you 
can,  nor  are  you  doing  yourself  justice. 

Tred  Rite  Brown  and  Black  Storm  Calf  Bluchers  are  trade  winners  wherever  they  go,  either  Skuffer  welt  or 
Goodyear  welt. 

In  stock  now : — Youths'  &  Gents'  Brown  &  Black  Storm  Calf  Blucher  on  above  last.  Boys'  on  a  good  fit- 
ting semi-recede  last,  also  Boys'  Mahogany  and  Black  Gun  metal  Calf  Bals  on  recede  bal  last  in  Goodyear  welt 
only.    Ask  for  samples  and  prices  to-day. 


April,  1921 
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HAVE  JUSTIFIED  EVERY  CLAIM 

THEY  GIVE  A  CUTTING  SURFACE  OF  JUST  THE  PROPER  CUSHION. 
THE  SURFACE  DOES  NOT  CHIP  OR  SLIVER. 

THEY  ARE  UNIFORM  THROUGHOUT— NO  HARD  KNOTS— NO  SOFT  SPOTS. 
THEY  VERY  RARELY  NEED  PLANING— NO  CHEMICAL  DRESSING  IS  NE- 
CESSARY. 

They  Improve  the  Quality  of  Your  Work. 
They  Save  You  Money. 

CARRIED  IN  STOCK  BY 

United  Shoe  Machinery  Co.  of  Canada,  Limited 


Toronto 


Montreal 

Kitchener 


Quebec 
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'X'JIE    effectiveness  of  \()ur  window  dis- 
j)!;iy  may  I)e  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  we 
mail  you  one? 

Decorative  Fixture  Company 

1600  South  .lefferson  Street, 
CHICAGO.  ILL. 


Shoe  lacers  cause  more  profanity  than  collar 
buttons.  That's  why  progressive  folks  recom- 
mend 


The  best  pair  of  shoes  you  ever  saw  were  not 
made  witfi  greater  care  than  is  used  in  the 
manufacture  of  Nufashond  Fabric  Tipped 
Lacers. 

The  best  material,  the  best  dyes,  skilled  work- 
manship plus  the  Fabric  Tip  which  is  part  of 
the  lacer  itself. 

It  will  never  wear  shiny  or  discolor  or  twist 
and  can't  come  off. 

Nufashond  Tipped  Lacers  are  made  round, 
flat  or  tubular  in  all  colors  in  sizes  to  fit  all 
shoes. 

Display  Cases,  Counter  Cards  and  other  at- 
tractive selling  helps  furnished. 

You  will  make  money  on 
Nufashond  Fabric  Tipped 
Lacers. 

/  ^     \     Ask  your  jobber  today  for 

/  wF         \    samples  and  prices.  ' 

\£  ) 

READING,  PA. 

THE  FABRIC  TIP- IT  CANT  COME  OFF 


1^  Before 


JOBBERS  STOCKING  "ZET,"  APRIL  1/21 

Province  of  Alberta 

CIreat  West  Saddlery  C^o.,  Ltd.,  Calgary. 

(ireat  West  Saddlery  Co..  Ltd.,  Edmonton 
Province  of  British  Columbia 

Storey  &  Campbell,   Ltd..  \'ancouver. 
Province  of  Manitoba 

Trees  Spriggs,   Ltd.,  Winnipeg. 

Howling  shoe  Co..  Urandon. 
Province  of  Ontario 

K.   Ralston   &  Co.,  Ltd.,  Hamilton. 

Hreithaupt  Leather  Co.,  Kitchener. 

W.  H.  Graham  Shoe  Finding  Co.,  London. 

(Jeo.  May  &  .Sons,  Ottawa. 

B.  F.  .\ckerman  &  Co.,  Ltd..  Peterbnro. 
Canadian  Shoe  Findings  Co.,  Toronto. 

I).  I).   Hawthorne  &  Co.,  Toronto. 
P.  .Tacohi    Sr   Co.,  Toronto. 
Jos.   King,  Toronto. 

C.  Parsons  &  Son.  Toronto. 
C.  Tilley  &  Sons.  Toronto. 
Williams  Toronto  Shoe  C'o..  Toronto. 

Province  of  Quebec 

(,   I.   Chouinard,  Montreal. 

L.   H.  Packard  &  Co.,  Ltd.,  Montreal. 
Province  of  Saskatchewan 

Great  West  Saddlery  Co.,  Ltd.,  Saskatoon. 

Mavbee's,   Ltd.,   Moose  Taw. 

li.  F.  .\ckerman  &  Co..  Ltd.,  Ktgina. 


ZET 


the  new 
shoe  dye 

will  please  your  customers 

"Zet"  is  a  new  and  extremely  handy  leather  dye  for  boots  and 
shoes,  travelling  bags,  and  all  kinds  of  leather  goods.  It  is  applied 
in  the  usual  way  with  a  dauber. 

When  dry,  "Zet"  is  brought  to  a  very  fine  polish  with  a  soft  cloth 
or  brush.  Rubbed  on  new  or  old  shoes,  "Zet"  produces  a  brilliant  and 
lasting  lustre  and  preserves  the  leather.  "Zet"  does  not  contain 
nitro-benzol  nor  any  other  injurious  chemical. 

Used  occasionally,  "Zet"  removes  the  necessity  of  using  the  cus- 
tomary polish.  May  be  applied  to  either  white,  black  or  tan  leather 
that  has  become  soiled  or  spotted.  "Zet"  renovates  old  shoes  and 
makes  them  look  like  new.  It  is  put  up  in  black  and  cordovan. 
"Zet"  retails  complete  at  50c  a  package,  and  yields  you  a  liberal 
profit.    Order  an  assortment  from  your  jobber. 

Made  in  Canada  by  the 

Sunbeam  Chemical  Co'y 

of  Canada,  Limited 

84 — 90  Jarvis  Street,  Toronto,  Canada 
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Sell  It  With  Light 


^  Attractively  illuminated  store 
windows  and  a  glimpse  of  a  cheer- 
ful interior  will  do  much  to  en- 
courage customers  to  enter  your 
store. 

^  Once  inside — your  merchandise 
is  displayed  to  the  best  advantage 
by  scientifically  designed  lighting. 

Let  us  introduce  you  to  a 
Lighting  Expert 

Because  if  your  store  is  not  efficiently  illuminated 
bv  electricity,  and  no  one  has  shown  you  how  costs 
can  be  cut  down  and  sales  boosted  by  proper  light- 
ing, we  shall  feel  that  we  have  not  fulfilled  our  mis- 
sion as  the  National  Electrical  Journal  of  Canada 

Electrical 


Engineering 
Contracting 

$2  A  YEAR 


News 

349  Adelaide  Street  West,  Toronto 


Merchandising 
Transportation 

TWICE  A  MONTH 


noTWI'.AK    IX  CANADA 


Aliril, 


"Judge  It  by  Its  Users" 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  :— 335  Craig  St.  West,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


Inf oot  Brand  —British  Make 

SK  858 
SILK  (PLAIN) 

Pink,  White 
or  Blue 

SOFT  SOLES 
$10.90  Per.  Doz. 

INFANTS*  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 


H.  W.  UPHAM 

Now  at 

MONCTON,  N.  B. 

With  our  larger  and  better  quarters 
at  Moncton  we  have  greatly  im- 
proved facilities  to  give  the  trade 
the  best  possible  service  in  all  kinds  of 

SHOE  AND  HARNESS  REPAIRER'S 
SUPPLIES 

Prompt  Deliveries  Fair  Prices 


*^La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


For  Better  Lines  of 

WHITE  CANVAS  SHOES, 
FELT  SHOES  and  SLIPPERS, 
GAITERS  and  LEGGINGS, 
RUBBERS,  Etc., 

Our  Service  Has  Stood  the  Test. 
WE  SOLICIT  A  TRIAL  ORDER 

La  Maison  Girouard  Limitee 

E  T.  Shoe  Co.)      ST.  HYACINTHE,  QUE. 


April,  1921 
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How  many  of  these  KENDEX 
Specialties  are  you  Using? 

There  is  not  one  of  them  that  will  not  increase  the  utility  and 
appearance  of  your  product.  Each  one  is  made  in  Canada 
and  guaranteed  by  us  to  be  exactly  as  represented.  Why  not 
get  in  touch  with  us  for  samples  and  any  other  information 
you  may  require? 

KENDEX  Inner  Soles  for  boots  and  shoes 
KENDEX  Middle  Soles  for  boots  and  shoes 
KENDEX  Stitch  Downs  for  boots  and  shoes 
KENDEX  Sock  Lining 
KENDEX  Fillers 
KENDEX  Counters 

KENDEX  to  combine  with  rubber  or  fibre  outsoles 
KENDEX  Inner  Soles  to  vulcanize  to  rubber  soled  tennis  or 
outing  shoes 

KENDEX  Slip  Insoles 

KENDEX  Outsoles  for  felt  shppers 

HEEL  PADS  TONGUE  LINING  PIECE  FELTS 

RETAILERS.  Kendex  Slip  Insoles  are  just  what  many  of  your 
customers  are  looking  for  to  relieve  tired,  burning,  and  calloused 
feet.    Selling  them  will  bring  you  both  good  will  and  profit. 

Write  us  today  for  full  particulars. 


KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  by  HORACE  D'ARTQIS        -        -        -        224  Lemoine  St.,  Montreal 
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Clarke's  Patent  Leather 


T 


HE  Best  Known  Patent  Leather  in  the 
British  Empire."    Such  is  the  position 
Clarke's  A.R.C.  Brand  has  gained  since 
it  first  appeared  on  the  market  seventy  years  ago. 


The  reason  is  found  in  the  quality  of  the  pro- 
duct. Nothing  quite  equals  it  for  beauty  and 
utility.  This  Spring  it  is  to  be  found  among  the 
offerings  of  Canada's  foremost  footwear  manu- 
facturers.   It  will  not  fail  them. 

Manufacturer,  wholesaler,  merchant,  all  adjudge 
it  the  most  perfect  patent  obtainable. 

Do  not  let  your  salesmen  leave  without  at  least 
one  line  in  which  it  is  incorporated. 


A.  R.  CLARKE  &  CO.,  LIMITED 

MONTREAL       TORONTO  QUEBEC 


Toronto,  May,  1921 


OXQ 


A  Shoe  Should 
be  as  Good  as 
it  Looks  •  •  •  • 


How  often  have  you  heard 
a  person  say  when  talking  of 
a  pair  of  shoes  that  failed, 
"They  looked  all  right  when 
I  bought  them" — and  then, 
"Never  again!" 

Perhaps  the  wearer  did  not 
know  it  was  really  the  coun- 
ter that  failed  but  he  is  firm 
in  his  determination  never 
to  visit  that  store  again. 

Can  you  afford  to  take  such 
chances  on  the  shoes  you 
sell? 

The  best  way  to  make  sure 
is  by  specifying  the  counter 
you  want  used — the  BEN- 
NETT COUNTER. 


Bennett  Limited,  Makers  of  shoe  Supplies 


Chambly  Canton,  Que. 


Made  in  Canada  by  the  Largest  Shoe  Fibre  Makers  in  the  British  Empire 
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Shoe  Repairmen! 
Cash  in  on  the  good  QuaUties 
of  these  Products 


GREATER  comfort,  greater  service, 
greater  value — greater  all  round 
satisfaction — has  been  responsible 
for  the  startling  increase  in  the  use  of 
Panther  Cushion  Heels  and  composition 
soles. 

Panther  soling  looks  like  leather,  can  be 
stitched  and  trimmed  easily  and  does  not 
allow  the  stitches  to  pull  out.  It  will  not 
crack,  is  waterproof  and  prevents  slip- 
ping. 

Panther  Cushion  Heels  are  the  last  word 
in  luxurious  foot  comfort.  Nothing  gives 
the  wearer  quite  such  a  feehng  of  secur- 
ity nor  puts  so  much  buoyancy  into  his 
walk. 


Panther  Rubber  Co.,  Limited 

Sherbrooke,  Que. 
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to  Business 

If  you  ask  a  man  why  he  wears  FLEET  FOOT  shoes 
to  business,  nine  times  out  of  ten  he  says,  "because 
they  are  so  comfortable." 

FLEET  FOOT  shoes  are  comfortable.  The  fine  rub- 
ber soles  and  heels  take  up  the  jar  of  walking.  The 
canvas  uppers  are  light,  cool  and  easy  on  the  feet.  The 
shapes  are  designed  by  experts  who  know  how  to  put 
good  style  into  shoes  that  fit  the  feet  snugly,  yet  are 
light  and  flexible. 

Sell  the  men  several  pairs  of  FLEET  FOOT.  Sensible 
oxfords  for  business — sport  models  for  bowling,  golf 
or  tennis — a  smart  pump  for  evening  wear — and  perhaps  heavy  FLEET  FOOT 
shoes  for  gardening  or  working  around  the  place. 

This  is  the  way  we  are  presenting  FLEET  FOOT  facts  to  your  customers.  Bene- 
fit by  this  advertising.  Fill  your  windows  with  FLEET  FOOT  Shoes  —  feature 
them  in  your  own  advertising — talk  FLEET  FOOT  to  every  customer.  Co-oper- 
ate with  us  to  make  this  the  greatest  year  in  FLEET  FOOT  history — for  you  as 
well  for  us.  The  nearest  Dominion  Rubber  System  Branch  is  always  at  your 
service. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Brantford, 
Kitchener,  Hamilton,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,  Calgary,  Edmonton,  Lethbridge,  Vancouver  and  Victoria. 


Do 


MINIO 

RUBBER 
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You  Pay  no  Duty  or 
Royalty  on  the 
Universal 


The  Universal 

—  "  hesl  in  the  httifi  run  " 


It's  Made 
in  Canada 

Built  right  in  Canada 
for  the  Canadian  Shoe 
trade.  No  Royalty,  Duty 
or  Exchange  Rates  to 
pay  and  we  guarantee  it 
to  give  every  satisfac- 
tion. In  design  it  is 
most  modern  and  effic- 
cient  and  as  a  profitable 
investment  has  estab- 
lished a  name  for  itself 
wherever  used.  Let  us 
send  you  full  informa- 
tion as  to  prices,  etc. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 
Montreal 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
D  ominion.  Write  us 
for  particulars. 
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THE  PARLIAMENT 


'  Nothing 

But 
Leather 

in 
Astoria 
Shoes'^ 


To  see  them  is  to 
appreciate  style 

To  wear  them  is  to 
know  comfort 

Thus  says  a  wearer  of 
ASTORIA  shoes. 

Once  your  customer  has 
experienced  those  qual- 
ities of  better  shoemak- 
ing-  that  are  to  be  found 
in  high  class  custom 
made  footwear,  he  will 
be  a  staunch  friend  of 
the  ASTORIA  line  and 
the  dealer  who  fits  him. 

It's  the  quality  of  the 
leather  and  the  way  its 
put  together  that  makes 
the  ASTORIA  Para- 
mount among  Canadian 
High  Class  Footwear. 


Scott  -  Chamberlain 

LIMITED 

LONDON  ONTARIO 


"  Astoria  " 
The  only  Tailor  Made  Shoe  in  Canada 


6 


FOOTWEAR    IN  CANADA 


May,  1921 


GOODYEAR  WELTING 

and  the 

^'Buy  in  Canada Campaign 


We  have  all  proper  respect  and  sympathy  for  the  theory  that  Canadian  Shoe 
Manufacturers  should  "Buy  in  Canada"  when  all  conditions  are  equal. 

We  do  the  same ;  we  buy  in  the  States  when  all  things  are  equal,  and  yet, 
like  Canadian  shoe  manufacturers  our  business  is  organized  to  manufacture 
and  sell  our  merchandise  at  a  profit  and  when  we  can  buy  to  advantage  else- 
where we  do  so,  and  it  frecjuently  happens  that  we  are  large  buyers  of  Can- 
adian and  Knglish  leather.  In 

Barbour  Grooved  Endless  Welting 

you  are  offered  the  opportunity  to  buy  better  welting  for  less  money.  The 
adverse  charges  are  absorbed  by  our  acceptance  of  Canadian  Funds. 

America's  Finest  Welting  and  Making  New  Canadian 

Friends  Daily 

Barbour  Grooved  Endless  Welting 

Manufactured  by 


BY  INVITATION 
MEMBER  OF 


Brockton  Rand  Company 

BROCKTON,  MASS. 

U.  S.  A. 


NEW  TOOK  O  i 
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^^Canadian-made  Counters  for  Canadian-made  Shoes'' 


BEFORE  being  fashioned  into  counters,  the 
fibre  is  put  through  the  special  D.  &  P.  pro- 
cess. This  ensures  such  a  toughness  that 
the  counter  will  outlast  the  shoe — we  guarantee  it. 
Yet  do  not  imagine  D.  &  P.  counters  uncomfort- 
able. On  the  contrary,  they  are  pliant  and  yield- 
ing, quickly  conforming  to  the  shape  of  the  wear- 
er's foot.   Why  not  let  us  send  you  samples? 

We  also  maufacture  solid  leather,  Union  and 
leatherboard  counters,  leather  and  leather-board 
inner-soling.  Our  capacity  of  75,000  pairs  of 
counters  per  day  means  prompt  delivery. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toron«o;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  City 

Tannery  and  Factory  :       ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses :  224  LEMOINE  STREET,  MONTREAL 
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A  Style  Service 


Shoe  Manufacturers 


for 


Distinctive  lasts 
and  patterns  that 
tone  up  your  line 


—ones  that  stimulate  sales  and 
build  up  prestige. 

If  you  will  get  in  touch  with  us  we 
will  gladly  send  a  representative 
to  talk  over  the  situation  with  you. 
He  will  suggest  to  you  such  styles 
as  fit  in  your  line. 

Your  increased  sales  from,  such  a 
style  service  make  it  financially 
interesting  to  you. 

Think  it  over. 


United  Last  Co.,  Limited 

MONTREAL,  P.Q. 
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Even  if  you  don't  tell  them 

It's  made  of  VODE  KID— 


So  many  people  know  about  VODE 
KID  that  it  is,  of  course,  an  import- 
ant selling  point  to  be  able  to  say 
'This  shoe  is  made  of  VODE." 

But  even  if  you  don't  mention  it,  your 
customers  will  know  from  the  very 
feel  and  the  apparent  beauty  of  the 
leather  that  they  are  purchasing 
quality. 

You  have  been  told  so  often  about 
our  standards  of  production — the 
permanence  of  our  "dyed  through" 
colors,  the  care  with  which  we  select 
our  raw  stock,  that  it  seems  almost 
unnecessary  to  mention  them. 

So  just  remember  that  whatever  you 
want  in  fine  kid  leathers  of  the  pre- 
vailing colors  you  can  always  find  it 
in  Vode  Kid — plus  an  important  pub- 
lic prestige. 


The  Standard  Kid  Go. 

Boston,  Mass. 

Branches  in  New  York,  Philadelphia,  Cincinnati, 
Chicago,  St.  Louis  and  Montreal 


KID 


The  Leather 
for  Fine  Shoes 
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For  Spring  1922 

Samples  Now  Ready 
for  Inspection 

White  Canvas  and  Leather 
Black  and  Colors 
McKays  and  Turns 


Made  up  along  very  excep- 
tional lines  and  showing 
many  new  features  which 
we  have  developed. 


Gagnon^  Lachapelle  &  Hebert 

55  Kent  Street        -        -        -  Montreal 


r 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestufifs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.? 

The  following    is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.    .  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  '  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 


Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

lla  St.  James  Street 
SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


V////|(U\\\\^^^ 

Patenfe-d 
1919 


THE  v«or 

the  Child's  Foot  is  growing 

OBE  PILLoV  WELT 

The  Result  of  30  Years  Experience 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 

We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  atj 
any  time. 


Eureka  Shoe  Co.,  Limited 


THREE  RIVERS,  QUE. 
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The  Big  Three 

in  uanaaian  onoecioiii 

Touches 

new 

peaks 

season 

after 

season. 

The 

reason 

is 

all 

in 

the 

shoes 

themselves. 

MHtapaiitm 

Daoust,  Lalonde  &  Co.^  Limited 

MONTREAL,  QUE. 
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Svsi'em 


The 


AMES  HOLDEN 


11 


Brand  of 

Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 

Manufactured  and  sold  by 

Ames  Holden  McCready,  Limited 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  London,  Winnipeg,  Regina,  Saskatoon, 

Edmonton,  Calgary,  Vancouver. 


Don't  forget  to  attend  the  Convention 
in  Toronto,  on  July  13th  and  14th 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN  ^ 

QUEBEC,  60  Colomb  St.  MONTREAL,  59  St.  Peter  St. 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 


MONTREAL 


OSHAWA 


QUEBEC 


If) 


FOOTWEAR    TN  CANADA 


May,  1921 


Griffin  Polishes  -  Powders  -  Dyes  -  Cleaners 

QUALITY  SUPREME-Prices  Right-Easy  to  Use 


SUEDE  SIFTER 


SUEDE  POWDER 

CLEANS  «  RecOLORS  ^ 


(Also  made  in  Liquid) 
Black,   Pearl   Grey,  White 


Patented  Bottom 


Suede  Powders 
to  match  every 
shoe. 

Write  for  com- 
plete price  list 
and  colors. 

Put  up  in  Powder 
Bags,  etc. 


PEUERWHITE 


Extra  Brush  for  Nu- 
Buck — Buck — 
Canvas,  Etc. 


GRIFFIN  WHITE  CAKE 

TWO  SIZES 


mm  mm 


Cleans  Buck-  Calf— Nu-Buck- 
Canvas,  Etc. 
(Aluminum  Container) 


Now  Open — Montreal  Warehouse 

IMMEDIATE  STOCK  SERVICE  SHIPPING  TO  ALL  EASTERN 
CANADA.  ALL  SHOES -FINDINGS-NOVELTIES 


153  PEEL  STREET 
PLATEAU  2832 


CORRESPOND  TO 
TORONTO  OFFICE 


"  GRIFFIN  "  name 
stands  for 
Supreme  Quality 

STRONGLY  ADVISE 
ORDERING 
TO-DAY 


PUT  UP  IN  ALL  SIZES 
AND  STYLES  OF  CONTAINERS 

DISPLAY  PACKAGES 
THAT  SELL  MERCHANDISE 


GENUINE  GRIFFIN  KIDINE 


For  Fine  Kid — Calf  or  Nu-Buck 
Two  Sizes 


"GRIFFIN"  Polish 

Guaranteed 
Products 
One  for  every 
material 

Special  Offer  to  May 
25th  Only 

— Any  retailer  who  has 
not  bought  Griffin  polishes 
yet— On  one  gross  assorted 
will  Prepay  anywhere  in 
Canada  first  shipment  via 
freight..      L.  Levy,  Mgr. 


There  are  no  better  or  better  known  dressings  than  "Griffin" 

Canadian  Shoes  Findings  Novelty  Co. 

2  TRINITY  SQUARE  TORONTO,  CANADA 
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BY  ROYAL  APPOINTMENT 


1770 


1921 


Day  &  Martin's 

(The  House  with  a  History) 

Outfit 


Br^ck  or  brown  leatherette  box  with  padded  lid,  embossed  with 
silver  lettering,   containing  : 

1.  One  tin  of  either  Black  or  Brown  Day  &  Martin's  Wax  Shoe 
Polish  in  the  tin  with  the  Tab. 

2.  Hard  brush  for  removing  the  dust.   This  brush  also  has  a 
small  end  for  applying  the  Polish. 

3.  Soft  brush  for  polishing. 

4.  Scarlet  velvet  pad  for  finishing. 

Full  directions  how  to  keep  shoes  young  the  Day  &  Martin  way. 

The  Day  &  Martin  Outfit  will  appeal  to  your  customers  as  a  useful  and 
compact  shoe- cleaning  set,  to  pack  easily  in  their  grip  for  use  when  going  on 
a  journey.  For  you  it  makes  an  attractive  window  or  counter  display,  and  is 
supplied  at  less  than  cost  price  to  all  dealers  stocking  Day  &  Martin's  Shoe  Polish. 

Quotations  on  receipt  of  post  card  to  : —  _ 

HARGREAVES  (CANADA),  LTD., 

24,   Wellington    Street  West,  TORONTO. 
WINNIPEG.  VANCOUVER. 
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SPAULDING'Q 

Guafanfcod 


The  most  extensively  used  and  most  satis- 
factory counters  on  the  globe. 

A  style  for  every  shape  of  last  and  grade 
of  shoe,  Men's,  Women's  and  Children's. 

CPAULDlNff 

O  Rbre  Counters 

Guaranteed 

J.  SPAULDING  &  SONS  CO.,  INC. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


PHILADELPHIA 
John  G.  Traver  &  Co. 
141-143  No.  4th  St. 


CINLlNN.Vri 
The  Taylor- Poole  Co. 
410-412  E.  8th  St. 


ST.  LOUIS 
The  Taylor-Poole  Co. 
1602  Locust  St. 


SEVEN  FACTORIES 
Tonawanda,   N.   Y.  Rochester,  N.  H. 

No.  Rochester,  N.  H.  Milton,  N.  H. 

Townsend  Harbor,  Mass. 


Canadian  Agents 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City.     V.  Champigny,  Montreal 


:paulding\ 


OAK TAN 
.FIBRE  INNERSOLING; 


203-B  ALBANY  BUILDING 


English  Agents:  J.  Whitehead  &  Co.,  Ltd. 
Leicester,  England. 
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Is  this  your  idea  of  Service? 


Think  of  the  House  of  Robinson 
as  your  own  stockroom  —  filled 
with  thousands  of  pairs  of  the  most 
wanted  footwear — all  ready  for  you 
to  take  as  needed. 

Think  of  us  as  your  own  salesmen 
— ready  to  get  you  exactly  what 
you  order — sending  it  to  you  just 
when  you  specify — helping,  suggest- 
ing, advising — if  you  ask  it. 

And  the  prices  ?  No  need  to  tell 
you  they  are  the  fairest  in  Canada — 
ask  anyone  who  has  ever  dealt  here. 

If  that  is  your  idea  of  Service,  we 
shall  be  pleased  to  have  you  get  in 
touch  with  us. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


I 
i 
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"Well  bought  is  half  sold'' 


— An  old  maxim  the  truth  of  which 
is  never  better  reahzed  than  when 
deahng  with  Robinson. 

Here  you  get  the  market's  choicest 
offerings — at  a  price  you  know  is 
more  than  reasonable.  And  it  does 
not  matter  where  you  are  located  or 
what  the  size  of  your  order.  You 
get  the  same  prompt,  intelligent 
service  accorded  to  all. 

Just  let  us  know  your  requirements 
for  present  or  future  business.  We 
will  gladly  send  full  information. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 
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THE  DEAUVILLE 


The  Tetrault  Shoe  you  have  been  waiting  for.  A 
glance  will  tell  you  it  has  the  lines  of  saleability. 
Its  success  as  a  winner  is  a  foregone  conclusion — 
the  outstanding  style,  faultless  workmanship,  and 
moderate  price  make  it  so. 


See  your  jobber  at  once.    He  ^ 
has  it  in  stock  and  can  serve 
you  promptly. 

The  Tetrault  Shoe  Manufacturing  Company 

Limited 

MONTREAL  -  CANADA 
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ST,  HYACINTHE. 
CANADA. 


Include  these  three  models 
in  your  Fall  buy  in 


It  is  only  necessary  to  see  the  Yamaska 
samples  for  Fall  to  realize  that  the  whole 
range  is  one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers 
there  is  no  doubt.  Yamaska  work- 
manship, style  and  value  will 
make  them  so.   Wait  for  our 
representatives  before 
placing. 


No.  072.  Men's  Welt. 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-11. 

No.  311.  Women's  and 
Growing  Girls'  McKay, 
Bal.  Made  in  Gunmetal 
Calf,  Dongola,  Mahog- 
any Velour  side  or  pat- 
ent vamp  and  dull  top. 
Sizes  3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metalf  Calf,  Dongola, 
Mahogany  Velour  side, 
and  Patent.    Sizes  3-7. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Quebec 
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AS  TO  GAITERS 


A  few  days  ago  the  Hartt  Boot  &  Shoe  Co., 
Ltd.,  confirmed  their  order  to-  us  for  gaiters; 
so  also  did  the  John  Murphy  Co.,  Ltd.,  the 
Walk-Over-Shoe  Store,  Waterbury  &  Ris- 
ing, Ltd.,  and  many  other  houses  of  like  im- 
portance: in  fact  most  of  the  leading  shoe 
retailers  in  Canada  have  endorsed  the  qual- 
ity of  our  spats  and  overgaiters  by  placing 
their  orders  with  us. 

We  intend  to  continue  the  production 
of  high-grade  spats  and  overgaiters 
at  fair  prices. 

We  intend  to  merit  the  continued  confidence 
of  such  firms  whose  own  reputation  stands 
so  high,  and  the  purpose  of  this  announce- 
ment is  to  establish  in  your  mind  the  faith 
in  our  merchandise  and  this  house  so  firmly 
that,  if  you  have  not  already  placed  your 
order  with  us,  you  will  now  give  us  the  op- 
portunity to  discuss  the  matter  with  you. 
Eleven  of  our  representatives  are  in  the 
field.  Which  one  shall  call  on  you?  .  Just 
write  giving  us  your  location. 


HALL  AND  HODGES 

LIMITED 

16  ST.  SACRAMENT  STREET 
MONTREAL  CANADA 
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Gaining  Good-will  through  Service 

The  difficulty  which  parents  say  they  experience  in 
getting  children's  footwear  that  will  "stand  the 
racket"  is  proverbial.  Yet  the  good-will  that  has 
been  gained  by  Eclipse  shoes  is  largely  due  to  the 
service  they  give. 

Many  parents  know  this,  so  that  you  will  often  find 
all  the  children  in  a  family  shod  with  this  well-known 
make. 

Capitalize  on  this  good-will  by  handling  the  Eclipse 
lines.  Our  travellers  are  now  out  and  will  be  pleased 
to  show  you  the  full  range  of 

ECLIPSE  SHOES 

Representing  the  highest  grade  and  most  complete 
line  of  juvenile  footwear  made  in  Canada. 


The  Gait  Shoe  Manufacturing  Co. 

Limited 

Gait      -      -  Ontario 
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Are  You  the  Man? 


\  RE  you  making  an  eflfort  to  increase 
your  business?   Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often? 

If  you  can  say  "YES"  to  these  questions, 

and  if  there  is  no  STRIDER  SHOE  agency 

in  your  town,  you  will  be  interested  in  our 

in' STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 

Women's  Fine  Welts  in  High  Shoes  and 

Oxfords. 

''STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf.  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 

No.  6017.  As  above  on  Last 
.H,  which  is  a  semi-recede 
toe. 


These  are  both  big  sellers. 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last  406, 
C  «&  D  width,  sizes  2-7.  Price. 
$5.65. 
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BOYS  will  continue  to  be 
boys,  and  they  must  be 
shod  accordingly. 

Williams'  "Young  Canadian" 
will  be  the  choice  of  parents 
in  your  neighbourhood  be- 
cause they  are  the  "  good- 
looking  "  staple  shoe  possess- 
ing unusual  wearing  qualities. 

In  stock  for  prompt 
delivery. 


ORDER 
NOW 


lllll 
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No.  236 — White    Nile    Princess    one    strap.  No.  237 — White  Nile  Oxford,  English  Welt, 

Enghsh  Welt,  Oak  sole,  white  welting,  white  Oak  sole,  white  welting,  white  ivory  military 

ivory  military  leather  heel,  height  1%  in.  heel,  height  I'A  in. 

AA—i'A    to  8;   A — 1   to  8;    B—3'A    to  8;  AA—Ayi   to  8;   A — 4   to  8;  B— 3^   to  8; 

C  &  D— 3  to  8.    Price,  $4.10  Net.  C  &  D— 3  to  8.    Price,  $4.00  Net. 


WHITE  CANVAS  FOOTWEAR  SUPERFINE 


I'he  distinctiveness  of  HOLTERSHOES  is  apparent  in  the  beauty 
of  their  line  of  white. 

Here  the  retail  merchant  may  at  once  tone  up  his  stocks  and  still 
keep  within  the  scope  of  popular  prices — the  popular  prices  that  ap- 
peal to  the  majority  and  are  the  power  that  builds  up  volume  trade. 

Make  an  early  showing  of  these  HOLTERSHOES  in  white  and  enjoy 
a  long  season  of  profitable  business.    They  will  be 

READY  TO  SHIP  MAY  25th 

from  our  stock  department. 

All  Net  30  Days. 

Don't  forget  the  date  of  the  Toronto  Convention  of  the  Na- 
tional Shoe  Retailers  of  Canada  and  the  Shoe  Travellers  of 
Canada— July  13th  and  14th. 


THE  HOLTERS  COMPANY 

Cincinnati        -  Ohio 
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OXFORDS 

Have  the  Call 


WE  HAVE  IN  STOCK 


FOR  IMMEDIATE  DELIVERY 

No.  320  Girls'    Gun     Met.    Bal  Ox- 

No. 610  Gents'  Gun  Met  Blue. 

Ox- 

fords,  8/1014 

fords,  S/lQYz 

No.  420  Misses'  Gun  Met.  Bal  Ox- 

No. 710  Youths'  Gun  Met.  Blue. 

Ox- 

fords,  11/2 

fords,  11/2 

No.  323  Girls'   Brown  Calf  Bal  Ox- 

No. 613  Gents'  Brown  Calf  Blue. 

Ox- 

fords,  s/ioYz 

fords,  S/lOYz 

No.  423  Misses'  Brown  Calf  Bal  Ox- 

No. 713  Youths'    Brown  Calf 

Bluc. 

fords,  11/2 

Oxfords,  11/2. 

A  trial  order  of  Renown  Brand  juveniles 
will  give  you  confidence  in  the  sales 
possibilities  of  this  up-to-the-minute  line. 
Oxfords  are  the  order  of  the  day  and 
we  have  as  fine  an  assortment  of  Mc- 
Kays as  you  will  find  in  the  Dominion 


for  Youths,  Little  Gents,  Misses  and  Girls. 
We  suggest  that  you  get  in  touch  with 
us  early  as  we  must  fill  orders  in  ro- 
tation as  they  are  received.  The  above 
list  represents  lines  which  are  meeting 
with  wonderful  popularity wherevertried. 
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Time  is  Here 

FLEET  FOOT  shoes  were  designed  originally  for  sport.  Men  liked  them 
so  well — found  them  so  restful  and  comfortable — that  they  demanded  FLEET 
FOOT  styles  for  every-day  wear. 

Then  wives  and  mothers  and  girls  in  dainty  summer  gowns  insisted  on  hav- 
ing FLEET  FOOT  Pumps  and  Oxfords. 

Now,  there  are  styles  for  every  member  of  the  family — men,  women,  boys, 
and  girls — for  morning,  noon  and  night — work  and  play — in  town  and  for 
holiday  time. 

FLEET  FOOT  time  is  here.  Display  FLEET  FOOT.   Talk  FLEET  FOOT. 
Push  FLEET  FOOT. 

Dominion  Rubber  System 

Service  ^ranches  are  located  at: 
Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver   and  Victoria. 
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Reascnably  Conservative  Buying  Policy  Incurs 
Little  Risk 

"Footwear"  has  been  criticized  as  urging  the  matter 
of  buying  too  strongly  upon  the  retail  trade.  Our 
opinion  remains  the  same,  however,  and  we  do  not 
feel  we  should  retract  anything  we  have  said.  We 
have  not  advised  the  retailer  who  is  still  over-stocked 
to  go  into  the  market  for  future  requirements.  We 
have  counseled  against  speculation  and  against  any 
immediate  return  to  the  old  system  of  trying  to  an- 
ticipate each  season's  entire  requirements  six  months' 
ahead.  We  doubt  if  business  will  ever  be  done  in  just 
the  same  way  again.  But  there  is  the  opposite  ex- 
treme of  trying  to  do  business  on  a  depleted  stock, 
and  in  the  effort 'to  grasp  the  shadow  of  future  lower 
prices,  losing  the  substance  of  present  profitable  busi- 
ness through  inability  to  meet  the  customers'  needs 
or  preferences. 

The  retailer  knows  that  stocks  cannot  be  kept  in 
proper  shape  entirely  through  hand-to-mouth  buying. 
Shoes  cannot  be  ordered  today,  manufactured  to- 
morrow and  shipped  the  next  day,  nor  can  the  shoe 
merchant's  needs  all  be  taken  care  of  from  in-stock 
departments.  At  Easter,  for  example,  some  factories 
turning  out  straps  were  away  behind  on  their  orders, 
and  the  merchants  who  waited  just  a  little  longer  did 
not  have  their  novelties  in  time  for  the  Easter  trade. 

The  tendency  is  for  everyone  to  hold  ofif  buying 


on  the  declining  market,  but  experience  appears  to 
prove  that  losses  through  price  declines  are  only  sus- 
tained when  the  peak  is  reached  and  a  rising  market 
changes  to  a  falling  market,  leaving  merchants  with 
heavy  stocks  on  their  hands  bought  in  anticipation  of 
a  further  advance. 

When  the  market  is  declining,  production  is  cur- 
tailed, and  there  is  no  likelihood  of  over-production 
until  the  prices  begin  to  rise  again.  An  expert  on 
trade  and  financial  conditions,  writing  in  the  Dry 
Goods  Economist,  states,  in  this  connection,  that 
under  these  circumstances  "The  merchant  does  not 
face  the  danger  of  competition  from  a  surplus  that 
would  break  the  market,  except  possibly  toward  the 
end  of  the  season  when  there  may  be  some  stocks  of 
seasonable  goods  held  by  selling  agents  or  wholesalers 
which  must  be  liquidated.  With  conservative  pro- 
duction such  stocks  never  can  be  heavy  and  have  little 
effect  except  to  serve  as  ammunition  for  late  clearance 
sales." 

While  there  is  no  doubt  a  feeling  of  satisfaction 
in  being  able  to  pick  up  goods  cheap  in  the  middle  of 
the  season,  the  advantages  are  doubtful,  particularly 
when  one  considers  the  risk  the  merchant  runs  of 
having  an  ill-assorted  stock  and  being  unable  to  secure 
deliveries  when  they  are  needed. 

Talk  of  scarcity  does  not  go  down  well  with  shoe 
merchants  at  the  present  time  because  they  heard  the 
same  story  back  in  1919  and  1920.  But  conditions 
are  now  entirely  different ;  some  of  our  largest  fac- 
tories have  been  practically  closed  down  for  many 
months,  and  those  that  continued  in  operation  ran  on 
short  staff  and  short  hours.  The  result  is  that  pro- 
duction for  the  past  twelve  months  is  away  below 
normal,  and  the  surplus  of  shoes  that  existed  has  been 
liquidated.  With  factories  working  on  their  present 
basis,  there  are  not  sufficient  shoes  being  turned  out 
to  meet  the  normal  needs  of  the  Canadian  people.  If 
this  condition  should  continue  much  longer,  a  short- 
age, in  some  degree,  is  bound  to  arise,  and  the  fac- 
tories will  become  congested  with  a  flood  of  accumu- 
lated orders. 


''Footwear's"  Hosiery  Department 


The  Hosiery  Department,  which  appeared  for  the 
first  time  in  the  April  issue  of  "Footwear"  is  an  inno- 
vation which  should  be  of  keen  interest  to  the  shoe 
merchants.  It  has  been  started  with  the  idea  of 
bringing  home  more  forcibly  to  the  trade  the  advan- 
tages of  handling  hosiery  in  the  shoe  store.  Not 
under  all  circumstances,  nor  in  all  communities,  is  it 
wise  for  the  shoeman  to  branch  out  into  this  line,  but 
on  approaching  a  number  of  the  livest  shoe  mer- 
chants in  the  Dominion  who  have  had  experience  in 
merchandising  hosiery  as  a  side  line,  we  find  they  are 
all  of  one  mind,  that  the  hosiery  department,  if  pro- 
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pcrly  handled,  is  a  very  valuable  asset  to  a  retail  shoe 
business. 

There  appear  to  be  one  or  two  essentials — first, 
that  the  hosiery  department  should  be  in  charge  of 
one  competent  sales'  person,  who  is  responsible  for  it, 
and  second  that  the  stock  should  l^e  adequate  to 
supply  the  customer  with  hosiery  that  will  harmonize 
with  any  shoe  she  may  purchase  in  the  store.  Where 
women's  hosiery  is  being  handled,  the  only  proper 
plan  is  to  have  a  live  saleswoman  looking  after  the 
dejiartment. 

The  present  is  not  an  opportune  time  to  urge  a 
shoe  retailer  whose  stock  is  not  in  i)roper  shape,  or 
whose  finances  are  not  in  as  sound  a  condition  as  they 
might  be  to  introduce  a  new  side  line  into  his  store. 
But  any  shoe  merchant  who  is  on  a  firm  footing  and 
who  is  anxious  to  increase  his  turn-over  without  any 
great  outlay  of  capital  will  do  well  to  investigate  the 
possibilites  of  a  hosiery  department  in  his  store. 


Have  you  joined  the  N.S.R.A.  yet? 


Can  Style  be  Made  Bigger  Factor  in  Sale 
of  Men's  Shoes  in  Canada  ? 


Our  progressive  contemporary,  the  Boot  and  Shoe 
Recorder,  is  prosecuting  a  vigorous  "More  Shoes  for 
Men"  campaign.  It  is  urging  very  strongly  that  the 
retail  trade  should'  educate  the  male  section  of  the 
population  to  the  "style"  idea  in  footwear,  and  thus 
boost  the  sales  of  men's  shoes  to  a  figure  somewhat 
more  nearly  proportionate  to  the  sales  of  women's 
shoes.  "You  know,  right  inside,"  it  declares,  "that 
the  situation  cannot  go  on  with  sales  averaging  twenty 
l)air  of  women's  shoes  to  one  pair  of  men's  shoes  sold. 
Preposterous  figuring  you  may  say — but  look  at  the 
handful  of  factories  out  of  1,400  which  can  strictly 
call  themselves  men's  factories  exclusively.  Look 
again  at  the  production  sheets  of  the  nation  showing 
approximately  93  per  cent,  work  on  women's  shoes 
and  but  7  per  cent,  on  men's.  Look,  too,  at  the  census 
figures  and  see  if  the  number  of  men  and  women  do 
not  about  tally.  Well,  what  is  the  answer?  If  it 
isn't  style,  why  then  wrap  up  your  men's  department 
and  drop  it  into  long  forgetfulness.  It  won't  pay  to 
run  it  on  one  pair  per  man  with  repairs  on  the  side." 

Is  it  practicable?  Can  the  men  of  the  20th  century 
post-war,  period  be  educated  to  the  idea  of  buying 
shoes  to  suit  each  change  of  mood,  as  well  as  each 
change  of  clothes?  Can  they  be  taught  to  make 
"Fashion"  rather  than  "Service"  the  deciding  factor 
in  the  footwear  purchases?  Will  they  ever  arrive  at 
the  point  where  their  whims  will  immediately  create 
new  styles,  and  where  new  styles  will  be  one  of  the'r 
whims?  Men  at  one  period  in  the  history  of  the  race 
were  more  fastidious  and  more  fanciful  in  their  wearing 
apparel  than  were  the  members  of  the  fairer  sex.  Is 
it  possible  that  they  will  ever  again  vie  with  the  ladies 


in  attention  to  the  detail  of  their  personal  appearance? 
Or  getting  it  right  down  to  brass  tacks,  can  they  be 
educated  to  buy  two  or  three,  or  half  a  dozen  pairs  of 
shoes  to  the  single  pair  they  buy  now? 

This  is  an  interesting  question,  and  one  that  we 
should  like  to  have  our  readers'  opinions  on.  What 
do  you  think,  Mr.  Merchant?  Can  style  be  made  a 
bigger  factor  in  the  sales  of  men's  shoes  in  Canada? 


Be  Ready  for  White  Footwear  Season 

The  public  each  season  seems  to  be  growing  more 
and  more  faxorablc  to  white  footwear.  The  comfort, 
seasonablcness,  and  style  of  the  summer  and  sport's 
goods  make  their  appeal  more  general  and  more  telling 
every  summer,  and  the  shoe  merchant  will  do  well  to 
feature  them  frequently.  As  mentioned  in  another 
column,  it  Avould  seem  particularly  appropriate  to 
make  May  24  a  "White  Shoe  Day"  in  Canada.  The 
hatters  have  made  quite  a  success  with  the  "Straw 
Hat  Day"  and  there  seems  to  be  no  reason  why  the 
shocmen  should  not  do  just  as  well  along  the  same 
line.  If  the  trade  will  work  together  in  a  white  shoe 
campaign,  it  will  mean  a  considerable  increase  in 
turn-over  during  the  summer -season. 

Have  you  joined  the  N.S.R.A.  yet? 

More  Optimism  in  Leather  Market 

In  the  leather  market  there  seems  to  be  an  atmos- 
phere of  expectancy.  Each  man  seems  to  be  waiting 
for  the  other  to  start  something.  Business,  the  leather 
men  say,  is  of  a  spasmodic  nature.  A  few  concerns 
are  fairly  busy,  while  others  are  doing  comparatively 
nothing.  The  indications  in  general,  however,  seem 
to  point  to  a  stiflfening  in  leather  prices,  which  would 
probably  produce  a  considerable  stimulation  of  de- 
mand. One  dealer  who  is  in  close  touch  with  the 
trade  says  that  the  general  opinion  is  that  the  bottom 
has  been  reached  and  there  will  be  an  advance  all 
along  the  line  within  the  next  few  weeks.  The  general 
run  of  side  stock — which  last  year  were  running  65 
to  70  cents — are  now  selling  at  a  base  price  of  30  to  35 
cents.  Calfskin  has  dropped  in  proportion ;  high 
grade  skins  are  now  selling  at  45  to  60  cents,  which 
before  the  break  were  running  $1.35  to  $L50.  Sole 
leather  has  not  dropped  to  the  same  extent — but 
neither  did  it  rise  nearly  as  rapdily.  The  decrease  in 
the  sole  stock  runs  30  to  35  per  cent. 

While  as  yet  there  has  been  no  stiffening  in  the 
prices  of  leather,  the  livening  of  the  demand  has  cre- 
ated a  feeling  of  optimism  in  many  quarters. 

I  .  .  ! 

i  "When  we  hear  of  a  man  cutting  down  on  his  j 

!  advertising,"  said  a  bank  president  recently,  "we  j 
1        cut  down  on  his  credit."  f 
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Here  is  an  Original  Method  of 

Procuring  a  Reliable  Mailing  List 

Letting  the  Kiddies  Do  It— Chatham  Merchant's  Scheme  Advertises  the 
Store  and  Brings  in  Detailed  List  of  Names  and  Addresses 

By  A.  L.  McCready 


AN  accurate  and  representative  mailing  list  is 
one  of  the  almost  indispensable  business-build- 
ing factors  in  an  up-to-the-minute  retail  foot- 
wear establishment.  Indeed  it  may  be  con- 
sidered one  of  the  requisites  of  an  effective  advertising 
campaign.  How  best  to  procure  it  is  the  question — 
one,  no  doubt,  over  which  many  a  merchant  has  puz- 
zled his  brains. 

The  use  of  the  city  directory  in  doing  this  is  not 
always  satisfactory.  These  directories  issued  near 
the  first  of  the  year,  while  practically  correct  at  that 
time  become  unreliable  near  the  end  of  the  year. 
There  is  always  a  certain  amount  of  change  in  the 
place  of  residence  of  many  of  a  city's  population  each 
year.  Thus,  while  the  directory  might  contain  the 
right  addresses  at  the  first  of  the  year,  it  would  be 
out  at  the  end. 

A  list  might  be  made  from  the  telephone  directory 
but,  though  reaching  a  good  class  of  prospects,  it 
would  be  far  from  representative.  There  are  prob- 
ably ten  homes  in  the  city  without  a  phone  to  one 
that  has,  and  it  is  an  even  bet  that  each  home  of  the 
ten  without  a  phone  is  as  good  a  prospect  as  the  home 
with  a  phone. 

To  get  all  homes  one  might  use  the  voters'  list. 
It  certainly  is  representative  and  should  be  correct 
if  anything  is.  But  it  is  printed  yearly  and  runs  tlie 
same  ,  chance  of  change  near  the  end  of  the  year  as 
the  directory  does. 

One  can,  however,  get  a  mailing  list  from  these 
sources  by  using  them  individually,  or  collectively,  but 
in  doing  this  it  is  necessary  to  devote  the  time  of  a 
clerk  or  book-keeper  in  going  through  these  books 
and  listing  t'he  names  and  addresses.  This  work 
might  be  classed  as  non-productive  time,  as  it  means 
taking  someone  from  his  regular  work  and  thus  creat- 
ing a  hew  expenditure,  as  it  were.  It  should,  of 
course,  be  charged  to  advertising,  but,  in  the  ordinary 
way,  it  is  an  expenditure  which,  of  itself,  produces  no 
direct  returns.  Why  not  make  the  procuring  of  the 
mailing  list  an  advertising  feature  from  start  to  fin- 
ish? This  was  the  question  w'hich  arose  in  the  mind 
of  a  Chatham,  Ont.,  shoe  merchant,  Mr.  H.  Grey 
Hodges,  and  he  struck  a  solution  which  not  only  ac- 
complished this  end,  but  also  eliminated  considerable 
clerical  work. 

It  only  required  a  few  minutes  of  his  own  time 
and  a  consultation  with  his  printer  to  get  his  scheme 
under  way.  In  due  time  the  printer  supplied  him 
with  a  quantity  of  scratch  pads  and  questionnaires, 
which  he  placed  in  the  hands  of  the  teachers  in  the 
different  city  schools  for  free  distribution  among  t'he 
scholars.  At  the  top  of  each  sheet  in  the  scratch  pads 
he  had  printed  a  running  line— "Trv  Hodges"  for 
your  Christmas  Slippers,  Hockey  Shoes,  or  Shoes  of 
Any  Kind."  (The  distribution  was  made  prior  to 
Christmas.)  Thus  the  pads  served  a  double  purpose 
—they  carried  his  ad  and  afforded  a  writing  pad  for 
the  scholar. 

Attached  to  each  pad  was  a  printed  sheet  bearing 


the  word,  "Notice  !"  and  underneath,  wording  to  the 
effect  that  any  boy  or  girl  who  broug'ht  to  Hodges' 
the  card  enclosed  with  the  pad,  carefully  filled  out  as 
requested,  would  receive  a  prize. 

A  note  at  the  bottom  of  the  notice  asked  the 
scholar  to  present  the  card  between  7  and  9  p.m.  on 
a  stipulated  date.  This  provision  was  to  expedite 
the  program  by  having  the  cards  all  in  at  a  certain 
time  when  the  staff  would  be  ready  to  give  out  the 
presents  mentioned.  It  also  aimed  to  avoid  the  con- 
fusion of  the  youngsters  trooping  in  at  any  old  time 
during  business  hours. 

On  the  card  or  questionnaire  accompanying  the  pad 
were  the  following  questions : 

Your  name  in  full  and  street  address  

The  date  of  your  birth  .*  

Your  father's  name,  if  living  

Where  is  he  employed?  

Your  mother's  name,  if  living  

Have  you  any  brothers  or  sisters  not  attending  school? 
If  so,  please  give  their  names  in  full  


When  these  cards  were  returned,  each  scholar  re- 
ceived a  regulation  size  school  scribbler.  Here,  too, 
the  idea  of  advertising  was  applied.  The  front  cover 
page  carried  two  cuts  or  photos  of  Hodges'  Shoe  Store 
and  a  line  "Compliments  of  H.  Grey  Hodges."  On 
the  back  cover  a  Christmas  cut  showing  a  display  of 
shoes  was  printed  bearing  the  wording  "Give  Shoes 
for  Christmas." 

Throughout,  the  material  given  away  carried  its 
advertising  message,  making  the  scheme  a  first-class 
advertising  stunt.  The  questionnaires  were  printed 
on  heavy  card  and  made  convenient  for  filing.  These 
cards  when  properly  filled  out  furnish  the  basis  of  a 
most  complete  mailing  list.  Not  only  the  heads  of  the 
house  are  listed,  but  every  member  of  the  family — • 
something  not  to  be  gained  from  the  directories  as 
they  list  only  adults, 

Mr.  Hodges  states  that  his  list  is  representative  of 
over  1000  families,  and  this  in  a  city  of  15,000  shows 
that  the  scheme  has  covered  the  ground  pretty  thor- 
oughly, when  one  makes  allowance  for  the  transient 
and  unattached  population. 

Of  course  more  than  one  card  came  from  some 
families  having  two  or  more  children  at  school,  and 
in  the  neighborhood  of  1,500  questionaires  were  re- 
turned to  Mr.  Hodges.  This  gives  him  a  mailing  list 
fiom  which  he  can  address  his  messages  to  the  ad- 
ults, or  if  they  are  to  interest  the  scholar  or  other 
members  of  the  family,  he  has  their  addresses  also. 

By  this  method  of  procuring  a  list  Mr.  Hodges 
has  saved  the  time  of  a  clerk  in  preparing  a  list  which 
would  be  necessary  in  the  ordinary  way.  The  scholars 
have  prepared  the  lists  for  him,  and  by  filing  the  cards 
away,  in  alphabetical  order,  or  otherwise,  he  has  them 
at  hand  for  reference. 

The  argument  may  be  made  that  some  of  these 
addresses  will  change.  It  is  quite  possible  that  they 
Avill,  but  for  immediate  use  they  can  be  relied  on  as 
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no  list  could  be  which  is  taken  from  the  city  directory. 

Practically  everyone  in  these  days  believes  in  the 
value  of  advertising  in  the  welfare  of  business,  but 
Mr.  Hodges  not  only  believes  it — he  does  it,  consist- 
ently and  continuously.  The  success  and  popularity 
of  his  store  is  proof  of  this  contention. 

Last  year  he  moved  his  business  into  larger  and 
more  commodious  quarters,  and  now  occupies  a  bright, 
well-lighted  and  most  modern  shop.  The  store  was 
remodelled  according  to  Mr.  Hodges'  ideal  of  an  up- 
to-date  shoe  store,  the  first  floor  being  entirely  given 
over  to  salesroom  and  office.  The  basement  and  sec- 
ond storey  are  used  for  storage  and  surplus  stock. 

A  feature  of  the  store  service  is  his  custom  of  re- 
taining a  clerk  who  is  able  to  speak  French  and  can 
thus  intelligently  cater  to  this  trade.  He  also  has  on 
the  sales  force  a  graduate  of  a  school  of  practipedics 
who  is  capable  of  prescribing  footwear  and  foot  ap- 
pliances for  the  correction  of  foot  troubles.  In  this 
connection,  the  store  carries  a  full  line  of  Dr.  .Scholl's 
foot  comfort  appliances. 

Mr.  Hodges  has  been  in  the  shoe  business  since 
boyhood  and  is  one  of  Chatham's  progressive  and  en- 
ergetic young  business  men.  The  store  motto  "For 
Better  Shoes  and  Better  Service"  is  his  maxim  and  a 
policy  the  whole  staff  takes  pride  in  working  for. 


Walter  T.  Devlin  -  Shoe  Merchant 

One  of  the  Men  Who  Have  Helped  to  Make 
Winnipeg  Noted  as  a  Well-Shod  City 

MR.  Walter  T.   Devlin  was  born   in  Lanark 
County,  Ont.,  in  1863,  and  received  his  edu- 
cation in  Pembroke,  Ont.    In  1882  he  went 
West,  making  Winnipeg  his  destination.  On 
his  arrival  in  that  city  he  enlisted  with  the  Royal 
North  West  Mounted  Police,  but  only  remained  in 
the  service  for  one  year  on  account  of  ill-health,  dur- 


Mclntyre  Block  now  stands,  remaining  with  this  firm 
until  the  fall  of  1883,  when  he  resigned  to  enter  the 
services  of  Thos.  Ryan  Co.,  Winnipeg,  who  were  in 
the  retail  branch  only  of  the  shoe  trade  at  that  time. 
After  spending  three  years  with  the  Thos.  Ryan  Co., 
Mr.  Devlin  joined  the  staff  of  the  Hudson's  Bay  Co., 
Winnipeg,  on  the  1st  October,  1886,  in  the  capacity 
of  shoe  clerk.  In  1894,  Mr.  Devlin  was  appointed 
manager  and  buyer  for  the  boot  and  shoe  department 
of  the  same  company,  for  both  wholesale  and  retail 
branches,  and  held  this  position  until  he  resigned  in 
1901. 

Following  this,  Mr.  Devlin  thought  he  would  like 
to  start  in  business  for  himself,  so  purchased  the  busi- 
ness then  being  run  as  Morgan's  Shoe  Store,  but  pre- 
viously known  as  Morgan  and  Edwards.  He  con- 
tinued operating  this  store  until  1908  when  he  had 
to  vacate  the  premises  on  account  of  J.  Robinson  Co., 
expanding.  Mr.  Devlin  then  amalgamated  with 
George  Ryan  and  started  a  new  business  at  494  Main 
Street,  under  the  name  of  Ryan-Devlin  Shoe  Co.,  Ltd. 
Shortly  after  the  amalgamation,  Mr.  George  Ryan 
retired  and  went  into  the  wholesale  business,  so  Mr. 
Devlin  took  over  the  management  of  the  Ryan-Devlin 
Shoe  Co.,  Ltd.,  and  has  been  carrying  (m  the  good 
work  ever  since. 

In  1916  the  firm  moved  to  the  Paris  Building,  but 
had  to  change  their  premises  on  the  first  of  this  year 
on  account  of  Dingwall's,  Ltd.,  jewellers,  taking  over 
the  entire  main  floor  of  the  building.  This  necessi- 
tated the  Ryan-Devlin  Shoe  Co.  removing  to  their 
present  location  at  309  Portage  Ave. 

Mr.  Ryan  has  been  a  very  active  member  of  the 
Retail  Merchants'  Association,  having  held  the  posi- 
tions of  vice-president  and  president.  He  is  also  a 
member  of  the  Kiwanis  Club. 


A  handsome  staple  shoe  by 
the  Williams  Shoe  Co.,  Ltd. 


Mr.   Walter  T.  Devlin 
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Agency  for  X-Ray  Shoe  Fitting  Device 

THE  Canadian  Shoes-Findings-Novelty  Co.,  Tor- 
onto, have  taken  the  agency  for  the  new  shoe 
fitting  device,  the  Foot-O-Scope,  a  brief  de- 
scription of  which  appeared  in  the  last  issue  of 
"Footwear." 

The  company  have  also  been  appointed  agents  for 
"Princess"  laces,  a  British-made  product,  manufact- 
ured both  in  silk  and  cotton — and  for  the  Crescent 
Braid  Co.  They  will  sell  direct  to  wholesalers,  manu- 
facturers and  retailers. 
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The  Manufacture  of  Women's  High  Grade  Turns 

At  the  Plant  of  the  Newport  Shoe  Co.,  Toronto— Young  Concern  Has  Made  Rapid 
Strides  Since  Establishment — Specializes  in  One  Type  of  Footwear 


THE  turn  shoe  has  stood  the  test  of  time.  It  is 
the  oldest  type  of  shoe  of  which  there  is  any 
historical  record,  and  is  said  to  date  back  more 
than  two  thousand  years.  It  is  the  method 
that  was  used  by  the  Egyptians,  in  the  days  of  an 
earlier  civilization  than  ours,  as  is  proved  by  relics 
which  have  been  discovered  in  the  ruins  of  ancient 
cities.  These  samples  of  antique  footwear  were  made 
by  the  simple  process  of  sewing  two  pieces  of  leather 
together  and  then  turning  the  seamed  side  in. 

That  the  method  has  outstanding  advantages  is 
proved  by  the  fact  that  it  has  been  handed  down  all 
through  the  centuries,  and  the  same  principle  is  still 
applied  in  the  highest  grades  of  fine  footwear.  Great 
refinements  have  of  course  been  introduced,  and  in 
the  turn  shoe  to-day  we  find  some  of  the  most  admir- 
able examples  of  the  shoemaker's  art. 

The  making  of  a  fine  turn  shoe  in  a  modern  hand- 
method  factory  is  a  delicate  process,  requiring  the 
highest  skill  on  the  part  of  the  operators,  and  we 
believe  our  readers  will  be  interested  in  paying  a 
visit  with  us,  by  way  of  the  printed  page,  to  the  most 
recently  establishd  turn  shoe  factory  in  the  Dominion 
— the  plant  of  the  Newport  Shoe  Co.,  Ltd.,  Toronto. 

The  Newport  Shoe  Company  was  established  in 
July,  1920,  by  Mr.  William  Chamberlain,  who  is  well- 
known  to  the  shoe  trade,  having  been  associated  with 
the  industry  for  many  years.  The  plant  is  located 
on  Wolseley  St.,  Toronto,  in  a  modern  and  well- 
lighted  building,  and  is  equipped  with  the  most  mod- 
ern machinery  which  is  adapted  for  certain  opera- 
tions in  their  type  of  product.  The  company  devotes 
its  attention  entirely  to  the  production  of  high-grade 
ladies'  hand-turned  shoes,  and  in  the  short  period 
since  it  started  in  the  business  has  made  remarkable 
progress,  particularly  considering  the  conditions  that 
have  existed  in  the  industry.  The  firm  are  now  sell- 
ing their  product  from  coast  to  coast,  being  repres- 
ented by  five  of  Canada's  well-known  travellers.  Mr. 
R.  E.  Wilson  is  sales'  manager  and  also  handles  the 
selling  in  Toronto  and  Hamilton. 

The  first,  and  not  the  least  interesting,  department 
in  the  factory  is  the  upper  cutting  room.  Her-e  the 
uppers  and  linings  are  cut  by  hand  according  to  speci- 
fication, tied  in  bundles,  and  passed  to  the  fitting  de- 
partment. The  company  has  patterns  for  from  twenty 
to  thirty  different  styles,  varying,  of  course,  with  the 
demand — to-day  a  style  is  dropped,  and  to-morrow 
another  is  added.  Practically  all  their  shoes  to-day 
are  low-cut  straps,  in  accordance  with  Fashion's  de- 
cree. For  the  upper  of  each  shoe,  there  are  three 
patterns  used — quarter,  vamp  and  heel  cover — with 
three  slightly  different  patterns  for  the  lining.  The 
cutter  requires  three  other  pieces  of  equipment — a 
sharp,  knife,  with  a  small  curved  blade,  a  skillful  hand, 
and  considerable  discretion.  The  last  mentioned  is 
particularly  needed,  because  with  strap  patterns,  it  is 
easy  to  waste  a  quantity  of  costly  fabrics  and  fine 
leathers,  if  great  care  is  not  used.  Slightly  different 
patterns  are  needed  for  the  linings  than  for  the  tippers, 
as  the  lining,  being  on  the  outside  when  the  shoe 
is  being  lasted,  has  to  contain  a  trifle  more  material. 


Afterwards  when  the  shoe  is  turned,  the  lining  is 
dampened  and  shrunk  to  the  proper  size. 

The  upper  materials  used  by  the  Newport  Shoe 
Company  are  mainly  satins,  in  all  colors;  suede, 
chiefly  in  black,  brown  grey ;  patent  leather ;  calf,  in 
brown  and  black  ;  kid,  in  brown  and  black ;  metallic 
cloths,  in  silver  and  gold.  The  satins  and  the  metallic 
cloths  are  both  imported  from  France,  fabrics  of  as 
high  quality  not  being  obtainable  from  any  other 
source. 

About  21/2  sq.  ft.  of  material  is  required  for  the 
upper  of  a  strap  shoe.  It  is  not  an  economical  pat- 
tern to  cut,  requiring  about  three-quarters  of  a  foot 
more  material  than  a  plain  pump.    The  calfskins  and 


Mr.  Wm.  Chamberlain, 
well-known  Canadian 
shoeman.  who  organized 
the  Newport  Shoe  Com- 
pany ten  months  ago 


suedes — calfskin  bufifed  to  a  velvet  finish  on  the  flesh 
side — come  in  skins  of  about  4  square  ft.  Kidskins 
run  2  to  2>4  sq.  ft.,  just  about  sufficient  for  one  shoe. 

In  the  lining  of  the  Newport  shoe,  drill  is  used  for 
the  vamp,  and  kid  leather  for  the  quarter.  The  kid 
stands  the  friction  of  putting  on  and  removing  the 
shoe  better,  and  is  also  preferable  from  the  viewpoint 
of  appearance. 

Each  customer's  order,  in  the  Newport  factory, 
goes  through  separately.  The  upper  cutter  is  handed 
a  tag,  showing  the  order  number,  the  name  of  the 
customer,  pattern  number,  sizes,  and  complete  speci- 
fication. When  the  uppers  and  linings  have  been 
cut,  they  are  tied  together  in  one  bundle,  with  the 
tag  attached,  and  are  passed  to  the  fitting  department. 
In  the  meantime  the  sole  leather  foreman  has  re- 
ceived a  similar  tag,  and  prepared  the  soles  required 
for  the  order. 

It  is  to  the  sole  leather  department  that  we  shall 
now  turn  our  attention,  as  here  the  work  on  an  order 
starts  simultaneously  with  the  cutting  of  the  uppers. 

The  sole  leather  used  in  Newport  shoes  is  of  the 
best  grade  oak  tannage,  and  comes  in  block  form  cut 
roughly  to  the  shape  of  the  sole,  requiring  only  to  be 
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rounded  to  the  exact  pattern.  The  rounding  is  done 
by  machine.  A  wooden  pattern  is  used,  which  is  set 
on  two  pins,  holding  it  firmly  in  place.  The  block  is 
placed  on  top  of  the  pattern,  and  on  top  of  that  a 
wooden  clamp  to  hold  it  fast,  while  a  small  knife 
attached  to  a  vertical  arm,  runs  around  the  edge, 
cutting  ofif  all  the  surplus  leather  beyond  the  edge  of 
the  pattern.  The  sole  then  passes  through  the  flesher 
— a  small  machine  with  steel  rollers  and  a  horizontal 
blade,  which  can  be  adjusted  to  any  gauge.  This 
trims  off  the  flesh  side  of  the  stock  and  leaves  it 
smooth  and  even.  Next  comes  an  operation  which  has 
much  to  do  with  the  finished  appearance  of  the  shoe, 
that  is,  the  grain  splitting.  The  sole  is  split  at  the 
heel  as  far  as  the  shank,  leaving  a  piece  of  leather  on 
the  under  side  almost  as  thin  as  paper.    This  tongue 


a  skiving  machine,  the  edge  of  the  leather  being  fed 
to  a  revolving  disc  which  cuts  it  down  to  the  desired 
bevel.  The  skived  edges  are  then  coated  with  cement 
and  folded  over,  leaving  them  quite  smooth.  Next 
the  linings  are  stitched,  the  vamping  is  done,  and  the 
outside  stitching".  For  the  vamping",  a  roll  cylinder 
machine  is  used.  This  inachine  takes  its  name  froni 
the  cylindrical  support  on  which  the  stitching  is  done, 
allowing  the  upper  to  be  passed  over  it  and  around 
without  creasing. 

One  of  the  last  operations  in  the  fitting  depart- 
ment is  the  attaching  of  the  French  binding,  around 
the  throat  and  quarter.    This  binding  is  of  silk,  about 

in.  wide,  and  its  neat  api^lication  has  much  to  dp 
with  the  appearance  of  the  shoe.  It  is  first  stitched 
around  the  outside  edge  of  the  throat  and  quarter. 


is  afterwards  used  to  cover  the  breast  of  the  Louis 
heel,  being  carefully  cemented  and  fastened  vnider  the 
top  lift,  and  in  this  way  an  unbroken  sole  surface  is 
secured  from  tip  to  heel. 

The  sole  is  then  channelled  and  moulded.  The 
moulder  runs  a  groove  around  the  inner  edge  of  the 
channel,  thus  raising  up  the  outer  lip,  and  forming"  a 
shoulder,  to  which  the  upper  and  lining  can  be 
stitched. 

Before  proceeding  to  the  lasting"  department,  all 
sole  stock  is  mulled,  that  is,  wrapped  in  damp  burlap 
to  make  it  moist  and  flexible,  so  it  can  be  easily 
turned.  In  the  mulling  process,  the  Newport  Shoe 
Co.  uses  a  special  bleach  which  gives  a  dry  finish  to 
the  bottom  that  is  very  attractive. 

When  the  soles  are  finally  ready  to  proceed  to  the 
lasting  department,  they  are  placed  in  a  carton,  with 
the  required  lasts,  and  the  uppers  and  linings  on  the 
same  order  are  also  placed  with  everything  assembled 
together  in  the  one  container,  so  that  the  laster  does 
not  have  to  leave  his  bench. 

We  must  now  turn  to  the  point  where  we  left 
the  uppers,  waiting  to  be  passed  to  the  fitting  depart- 
ment. The  first  process  in  this  department  is  the 
skiving  of  the  various  parts.    This  work  is  done  by 


after  which  it  is  given  a  slight  coat  of  cement  and 
folded  over  the  edge. 

There  are  two  other  operations  in  the  fitting  de- 
partment— the  button-holing  and  the  buttoa  sewing. 
The  Newport  Shoe  Co.  uses  a  U.S.M.C.  button-holing 
machine,  which  cuts  and  works  the  button-hole  in  the 
one  operation,  having  a  capacity  of  sixteen  a  minute. 
(The  company  is  making  no  lace  shoes  at  the  present 
time,  as  there  is  no  demand  for  them  in  their  class  of 
shoe). 

Now  the  uppers  and  linings,  as  before  mentioned, 
are  assembled  in  a  carton  with  the  soles  and  corres- 
ponding' lasts,  and  are  passed  to  the  lasting  depart- 
ment. In  this  department,  none  but  expert  hand  shoe- 
makers are  employed. 

Having  received  a  case  lot  of  shoes,  the  s'hoe- 
maker  proceeds  to  handle  each  shoe  separately.  He 
takes  the  last  first,  and  tacks  the  sole  to  it  inside  out, 
and  draws  the  upper  over  the  last  inside  out.  The 
counter  is  also  applied  inside  out.  Then  he  lasts  the 
shoe  by  the  hand  method,  using  a  pair  of  pincers, 
with  which  is  combined  a  hammer.  With  these  pinc- 
ers he  pulls  the  upper  down  tight  over  the  last  all 
the  way  around,  inserting"  tacks — of  which  he  carries 
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Treeing  and  packing  room 
— Newport  Shoe  Co.  Here 
the  shoes  are  finally  cleaned 
and  brightened  up,  and 
packed   ready  for  shipment. 


a  supply  in  his  movith — at  close  intervals  to  hold  the 
upper  in  place. 

The  upper  and  sole  are  now  sewed  together  on  a 
Goodyear  turn  shoe  machine,  and  the  reversed  shoe  is 
allowed  to  remain  on  the  last  until  thoroughly  sea- 
soned. Then  the  last  is  removed,  and  the  shoe  is 
turned.  For  this  purpose,  a  stationary  rod  is  used, 
upon  which  the  shoe  is  placed  in  an  upright  position. 
The  operator  bends  the  sole  at  the  shank,  and  the  heel 
part  is  turned  right  side  out.  Then,  taking  the  shoe 
off  the  rod,  he  forces  back  the  toe  and  skillfully  re- 
verses the  forepart.  A  last  is  now  Replaced  in  the 
shoe,  a  slightly  larger  one  being  used,  however,  due 
to  the  fact  that  the  sole  now  being  on  the  outside 
there  is  greater  space  withing  the  shoe.  Then  the 
operator  proceeds  to  smooth  out  any  wrinkles  that 
may  have  been  formed  with  a  tool  called  the  "slicker." 

A  feature  of  the  shoe  which  may  be  mentioned  in 
passing  is  the  shank,  which  is  of  leather,  with  a  tub- 
ular steel  reinforcement.  This  is  built  into  the  shoe 
when  it  is  being  lasted,  the  seat  of  the  upper  being 
lasted  on  top  of  it.  Its  reinforcement  gives  practically 
as  rigid  a  construction  as  is  secured  in  the  welt  pro- 
cess, preventing  any  breaking  down  of  the  arch,  or 
movement  of  the  heel  backwards  or  forwards,  as  is 
sometimes  experienced  with  footwear  made  by  the 
turn  process. 

The  shoe  is  now  complete,  but  for  the  heel.  In 
tb.e  Newport  shoe,  none  but  wood  heels  are  used, 
and  their  application  is  by  the  hand  method.  First 
the  seat  is  carefully  shaped  up  with  a  sharp  knife,  so 
that  the  heel  will  fit  neatly  and  firmly  in  place  all 
around.  The  heel,  which  is  first  covered  with  a 
similar  material  to  that  used  in  the  upper,  is  glued 
on  and  allowed  to  take  a  set,  after  which  it  is  securely 
fastened  from  the  inside  by  a  special  nailing  machine. 
The  nails  used  by  this  machine  are  of  a  prong  shape, 
which  gives  a  double  hold,  so  that  there  is  no  danger 
of  the  heel  becoming  loose,  or  the  nails  sticking  up 
into  the  wearer's    foot.    The    breast    piece,  or  thin 


shaving  of  leather  which  has  been  split  from  the  sole, 
is  next  carefully  cemented  to  the  breast  of  tbe  heel 
and  secured  under  the  top  piece,  which  is  now  fastened 
to  the  heel  with  a  brass  screw. 

This  operation  having  been  completed,  the  shoe 
passes  to  the  finishing  department  where  the  edges 
are  trimmed  and  set  and  the  bottom  finished.  The 
Newport  Shoe  Co.  is  now  using,  almost  exclusively, 
a  flat  oak  finish,  which  is  of  attractive  appearance. 
The  edges  are,  for  the  most  part,  of  the  square  type, 
but  bevelled  edges  are  also  shown  in  some  instances. 

Having  gone  through  these  finishing  operations, 
the  shoe  is  finally  treed  and  packed.  The  treeing  is 
practically  a  laundering  process,  any  slight  soil  marks 
that  the  uppers  may  have  received  during  the  various 
processes  are  carefully  cleaned  off  and  the  material 
brightened  up,  ironed  smooth,  and  restored  to  its 
original  condition  as  it  came  in  the  roll  of  satin,  or 
the  calf  or  kidskin. 

Thus  we  come  to  the  end  of  our  journey  through 
the  Newport  plant,  with  the  shoes  carefully  boxed, 
each  order  assembled,  and  ready  to  ship  to  the  firm's 
customers  throughout  the  Dominion. 

At  the  present  time,  the  Newport  Shoe  Company 
is  concentrating  its  attention  upon  one  and  two  strap 
shoes  of  various  designs — for  with  these  Dame  Fash- 
ion is  so  entirely  engrossed,  that  she  seems  to  be  un- 
able to  think  of  anything  else.  They  are  making 
them  in  straight  colors  and  combinations — black  sal- 
ins  are  particularly  strong  in  the  line,  and  they  figure 
that  these  will  be  rapid  sellers  for  the  summer  trade, 
as  they  are  very  popular  in  the  U.S.  centres.  The 
grey  and  black  combination  is  also  very  much  favored, 
especially  in  patent  and  suede,  and  for  fall  wear  the 
firm  predicts  that  black  kid  and  patent  will  be  in 
strong  demand.  As  to  heels,  these  are  fairly  evenly 
divided  between  Louis,  Baby  Louis,  and  Cuban,  as 
the  firm  believe  that  the  demand  will  be  regulated 
by  individual  taste,  and  that  there  is  not  likely  to  be 
a  run  on  any  one  type. 
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Show  Card  Writing  — Talk  No.  4 


This  is  the  fourth  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ- 
ing. The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  we 
know  our  readers  will  take  keen  interest  in  the  talks  as  they  appear.  Inquiries  to 
our  card-writing  department  will  be  welcomed  and  questions  pertaining  to  show  card 
work  will  be  promptly  answered.  We  suggest  that  these  talks  be  preserved  and  filed 
together  for  future  reference. 


I 


A TYPE  of  letter  that  is  difficult  for  one  person 
will  often  be  comparatively  easy  for  another. 
Anyone  who  does  much  in  the  way  of  card- 
writing  will  soon  develop  a  certain  style  of 
lettering  peculiar  to  himself.     His  finished  cards  will 
have  a  personality  about  them  which  is  invariably 
recognized  by  the  casual,  observer. 

Let  us  say  right  ^|liere  that  the  student  should 
learn  to  be  observant',  and  study  all  the  cards  that 
appear  in  the  show  windows  and  elsewhere.  Many 
little  ideas  can  be  picked  up  here  and  there  which 
are  sure  to  be  useful  to  the  wide-awake  card-writer. 
When  time  and  opportunity  allow,  study  other  card- 
writers'  work.  Criticize  the  card  in  your  own  mind, — 
see  how  improvements  could  be  made.  Notice  par- 
ticularly the  general  finished  appearance  and  how  the 
words  have  been  "set  up." 

While  the  beginner  will  find  one  type  of  letter 
easier  to  make  than  another  the  Roman  alphabet 
must  be  thoroughly  mastered  before  real  high  class 
work  can  be  produced.  While  this  alphabet  will  pre- 
sent difficulties  to  any  one  who  has  not  attempted  this 
style  before,  the  effect  of  a  well-balanced  row  of  Ro- 
man letters  is  well  worth  the  effort. 

The  Roman  is  one  of  the  ancient  styles  of  letters 
and  it  is  said  that  the  capital  Roman  letters  were 
brought  to  their  present  state  of  perfection  by  the 
Romans  two  thousand  years  ago,  while  the  lower  case 
letters  were  developed  later  by  the  Italians. 

This  alphabet,  as  we  have  made  it,  is  not  a  one- 
stroke  letter  alphabet,  as  we  understand  by  the  term 
"one-stroke  letter."  However,  after  a  careful  copy  of 
the  alphabet  to  get  the  picture  of  each  letter  firmly 
fixed  in  the  mind,  with  a  little  practice  a  very  credit- 

ROMAN 

ABCDEFGHIJ 

KLMNOPQRS 
TUVWXYZ  ED^^E 

abcdefghijklmilop 
qrstuvwxyz  F^ep. 


able  copy  of  a  finished  Roman  letter  can  be  made  with 
the  brush  stroke  method. 

Be  careful  to  make  the  letters  stand  perfectly  per- 
pendicular, and  aim  to  make  the  straight  lines  abso- 
lutely straight.  The  curved  parts  of  the  letters  must 
curve  perfectly  in  one  unbroken  curve. 

Care  should  be  taken  that  the  body  strokes  of  the 
letters  are  all  of  a  uniform  width.  For  instance,  have 
the  straight  stroke  of  the  letter  "P"  no  wider  than 
the  curve  of  the  letter  "O."  Criticize  your  own  work 
as  you  go  along  and  correct  any  mistakes  that  would 
stamp  the  work  as  being  done  by  a  beginner. 

The  white  space  between  letters  must  necessarily 
be  the  same  all  the  way  through  each  line  of  lettering. 
To  get  this  effect,  round  letters  such  as  "C,"  "O," 
"G."   etc.,   should   be   spaced   closer   together  than 

Good  Cards 

can  be  made  only 
y  the  card  writer  who 
\as  faithfully  practised 

square  letters  like  "H"  and  "T."  Where  the  letters 
"A"  and  "T"  come  together  they  may  overlap  a  little 
while  "M"  and  "N"  will  look  better  when  spaced  out 
slightly.  The  general  principle  is  to  keep  an  equal 
amount  of  white  space  between  the  letters  rather 
than  keeping  the  letters  a  certain  distance  apart. 

In  drawing  the  letters  avoid  the  common  mistake 
of  putting  the  heavy  stroke  in  the  wrong  part  of  the 
letter.  For  instance,  don't  put  the  heavy  stroke  of 
"A"  and  "V"  on  the  same  side  of  the  letter.  The 
general  rule  for  thick  and  thin  letters  is  all  lines  which 
slant  down  and  to  the  left  are  light,  and  all  lines  which 
slant  down  and  to  the  right  are  heavy.  The  letter 
"Z"  is  the  only  exception  to  this  rule. 

The  sharp  pointed,  as  well  as  the  rounded,  letters 
look  best  when  slightly  higher  than  the  other  letters. 
The  points  of  "A"  and  "V"  may  extend  slightly  over 
the  guide  lines  ruled  for  the  letters.  The  "O,"  "C," 
"G,"  "Q"  and  "S"  may  be  slightly  larger  than  the 
others,  both  in  width  and  height,  although  this  ad- 
ditional size  should  be  only  large  enough  to  make 
them  appear  in  keeping  with  the  straight  stroke' let- 
ters. 

A  very  important  feature  to  remember  about  -the 
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Roman  letters  is  the  fact  that  they  look  quite  as  well 
when  modified  to  suit  various  special  occasions  and 
space.    However,  first  master  the  standard  Roman 

n  mo  p(jPQl\uuyiY^Kyz 

..  i^^istakes  to  avoid  „ 


alphabet,  so  that  it  can  be  drawn  perfectly,  before 
attempting  the  modification. 


Retail  Merchants  Association  Oppose  Tax  on 
Retail  Sales 

THE  Retail  Merchants'  Association  of  Canada 
is  strongly  opposing  any  attempt  to  collect  a 
sales'  tax  from  the  retail  trade.  The  Dominion 
Executive  Council  and  Dominion  Board  of  the 
Association  have  been  giving  the  matter  close  atten- 
tion and  have  recently  passed  the  following  resolution  : 
"Whereas,  if  it  be  the  intention  of  the  Dominion 
Government  to  continue  the  Sales  Tax  and  extend  its 
application  to  those  engaged  in  the  retail  trade;  we 
recommend  that  such  tax  be  collected  at  the  source 
of  supply,  namely,  from  the  manufacturer  and  the 
importer,  and  carried  as  the  present  Sales  Tax  is  car- 
ried, thus  achieving  the  desired  end,  and  more  econo- 
mically collected,  and  in  this  way  the  tax  would  be 
absorbed  in  the  same  manner  as  all  systems  of  tax- 
ation are  absorbed,  and  that  the  words  'Manufacturer' 
and  'Importer'  be  properly  defined  in  the  Act  so  as 
not  to  include  retail  merchants." 

It  is  pointed  out  that:  "The  argument  used  by 
some  that  as  the  tax  is  passed  on  from  the  manufac- 
turer to  the  wholesaler  to  the  retailer,  and  to, the  con- 
sumer, it  will  be  pyramided,  has  no  value  whatever 
when  we  consider  that  the  proposed  tax  is  a  very  small 
matter  in  comparison  with  the  rate  of  duty  and  rev- 
enue tax  that  is  collected  on  some  manufactured  and 
imported  articles,  and  at  the  present  time  no  one 
would  ask  the  importer  or  manufacturer  to  refrain 
from  placing  his  profit  on  the  duty  he  paid." 

The  association  further  contends  that  to  place  a 
tax  of  one  or  two  per  cent,  on  the  sales  of  all  classes  of 
retail  meirchants,  irrespective  of  the  amount  of  profit 
they  make,  is  absolutely  unfair  to  the  retail  merchant 
who  is  compelled  to  make  a  large  turnover  in  order  to 
secure  a  small  profit,  while  to  dififerentiate  between 
the  rate  of  percentage  to  be  applied  to  each  line  of 
retail  trade  would  cause  great  confusion  and  its  appli- 
cation would  be  j)articularly  injurious  to  the  general 
store. 

Again,  it  is  pointed  out,  that  thousands  of  peddlers 


and  agents  who  travel  from  place  to  place  would  es- 
cape, which  would  be  an  unfair  discrimination. 

The  strongest  argument  against  a  sales'  tax  on 
retail  sales,  however,  is  the  cost  of  collection.  The 
Association  states : 

"Our  strong  objection  to  having  a  sales  tax  or 
turnover  tax  collected  from  retail  merchants  is  the 
enormous  cost  that  will  be  incurred  in  collecting  it. 
As  loyal  Canadians  we  want  to  see  the  war  debt  paid. 
We  want  everyone  to  pay  his  share,  and  we  want  the 
amount  to  be  collected  done  so  at  the  lowest  possible 
cost.  This  cannot  ])e  done  by  endeavoring  to  collect 
it  from  two  hundred  thousand  retail  merchants,  and 
engaging  an  enormous  staff  of  collectors,  clerks,  in- 
spectors and  auditors,  etc.,  but  it  can  be  collected  at 
a  very  small  cost  by  collecting  it  at  the  source  of 
supply. 

"When  the  Government  attempted  to  collect  a 
revenue  from  patent  medicines  through  war  revenue 
stamps  the  cost  of  the  collection  was  reported  to  be 
about  sixty-two  per  cent.,  and  in  addition  to  this 
enormous  cost  many  retail  merchants  were  compelled 
to  pay  large  sums  through  fines  and  other  court  pro- 
ceedings w^hen  the  placing  of  the  stamps  on  the  bottles 
had  been  overlooked.  W^e  strongly  opposed  this  sys- 
tem from  its  inception  and  we  hope  that  no  similar 
system  will  be  adopted." 


Plans  for  the  Big  Convention — July  13  and  14 

A JOINT  meeting  of  the  executive  of  the  Na- 
tional Shoe  Retailers'  Association  of  Canada 
and  the  Ontario  Branch  of  the  Shoe  &  Leather 
Travelers'  Association  was  held  on  Friday, 
April  29,  when  further  plans  for  the  July  convention 
were  discussed.  A  joint  finance  committee  was  ap- 
pointed composed  of  the  following  members :  repres- 
enting the  retailers,  W.  T.  Fegan,  James  W.  Jupp,  A. 
C.  Budreo,  Harold  Blachford ;  representing  the 
travellers,  Henry  McGee,  H.  McKeen,  W.  G.  Martin, 
Geo.  Scott,  Geo.  Grills,  and  Jas.  Hefifering. 

One  of  the  features  which  the  travellers'  associa- 
tion is  planing  for  the  entertainment  of  the  retailers 
is  a  trip  around  the  Toronto  harbor  works  in  motor 
boats.  The  Toronto  Harbor  Commissioners  will  be 
approached  in  this  connection,  and  it  is  hoped  that 
arrangements  can  be  made  for  a  very  interesting  and 
enjoyable  little  voyage.  The  intention  is  that  a  start 
should  be  made  at  4  o'clock  in  the  afternoon,  and 
after  the  trip  is  over,  that  the  boats  should  dock  at 
the  Harbor  Commissioners'  pavilion  at  Sunnyside. 
where  supper  would  be  served.  After  that,  auto- 
mobiles would  be  in  waiting  to  take  the  party  around 
the  city. 

The  expectation  is  that  the  travellers  will  attend 
in  a  body,  and  at  present  the  officers  of  their  associa- 
tion are  working  hard,  in  co-operation  with  the  re- 
tailers, to  put  the  thing  across  in  a  big  way,  and  make 
the  convention  the  most  successful,  in  point  of  view 
of  the  actual  results  obtained,  that  has  ever  been  held. 
Joint  meetings  of  the  officers  of  the  associations  will 
be  held  every  week  from  now  till  the  convention. 


C.  G.  Jones,  of  the  United  Shoe  Machinery  Com- 
I)any  of  Canada  Limited,  has  been  nominated  as  mem- 
ber of  the  executive  of  the  Purchasing  Agents'  Asso- 
ciation of  Montreal. 


I  lave  you  joined  the  N.S.R.A.  yet? 
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Shoeman's  Merchandising  Calendar 

Pointers  for  the  Month  of  June— Timeliness 
is  One  of  the  Secrets  of  Getting  Results- 
Wedding  and  Sport  Shoes  Should  be  Prom- 
inent Features— June  3rd  is  King's  Birthday 


June  is  the  month  of  weddings,  the  month  of 
roses,  and  the  first  month  of  summer.  It  is  a 
month  of  sunshine,  and  a  month  of  sports,  and 
it  is  during  June,  probably,  that  the  shoe  merch- 
ant will  make  his  largest  sales  of  sport  shoes. 

June  1 

Right  on  the  first  day  of  June  (and  perhaps 
for  a  week  or  two  previous),  the  shoe  merchant 
who  deals  in  a  high  or  medium  high  class  of 
goods,  should  make  a  feature  of  "wedding" 
footwear  both  in  his  window  trims  and  his  adver- 
tising. He  should  miake  a  list  of  all  the  foot- 
wear that  should  be  included  in  the  bride's  trous- 
seaux. The  following  suggestions  cover  the 
ground  very  fully,  but  of  course  require  to  be 
varied  according  to  the  class  of  trade  which  the 
appeal  will  reach:  Wedding  slippers  of  white 
satin,. or  white  kid;  "Going  away"  shoes  of  brown 
calf,  one  or  two  straps,  with  cuban  heel  (being  the 
thing  for  wear  with  a  tailored  suit);  afternoon 
shoes,  strapped,  preferably  of  suede,  entirely  on 
in  a  combination  (grey  suede  and  patent,  grey 
suede  and  brown  kid,  etc.);  evening  shoes,  in  sil- 
ver or  black  brocade,  with  single  strap;  "Tea 
time"  pump,  in  champagne  kid  or  sand-colored 
suede,  with  silk  brading;  sport  shoes,  of  white 
canvas  or  buckskin,  with  brown  leather  trim- 
mings; mules,  brocaded,  with  satin  lining;  satin 
bedroom  slippers. 

And  don't  forget  the  bridesmaids,  either. 
They  will  want  strap  slippers  to  match  their 
gowns,  probably  in  satin. 


Another  point  for  the  retailer  to  remember  is 
that  June  is  the  month  of  school  and  college 
commencements.  Feature  pretty  shoes  for  the 
young  graduate  of  the  fair  sex.  Her  wearing- 
apparel  at  commencement  is  almost,  if  not  quite, 
as  important  as  the  diplomas  itself,  in  her  eyes. 

Have  ads.  re  wedding  and  commencement 
footwear  prepared  in  plenty  of  time. 

Sport  Shoes 

Now  as  to  sport  shoes,  here  is  a  list  that  it 
will  be  well  to  keep  in  mind: 

Shoes  for  the_  tennis-player. 

Shoes  for  the  fisherman. 

Shoes  for  the  yachtsman. 

Shoes  for  the  golfer. 

Shoes  for  the  motorist. 

Shoes  for  the  baseball  player. 

Shoes  for  the  cricketer. 

Shoes  for  the  huntsman. 
Before  the  end  of  June,  feature  "Vacation" 
footwear.  A  large  number  of  people  set  out  for 
the  mountains,  or  the  country,  or  the  lakes,  right 
at  the  beginning  of  July,  some  earlier,  and  it  is 
up  to  the  shoe  merchant  to  see  that  they  are 
properly  provided  with  shoes. 

One  or  two  trims  of  kiddies'  footwear,  featur- 
ing barefoot  sandals,  should  also  be  used,  timing 
them  according  to  the  weather. 

Finally,  let  June  roses  have  a  place  in  all 
displays  in  which  they  can  appropriately  be  used. 
In  some  sport  shoe  displays  they  would,  of 
course,  be  out  of  place. 
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Goodyear  Tire  &  Rubber  Company's  Reorganiza- 
tion Scheme 

A DRASTIC  reorganization  of  the  Goodyear 
Tire  &  Rubber  Company  of  Canada  is  pro- 
vided for  in  a  private  bill  introduced  in  the 
Ontario  Legislature  recently.  This  company 
which  has  a  large  plant  at  New  Toronto,  has  suffered 
seriously  in  recent  months,  through  the  sudden  slump 
in  demand  for  tire  and  rubber  goods,  which,  had  the 
effect  of  causing  the  passing  of  the  dividend  on  pre- 
ferred at  the  end  of  March. 

Under  the  reorganization  the  common  stock  out- 
standing, amounting  to  $5,332,000,  will  be  reduced 
from  $100  par  to  $10  par,  and  the  $90  on  each  share 
will  create  a  reserve  fund  to  take  care  of  the  loss  in 
operating  on  the  high  cost  of  materials.  The  owners 
of  the  common  stock  are  the  Goodyear  Tire  &  Rubber 
Company,  the  j>arent  concern,  located  at  Akron,  Ohio, 
which  has  76  per  cent.,  and  the  management  of  the 
Canadian  company  holding  the  remaining  24  per 
cent.,  so  that  the  public  is  not  affected  by  this  drastic 
remedy. 

Paying  for  Supplies  Ordered 

The  Canadian  company  owes  $3,<S0O,O0()  in  the 
United  States,  of  which  $2,600,000  is  to  the  i)arent 
company,  and  the  balance,  $1,200,000,  is  in  the  shape 
of  notes  in  the  hands  of  the  public  across  the  line. 
The  Canadian  company  now  has  the  privilege  of  pay- 
ing the  American  company  by  the  issue  of  pre- 
preferrcd  stock,  as  soon  as  it  liquidates  its  inventory. 
In  addition,  it  has  made  arrangements  for  the  pay- 
ment of  outstanding  contracts  for  fabrics  at  high 
prices  on  a  basis  of  25  per  cent,  in  pre-preferred 
stock,  and  that  the  balance  of  the  fabrics  will  be  de- 
livered only  at  the  request  of  the  company.  In  other 
words,  it  is  not  obliged  to  have  the  goods  forced 
upon  it  before  it  is  ready  for  them. 

The  company  has  prepared  a  forecast  of  its  ex- 
pected business,  from  which  it  would  appear  that  by 
September  30  next  it  will  pay  all  liabilities  with  the 
exception  of  the  $1,200,000  of  notes  now  outstanding, 
or,  rather,  to  be  replaced  by  an  issue  for  that  amount 
for  three,  four  and  five  years.  The  present  position 
of  the  Canadian  company  is  declared  to  be  showing 
improvement  steadily. 


Plans  for  the  Welfare  of  the  Industry 

DURING  Ai)ril,  meetings  of  the  manufacturers 
in  the  Montreal  and  Quebec  districts  were 
held,  at  which  Mr.  S.  Roy  Weaver  and  Mr. 
Lionel  Theoret,  manager  and  secretary  resnec- 
tively  of  the  Shoe  Manufacturers'  Association  of  Can- 
ada, were  present,  and  matters  concerning  the  welfare 
of  the  trade  were  discussed.  On  May  3,  also,  these 
gentlemen  met  with  the  manufacturers  of  Kitchener 


Have  you  joined  the  N.S.R.A.  yet? 


and  Waterloo  and  the  territory  within  a  radius  of  50 
miles  of  the  Hydro  City,  when  new  activities  which 
already  have  been  undertaken  or  which  are  contem- 
plated in  the  immediate  futpre  in  the  interests  of  the 
industrv  were  outlined.  A  number  of  applications  for 
membershii)  have  l)een  received. 

The  Asj^ociation  is  instituting  a  series  of  regular 
reiiorts  from  the  several  shoe  manufacturing  districts 
in  Canada  and  will  issue  statements  based  on  such 
communications.     It  is  ])roposed  that  these  reports 


should  refer  to  conditions  in  the  shoe  manufacturing 
industry  in  British  Columbia,  Ontario,  Quebec  and 
the  Maritime  Provinces  and  possibly  also  in  Winni- 
peg, where  a  new  shoe  manufacturing  company  is 
commencing  operations. 


Linen  Thread  in  Shoe  Manufacture 

OUT.STANDING   advantages    are    claimed  for 
linen  thread  in  the  manufacture  of  shoes,  first 
because  of  its  immensely  greater  strength  as 
compared  with  the  cotton  product,  and  second 
because  of  its  distinctly  lower  co-efificient  elasticity. 
It  does  not  stretch  so  readily  as  the  cotton  thread. 

It  is  interesting  to  note  that  the  basic  raw  ma- 
terial from  which  it  is  manufactured,  flax,  is  claimed 
to  have  been  the  first  vegetable  fibre  emi)loyed  as  a 
textile.  Flax  is  grown  extensively  in  nearly  every 
country  in  Furo|)e,  but  only  little  elsewhere,  as  in 
Canada,  Japan  and  the  United  States.  Before  the 
world  war  Russia  produced  four-fifths  of  the  flax  fibre 
of  the  world.  The  various  operations  through  which 
the  crop  passes  from  the  harvest  to  the  market  are 
pulling,  wetting,  drying,  rolling  and  scutching.  The 
Max  fibre  comes  to  the  linen  thread  mill  in  the  scutched 
state,  ready  for  hackling.  After  the  hackling  opera- 
tion, spinning,  then  boiling,  dyeing  and  bleaching  are 
necessary,  as  well  as  several  other  processes. 

One  of  the  oldest  firms  manufacturing  linen  thread 
is  Wm.  Barbour  &  Son,  a  concern  with  headquarters 
in  the  North  of  Ireland,  whose  threads  have  been  on 
the  market  for  125  years.  This  firm  employs  in  its 
home  and  foreign  factories  over  5,000  operatives. 

During  the  World  War  the  various  governments  in- 
sisted that  military  footwear  be  sewn  with  linen  thread 
— the  Canadian  government  insisted  on  Barbour's 
linen  thread  when  possible  to  secure. 


Montreal  Superintendent's  &  Foremen's  Ball 

The  second  annual  ball  of  the  Shoe  Superintend- 
ents' and  Foremens'  Association  of  Montreal,  held  on 
April  22  at  the  Stanley  Hall,  was  a  pronounced  suc- 
cess. The  committee  in  charge  were  Messrs.  J-  T. 
Lacroix,  J.  E.  Harper,  J.  E.  Nolan,  J.  L.  Rochford, 
and  H.  Taylor.  Dancing  commenced  at  nine  o'clock 
and  concluded  at  two  o'clock.  The  attendance  was 
very  large,  and  included  nearly  all  the  superintendents 
and  foremen  of  the  Montreal  factories.  The  i)ro- 
gramme  consisted  of  22  dances,  the  various  dances 
being  named  after  firms  who  had  contributed  towards 
the  event.  A  feature  o!  the  dance  was  the  fine  dis- 
play of  evening  footwear  worn  by  the  ladies ;  in  fact 
this  was  so  noticeable  that  at  the  next  dance  arrange- 
ments will  probably  be  made  to  still  further  feature 
the  shoes  worn  by  the  ladies.  "Something  in  the  way 
of  a  styles  show,"  was  the  description  of  one  of  the 
officers  of  the  association. 

Mr.  G.  A.  Fortin,  the  president,  states  that  the 
association  is  increasing  its  membership,  that  the 
meetings  are  well  attended,  and  that  the  discussions 
on  points  of  interest  to  the  members  are  of  great 
value  in  their  work. 


Agency  for  "  High-Press  "  Footwear 

The  agency  for  the  well-known  "Hi-Press"  Rubber 
footwear,  manufactured  bv  B.  F.  Goodrich  Rubber 
Co..  has  been  taken  for  the  Province  of  Ontario  by 
Croskery  &  Company,  I/mited,  220  King  Street  West, 
Toronto. 
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How  the  Other  Fellow  Does  It 
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I  1 
I     A  department  of  merchandising  kinks  to  help  increase  footwear  sales.    A  prize  of  $5.00  is  1 

1     offered  each  month  for  the  best  sales'  story,  window  display,  or  advertising  idea  submitted.  j 

I     Contributions  to  this  department  should  not  exceed  1,000  words.    Send  one  in. 


Salesman's  Tact  and  Knowledge  Result 
in  Large  Sale 

(Submitted  by  Fred  W.  Horn,  Gavin 
Shoe  Store,  Fort  William) 

A  gentleman  entered  the  store  one  morning  and 
asked  to  be  shown  a  good  solid  boot,  explaining  that 
he  was  somewhat  hard  to  fit,  though  he  had  no  par- 
ticular foot  trouble.  He  removed  his  shoe  and  I 
noticed  he  had  a  very  broad  thick  foot  but  not  so  long. 
According  to  the  Ritz  measure  he  drew  a  6^  E.E. 
but  required  full  measurement  through  instep  and 
ankle.  I  procured  a  brown  winter  calf  blucher  which 
I  recommended  as  a  true  type  for  his  particular  fitting- 
requirements  and  also  explained  it  would  prove  a  good 
solid  substantial  wearer.  Having  finished  with  this 
boot  I  drew  out  a  higher  grade  shoe  that  had  even 
better  fitting  points  for  him  and  one  also  that  appealed 
from  the  dressy  standpoint.  He  liked  the  shoe  and 
remarked  that  he  would  be  in  again  in  two  weeks'  time 
as  he  was  contemplating  a  trip  and  should  he  decide 
to  go  he  would  procure  this  pair. 

This  was  a  tip  to  me  to  hand  to  him  for  his  in- 
spection a  very  fine  club  bag  near  at  hand  and  as  he 
examined  this  and  showed  evident  approval  I  asked 
him  if  he  intended  going  far  and  would  he  also  rquire 
a  trunk.  He  informed  me  his  intended  trip  was  to 
Italy  and  the  East  in  general,  and  as  a  very  fine, 
heavily  reinforced  fibre  covered  double  tray  trunk  was 
right  beside  the  chair  he  was  occupying,  I  opened  and 
showed  him  this,  which  appealed  to  him  as  just  the 
proper  kind,  size  and  all  for  his  requirements. 

He  paid  for  his  brown  winter  calf  boots,  and,  true 
to  his  intimation,  in  just  two  weeks  time  he  returned 
and  purchased  the  good  boots,  the  club  bag  and  the 
trunk  too,  which,  by  the  way,  was  the  largest  indi- 
vidual sale,  excepting  one,  I  ever  made  to  a  person,  of 
such  merchandise. 


Style  Show  an  Effective  Advertising  Means 

A  Providence  merchant  recently  put  on  an  efliec- 
tive  style  show  in  his  store.  Seven  living  models 
were  used,  correctly  clad  according  to  Spring  1921 
fashions.  As  a  means  of  helping  to  create  "atmos- 
phere," music  was  rendered  by  a  harp  and  a  violin. 

In  the  main  section  of  the  store,  a  stage  15  ft.  long 
by  5  ft.  wide  was  installed,  being  reached  by  five  little 
stairways.  The  stage  was  draped  in  white  and  in  the 
centre  was  a  black  velvet  stand.  Footlights  were  im- 
provised from  inverted  desk  lamps  and  there  was  a 
spot  light  in  the  centre.  The  stage  was  decorated  with 
palms,  white  leather  skins  and  yellow  jonquils. 

The  proprietor  of  the  store  advertised  for  models 
and  secured  the  co-operation  of  one  of  the  leading 
ladies'  costumiers  in  the  city  for  the  necessary  gowns. 

Invitations  to  attend  the  show  were  printed  in 


four  of  the  city's  newspapers.  These  ads.  were  in 
the  form  of  a  cut  of  a  folded  sheet  of  notepaper,  such 
as  is  customarily  used  in  inviting  guests.  The  firm's 
trade-mark  was  shown  at  the  top  of  the  announce- 
ment, which  read  as  follows : 

"You  are  cordially  invited  to  attend  a  Style  Show, 
to  be  held  at  this  store,  Tuesday  and  Wednesday, 
from  two-thirty  to  five  o'clock.  The  newest  in  Spring 
footwear  for  every  occasion  will  be  displayed  by  living 
models,  affording  an  unusual  opportunity  to  learn 
what  is  correct  for  the  coming  season.  Gowns  by 
F  ;  hats  by  K  ." 

Side  by  side  with  the  shoe  store  ad.  was  an  an- 
nouncement by  the  establishment  which  supplied  the 
gowns,  and  in  this  way  each  store  got  unusual  adver- 
tising" value. 


Making  Half  a  Dollar  Worth  One  Iron  Man 

"Half  a  dollar  is  worth  a  dollar  here  to-day,"  was 
the  intimation  in  the  window  of  a  progressive  shoe 
merchant's  window  recently,  and  to  drive  the  idea 
home  more  forcefully,  a  magnifying  glass  was  focussed 
upon  a  half  a  dollar,  making  it  appear  the  full  size 
of  a  dollar.  This  was  on  the  occasion  of  a  dollar-day 
sale,  and  it  proved  a  striking  way  of  getting  the  mes- 
sage across. 

In  the  same  window  a  well-designed  poster  of  a 
dog  carrying  a  bone  was  also  used,  with  an  accom- 
panying card,  which  stated,  "The  dog  knows  one  bone 

is  worth  a  lot  at  B  's  on  dollar  day."    Dollar  bills 

were  attached  to  the  top  of  other  show  cards  which 
were  placed  in  the  window. 


Hosiery  Offering  Draws  Crowd 

A  Cumberland  shoe  store,  which  was  recently 
opened,  held  an  inauguration  sale,  at  which  the  main 
attraction  was  an  offering  of  women's  hose  at  one  cent 
per  pair  to  the  first  50  adults  entering  the  establish- 
ment. The  men  were  permitted  to  purchase  six  pairs 
of  fine  quality  lisle  hose  at  15  cents  a  pair,  only  six 
pairs  being  allowed  to  each  customer. 


A  Round  Table  in  Retail  Shoe  Store 

ROWLAND  HILL'S  store  in  London,  Ontario, 
has  a  "round  table"  of  its  own.  Rowland  Hill, 
Jr.,  is  in  charge.  This  round  table  was  started 
last  fall,  and  has  proved  highly  successful  and 
interesting.  The  meetings  are  held  weekly,  and  are 
based  on  the  volumes  of  the  Retail  Shoe  Salesmen's 
Institute  Training  Course  and  Service.  The  Institute 
furnished  the  complete  plan  of  procedure  for  the  meet- 
ings, with  full  sets  of  questions  and  answers,  includ- 
ing experience  questions. 

Mr.  Hill  recently  wrote  as  follows: 
"I  must  not  clcjse  without  telling  yon  that  the 
boys  are  greatly  pleased  with  the  Ccnirse,  .so  far,  and 
are  taking  hold  in  a  vvay  that  greatly  pleases  us,  the 
employers,  too.  In  fact  we  are  all  most  enthusiastic, 
and  are  taking  heaps  of  pleasure,  as  well  as  getting 
real  results  in  a  business  way  out  of  the  Course. 
There  is  no  doubt  at  all  that  we  are  handling  our 
customers  with  more  intelligence  and  more  thought 
because  we  have  realized  through  your  Course  the 
value  of  pleasing  the  customer." 

Canadian-Made  P'ootwear  Coming  Into  Its  Own 

THE  Canadian  Reconstruction  Association  is 
publishing  a  pamphlet  analyzing  the  "Made  in 
Canada"  idea  and  urging  more  general  support 
for  Canadian  industry.  It  ]X)ints  out  that 
Canadian  industry  often  is  hurt  by  its  friends  and  that 
ouv  frcfjuently  hears  the  statement  that  Canadians 
ou.;ht  U)  buy  Canadian  goods  even  if  they  cost  slightly 
more  than  the  imported  goods,  or  are  inferior  in 
quality.  The  Association  contends  that  there  is  no 
need  to  apologize  for  Canadian  products  and  that  in 
the  case  of  established  industries,  at  least,  the  Cana- 
dian manufactures  are  equal  to  the  world's  best.  The 
following  reference  is  made  to  the  boot  and  shoe 
manufacturing  industry : — 

"Some  months  ago  a  certain  member  of  a  women's 
( irganization  in  Canada,  without  any  thought  (jf  being- 
unfair,  but  misinformed,  made  remarks  publicly  in  dis- 
paragement of  the  quality  anrl  fit  of  Canadian  foot- 
wear.   The  officers  of  the  organization   were  fair- 


minded  and  agreed  to  a  demonstration.  A  number 
of  shoes  of  Canadian  and  United  States  manufacture 
were  taken  out  of  stock  from  retail  stores  and  matched, 
.American  product  against  Canadian  product,  as  closely 
as  possible.  Several  officers  of  the  women's  organi- 
zation were  then  invited  to  pick  out  the  boots  which 
were  of  United  States  origin.  'That  shoe  is  made  in 
the  United  States,'  said  the  leader  of  the  women's 
part\-,  ])icking  U])  one  of  the  boots.  When  told  that 
slie  bad  i)icked  the  Canadian  product  and  it  was  ob- 
tainable in  Canadian  retail  stores  in  a  full  range  of 
sizes  and  widths  and  at  a  price  considerably  lower  than 
that  demanded  for  the  United  States  boot,  she  de- 
clared, 'Well  it's  the  better  shoe,  anyway.'  In  fact, 
many  Canadians  have  been  buying  Canadian-made 
footwear  for  years  in  the  belief  that  they  were  getting 
a  ])roduct  manufactured  in  the  United  States,  but  use 
of  the  Made-in-Canada  brand  is  now  being  adoj^ted 
more  generally." 


An  Attractive  Shoe  Polishing  Outfit 

THl^  agency  for  the  British  firm  of  shoe  polish 
manufacturers,  Day  and  Martin,  is  in  the  hands 
of  Hargreaves  (Canada),  Ltd.,  24  Wellington 
St.,  W.,  Toronto.  One  of  the  features  of  the 
company's  service  is  the  Day  &  Martin  polishing  out- 
fit, made  especially  for  Canada.  This  comprises  a 
black  . or  brown  leatherette  box  with  padded  lid,  em- 
bossed with  silver  lettering,  containing:  (1)  One  tin 
of  either  black,  tan,  dark  brown,  ' or  redi-tone  shoe 
polish;  (2)  hard  brush  for  removing  the  dust — this 
brush  also  has  a  small  end  for  applying  the  polish ; 
(3)  soft  brush  for  polishing;  (4)  scarlet  velvet  pad  for 
finishing. 

The  outfit  is  com])act  and  neat,  and  very  suitable 
for  travelling.  The  company  offer  to  supply  it  at  less 
than  cost  ])rice  to  all  dealers  stocking  Day  &  Martin's 
shoe  polish. 

In  additicMi  to  tlic  ])olishcs  mentioned  above,  Day 
&  IMartin  manufacture  a  white  shoe  cleaner. 

Hargreaves  (Canada),  Ltd.,  are  represented  from 
coast  to  coast. 
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A  Record  of  Achievement 

Mr.  J.  A.  Connor  has  recently  been 
appointed  Director  in  Charge  of  Sales  of 
the  Canadian  Consolidated  Rubber  Com- 
pany, Montreal,  also  vice-president  of  the 
Canadian  Consolidated  Felt  Company, 
Kitchener.  , 

Mr.  Connor's  whole  business  life  has 
been  devoted  to  the  rubber  and  shoe  in- 
dustry. He  started  his  career  in  this  busi- 
ness at  the  age  of  thirteen  as  parcel  boy  in 
the  employ  of  Dan  Reegan,  then  a  shoe 
mercliant  of  London,  shortly  afterwards 
becoming  a  shoe  clerk  for  H.  Ashplant  & 
Sons,  London.  He  took  up  the  line  as  a 
salesman,  commencing  with  Martin  Julian, 
Quebec,  covering  the  lower  provinces,  af- 
terwards becoming  ass'ociated  with  the 
Stratford  Shoe  Company,  Stratford,  cov- 
ering Western  Ontario.  The  next  ten 
years  were  spent  with  Garside  &  White 
in  the  capacity  of  salesman,  and  after  that 
Mr.  Connor  was  connected  with  Robinson  & 
Lindsay,  with  whom  he  remained  until  Sep- 
tember, 1910,  when  he  accepted  the  appoint- 
ment as  manager  of  London  Branch  of  the 
Canadian  Consolidated  Rubber  Company, 
Limited,  finally  being  transferred  as  divi- 
sional manager  of  the  Dominion  Rubber 
System  ((Ontario)  Limited,  at  Toronto. 

Mr.  Connor  is  a  member  of  the  Toronto 
Board  of  Trade,  Ontario  Club  and  on  the 
Advisory  Board  of  the  Old  Colony  Club. 


Healthful  Signs  in  the  Shoe  Industry 

Observations  on  Conditions  in  the  Trade  by 
Mr.  S.  Roy  Weaver,  Manager 
Shoe  Mfrs.  Assn. 

AS  the  boot  and  shoe  industry  in  Canada  was 
one  of  the  first  to  be  seriously  ail'ected  by  re- 
adjustment developments,  so  that  industry 
probably  has  gone  farther  on  the  readjust- 
ment road  than  any  other  large  industry  in  the  Do- 
minion. Such  readjustment  has  involved  hardship 
and  heavy  losses  to  manufacturers,  wholesalers  and 
retailers  in  many  cases  but  we  have  reason  to  believe 
that  the  worst  is  over  and  that  a  steady,  although 
perhaps  slow,  improvement  will  now  take  place. 
Indeed  reports  from  all  parts  of  the  Dominion  indicate 
that  business  has  been  improving  since  the  first  of 
the  year  and  that'the  improvement  is  not  entirely  of  a 
seasonal  character.  Stocks  have  been  liquidated  to  a 
very  large  extent  by  retailers  and  manufacturers. 
Shoes  made  from  material  bought  at  higher  prices 
have  been  repriced  by  the  manufacturers  on  the  pre- 
sent replacement  cost.  This  has  involved  heavy  de- 
preciation of  inventories  and  with  many  companies 
even  the  moderate  profits  which  were  made  during  the 
war  period  have  been  completely  wiped  out. 

The  manufacturing  industry  is  doing  its  utmost  to 
meet  the  present  situation  and  shoes  are  now  offered 


at  prices  which  represent  only  an  exceedingly  small 
margin  over  actual  costs.  One  of  the  Canadian  fac- 
tories, after  depreciating  its  inventories  to  replacement 
costs,  has  based  its  prices  on  an  estimated  net  profit 
of  only  4  per  cent  and  many  companies  may  realize 
even  less.  Retail  stocks  of  boots  and  shoes  have  been 
practically  cleared  and  merchants  are  again  buying  on 
an  increasing  scale.  Retail  prices  have  stiffened  con- 
siderably within  recent  weeks  and  few  job  lots  are 
now  available,  whereas  a  few  months  ago  they  were 
offered  freely  at  prices  considerably  below  the  cost  of 
production.  The  public  and  the  trade  appear  to  be 
recognizing  that  present  footwear  prices  are  based  on 
the  reduced  cost  of  material  and  that  no  further  early 
reduction  in  prices  can  be  expected.  Unquestionably 
some  additional  readjustments  will  have  to  be  made 
but  these  will  come  about  slowly  and  any  further  re- 
duction in  items  which  have  not  yet  been  effected 
may  easily  be  offset  by  higher  prices  for  basic  raw 
materials. 


Nu  Style  Pump  Straps 

The  Canadian  Shoes-Findings-Novelty  Co.,  Tor- 
onto, are  now  manufacturing  a  full  line  of  Nu-Style 
strap  pump  straps,  which  are  designed  to  convert  old 
styles  and  old  stock  into  saleable,  strap-effect,  shoes. 
This  specialty  may  prove  advantageous  to  many  re- 
tailers. 
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How's  this  for  a  Menu  ?   Tis  a  Real  Feast  the 
N.S.R.A.  is  Preparing 

BELOW  is  a  draft  of  the  programme  for  the 
convention  of  the  National  Shoe  Retailers' 
Association  of  Canada,  to  be  held  July  13-14 
in  Toronto.  The  subjects  discussed  will  be  of 
paramount  importance  to  the  trade  and  will  be  dealt 
with  l)y  men  who  have  had  wide  experience  in  the 
various  branches  of  the  business  with  which  they 
deal.  No  live  shoe  niercliant  can  afford  to  miss  what 
is  in  store  for  him  at  this  convention. 

Tuesday,  July  12 

A.M. — Conference  of  special  committees  to  coni- 
l)lcte  general  plans  for  the  convention  and  give  rc- 
l)orts. 

P.M. — N.S.R.A.  officers  and  council  meet  for  con- 
ference, Wednesday.  July  13. 

Wednesday,  July  13 

9  A.M. — Convention  opens.    Registration,  etc. 

10  A.M. — Address  of  welcome,  Mayor  of  Toronto. 
Response,  Mr.  (leo.  Gales,  President  N.S.R.A.  Re- 
sjjonse.  Provincial  President. 

11  A.M. — Appointment  of  committee^. 

11:15 — "How  to  conduct  a  successful  business  on 
a  falling  market." 

11:45 — "Optimism  in  business." 
Noon  Intermission — Luncheon. 

2  P.M. — "Leather  situation  and  its  future  outlook," 
W.  J.  Heaven  and  C.  G.  INlarlatt. 

2:45 — "How  to  i)romole  efficiency  in  the  sales' 
force." 

3:30 — "Successfully  handling  customers  in  a  shoe 
business." 

4  P.M. — Motor  drive  through  city  of  Toronto. 
7  P.M. — Banquet  and  reception  l)y  the  travellers. 

Thursday,  July  14 

9:30  A.M. — Report  of  nomination  committee  and 
n.nfinished  business. 

10:30  A.M. — "Getting  from  under  a  ^tock  bought 
at  high  prices." 

11  A.M. — "Shoe  Retailing"  (Subject  by  speaker's 
request),  C.  K.  Chisholm,  Cleveland,  Ohio. 

11.30 — Question  Box  and  discussion. 

Noon  Intermission — Luncheon. 

2  P.M. — "The  present  taxation  situation." 
2:30— "Style  Prospects." 

3  P.M.— "Is  it  profitable  to  stock  hosiery?"  C. 
Roy  Teetzel,  Ottawa. 

4  P.M. — Report  of  resolution  committee,  and  other 
Committees.  Unfinished  business.  Election  of  offic- 
ers and  installation  for  1921-1922.  Adjournment. 

7  P.M. — Banquet  (Prominent  speakers). 


A  New  Shoe  Dye 

mKT"  is  the  name  of  a  new  shoe  dye  which  has 
^    recently  been  placed  on  the  market.     It  is 
^  .J  also   recommended   for   travelling  bags  and 
leather  goods  of  all  kinds.    This  dye  is  ap- 
plied, in  the  usual  way,  with  a  dauber  and  it  is  claimed 
to  produce  very  pleasing  results.    "Zet,"  the  manu- 
facturers state,  renovates  old  shoes  and  makes  them 
look  like  new ;  it  produces  a  brilliant  and  lasting 
lustre  and  preserves  the  leather,  it  may  be  applied  to 
either  white,  black  or  tan  leather  that  has  become 
soiled  or  spotted.   "Zet"  is  put  up  in  black  and  cordo- 


van. It  does  not  contain  nitro-benzol  nor  any  other 
injurious  chemical. 

A  shoe  dye  with  such  cjualities  as  these  will 
readily  appeal  to  the  public.  It  is  made  in  Canada 
by  the  makers  cjf  "Rit"the  Sunbeam  Chemical  Com- 
pany of  Canada,  Ltd.,  Toronto. 

Dack's  Open  High-Class  Store  in  Winnipeg 

MiiSSRS.  R.  Dack  &  Sons  Limited,  of  Toronto, 
have  opened  a  branch  store  at  319  Fort 
Street,  Winnipeg,  under  the  name  of  Dack's 
Limited.  Mr.  Gordon  Green  has  been 
appointed  manager.  The  store  is  arranged  on  rather 
unusual  lines.  For  the  seating,  upholstered  wicker 
chairs  are  used,  and  these  are  ])laced  around  the  in- 
terior without  any  attempt  at  regularity,  giving  some- 
what the  effect  of  the  ease  and  comfort  of  a  sitting 
room.  The  fixtures  are  in  mahogany  finish,  and  the 
whole  appearance  is  very  pleasing. 

The  office  is  located  in  a  balcony  at  the  rear  of 
the  store.  The  basement  will  be  occupied,  partly,  by 
a  repair  department  which  it  is  the  intention  to  open 


Mr.    Gordon   Green,    Manager  Dack's. 
Limited.  Winnipeg. 


in  the  near  future.  This  department  will  be  run  on 
UD-to-the-minute  lines,  and,  as  the  store  is  in  an  ex- 
cellent location,  close  to  the  Orpheum  Theatre,  where 
thousands  of  people  pass  every  day,  it  is  expected 
that  a  big  repair  business  will  be  done,  in  addition  to 
the  retail  shoe  trade. 

Mr.  Green,  the  manager,  was  born  in  Newfound- 
land, and  made  a  start  in  the  commercial  life  in 
Boston,  Mass.,  in  1909,  where  he  gained  his  first  three 
years'  experience  in  the  shoe  business.  His  next 
move  was  to  Moose  Jaw,  Sask.,  where  he  still  followed 
the  same  calling. 

Right  at  the  beginning  of  the  war,  in  1914.  Mr. 
Green  enlisted  with  the  Imperials,  and  saw  service  in 
the  Dardanelles.  He  was  invalided  home  in  1917. 
and  UDon  entering  into  civilian  life  again,  he  linked 
up  witli  R.  Dack  &  Sons,  Limited,  Toronto,  snending 
a  considerable  portion  of  his  time  on  the  road,  hand- 
ling "made  to  measure"  trade.  At  the  beginning  of 
March.  1921,  he  was  transferred  to  Winnipeg  to  act 
as  Western  manager,  and  now  takes  charge  of  the 
firm's  new  store. 
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Where  the  Slump  Started 

THAT  the  raw  material  manipulators  and  spec- 
ulators were  largely  responsible  for  the  slump 
in  the  shoe  industry,  as  well  as  the  sugar  and 
other  industries,  is  the  assertion  of  one  of  the 
most  widely-experienced  travelling  shoemen  in  the 
country,  who  has  made  a  close  study  of  industrial 
conditions.  One  year  ago  last  February,  he  declares, 
two  advances  were  made  in  the  price  of  hides,  after 
the  hide  market  had  actually  broken.  Prices  were 
forced  up  and  held  up  by  the  manipulators  of  the 
market,  long  after  the  time  when  the  decline  should 
naturally  have  taken  place,  with  the  result  that  when 
the  break  came,  as  was  inevitable,  it  came  with  a 
crash.  It  is  this  shoeman's  opinion  that  if  the  market 
had  been  allowed  to  follow  its  natural  trend,  instead 
of  being  artificially  maintained,  the  effects  of  the  de- 
cline would  have  been  comparatively  slight,  and  much 
of  the  commercial  and  financial  stringency  which  the 
trade  has  suffered,  would  have  been  avoided. 

He  finds  business  is  now  slowly  recovering,  and 
believes  that  placing  business  for  spring  1922  will 
be  normal,  provided  the  confidence  of  the  trade  is  not 
undermined  by  unexpected  changes  from  one  style 
to  another. 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii:iiii!iiiiiiiiiiii!iiiiiiy^^ 


A  Sturdy  Example 
of  the  "Young  Can- 
adian" Line. 


iiiiiniiiiiiiiiH 

Hall  &  Hodges  Extend 

The  firm  of  Hall  &  Hodges,  Limited,  St.  Sacrement 
Street,  Montreal,  have  extended  their  warehouse  ac- 
commodat-on  by  acquiring  a  large  building  adjoining 
their  offices.  This  will  increase  their  facilities  in  the 
matter  of  handling  their  various  lines.  The  travellers 
of  the  firm  are  now  on  the  road.  Hall  &  Hodges  are 
agents  for  spats,  sport  shoes,  English  brogues,  Indian 
slippers,  Cochrane  rubber  soles,  Palmer-McLellan 
shoe  packs,  buckles,  etc. 


Signs  of  Some  Improvement  in  Hide  Market 

The  hide  market  seems  to  be  showing  signs  of  a 
little  life,  after  a  period  of  unprecendented  dullness. 
In  January  packer  hides  were  selling  at  12c.,  and  some 
business  was  done  at  that  figure.  Then  the  market 
went  to  pieces  entirely,  and  during  February  and 
March  there  was  talk  of  sales  at  4c.  and  5c.  Prices 
have  stiffened  up  again  somewhat,  however,  and  sales 
are  reported  from  Chicago  at  11c.  All  the  old  hides, 
it  is  said,  are  now  cleaned  up,  and  sales  have  recently 
been  running  around  150,000  a  week.  Calfskins  have 
risen  to  19c.  and,  at  the  time  of  writing,  are  holding 
at  that  level  in  Chicago.  Last  December  they  were 
quoted  at  12c.  to  14c.,  with  very  few  sales  being  made- 


The  improved  condition  of  the  hide  market,  though 
it  is  still  pretty  weak,  is  a  hopeful  sign.  The  hide 
market  was  the  first  branch  of  the  industry  to  feel  the 
slump,  and  it  is  there  that  the  first  indications  of  a 
return  to  normal  will  probably  be  seen. 


Preparing  for  Export  Opportunities 

At  the  request  of  the  Shoe  Manufacturers'  Associa- 
tion of  Canada,  Mr.  Poussette,  director  of  the  Com- 
mercial Intelligence  Service  of  the  Department  of 
Trade  and  Commerce,  has  instructed  the  Trade  Com- 
missioners and  Commercial  Agents  abroad  to  report 
on  export  opportunities  for  Canadian  footwear. 


Canadian  Stitchdown  Company 

The  Canadian  Stitchdown  Company  are  now  oper- 
ating a  factory  at  Ernest  and  Third  Avenues,  Maison- 
neuve,  P.Q.  The  firm  specialize  in  solid  leather  boots, 
shoes,  sandals,  and  Mary  Janes,  for  infants,  children, 
and  misses,  the  goods  being  marketed  under  the  name 
of  "Durable."  The  present  output  is  300  pairs  per 
day,  with  a  maximum  capacity  of  450  pairs.  The 
firm  is  under  the  management  of  Messrs.  James  Fab- 
rett,  Jean  Royer,  and  Denis  Piette. 


Licking  Convention  Plans  Into  Shape 

A  meeting  of  the  committees  working  on  the  N. 
S.  R.  A.  will  be  held  on  May  12,  at  which  the  plans 
for  the  coming"  convention  of  the  Association — July 
13  and  14 — will  probably  take  final  shape.  A  number 
of  meetings  have  already  been  held  and  much  work 
has  been  done.  The  executive  are  looking  forward, 
optimistically,  to  a  very  successful  and  valuable  con- 
vention. 


13-14 


An  Acknowledgement 

The  secretary  of  the  National  Shoe  Retailers' 
Association  of  Canada  wishes,  through  Footwear 
in  Canada,  to  express  his  appreciation  to  the  ad- 
vertising clients  of  this  journal,  who  have  very 
kindly  consented  to  give  the  coming  N.S.R.A. 
convention,  July  13-14,  publicity  in  their  adver- 
tising space,  in  response  to  the  request  recently 
sent  them.  Their  co-operation  is  greatly  appre- 
ciated, and  the  secretary  asks  that  they  accept 
the  thanks  of  the  Association  through  these 
columns,  as  he  finds  it  impossible,  owing  to  the 
large  number  of  replies  received,  to  make  indi- 
vidual acknowledgments 
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Merchandising  Through  Store  Windows 

Factors  in  Effective  Window  Display-  Neatness 
—Overcrowding— Tying  Up  with  Ads. 

  By  J.  H.  McLelland 

Till',  windows  of  your  store  are  the  eyes  of  your 
l)usiness.    They  convey  to  your  prospective 
customer's  mind  an  impression  of  your  store 
whether  the  class  of  goods  you  have  for  sale 
are  good,  bad  or  indifferent.    Two  vital  factors  are 
the  standard  of  service  and  the  values  you  are  pre- 
])ared  to  offer. 

It  is  a  good  policy  to  put  price  tickets  on  mer- 
chandise in  the  windows.  If  the  display  is  all  on  the 
medium  goods,  small  neat  price  tickets  should  be  at- 
tached to  every  pair.  If  all  high  priced  shoes  are 
used  pick  out  a  few  of  the  best  values  and  ticket 
these,  while  if  a  mixed  window  is  to  be  used  price  all 
the  cheaper  grades  and  one,  two  or  three  pairs  of  the 
best  values  in  the  higher  grades.  Make  your  window 
convey  to  the  mind  of  the  passer-by  that  your  styles 
and  prices  are  right  and  your  service  une(|ualled. 

The  Virtue  of  Cleanliness 

Now  a  word  about  the  Cleanliness  and  Neatness 
of  the  store  windows  and  display  if  they  are  to  be 
business  getters : 

The  windows  should  be  thoroughly  cleaned  inside 
every  time  that  the  display  is  changed  (which  .should 
be' at  least  once  a  week.)  The  outside  of  the  glass, 
the  brass  and  woodwork  should  be  polished  every 
morning.  Most  of  us  would  not  think  of  waiting  on 
a  customer  with  dirty  hands  or  soiled  linen,  but  let 
our  windows,  our  best  salesmen,  be  dirty,  the  goods 
in  our  windows  dusty,  the  signs  faded  and  shoes  piled 
in  the  window  like  hay  in  a  loft.  This  creates  a  neg- 
ative impression  on  the  customer's  mind  which  nine 
out  of  ten  times  takes  him  down  the  street  to  our 
more  progressive  competitor  whose  windows,  store 
front  and  shoes  on  display,  are  at  least,  clean. 

In  dressing  your  windows  it  is  always  wise  to 
study  weather  conditions,  public  holidays  and  local 
events  in  your  district  such  as  picnics,  parties,  and 
pay-days  so  that  you  can  make  special  appeals  to 
those  who  may  be  interested  in  these  affairs  at  the 
opportune  time.  That  is  to  say,  if  a  large  party  is 
])eing  held  have  a  special  display  of  party  or  evening 
shoes  preceding  the  event,  or,  in  the  case  of  a  picnic, 
a  special  display  of  Outing  and  Sport  Shoes. 

The  Overcrowding  Tendency 

If  you  want  to  sell  shoes  from  the  window  dis- 
l)lay  do  not  overcrowd.  No  matter  how  low  the  grade 
of  shoes  you  handle  are,  each  pair  shown  should  be 
so  placed  that  they  can  be  seen  to  advantage  from  the 
front  window.  Have  every  pair  clean.  Use  fillers  if 
possible.  Too  much  care  cannot  be  used  in  getting 
the  shoes  ready  for  the  window.  Two  or  three  pairs 
that  are  not  just  up  to  the  mark  will  spoil  the  effect 
of  your  entire  display. 

Another  important  point  is  to  connect  up  your 
newspaper  or  booklet  advertising  with  your  window 
display  cards.  The  size  of  these  window  cards  should 
be  in  proportion  to  the  size  of  the  window.  Many 
window  dressers  use  cards  much  too  large  for  the  size 
of  their  windows. 

The  writer  is  a  strong  believer  in  linking  up  the 
window  dis])lay  with  newspaper  advertising.  For  ex- 
ample, in  a  recent  display  of  evening  shoes,  across  the 


top  of  the  price  tickets  used  was  printed  "Evening 
Shoes  Faultless  in  Style,"  and  in  an  advertisement 
which  appeared  in  the  newspapers  the  same  heading 
was  used.  The  display  of  shoes  connected  with  an 
advertisement  of  this  kind  should  be  "faultless  in 
style"  or  the  impression  conveyed  to  the  public  will  be 
negative — a  condition  you  do  not  want  if  you  are 
going  to  get  the  best  results  (present  or  future)  out 
of  your  windows. 


Shoeman  Heir  to  a  Fortune 

F.  W.  R.  Hughes,  fcjr  s(jmc  years  a  shoe  merchant 
on  Yonge  Street,  at  Hillsdale,  North  Toronto,  has 
received  startling,  but  not  unwelcome,  news  to  the 
effect  that  he  is  heir  to  a  large  fortune.  Fifty  years 
ago  John  Finley,  a  wealthy  resident  of  Chicago,  died, 
livery  effort  to  find  his  heirs  proved  fruitless.  Some 
time  ago  Mr.  Hughes  noticed  an  advertisement  in  a 
newspaper,  remembered  that  he  had  a  great-uncle  by 
the  same  name,  and  decided  to  investigate.  He  trav- 
elld  to  Chicago,  and  saw  the  trustees  of  the  estate. 
Now,  to  obtain  proofs  of  his  claim,  he  has  decided  to 
go  to  I'-ngland. 


Representing  A.  E.  Marois,  Ltd. 

H.  S.  Ringland  has  recently  been  appointed  On- 
tario representative  for  A.  E.  Marois,  Ltd.,  of  Quebec, 
manufacturers  of  a  full  range  of  Welts,  McKays  and 
Standard  Screws.  His  headquarters  will  be  in  Tor- 
onto, where  he  has  opened  up  a  sample  room  at  Room 
516,  Board  of  Trade  Building,  Yonge  and  Front 
Streets,  with  a  complete  line  of  samples.  Mr.  Ring- 
land  expects  to  keep  in  touch  with  the  jobbing  trade 
of  Ontario. 

Prior  to  this  appointment  he  was  with  the  Rob- 
ert Simpson  Co.  Mail  Order,  and  has  had  several 
years'  experience  in  the  shoe  trade. 


Convention  of  Purchasing  Agents 

The  Second  Annual  Convention  of  the  Purchasing 
Agents'  Association  of  Canada  will  be  held  in  Toronto 
on  May  14th  at  the  King  Edward  Hotel.  Every  pur- 
chasing agent,  whether  a  member  or  not  of  any  of  the 
associations  now  formed,  is  cordially  invited  to  attend. 
Matters  vital  to  every  industrial  company  and  pur- 
chasing agent  will  be  discussed.  This  association  is 
doing  a  splendid  work  in  assisting  Canadian  industry 
by  fostering  Canadian  buying  and  boosting  the  "Made- 
in-Canada"  campaign.' 


A  Valuable  Catalog 

The  Williams  Shoe,  Limited,  ilrampton,  Ont.. 
have  recently  issued  a  catalogue  which  is  specially 
designed  to  assist  retailers  in  sorting  and  sizing  their 
stocks.  Special  reference  is  made  to  the  "In-stock" 
department  which  now  embraces  nearly  one  hundred 
of  the  firm's  best  selling  lines.  These  lines  are  in- 
dicated throughout  the  catalogue  of  heavy  type.  The 
catalogue  is  very  well  illustrated  with  typical  ex- 
ami)les  of  the  Williams  lines. 

A.—..  .  .  .  .  + 

■  I 

I  At   all  times  endeavor   to   create   a  desire 

j  for  the  footwear  you  have  in  your  store.  Always 

j  play  up  a  desirability  for  your  own  merchandise 

;  and  the  battle  is  half  won. — C.  F.  Rannard. 
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Hydro-City  Line-Up 

THE  following-  is  a  list  of  the  travellers  of  the 
Hydro  City  Shoe  Manufacturers,  Kitchener, 
Ont. :  Edward  Sait,  Box  876,  Victoria,  for  Bri- 
tish Columbia;  W.  W.  Dow,  11309  97th  St., 
Edmonton  for  Alta.  &  Western  Sask. ;  Wesley  Bates, 
114  Chestnut  St.,  Winnipeg,  for  Manitoba  and  Eastern 
Sask. ;  Arthur  Foster,  32  Samuel  St.,  Kitchener,  for 
Niag-ara  Peninsula;  S.  G.  Amero,  342  Richmond  St., 
London,  Ont.,  for  Southern  and  Western  Ontario ; 
James  S.  &  Geo.  Lovell,  99  High  Park  Ave.,  Toronto, 
for  Northern  and  Eastern  Ontario  to  Peterboro ;  Roy 
G.  Bird,  Brighton,  Ont.,  for  Eastern  Ontario  East 
and  North  of  Peterboro ;  E.  J.  Amyot,  292><  St.  Oliver 
St.,  Quebec  City,  for  the  Province  of  Quebec. 


Canadian  Consolidated  Rubber  Finances 

AT  the  annual  meeting  of  the  Canadian  Con- 
solidated Rubber  Company,  Ltd.,  another 
record  year's  takings  was  shown  with  net 
sales  for  1920  of  $26,675,512.54,  an  increase  of 
$4,512,535  over  1919.  After  reductions  the  net  profits 
were  $1,287,166,  as  against  $1,751,506  for  the  previous 
twelve-monthly  period.  After  payment  of  preferred 
dividends,  there  was  left  a  balance  of  $1,077,166,  or 
38.3  per  cent,  on  the  common  stock,  against  nearly  55 
per  cent,  in  1919  and  50  per  cent,  in  1918. 

Current  assets  were  $16,427,205,  against  $12,870,- 
225,  and  current  liabilities  $6,866,498,  against 
$3,351,846. 


Revival  in  Shoe  Trade  Apparent  in  Montreal 

There  has  been  a  welcome  revival  in  the  shoe 
manufacturing-  industry  in  Montreal.  Factories  which 
were  closed  or  on  short  time  are  now  busy — some 
working  overtime — and  orders  have  been  refused  ex- 
cept for  late  delivery.  Montreal  firms  report  that 
many  rush  orders  have  come  to  hand,  particularly  for 
jobbers,  and  that  these  are  mainly  for  comparatively 
small  numbers  of  pairs.  Wholesalers  have  apparently 
put  off  buying-  until  a  late  hour,  and  are  now  anxious 
to  secure  shoes  within  an  early  date  from  the  period 
of  ordering-.  They  are  also  buying  cautiously,  and 
prefer  to  give  repeat  orders  for  small  quantities  rather 
than  to  purchase  on  a  large  scale. 

The  supply  houses  are  naturally  more  brisk.  The 


whole  tone  of  the  industry  is  of  a  far  more  optimistic 
nature.  It  is  significant  that  the  bulk  of  the  orders 
for  women's-  goods  is  for  shoes  of  a  fancy  character, 
staples  being  largely  neglected. 


Branding  Canadian-Made  Footwear 

DURING  the  past  few  months  a  number  of  well- 
known  Canadian  boot  and  shoe  manufacturing 
companies  have  adopted,  for  the  first  time,  the 
use  on  their  shoes  of  a  distinctive  brand  identi- 
fying them  as  of  Canadian  origin.  The  number  of 
companies  which  are  marking  their  goods  "Made  in 
Canada"  or  employing-  some  other  unmistakable  iden- 
tification of  Canadian  manufacture  is  rapidly  growing. 
The  attitude  of  retailers  towards  the  Made-in-Canada 
l)rand  on  Canadian  footwear  has  changed  to  a  re- 
markal:)le  degree  since  the  war  and  many  retailers  are 
now  asking-  the  manufacturers  to  use  a  Made-in-Can- 
ada stamp.  This  means  that  to  an  increasing  extent 
Canadian  footwear  is  being  sold  absolutely  on  its 
merits  and  that  Canada  and  the  Canadian  manufac- 
turing- industry  are  given  proper  credit  for  the  credit- 
able g-oods  which  they  produce.  The  Canadian  people 
are  coming  to  realize  that  Canadian  dollars  will  buy 
better  value  in  Canadian  footwear  than  in  imported 
goods.  Retailers  who  are  now  purchasing-  Canadian 
and  who  are  willing-  that  the  Made-in-Canada  mark 
should  appear,  are  invited  to  notify  the  Shoe  Manu- 
facturers' Association  of  Canada,  No.  6  Jordan  Street, 
Toronto.  The  co-operation  of  the  retail  trade  will  be 
much  appreciated  in  this  connection. 


I 
I 

1 
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Three  snappy  selections  from  the  Holters  line. 
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This  New  Shoe  Store  in  London,  Ont, 
Has  Pleasing  Features 


MAXIMUM  efficiency  in  window  disj^lay 
and  design  in  a  store  of  narrow  width 
is  strikingly  exemplified  in  the  new 
premises  of  the  John  Agnew  Co.,  Ltd., 
London,  Ont.  To  pass  along  the  north  side  of 
Dnndas  St.  and  not  give  the  handsome  front  of 
London's  newest  shoe  store  at  least  a  passing 
glance  would  be  an  impossibility. 

While  the  frontage  is  not  more  than  14  ft., 
the  problem  of  making  an  attractive  showing  of 
footwear  has  been  successfully  solved  by  making 
the  width  of  each  window  at  the  sidewalk  less 
than  3  ft.  and  making  the  depth  back  to  the  in- 
viting door  about  20  ft.  The  deep  windows  are 
of  the  modified  V-shaped  effect,  carried  back 
from  the  sidewalk  to  the  door  with  three  slight 
angles,  affording  relief  from  the  monotony  of 
one  straight  expanse  of  plate  glass.  The  effect, 
too,  tends  to  attract  the  purchaser  gradually 
from  the  street  to  the  door,  almost  unthinkingly, 
as  he  examines  the  features  of  the  display. 

The  most  unusual  feature  of  tlie  window  is 
the  striking  background,  which  is  designed  in 
five  panels  the  height  of  the  window.  The 
woodwork  forming  the  panels  is  done  in  ivory, 
while  the  background  proper  is  in  rich  blue. 
Fancy  relief  work  is  artistically  worked  on  the 
blue  background  with  pleasing  results. 

Against  the  top  of  the  glass  is  a  heavy  fringed 
valance,     with  the 


firm 


not  be 
strong 
lamps, 
shades 


name  of  the 
shown  in  the  weave. 
Behind  the  valance, 
placed  so  they  can- 
seen  are  eight 
blue  electric 
Large  X-ray 
produce  an 
abundance  of  clear 
white  light  which 
makes  the  windows 
stand  out  at  night 
among  the  best  light- 
ed on  Dundas  St. 
The  floors  of  the  win- 
dows are  polished 
hardwood,  while  the 
runway  to  the  door  is 
floored  with  six-inch 
red  tiles.  A  large  and 
handsome  electric 
sign  hangs  over  the 
sidewalk. 

Immediately  inside 
the  front  door  is  a 
square  space  bordered 
with  the  latest  types 
of  trunks,  suitcases 
and  the  findings  case. 


The  shelving  is  of  the  single  section  style 
and  runs  from  the  floor  to  a  height  of  about  9 
ft.  without  a  ledge.  As  the  store  is  about  150 
ft.  long  and  the  shelving  extends  from  the  front 
to  the  back,  there  is  sufficient  space  for  thous- 
ands of  .  cartons.  The  cartons  all  carry  the 
Agnew  label  in  uniform  style. 

The  walls  above  the  shelving  are  finished  in 
a  rich  shade  of  blue  while  the  shelving  and  all 
other  woodwork  is  mahogany.  The  ceiling  is 
handsomely  finished  in  ivory  color  and  panelled 
off  in  mahogany  beams. 

The  seating  is  arranged  in  six  groups  of  six 
chairs  each.  The  chairs  are  of  the  heavily  up- 
holstered folding  opera  variety  and  the  groups 
are  placed  alternately,  one  group  facing  the  one 
side  of  the  store  and  the  next  group  facing  the 
other  side.  The  plan  has  already  proven  to  be 
ideal  for  a  narrow  store  of  this  type,  giving  the 
maximum  seating  with  an  abundance  of  floor 
space.  The  cash  office  and  wrapping  desk  is 
located  half  way  down  the  store  on  the  east  side, 
while  the  extensive  stock  of  trunks,  hand  bags 
and  leather  goods  is  grouped  at  the  rear  of  the 
store. 

The  London  store  is  under  the  capable  man- 
agement of  Mr.  F.  L.  Smith,  who  has  been  in  the 
employ  of  the  John  Agnew  Co.  for  many  years. 
Mr.  Smith  has  been  in  charge  of  the  London 

liranch  since  its  open- 
^j'7^"~7i|' iy-  ' r^jaBaajBua—    '"S  ^i^^o^t   six  years 

ago,  and  to  his  genial 
jjersonality  as  well  as 
his  aggressive  busi- 
ness methods  is  due 
the  thriving  business 
that  his  firm  is  en- 
joying in  the  Forest 
Citv. 


TRUNKS 
BOOTSHOPl;  BAGS 


gi  rl 
one 


The   new   store   of    the   Jno.    Agnew    Co.    has    effective   window  display 
facilities,  despite  narrow  frontage.  The  lobby  extends     back  almost 
20  ft.  from  the  sidewalk. 


Nothing  as  easy  to 
look  at  as  a  handsome 
If  you  can  work 
into  your  adver- 
tising or  your  window 
display,  people  will 
stop  and  take  notice. 
Ever  think  of  hang- 
ing a  picture  of  a  real- 
ly pretty  girl,  wear- 
ing a  really  smart 
pair  of  shoes,  in  your 
window.  It  will  catch 
the  mens  eye.  and 
anything  that  catches 
a  man's  eye,  is  mighty 
interesting  to  the 
women. 


— ^ 
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Has  Had  Wide  Experience  in  the  Shoe 
Game 

MR.  M.  A.  Cafferky,  manager  of  the  shoe  de- 
partment of  The  John  Murphy  Co.,  Limited, 
Montreal,  has  had  considerable  experience 
in  the  shoe  game  in  the  Old  Country,  United 
States  and  Canada. 

He  came  from  Ireland  fourteen  years  ago,  and 
went  into  the  employ  of  The  Regal  Shoe  Co.,  St.  Paul, 
Minnesota.   In  1910,  Mr.  Cafferky  joined  the  Rannard 


Mr.  M.  A.  Cafferky,  Manager  John  Murphy 
Company's  Shoe  Dept. 


Shoe  Co.,  Winnipeg,  as  sales  manager.  He  left  their 
employ  last  June  to  take  charge  of  the  shoe  depart- 
ment of  The  John  Murphy  Co.,  Ltd.,  Montreal.  Mr. 
Cafferky,  in  addition  to  managing  this  department, 
also  acts  as  buyer. 


A.  H.  M.  Financial  Statement 

THE  conditions  obtaining  in  the  Canadian  Shoe 
manufacturing  industry  during  the  greater  part 
of  the  year  1920  are  reflected  in  the  financial 
statement  of  the  Ames-Holden-McCready, 
Ltd.,  for  the  period  ending  December  3L  The  com- 
pany had,  as  the  trade  was  aware,  resorted  to  the  shut- 
ting down  of  their  leather  shoe  factories,  due  to  the 
unprecedented  situation.  Their  operations  during  the 
year  were  confined  chiefly  to  the  manufacture  of  rub- 
ber footwear,  the  year's  gross  sales  in  1920  being 
$6,614,552,  against  $6,658,263  for  the  full  twelve-month 
period  preceding. 

After  deducting  manufacturing  and  selling  costs 
and  allowing  for  depreciation,  but  before  taking  into 
consideration  fixed  and  other  charges,  the  loss  on  the 
year's  operations  amounted  to  $110,501,  against  a 
profit  of  $602,099  for  the  eight  months  covered  in  the 
previous  statement  and  $632,764  for  the  entire  1918-19 
period. 

All  deductions  made,  the  deficit  for  the  year,  after 
three  quarterly  dividends  on  the  preferred  stock  were 
made,  totalled  $639,836,  against  a  surplus  of  $176,150 
in  the  previous  statement  and  $323,322  in  1918-19. 
When  surveying  its  position  as  to  inventories,  the 
company  found  it  necessary,  under  the  new  market 
conditions  to  absorb  the  sum  of  $822,768,  thereby  con- 
verting a  credit  balance,  as  at  December  31,  of  nearly 


a  million  dollars  into  a  .debit  one  of  $470,250,  as  at  the 
same  date  last  year. 

President  T.  H.  Rieder,  in  reviewing  the  situation, 
indicates  that  business  is  gradually  returning  to  a 
more  normal  basis.  His  report  to  the  shareholders 
states  in  part : 

"The  business  of  your  company  progressed  favor- 
ably until  the  end  of  April.  At  that  time  there  com- 
menced the  most  difficult  and  trying  period  in  its 
whole  history.  Never  was  there  a  sharper  or  more 
sudden  slump  in  prices;  never  a  quicker  drying-up  of 
demand  for  its  product.  Cancellation  of  orders  with 
cessation  of  retail  buying  all  worked  to  produce  by 
early  summer  a  condition  of  almost  complete  stag- 
nation in  our  industry,  beyond  that  in  any  other.  All 
leather  footwear  manufacturers  great  and  small,  both 
in  Canada  and  the  United  States,  suffered  tremend- 
ously. 

"Your  factory  and  sales  organization  have  been 
kept  intact  during  the  year,  although  it  was  a  heavy 
burden  to  maintain  them.  The  management,  however, 
felt  compelled  not  to  relax  any  possible  effort  to  effect 
sales,  as  well  as  to  insure  the  future  business-getting 
ability  of  your  company. 

"Every  possible  economy  throughout  the  organiz- 
ation has  been  effected.  Factory  employees  have 
more  or  less  voluntarily  accepted  substantial  wage  re- 
ductions. All  other  classes  of  employees — executives, 
salesmen,  factory  foremen,  etc.,  are  taking  part  of 
their  compensation  in  the  form  of  payments  to  the 
employees'  stock  subscription  and  bonus  plan." 


Finds  Business  Good  in  Auto  City 

Mr.  Chas.  Fice,  the  genial  representative  of  the 
Lady  Belle  Shoe  Co.,  has  been  down  Windsor  way 
recently  and,  incidentally,  crossed  over  to  the  big 
automobile  city,  where  he  kept  a  weather  eye  open  for 
conditions  in  the  trade  and  visited  some  of  the  lead- 
ing retailers.  The  Detroit  merchants,  he  says,  are 
pushing  Beaver  Brown  in  men's  shoes  hard,  and  doing 
good  business.  They  figure  that  if  a  man  buys  a  pair 
of  shoes  in  a  comparatively  light  shade,  he  will  also 
find  it  necessary  to  buy  a  pair  of  black  shoes  also, 
and  sales  will  be  increased  just  that  much  extra.  The 
ladies,  too,  they  say,  have  bought  earlier  than  usual, 
and  the  retailers  are  figuring  that  they  may  be  able 
to  sell  them  an  extra  pair  for  the  season.  The  shoe 
business  both  in  the  States  and  Canada  is  apparently 
getting  back  to  a  pretty  active  basis. 


Montreal  Section  of  Travellers'  Association 

Great  interest  has  been  aroused  in  the  shoe  and 
leather  travellers'  association  since  the  Montreal  Fair. 
The  membership  has  grown  splendidly  and  there  is  a 
friendly  rivalry  between  districts.  The  Montreal  sec- 
tion of  the  Eastern  District  has  now  a  membership  of 
over  two  hundred.  It  has  as  its  president,  Mr.  R.  L. 
Savage,  who  has  done  much  toward  the  success  of  the 
association.  The  other  officers  are:  Vice-president, 
E.  H.  Dubois;  second  vice-president,  Romeo  Bros- 
seau ;  secretary,  Emilq  Larose,  and  treasurer,  J.  P. 
Buchanan. 


Ingenuity  is  required  in  trimming  the  edge  of 
rubber  soles.  Do  not  tackle  the  job  with  a  dull  knife. 
Keep  in  mind  that  when  you  are  working  on  rubber 
or  chrome  soles,  disaster  is  liable  to  follow  unless 
your  knife  is  very  sharp. 
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New  Welt  Process  Patented 

Rentier  &  Short  System  Eliminates ^[ All 
Metal  Fastenings  in  Lasting 


THE  Pentler  and  Short  custom  welt  differs  from 
every  other  process  of  shoe  making.    The  in- 
sole is  channeled  from  the  underside  (the  side 
that  comes  into  contact  with  the  outsole). 
'Jlirough  this  channel  the  insole  is  perman- 
ently inseamed  all  around  to  the  upper  lining. 

By  this  process  of  inseaming  all  tacks, 
staples  and  other  metal  fastening  are  elimin- 
ated. The  upper  and  linings  are  firmly  lasted 
down  to  the  wood ;  the  stretch  is  all  taken  out 
so  the  shoe  keeps  its  shape.  A  shoe  thus 
made,  it  is  claimed,  does  not  give  the  trouble 
experienced  with  shoes  made  with  the  "float- 
ing" insole  so  common  in  stitch-down  and 
many  so-called  "special  process  welts." 

Permanent  Inseams 

The  counters  and  box  toes  are  permanently 
inseamed  to  the  insoles  along  with  the  upper 
and  lining  so  as  to  remain  firmly  in  place  dur- 
ing the  life  of  the  shoe. 

After  the  shoe  is  lasted  the  lip  of  the  chan- 
nel in  the  insole  is  laid  down  and  the  outsole  is 
laid  on  and  directly  against  the  insole.  The 
welt  is  laid  on  top  of  the  edge  of  the  upper 
and  stitched  with  a  Goodyear  machine. 

The  uppers  are  therefore  doubly  fastened 
by  being  inseamed  to  the  insole  and  Goodyear 
stitched  to  the  outsole  which  prevents  the  same 
from  pulling  out  at  the  shank  as  often  happens 
in  shoes  made  by  other  processes.  This  pro- 
cess also  enables  the  manufacturer  to  con- 
struct shoes  whether  spring  heels  or  heels, 
with  a  nailless  heel  seat — a  feature  which 
manufacturers  have  been  striving  for  through- 
out the  history  of  tbe  industry. 

It  is  pointed  out  that,  the  insoles  being 
permanently  and  firmly  inseamed  and  all  staples  and 
other  metal  fastenings  eliminated,  repairing  becomes 
a  simple  process.  A  cobbler  can  either  nail  or  sew  on 
a  new  sole  or  half  sole. 

The  Pentler  and  Short  process  was  invented  and 
patented  by  S.  J.  Pentler  and  O.  R.  Short,  of  the 
Marathon  Shoe  Co.,  Wausau,  Wis.  Both  of  these  men 
have  been  in  the  shoe  manufacturing  business  since 
boyhood. 

The  remarkable  feature  claimed  for  this  process  is 
that  it  can  be  used  equally  as  well  on  a  child's  light, 


extent  of  $2,229.56,  with  interest  from  June  22,  1920, 
and  costs. 

Wilson  opened  a  retail  shoe  business  in  Montreal 
in  May,  1919,  ond  on  March  18  previously  he  gave  the 
.Slater  Company  an  order  for  shoes  valued  at  $5,780.82. 
The  order  was  filled  and  delivered  between  May  10 
and  June  9,  and  it  was  to  recover  the  balance  of  this 
account  that  the  principal  action  was  directed  against 
defendant. 

The  court,  on  examining  the  special  conditions  of 
the  contract  of  sale,  reached  the  conclusion  that  the 


CUSTOM  WELT  PATENTED  U  S.  PAT.  OFF. 
lOOKFOSTHls   TRADE  Ma^^^ 

ON  e-^^^  Shoe 


UPPER  DOUBLE 
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Pentler   &    Short  Process 
illustrated. 


single  sole  shoe  as  on  a  man's  shoe  with  heavy  sole. 


Retailer's  Claim  Allowed  in  Montreal  Law  Suit 

IN  the  Superior  Court  recently,  Mr.  Justice  Mac- 
lellan  recentlv  dismissed  a  demand  made  by  the 
George  A.  Slater  Company.  Limited,  to  recover 
$2,723.81  from  Chester  D.  E.  Wilson,  being  the 
Iialance  of  an  account  alleged  to  be  due  for  goods  sold 
and  delivered. 

In  the  same  judgment,  a  cross  action  by  Wilson 
against  the  Slater  Company  to  recover  $2,925.56  dam- 
ages for  breach  of  contract  was  maintained   to  the 


principal  action  was  premature.  Therefore  it  was  dis- 
missed under  reserve  of  plaintifif's  rights  to  recover  as 
the  account  falls  due. 

The  cross-demand  was  made  on  an  allegation  that 
the  Slater  Company  failed  to  deliver  to  Wilson  an  ac- 
cepted order  for  goods  to  the  value  of  $5,576.20.  The 
order  was  to  be  filled  and  delivered  about  September 
15,  1919,  but  there  was  default,  Wilson  alleged,  and 
consequently  he  said  he  was  obliged  to  buy  goods  in 
the  open  market  at  a  much  greater  price  to  replace  the 
boots  covered  by  his  contract  with  cross-defendant. 
This,  he  said,  incurred  an  enhanced  expenditure  of 
$2,229.56,  and  he  submitted  he  was  entitled  to  recover 
this  amount  from  cross-defendant  as  damages. 
Wilson  said,  in  addition,  that  he  sufTered  further  loss 
and  damages  amounting  to  $696  on  account  of  his 
having  to  replace  the  goods  he  had  ordered  from  cross- 
defendant  with  goods  of  a  quality  inferior  to  Slater's. 
He  therefore  sued  for  this  sum  in  addition  to  the 
$2,229.56. 

Cross-defendant  denied  having  accepted  the  order 
on  which  Wilson  based  his  cross-demand. 

Justice  Maclellan  disallowed  the  additional  cross- 
demand  for  $696.  but  granted  to  the  fir';t  amount  men- 
tioned in  the  counter-claim,  $2,229.56. 
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It's  Up  to  the  Repairers  of  Ontario 

Get  Behind  the  Big  Convention— It  Deserves  Your  Support 
— Toronto,  the  Last  Week  in  July 


It's  the  biggest  thing  has  ever  been  undertaken  by  the  trade  in  this  Domin 


ion. 


It  will  give  each  individual  repair  man  a  broader  view^point  of  his  calling. 

It  will  help  him  tov^ard  the  solution  of  many  of  the  problems  that  he  is  con- 
fronted with  in  these  difficult  days. 

It  v^^ill  show  him  how  his  business  can  be  made  more  profitable. 

It  will  give  him  new  ideas  that  will  build  trade. 

It  will  acquaint  him  with  methods  that  will  save  him  labor. 

It  will  make  him  a  more  efficient  business  man. 

It  will  elevate  the  repair  trade  to  a  higher  status  in  the  community. 

It  will  raise  the  trade  one  hundred  per  cent  in  the  estimation  of  the  whole- 
salers. 

It  will  put  the  trade  on  the  map  among  Canadian  industries. 

It  will  help  each  repair  man  to  get  the  other  fellow's  viewpoint. 

It  will  bring  the  members  of  the  trade  together  in  a  way  that  has  never  been 
accomplished  before. 

It  will  bring  out  ways  and  means  of  using  the  lever  of  co-operation  to  re- 
move many  of  the  difficulties  which  obstruct  the  progress  of  the  repair  trade  as 
a  whole. 

It  will  help  define  more  clearly  the  path  of  progress  for  the  repair  trade. 


IF— 


i  1 

1 

It  will  mark  a  new  era  in  the  history  of  the  shoe  repair  trade  in  Canada.  | 

I 


If  each  repair  man  will  do  his  bit — 
By  arranging  to  attend  the  conference. 
By  boosting  it  on  every  possible  occasion. 

By  making  suggestions  to  the  committee  who  have  it  in  hand  as  to  how  the  con- 
vention can  be  made  most  valuable  to  the  trade. 

By  coming  to  the  convention  prepared  to  discuss  all  matters  of  interest  to  the 
trade. 

By  readiness  to  communicate  his  own  ideas  and  experience,  maintaining  an 
open  mind  for  the  reception  of  the  ideas  and  experience  of  others. 

By  willingness  to  act  along  the  lines  which  the  best  sense  of  the  convention 
finds  to  be  in  the  interest  of  the  trade. 

By  adapting  the  valuable  ideas  that  are  brought  out  to  his  own  business. 

By  carrying  back  the  spirit  of  co-operation  to  his  own  community.  f 

By  asking  himself  not  *'What  can  I  get  out  of  this  thing?"  but  ''What  can  I  f 
put  into  it?"  .  [ 
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Merchandising  Tips  for  the  "One-Man"  Shop 

Some  Don'ts  and  Do's  by  a  Merchandising  Expert  that  Get  Right  Down  to  the 
Principles  and  Practices  of  Good  Business — They're  Worth  a  Trial 


H]£RE  are  four  big  DON'TS  to  begin  with. 
Make  them  part  of  your  business  religion. 
First — Don't  sympathize  with  yourself  be- 
cause you  have  not  more  helj)  and  greater 
capital.    Capital    is   tlie    result    of   correct  business 
practices,  not  the  cause. 

Scientists  tell  us  that  \vc  do  not  make  use  of  more 
than  20%  of  our  brain  power  and  energy.  So  there's 
plenty  of  stretch  in  you,  don't  worry.  You  can  do  a 
lot  more  yourself  towards  boosting  your  business, 
before  commencing  to  burden  it  with  a  big  payroll. 
And  the  experience  gained  through  making  your  caj)- 
ital  from  a  shoestring  start  is  the  best  of  all  guarantees 
that  you'll  be  able  to  hold  onto  the  money  when  it 
comes. 

Second — Don't  slavishly  ape  the  methods  of  the 
"big  fellows."  The  big  felhws'  ways  are  the  ways 
for  big  fellows — they'll  fit  your  needs  like  papa's 
pvercoat  does  little  Willie.  Besides,  everything  that 
you  do  should  smack  of  you  and  your  store  :  it  should 
be  distinctive  and  unique. 

Third — Don't  spend  money  for  this  or  that  ad- 
vertising just  because  it's  cheap  or  so  and  so  is 
reported  to  have  used  it  with  good  sviccess.  Put 
your  advertising  problems  to  your  trade  journal,  and 
get  sound  advice.  It  isn't  the  money  spent  on  adver- 
tising that  counts ;  it's  the  efifect  upon  the  public  mind. 

Fourth — Don't  carry  your  business  around  in 
your  hat.  A  safe  might  drop  on  it,  and  then  the  wife 
would  have  a  regular  poodle  and  parrot  time  trying 
to  figure  out  who  owes  who  and  what's  left  to  her. 

The  best  friend  you  will  ever  have  is  business 
is  a  set  of  well  kept  accounts.  It's  the  one  convinc- 
ing argument  when  you  want  credit.  Also,  it's  the 
one  and  only  way  to  prevent  leaks  in  your  business. 

A  special  and  extra  DON'T.  Don't  cut  prices. 
It's  service  and  quality  that  makes  your  work  worth 
the  prices  asked.  So  give  the  service  and  get  the 
price.    Make  the  service  worth  the  price  too. 

And  here  are  some  DO'S  that  any  merchant  who 
puts  his  head  and  heart  into  his  business  can  make 
use  of  easily. 

First  DO — Get  personality,  individuality  into  your 
business.  Avoid  anything  that  smacks  of  freakish- 
ness,  but  aim  to  have  your  store  and  your  methods 
dif¥erent  from  the  common  run. 

Your  prices  being  the  same  as  offered  elsewhere, 
the  public  must  be  given  some  compelling  reason  for 
trading  with  you — some  reason  for  thinking  of  your 
shop  first  when  they  want  their  shoes  doctored.  Serv- 
ice and  quality — is  the  answer.  And  next,  something 
distinctive  and  pleasing  about  your  methods.  It 
may  be  your  store  arrangement,  or  your  window 
displays,  the  Avay  you  wrap  your  parcels  and  keep 
track  of  the  shoes,  or  the  distinctive  tag  you  hand 
your  customers.  Anything  that  is  reasonable  and 
pleasing  will  do. 

Second  DO — Put  yourself  in  the  customer's  place 
and  figure  out  what  sort  of  attention,  what  manner 
of  handling  their  shoes,  what  i)ractices  having  to  do 
with  deliveries,  and  all  other  such  things  would  make 


you  want  to  trade  at  that  store  and  tell  your  friends 
to  go  there.  Then  make  the  doing  of  those  things 
an  unbreakable  rule  of  your  business.  That's  service. 
Give  it. 

Third  DO — Put  your  best  thoughts  intf)  your 
window  displays.  Aim  to  make  each  display  better 
than  the  last.  Don't  make  your  displays  too  solemn 
and  serious ;  everybody  enjoys  a  smile ;  but  be  sure 
the  onlooker  smiles  with  you  not  at  you,  or  your 
efiforts. 

Fourth  DO — Remember  that  when  you  repair  a 
pair  of  shoes,  you  should  do  something  more  than 
just  merely  exchange  the  job  for  the  customer's 
money.  Convince  the  customer  that  you  know  your 
business,  that  yours  is  a  good  shop  in  which  to  deal, 
that  you  really  give  SERVICE. 

Fifth  DO — Advertise.  Here's  where  you  can  get 
in  scnne  of  your  best  licks.  True,  you  cannot  spend 
as  much  money  for  advertising  as  some  of  the  large 
stores  do.  But  that  is  no  reason  why  you  cannot 
make  an  advertising  reputation  for  yourself  that  will 
be  the  envy  of  all.  Others  have  done  that  and  so 
can  you. 

Perhaps  you  already  have  a  mailing  list  of  those 
in  your  neighborhood;  but  if  not,  you  will  do  well  to 
prepare  one.  Then  get  copy  prepared  for  some 
letters  that  will  tell  people  about  you  and  what  you 
can  give  them,  in  an  interesting  way.  Then  work 
your  mailing  list  religiously. 

And  here  is  something  that  always  gets  attention 
when  it's  well  done.  Write  brief,  timely  advertising 
messages  on  brown  meat  paper  or  something  else 
that  will  be  out  of  the  ordinary,  and  put  them  on 
your  window.  A  man  in  Chicago  made  a  nation- 
wide reputation  by  doing  that.  The  reputation  for 
doing  things  in  a  dififerent  way  got  noised  about  the 
city  and  folks  came  from  all  points  to  deal  with  him. 
The  secret  of  the  thing  is  in  the  character  and  quality 
of  the  messages  (Watch  the  columns  of  "Footwear" 
and  you'll  get  some  suggestions). 

The  same  plan  should  be  observed  in  your  news- 
paper advertising.  You  may  not  be  able  to  take  very 
much  space  or  to  advertise  very  often  ;  and  that's  all 
the  more  reason  for  making  your  advertising  dis- 
tinctive. But  no  rule  can  be  laid  down  for  doing  that; 
it's  something  that  must  be  worked  out  by  studying 
the  local  conditions  and  writing  accordingly. 

Sixth  DO — Feature  the  findings  end  of  your  busi- 
ness. It  may  be  made  very  profitable,  and  at  the 
same  time  gain  you  new  customers  for  the  repairing 
department. 

Seventh  DO — Make  it  a  rule  and  ambition  of  your 
business  to  know  your  customers  by  name  and  to 
meet  them  pleasantly.  People  arc  all  alike,  in  that 
they  prefer  to  trade  where  they  are  known  and  spoken 
to  by  name. 

Eighth  DO — Look  carefully  to  your  store  and 
w  indow  lighting.  Customers  follow  the  light :  and 
there  are  so  very  many  small  stores  that  are  poorly 
lighted  that  it's  the  very  best  kind  of  business  strategy 
to  profit  by  that  condition,  by  having  the  lighting  in 
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your  store  and  windows  as  nearly  perfect  as  you  can 
get  it. 

Ninth  DO — Keep  your  store  immediately  neat  and 
clean.  Pay  attention,  too,  to  the  artistic  effect. 
Dark  dingy  colors  in  walls  and  ceiling,  or  crude 
combinations  of  colors  are  a  luxury  that  no  small 
business  can  afford. 

Tenth  DO — Try  in  every  way  possible  to  get  the 
outside  point  of  view  of  your  business.  Spend  time 
visiting  other  places  of  business ;  make  notes  of  the 
good  ideas  you  run  across  ;  pay  careful  attention  to 
all  complaints  that  your  customers  may  make  and 
try  to  remove  the  cause  for  such  dissatisfaction.  Re- 
member, the  public  must  be  pleased;  and  it's  only  by 
understanding  the  outside  point  of  view  that  you  can 
hope  to  have  your  shop  and  your  methods  satisfactory 
to  the  public. 


What  Association  Work  Has  Done  for  tlie 
Shoe  Repair  Trade  in  England 

HERE  is  what  Mr.  John  Hoyle,  of  the  National 
Federation  of  Boot  Trades  Associations,  has 
to  say  about  what  has  been  accomplished  for 
the  shoe  repairing  industry  in  Great  Britain 
through  association  work : 

"The  shoe  repairing  industry  has  been  rescued 
from  the  condition  in  which  it  existed  in  years  prior 
to  the  war,  and  the  policy  pursued  at  the  present 
moment  settles  the  question  for  all  time  as  to  whether 
it  shall  be  saved  from  a  return  to  those  pitiable  con- 
ditions. The  Conference  at  Newcastle  said  'The  fixing 
of  repair  prices  is  a  matter  for  associations  within  a 
certain  area,  because  of  the  varying  conditions  in 
wages  and  materials.'  Thus  the  fixing  of  repair  prices 
is  a  local  matter  with  a  district  bearing.  Nothing  can 
avert  a  return  to  the  old  conditions  other  than  a  sys- 
tematic understanding  between  associations  within  the 
different  areas.  A  grave  responsibility  rests  with 
District  Council  Executive  Committees  at  the  present 
time,  and,  to  my  mind,  the  line  of  policy  is  as  follows : 
To  watch  month  by  month  any  change  in  the  markets 
and  to  strive  at  all  cost  for  unity  of  action  by  the 
district  associations.  If  this  course  is  pursued  until 
some  sort  of  permanent  level  in  values  is  obtained, 
then  the  shoe  repairing  trade  will  be  saved  from  the 
debacle  which  has  overtaken  some  sections  of  the  shoe 
trade." 

It  will  be  noted  that  Mr.  Hoyle  emphasizes  the 
necessity  of  a  systematic  understanding  between  Asso- 
ciations within  the  different  areas.  Has  this  not  a 
very  direct  bearing  upon  the  matter  which  the  shoe 
repairers  of  Ontario  intend  to  deal  with  the  projected 
convention  in  July,  i.e.,  the  formation  of  a  federation? 
Association  work  would  never  have  accomplished  as 
much  for  the  trade  in  the  Old  Land  as  it  has,  were  it 
not  for  the  National  Federation  by  which  the  local 
bodies  are  linked  together,  in  districts  and  as  a  whole 
throughout  the  country.  Many  reoairers  of  British 
birth  who  are  now  in  business  in  Canada  can  tell  of 
the  deplorable  conditions  which  existed  in  the  repair 
trade  in  England  not  very  many  years  ago.  The  work 
of  the  Federation  is  largely  responsible  for  the  im- 
provement, and  it  is  an  object  lesson  on  what  can  be 
accomolished  when  co-operative  action  is  wisely 
applied. 

Conditions  in  the  trade  in  Canada  have  probably 
never  been  as  bad  as  they  were  in  England,  but  can 
anyone  assert  that  the  local  associations  have  outlived 
their  usefulness,  or  that  there  is  no  work  for  a  federa- 


tion to  accomplish?  The  repair  trade  in  this  country 
is  probably  at  the  most  critical  period  of  its  existence 
right  now.  It  is  at  the  cross-roads,  so  to  speak ;  one 
path  leads  to  a  higher  level,  the  level  of  an  industry ; 
the  other  leads  to  a  lower  level,  the  level  upon  which 
the  trade  was  operating  ten  years  ago.  Which  path 
will  the  repair  men  of  Ontario  choose,  that  which  gives 
them  the  status  of  business  men  and  will  net  profits 
commensurate  with  those  earned  in  other  lines  of 
business,  or  that  which  leads  back  to  the  old  condi- 
tions of  long  hours  and  short  profits,  with  the  status 
of  a  low  grade  tradesman?  The  former  is  the  path  of 
co-operation,  the  latter  is  the  path  of  division.  We 
think  there  is  little  doubt  which  they  will  choose. 


A  Token  of  Esteem 

A PLEASING  feature  of  the  meeting  of  the 
Toronto  Shoe  Repairers'  Association  on  the 
evening  of  Thursday,  April  14,  was  a  presen- 
tation made  to  Mr.  H.  E.  Carley,  last  year's 
vice-president  of  the  Association.  This  took  the  form 
of  the  association's  emblem,  in  silver.  In  making  the 
presentation.  President  Burnett  said  it  was  given  as 
a  small  token  of  the  high  regard  in  which  the  mem- 
bers hold  Mr.  Carley.  Mr.  Carley  has  an  almost  un- 
broken record  of  attendance  for  a  number  of  years, 
and  the  Association  felt  it  was  only  right  that  they 
should  make  some  little  expression  of  their  appreci- 
ation of  the  loyal  support  he  has  given. 


Toronto  Repairers  to  Visit  Old  Land 

THREE  members  of  the  Toronto  Shoe  Repair- 
ers' Association,  Messrs.  Butterworth,  Hendry 
and  Skilling,  intend  making  a  trip  to  the  Old 
Land  this  summer  and  visiting  the  scenes  of 
their  younger  days.  Some  of  the  fellow-members  are 
suggesting  that  this  may  result  in  a  rush  of  Old 
Country  repair  men  to  this  country.  When  the  re- 
presentatives of  the  British  organization,  the  National 
Federation  of  Boot  and  Shoe  Trades  Associations, 
visited  Toronto,  members  of  the  local  association  took 
them  over  the  city  in  their  automobiles,  and  when 
the  British  repairers  see  that  their  fellow-tradesmen 
in  Canada  not  only  can  afford  to  run  automobiles  but 
also  to  make  trips  across  the  Atlantic,  they  may  jump 
to  the  conclusion  that  the  repair  trade  in  this  country 
is  a  regular  gold  mine. 


Veteran  Repairer  of  Royal  City  Passes 

MR.  Michael  Pringle,  a  veteran  shoemaker, 
80  years  of  age,  died  recently  at  the  Royal 
Columbian  Hospital,  New  Westminster, 
B.C.,  following  a  serious  operation.  The  late 
Mr.  Pringle  was  a  native  of  St.  John's,  Nfld.,  and 
resided  for  some  time  in  Halifax,  N.S.,  but  in  1888 
he  came  West,  and  settled  in  New  Westminster,  after- 
wards moving  to  Vancouver,  and  from  there  to  Vic- 
toria, and  finally  returning  to  the  Royal  City,  where 
he  has  now  ended  his  days. 

In  his  earlier  years,  Mr.  Pringle  took  a  keen  in- 
terest in  public  aft'airs,  and  during  his  long  life  be- 
came quite  a  popular  and  well-known  figure.  He 
carried  on  his  trade  as  a  shoemaker  until  about  12 
years  ago. 


Are  you  preparing  to  attend  the  Conference? 
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Is  Capital  Looking  to  Repair  Business 
as  Field  for  Investment?— Repair- 
ers Must  Keep  Up  with  Times 

THE  shoe  repairing  industry  has  reached  the 
stage  where  it  offers  opportunity  for  capitalis- 
tic enterprise.  In  certain  cities  on  the  other 
side  of  the  line  very  large  and  splendidly- 
equipped  shops  are  successfully  operating,  and  in 
one  or  two  Canadian  cities  there  are  establishments 
of  considerable  size,  which  use  up-to-the-minute  busi- 
ness methods  and  do  considerable  advertising.  It  is 
instructive  to  note  that  one  of  the  establishments  to 
which  we  refer  is  in  the  hands  of  men  who  are  not 
members  of  the  trade.  They  are  investors  who  saw 
an  opportimity  for  making  money  in  the  repair  busi- 
ness and  their  investment  is  netting  them  the  returns 
they  looked  for. 

Does  this  not  suggest  any  lesson  to  the  average 
repair  man?  Does  it  not  make  it  clear  that  he  must 
keep  his  methods  right  up-to-date  and  offer  the  public 
a  modern  and  efificient  service,  if  he  is  to  avoid  the  in- 
trusion of  a  new  competition  in  his  field,  of  a  keener 
and  more  powerful  kind  than  he  has  ever  before  faced? 
Does  it  not  indicate  the  necessity  of  united  action  by 
the  repair  men,  not  only  for  the  pur[)ose  of  maintain- 
ing prices,  but  also  for  the  purpose  of  disseminating 
propaganda  that  will  educate  the  public  to  have  their 
shoes  repaired  with  the  legitimate  repair  man,  and 
also  to  educate  the  individual  repair  man  to  render  a 
service  that  will  win  the  confidence  of  the  public  for 
the  men  who  are  today  handling  the  repair  business? 

Do  not  let  the  shoe  repairers  drift  along  in  a  false 
security,  believing  that  the  methods  of  yesterday  will 
suffice  for  today  and  for  tomorrow.  It  is  essential  to 
keep  up  with  the  times.  The  manufacture  of  shoes 
has  been  taken  out  of  the  hands  of  the  shoemaker  and 
is  now  carried  on  in  plants  which  turn  out  more  shoes 
in  a  few  hours  than  the  shoemaker  formerly  turned 
out  in  a  whole  lifetime.  And  the  repairing  of  shoes, 
too,  may  later  be  monopolized  by  those  who  do  busi- 
ness on  a  big  scale.  Many  repair  men  pooh-pooh  this 
idea,  Init  a  great  many  shoemakers  also  pooh-poohed 
the  idea  that  shoes  could  be  entirely  manufactured  by 
factory  methods.  We  do  not  contend  that  factory 
methods  can  be  applied  to  shoe  repairing,  but  we  do 
contend  that  there  is  opportunity  in  the  repair  busi- 
nc.-s  for  capitalistic  enterprize  and  for  operations  on  a 
larger  scale.  The  men  who  are  today  handling  the 
business  will  have  to  keep  up  to  scratch ;  they  will 
have  to  scrap  ancient  and  inefficient  methods ;  they 
will  have  to  show  the  public  that  they  are  progressive ; 
they  will  have  to  advertise — if  they  are  to  secure  to 
themselves  the  business  which  is  now  theirs. 


Care  Required  in  Lowering  Heels 

When  new  shoes  are  brought  in  with  the  request 
that  the  heel  be  lowered,  or,  as  is  most  often  the  case, 
that  it  be  elevated  by  adding  one  or  two  lifts,  care 
must  Ijc  taken  that  the  standard  tread  is  not  destroyed, 
as  undue  pain  will  be  felt  at  the  forepart  of  the  foot 
if  the  heel  is  too  high.  In  order  to  find  out  whether 
or  not  the  tread  is  correct,  set  the  shoes  in  a  natural 
position  on  the  bench.  When  the  heel  is  set  down  flat 
upon  the  bench  and  the  forepart  of  the  shoe  lies  flat  at 
the  ball-line  and  a  little  ahead  of  it,  the  shoes  are 
properly  constructed  as  to  tread  even  if  the  heel,  next 
to  the  breast,  should  lie  flat  ui)on  the  l^cnch  while  the 


rear  i)art  of  the  heel  is  lifted  away  from  it  a  little  bit. 
In  such  a  case,  do  not  alter  the  shoes  in  any  way  un- 
less the  customer  insists  upon  it. 


May  Visit  Royal  Comrade 

W' illiam  Legg,  a  veteran  shoemaker,  of  St.  Cathar- 
ines, Ont.,  set  out  recently  on  a  trip  to  England.  Mr. 
Legg  expects  to  visit  his  old  sailing  comrade,  King 
George,  when  away.  He  sailed  with  His  Majesty  on 
the  same  ship  in  the  British  Navy,  and  when  King 
George  visited  Canada  twenty  years  ago  as  the  Duke 
of  Cornwall  and  York,  he  sought  out  his  sailor  com- 
rade and  they  had  quite  a  chat  about  old  times. 


Changes  in  Kincardine  Firm 

The  firm  of  Lake  and  Lake,  modern  shoe  repairers, 
Kincardine,  Ont.,  has  been  dissolved,  Samuel  Lake, 
Sr.,  continuing  the  business.  Samuel  Charles  Lake 
has  opened  a  repair  sho|)  in  Liverton,  but  at  present  is 
not  in  good  health  and  is  receiving  military  medical 
treatment  for  trouble  resulting  from  being  gassed  and 
wounded  in  the  Great  War. 


Service  Man  Appointed  for  Landis 

Robert  J.  Van  Stone,  165  Queen  St.  South,  Ham- 
ilton, Ont.,  has  been  appointed  Service  Man  in  Can- 
ada for  the  Landis  Machine  Co.,  of  St.  Louis,  U.S.A. 
He  carries  a  full  line  of  repair  parts,  and  stands  ready 
to  give  every  possible  assistance  to  users  of  Landis 
outfits. 


Universal  Skate  Grinder 

Universal  Shoe  Machinery  of  Canada,  Ltd.,  is  now 
putting  on  the  market  their  new  model  G.  skate  grind- 
er, which  is  claimed  to  be  the  only  skate  grinding  ma- 
chine which  is  built  as  an  independent  unit  in  Canada. 
This  machine  is  mounted  on  two  strong  legs  and  is 
equipped  with  a  wooden  shelf  for  resting  the  skates 
on,  before  and  after  grinding.  It  is  furnished  with  a 
pair  of  motor  brackets  where  separate  drive  is  re- 
quired, as  in  shops  where  there  is  no  finisher,  skating 
rinks,  sporting  goods  store,  etc.,  and  it  is  also  supplied 
equipped  with  a  countershaft  through  which  it  can  be 
connected  with  the  finisher  shaft  by  means  of  a  clutch 
and  driven  by  the  power  of  the  latter. 


T.  II.  LePoidevin,  shoe  repairer,  Toronto,  has 
taken  his  son  into  the  business,  and  the  firm  is  now 
registered  under  the  name  of  "T.  Le  Poidevin  &  Con." 

T 

At  the  meeting  of  the  Toronto   Shoe    Re-  7 
pairers'  Association  on  April  14,  a  resolution  was  j 
passed,  moved  by  Mr.  Butterworth,  seconded  by  : 
Mr.  Hendry,  that  an  official  invitation  be  sent  to  ! 
the  various  other  shoe  repairers'  associations  to  I 
hold    the    proposed    provincial    convention    in  | 
Toronto.    All  visitors  will  receive  a  warm  wel- 
come from  the  Toronto  men,  and  they  may  rest 
assured  that  any  hours  given  over  to  leisure  will 
not  be  dully  spent. 
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The  Big  Idea ! 


! 
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I 
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Shoes  to  Match  the  Costume — 
Hose  to  Match  the  Shoes'' 

Make  It  a  Slogan 


Shoe  merchants  who  have  gone  after  hosiery  business  vigorously  and  systematically  declare : 
That  it  nets  splendid  returns 
That  it  gives  added  prestige  to  the  store. 
That  it  helps  make  new  customers  for  shoes. 
That  the  Hosiery  Department  is  an  asset  to  the  store  which  they  cannot  afiford  to  be  without. 
Hosiery  is  footwear  in  the  exact  sense  of  the  word,  and  it  should  be  handled  in  a  footwear 
establishment. 

Hosiery  requires  to  fit  the  foot  properly,  just  as  shoes  do.  It  should  correspond  to  the 
size  of  the  shoe. 

Ill-fitting  hosiery  will  cause  foot  troubles  which  the  wearer  will  blame  on  the  shoes. 
The  appearance  of  the  shoe  depends  to  a  large  extent  upon  the  hose  worn  with  them, 
and  vice  versa. 

The  hose  should  harmonize  completely  with  the  shoes  in  purpose,  style  and  color,  and  the 
shoes,  should  be  in  accord  with  the  entire  costume. 

Every  well-dressed  woman,  and  every  well-dressed  man,  should  have  one  or  more  pairs  of 
shoes  and  several  pairs  of  hose  to  match  each  costume,  grown,  or  suit. 

And  the  hose  as  well  as  the  shoes  should  be  purchased  in  a  footwear  establishment. 

The  aim  of  the  shoe  merchant  should  be  to  carry  lines  of  hosiery  that  will  harmonize  with 
every  pair  of  shoes  he  carries. 

A  pair  of  shoes  should  never  be  sold  without  a  suggestion  that  hose  can  be  supplied  to 
match. 

Many  pairs  of  hose  are  required  to  one  pair  of  shoes.  Consider  the  great  advantage  to  have 
the  customer  calling  again  to  purchase  another  pair,  or  two,  of  hosiery  to  match  the  shoes  she 
bought.  It  will  familiarize  her  with  your  store,  it  will  make  it  possible  for  you  to  become  better 
acquainted  with  her  needs  and  her  whims  and  thus  gain  her  confidence  more  completely,  it  will 
give  you  an  opportunity  to  show  what  is  newest  in  seasonable  footwear,  and,  finally,  it  will  make 
it  easier  for  you  to  gain  another  regular  customer. 

It  is  up  to  the  shoe  merchant  to  make  it  a  habit  with  his  customers  to  buy  at  least  one  pair 
of  hose  with  every  pair  of  shoes. 

It  is  up  to  him  to  show  that  he  has  the  stock,  and  can  give  satisfaction,  quality,  style,  serv- 
ice and  price. 

It  is  up  to  him  to  put  across  the  "Shoes  to  match  the  costume — Hose  to  Match  the  Shoes" 

idea. 

Emphasize  it  in  your  window  cards.  Incorporate  it  in  your  window  trims.  Feature  it  in 
your  newspaper  ads. 

Offer  your  clerks  a  small  bonus  for  every  suggestion  they  may  make  which  results  in  the 
sale  of  hosiery. 

It  is  up  to  you,  Mr.  Shoe  Merchant,  to  make  the  footwear  store  the  place  to  purchase  hosiery. 


4._.._„,_. — ._,._.„_.  .„_.._.._„_.„._.._„_.  „  ..„_„_.„_.._,„_»_.„_„_„  .„  
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Footwear's  Ad.  Suggestion  Service 

Hosiery  Advertising  for  the  Shoe  Retailer  that  will  Help  Put 
Across  the  "Hose  to  Match  the  Shoes"  Idea 


"A  Pair  of  Silk  Stockings  " 

Those  few  silken  inches  twixt  shoes 
and  skirt  will  make  or  mar  the 
costume. 

G  •  hose,   matched   with  G  

shoe,  constitutes  the  last  word  in  ele- 
gant footgear. 

In  all  shades 

In  tlu"  best  grades 

G   'S 

Shoes  to  match  the  costume. 
Hose    to    match    the  shoes. 


The  Focal  Point 

It  is  to  the  foot  and  ankle  that 
critical  eyes  are  at  once  directed.  A 
flaw  there  and  the  effect  of  the  most 
captivating  costume  is  nullified. 

If  you  wish  to  be  sure  that  your 
footwear  is  absolutely  correct,  allow 

us  to  provide  you  with  O   shoes 

and    hosierv  to  match. 


O- 


&  Co. 


Shoes  to  match  the  costume. 
Hose    to    match    the  shoes. 
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Entrance  foyer  of  Walk-Over   Shoe  Store,   Montreal,  showing  Hosiery  Section  on  left  hand  side  entering  the  store. 


Big  Montreal  Store  Has  Attractive  Hosiery 
Department— Convenient  Type  of  Fixture 

OUR  illustration  shows  the  entrance  foyer  of 
the  Walk  Over  Shoe  Store,   Montreal.  As 
will  be  noted,  the  display  of  shoes  and  hosiery 
is  most  prominent  upon  entering  the  store, 
showing  new  and  special  lines  of  merchandise. 

The  hosiery  section  is  comprised  of  glass  fronted 
drawers,  in  which  the  hosiery  is  neatly  placed.  In 
each  drawer  there  are  different  types  of  hosiery, 
showing  various  colors  and  textures  in  men's, 
women's  and  children's  lines.  The  drawers  have  a 
stock  capacity  in  each  of  from  thirty  to  forty  eight 


Have  you  joined  the  N.S.R.A.  yet? 


pairs,  according  to  the  kind  of  material,  silk  hose 
requiring  the  smallest  amount  of  space.  These 
drawers  are  so  constructed  and  equipped  that  it  is 
possible- to  interchange  the  divisions,  so  that  if,  for 
instance,  the  merchant  wishes  to  add  to  his  stock  of 
men's  hose  and  reduce  the  stock  of  children's,  or  vice 
A'ersa,  it  can  be  easily  done  by  changing  around  the 
drawers. 

The  fixtures  are  made  of  solid  mahogany,  with 
franieless,  all  plate  glass,  doors,  and  present  a  very 
beautiful  and  artistic  appearance  upon  entering  the 
store.  Above  the  hosiery  section,  a  large  plate  glass 
mirror  is  conveniently  located  for  the  use  of  ladies 
passing  in  and  out. 

Messrs.  Walk  Over  Shoe  are  enthusiastic  over 
the  hosiery  end  of  their  business,  their  sales  running" 


into  a  considerable  amount,  at  the  same  time,  being 
a  convenience  to  their  customers. 

Photo  courtesy  of  Jones  Bros.  &  Co.,  Ltd. 


Shortage  of  Full-Fashioned  Hosiery  in 
New  York  Market 

There  is  a  shortage  of  full-fashioned  hosiery  on 
the  New  York  market  for  immediate  delivery,  accord- 
ing to  the  Dry  Goods  Economist.  It  states  that  in 
a  search  which  included  thirteen  firms,  neither  brown 
nor  cordovan  full-fashioned  could  be  secured  to  fill 
immediate  needs.  Tentative  dates  ran  between  June 
and  July.    Even  blacks,  apparently,  are  not  plentiful. 

"The  scarcity  of  full-fashioned  goods,  it  is  stated, 
has  given  rise  to  a  better  demand  for  good,  seamless 
stockings.  These  will  fill  the  gap  temporarily ;  but 
there  has  been  so  much  mediocre  goods  in  the  market 
all  spring  that  buyers  will  need  to  be  careful  about 
the  quality  o'f  what  they  buy.  The  woman  who 
wants  a  full-fashioned  stocking  and  can't  get  it  won't 
take  an  inferior  seamless  article  and  its  presentation 
for  her  acceptance  will  make  a  bad  impression. 

"The  whole  hosiery  market  has  picked  up  amaz- 
ingly by  reason  of  the  number  of  orders  for  moder- 
ate-sized lots  which  have  been  coming  in.  Even  the 
low  end  goods  are  doing  quite  well.  It  is  doubtful, 
however,  if  there  is  any  such  urgent  demand  for  this 
type  of  merchandise  as  its  makers  claim.  That  mills 
could  turn  out  a  whole  lot  more  of  it  than  they  are 
doing  and  do  it  with  ease  and  enjoyment  is  evid- 
enced by  the  action  of  one  of  the  largest  mills  which 
this  spring,  for  the  first  time,  began  selling  direct  to 
a  few  selected  large  retailers." 
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A  new  and  up-to-date  shoe  store  has  hccn  oi)cncd  at 
330  George  St.,  Pcterhoro,  Ont.,  l)y  D.  C".  Grant.  Mr.  Grant 
advertises  "New  and  exclusive  sections"  of  footwear,  and 
"out-of-thc-ordinary"  hosiery  for  ladies.  .\  feature  of  the 
store  is  an  exclusive  shoe  shine  parlor  for  ladies. 

The  Duane  Shoe  Shop,  207  Sparks  St.,  Ottawa,  was 
formally  opened  on  Saturday,  April  23.  The  event  was  well 
advertised  and  flowers  were  given  those  who  visited  the 
store  on  the  opening  day. 

C.  H.  Longmire  &  Co.,  Bridgetown,  N.S.,  have  opened 
a  new  shoe  store  on  St.  George  St.,  Annapolis  Royal,  N.S. 

Miss  Keelcr,  who  has  been  in  the  shoe  business  at 
Mitchell,  Ont.,  for  the  past  fifteen  years,  last  week  purchased 
the  building  from  the  owner,  who  is  now  residing  in  Regina. 

Mr.  C.  L.  Owens,  of  the  Owens-Elmes  Mfg.  Co.,  Toronto, 
has  just  recently  set  out  on  a  trip  to  the  coast,  showin.g  the 
company's  line  for  fall. 

Federal  Footwear,  Ltd.,  Toronto,  has  been  incorporated, 
with  capital  stock  of  .$40,000,  with  authorization  (o  manu- 
facture and  deal  in  footwear. 

The  J.  W.  Hewetson  Co.,  Ltd.,  of  llramptnu,  ()nl.,  have 
leased  the  Acton  Shoe  factory  at  Acton,  Out.,  for  a  period 
of  16  years,  with  option  of  buying  at  the  end  of  that  period. 
The  company  expect  to  have  the  plant  in  operation  early 
in  July. 

M.  S.  Wheelwright,  of  M.  S.  Wheelwright  &  Co..  has 
been  added  to  the  board  of  directors  of  Ames-Holden-Mc- 
Cready,  Ltd. 

Walter  Trick,  for  many  years  a  shoe  merchant  here, 
died  very  suddenly  on  April  22  at  Vancouver,  where  he  had 
been  spending  the  winter  visiting  his  son.  Mr.  Trick  was 
78  years  old  and  a  native  of  Devonshire,  England.  He 
came  to  Canada  .5")  years  ago  and  soon  after  engaged  in 
business  in  London.  He  retired  about  ten  years  ago.  Mrs. 
J.  E.  Thome,  wife  of  J.  E.  Thorne,  shoe  merchant  here,  is 
a  daughter. 

A  fire  of  unknown  origin  did  damage  to  the  extent  of 
$2,000  to  the  building  and  over  $3,000  to  the  contents  of  the 
Walk-Over  Shoe  Store,  Yonge  St.,  Toronto,  on  Tuesday, 
April  26. 

Mr.  Wm.  Melville  is  now  covering  territory  from  Tor- 
onto East  to  Montreal,  including  Ottawa  Valley,  for  the 
Scroggins  Shoe  Co.,  Gait.    He  reports  business  fairly  good. 

Mr.  P.  M.  Gof?,  who  formerly  represented  A.  E.  Marois, 
Ltd.,  to  the  jobbing  trade,  from  the  Ottawa  River  to  the 


Coast,  has  severed  his  connection  with  that  company,  and 
intends  to  devote  his  attention  chiefly  to  his  own  specialties, 
which  are  favorably  known  to  the  trade  as  Goff's  Magneto 
Wet-Proof  and  (iotT's  Hygienic  Health  Shoe,  with  cushion 
sole,  besides  some  otiier  specialties  in  ladies'  footwear. 

O.  M.  Brocks,  the  special  representative  of  the  United 
Shfie  Machinery  Company  of  Canada,  Ltd.,  is  on  a  two 
mf)nths'  trip  in  the  Maritime  Provinces. 

I'.  N.  Delancey,  of  J.  Ik  T.  I'.ell,  Ltd.,  xMontreal.  has 
just  visited  the  New  York  and  Boston  shoe  centres. 

II.  L.  Baldwin  has  been  appointed  Western  representa- 
tive of  the  United  Shoe  Machinery  Company  of  Canada. 
His  territory  extends  from  Calgary  to  the  Coast. 

Samuel  Cleland,  shoe  merchant,  of  1030  St.  Clair  Ave., 
Toronto,  died  recently  at  his  home  at  that  address.  Mr. 
Cleland  had  been  operating  a  shoe  store  on  St.  Clair  for  the 
past  seven  years,  prior  to  which  he  had  been  in  business  on 
Yonge  St.  His  death  came  rather  suddenly,  though  he  had 
not  been  in  good  health  for  some  time.  Mr.  Cleland  was 
.'>4  year  of  age.    A  wife  and  five  children  survive  him. 

The  Inspector  Street  building  of  the  Ames-H<jlden- 
McCready  System,  Montreal,  has  been  taken  over  by  the 
Department  of  Soldiers'  Civil  Re-establishment,  in  connec- 
tion with  the  work  of  caring  for  returned  invalid  or  disabled 
men. 

The  Quebec  Gazette  reports  that  letters  patent  of  in- 
corporation have  been  issued  to  S.  &  A.  Mendelsohn,  Lim- 
ited, Montreal,  with  total  capital  stock  Of  $99,000.  The 
company  is  authorized  to  carry  on  l)usiness  as  manufacturers, 
importers,  exporters  and  dealers  in  shoes,  boots,  and  foot- 
wear of  every  kind.  It  is  also  empowered  to  carry  on  a 
retail  shoe  business  and  to  act  as  jobbers. 

Amdur's  department  store,  St.  John,  N.I).,  has  oi)ened  a 
new  footwear  section. 

Mr.  Thomas  Hazelton,  shoe  repairer,  Arnprior,  Out., 
has  moved  from  his  old  premises  in  the  Cami)bell  House  to 
the  Galvin  Block  on  Elgin  Street. 

Letters  patent  have  been  issued  to  the  Omemee  Tanning 
Company,  Ltd.,  increasing  its  capital  stock  from  $40,000  to 
$200,000. 

The  Home  .Shoe  Company,  Limited,  has  taken  out  letters 
patent  increasing  its  capital  stock  from  $25,000  to  $299,000. 

The  Canadian  Leather  Preservative  &  Oil  Co.,  Ltd.,  has 
been  incorporated,  with  a  capital  stock  of  .$40,000;  head- 
ciuarters  at  Windsor,  Ont. 

The  Central  Leather  Co.,  Ltd.,  has  been  incorporated, 
with  head  office  at  Montreal,  Que.;  capital  stock  $50,000. 

Charles  F.  Hoyt  has  been  appointed  to  take  charge  of 
the  model  room  of  the  United  Last  Co.  Ltd.,  Maisonneuve. 
Mr.  Hoyt  was  formerly  with  the  Sturgis-Jones  Last  Co.,  of 
Brockton,  and  has  had  a  wide  experience  in  model  making. 
Lender  a  rearrangement  of  sales  territory,  Mr.  M.  L.  Sturgis 
will  open  an  office  for  the  company  in  Toronto,  in  order  to 
take  charge  of  the  Western  trade.  Mr.  Sturgis,  who  will  be 
in  charge  of  the  office,  is  one  of  the  best  known  salesmen 
in  the  shoe  and  allied  trades. 

A  wide  circle  of  friends  in  the  trade  will  learn  with  regret 
of  the  very  serious  illness  of  Wm.  J.  Ashplant,  of  the  Hubert 
Ashplant  shoe  store.  Some  weeks  ago  Mr.  Ashplant,  who 
was  only  recently  married,  was  stricken  with  appendicitis 
and  was  rushed  to  the  Hospital  for  an  operation.  Complica- 
tions developed  and  his  condition  became  so  serious  that  for 
some  days  only  slight  hopes  were  entertained  for  his  re- 


Infoot  Brand— British  Make 

SK  858 
SILK  (PLAIN) 

Pink,  White 
or  Blue 

SOFT  SOLES 
$10.90  Per.  Doz. 

INFANTS*  FOOTWEAR,  Limited 

LONDON,  ENGLAND 
Greene-Swift  Building,  LONDON,  CANADA 
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Why  Not  Sell  Hosiery? 

You  can  do  it  on  a  very  small  investment  of  capital.  Every  custom- 
er who  buys  shoes  from  you  is  a  very  probable  customer  also  for 

Monarch-Knit 


Hosiery 


And  the  beauty  of  selling  Monarch-Knit 
Hosiery  is  that  sales  are  quickly  made ;  the 
profit  is  excellent;  satisfaction  for  every 
customer  is  as  sure  as  sunrise.  Just  think 
how  long  it  sometimes  takes  you  to  satis- 
fy a  customer  with  a  pair  of  shoes !  Two  or 
three  minutes  extra  time  of  your  salesmen 
will  sell  one  or  more  pairs  of  hosiery. 

Say  to  each  customer: 

''Let  me  show  you  some  hosiery.  We  have 
'Monarch  Knit' — a  Canadian-made  hosiery 
of  splendid  quality  that  will  give  you  com- 
plete comfort  and  long  wear  at  a  moderate 
price." 


Then  watch  your  hosiery  sales  become 
mighty  interesting  and  important  factor 
your  business. 


a 
in 


Write  For  Our  Catalog 

This  is  the  first  exclusive  hosiery  catalog  ever  produced 
by  a  Canadian  hosiery  manufacturer.  It  inaugurates  a  new 
up-to-date  service  plan  which  enables  you  to  do  a  big 
hosiery  trade  on  a  small  investment.  Write  for  your  copy 
today.    Please  use  the  coupon. 


'Uhe 

Monarch  Knitting 
Company,  Limited 

Head  Office:  Dunnville,  Ont. 

Factories:     Dunnville,  St.  Catharines  and  St.  Thomas, 
Ontario. 


The  Monarch  Knitting  Co.,  Limited, 
Dept.  F.  C,  Dunnville,  Ont. 

Please  send  to  the  address  below  a  copy  of  your  new  catalog  of 
Monarch-Knit  Hosiery. 


NAME  .... 
ADDRESS 


62 


FOOTWEAR 


IN  CANADA 


May,  1921 


covery.  It  is  now  Ijelieved  tliat  the  worst  is  past  and  while 
he  is  very  weak  his  condition  has  continued  to  show  im- 
provement. 


WE  WANT  A  MAN  for  Quebec  and  Maritime  Provinces  to  handle  our 
line  of  ruhlitr  heels,  soles  and  taps.  This  is  the  most  complete  line 
ever  shown  in  Canada.  Positively  will  not  give  this  to  a  man  handling 
any  other  line  of  heels. 

WIDS  CO.  OF  CANADA. 

S  Lowther  Ave.. 

5  Toronto. 


Department  of  the  Naval  Service 


SALE  OF  CLOTHING 


Scaliil  l<iiilers  addres.'ied  to  the  undersigned  and  endorsed  on  the 
envrlope  "Tender  for  Clothing"  will  be  received  u])  to  noon  of  Friday, 
the  10th  day  of  June,  1921.  for  the  purchase  of  Clothing  and  Clothing 
Supplies,  including  Seamen's  i^edding,  Blankets,  Hoots,  liraces.  Kit  Haes, 
Urushes,  Combs,  Comforters,  Drawers,  Duffel  Carments,  Dufifel  Cloth. 
Flannel,  Blue  Jean,  .Seamen's  Hammocks,  Woollen  Jerseys,  I^eather  Mitts, 
Oilskins,  Razors,  .Serge,  Shirting.  Socks.  Stockings.  Towels,  etc..  at 
Halifax.  N.S..  and  Ksquim.flt,  B.C.  These  supplies  are  in  excess  of  the 
immediate  re(|uirements  of  the  Department  and  are  in  effect  new,  never 
lu'vin-i  been  worn  or  used. 

I  I  niicr  forms,  together  with  full  particulars,  may  be  obtained  on 
applicalion  to  the  undersigned  or  to  the  Naval  Store  Officer,  H.M.C. 
Dockyard,  Halifax,  .\.S.,  or  Esquimalt.  B.C.  .Samples  may  be  seen  at 
Ottawa,  Halifax  and  Esquimalt, 

G.  J.  dp:si!Akats. 

Deputy  Minister  of  the  Naval  Service. 

Ottawa.  Ont.,  April  t!»21. 

Unauthorized  publication   of  this  advertisement  will  not  be  paid  for. 


Notes  From  London,  Ont. 

There  has  been  a  noticcaMr  increase  in  Inlying  by  both, 
the  general  public  and  the  retailers  in  this  district  in  the 
past  two  weeks.  Travellers  generally  report  taking  larger 
orders  than  they  have  booked  since  last  fall  and  have  been 
coming  in  feeling  most  optimistic  over  the  outlook. 

In  the  country  towns  and  throughout  the  countryside 
where  general  stores  are  located,  it  is  reported  that  many 
excellent  orders  have  been  secured.  In  the  cities  where 
th  ere  is  still  considerable  unemployment,  the  shoe  trade 
al  on,g  with  other  business  is  feeling  the  effects.  The  belief 
seems  general,  however,  that  with  the  coming  of  warmer 
weather,  and  the  improvement  that  is  taking  place  in  many 
factories,  that  business  will  i)ick  tip  nicely. 

Doing  Nice  Trade 

"We  have  licen  linding  a  steady  improvement  in  busi- 
ness lately,"  said  I'-.f.  Sterling,  of  Sterling  Bros.,  to  Foot- 
wear in  Canada,  "We  have  enough  orders  booked  now  to 
keep  our  factory  running  well  into  July.  City  trade,  while 
somewhat  quiet  due  to  general  conditions,  is  showing  signs 
of  improvement.  In  the  small  towns  and  throughout  the 
country  our  travellers  have  been  securing  excellent  business. 
They  report  that  merchants  have  got  over  the  policy  of 
buying  for  their  immediate  requirements  only  and  are 
placing  good  sized  orders.  Many  of  the  travellers  are  en- 
tliusiastic  regarding  the  outlook  for  the  coming  months 
and  there  seems  to  be  a  general  feeling  in  the  trade  that  the 
worst  is  over  and  that  there  will  be  a  nice  summer  and  fall 
trade." 

Country  Trade  Brisk 

"Country  trade  is  brisk."  said  Manager  W.  J.  Mitchell,  of 
the  Ames-Holden-McCrea'ly  Co.  "Orders  have  been  com- 
ing in  better  during  the  past  ten  days  or  two  weeks  than 
for  months.  The  country  merchants  are  placing  nice  orders 
too  and  seem  to  be  looking  ahead  for  a  revival  of  business. 
In  the  city  there  is  a  certain  amount  of  slackness  in  the 
shoe  trade.  This  is  common  in  other  business  too  and  is 
traceable  to  the  number  of  men  out  of  work.  There  is, 
however,  a  fair  volume  of  business  offering  and  signs  point 
to  steady  improvement  in  the  coming  months." 

Helped  the  Retailers 

The  unusual  weather  recently  has  greatly  helped  business 
in  London.  With  two  days  of  rain  and  then  two  days  of 
fine  weather  it  has  been  possible  for  farmers  to  come  into 
town.  It  has  been  impossible  for  them  to  work  on  the 
land  and  finish  their  seeding.  As  a  result  they  have  been 
coming  in  on  the  trains  and  in  their  autos  in  hundreds,  and 
in  many  cases  bringing  their  wives  and  families  with  them. 
Wliat  is  more  important  from  the  shoe  merchants'  stand- 
l  oint,  they  nearly  all  brought  along  a  pocket  full  of  money. 
Men,  women  and  children  have  been  buying  shoes,  and  buy- 
in,g  good  priced  shoes  at  that.  Retailers  are  thanking  the 
weather  man  for  about  two  weeks  of  the  briskest  business 
they  have  experienced  in  some  time.  As  a  result  of  the 
turnover  many  of  the  stocks  will  need  considerable  replen- 
ishing and  this  in  turn  will  help  the  factories. 

An  Up-to-The  Minute  Shoe  Store 

One  of  the  new  London  stores  wliich  has  got  away  to 
a  good  start  is  the  shoe  firm  of  Owens  &  Laing.  An  ex- 
cellent location  right  in  the  heart  of  the  downtown  district, 
backed  by  timely  advertising  and  very  attractive  window- 
displays,  has  resulted  in  a  volume  of  business  being  handled 
that  has  been  most  satisfactory,  Ira  Owens,  the  senior 
partner  in  the  firm,  is  widely  known  in  the  trade.  For 
some  time  he  was  with  T.  Lawson,  later  with  Johnston  & 
Murray,  and  for  the  past  two  years  has  been  on  the  road 
covering  territory  from  Windsor  to  Toronto  for  the 
I'ackard  Co. 


Judge  It  by  Its  Users'' 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  We»t,  Montreal 
Factory  : — Wilmington,  Del.,  U,S.A. 

H.  W.  UPHAM 

Now  at 

MONCTON,  N.  B. 

With  our  larger  and  better  quarters 
at  Moncton  we  have  greatly  im- 
proved facilities  to  give  the  trade 
the  best  possible  service  in  all  kinds  of 

SHOE  AND  HARNESS  REPAIRER'S 
SUPPLIES 

Prompt  Deliveries  Fair  Prices 
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MELTONIAN 

Boot  Polishes 

and 

Creams 


The  Polishes 
That  Get  Hold 
of  the  Public 


SAMPLES 
PRICES 
&  TERMS 

with 

PLEASURE 

from 

Mr.  Robt.  D.  AYLING 

23  Scott  Street 
Phone  Main  7613 

TORONTO 

Agent  for  the  sole  manufacturers  : 

E.  BROWN  &  SON,  Ltd. 

LONDON  AND  PARIS 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackerman,  Son  &  Co,  B.  F   Tii 

Aircl  &  Son   \x 

Ames-Holden-McCready    14 

Beckwitli  Box  Toe  Co   79 

Bennett  Limited    1 

Blouin,   Pierre    15 

Hoot  &  Shoe  Workers'  Union    08 

I'.raiidt,  F.  C   80 

I'.rockton  Rand  Co   (> 

i'>ro\vn  &  Son,  E   (>:i 

Canadian  Consolidated  Rni)ber  Co.  .;j-30 

Canadian  Phillips  Co   77 

Canadian    Shoe    Findings  Novelty 

Co   le 

Clapp  &  Son,  Edwin    (>4 

Clarke  &  Co.,  A.  R   H4 

Cote,  J.  A.  &  M   .1?. 

Cote  &  Son,  A.  A   70 

Daoust,  Lalonde  &  Co   ID 

Decorative  Fixture  Co   09 

Doty  &  Scrimgeour    80 

Duclos  &  Payan    7 

Diifton,  Fred  F   70 

Eagle  Siioc  Co   2G 

Edwards  &  Edwards    83 

Eureka  Shoe  Company    12 

Fortuna  Machine  Co   80 

Franklin  Machine  Co   71 

Freeman,  Louis.   (J   7.j 


Frank  &  Bryce    7.3 

Franks,  Arthur    71 

J-'riedman,    S.   J   71 

Gait  Shoe  Co   2.") 

Gagnon,  Lachapelle  &  llehert   ....  10 

Getty  &  Scott   

Globe  Shoe  Co   12 

Gutta  Percha  Si  Rubber  Mfg.  Co...  81 

Hall  &  Hodges    24 

Hargreaves  Canada  Ltd   17 

Hinde  &  J3auch  I'aper  Co   70 

Holliday  &  Co.,  L.  B   11 

J  loiters  Company    28 

Humberstone  Shoe  Co   69 

Hydro  City  Shoe  Mfg.  Co   7:! 

Lifants    I'ootwear    Ltd   GO 

International  Sup])ly  Co   7C) 

Kelly  &  Co.,  Thos.  A   72 

Kenworthy  Bros   83 

King   Paper   Bo.\   Co   82 

La  Duchesse  Shoe  Co   7<> 

Landers   Bros.   Co   7..' 

Landis  Machine  Co   i2 

Legace   &    Lepinay   7  ) 

Maranda  &  Desmormeau    7  1 

Montreal  Stencil  Works    70 

Monarch   Knitting  Co   01 


Narrow  Fabric  Co   00 

National  Cash  Register  Co   7  1 

New  Castle   Leather  Co   02 

Panther  Rubber  Co   2 

Pickering  &  Son,  Joseph    0.") 

Kegina  Shoe  Co  

Reynolds  Jr.,  Wm   00 

Robinson  Co.,  Jas  20-21 

Robson  Leather  Co   l.'i 

Samson  Enr.,  J.  E   0.) 

Scott-Chamberlain  Co   .'i 

Scroggins   Shoe   Co  '.   2.) 

Sisman  Shoe  Co.,  T   7') 

Spaulding  &  Sons  Co.,  J   19 

Standard   Kid  Mfg.  Co   9 

Tanguay,  Jos   71 

Tetrault  Shoe  Mfg.  Co   22 

Tred-Rite  Shoe  Co   82 

United  Last  Co   8. 

Lhiited  Shoe  Machinery  Co  07-78 

Universal  Shoe' Machinery,  Ltd.  ...  4 

Upham,  H.  W   <12 

Williams  Siioe  Ltd   27 

Vale  Shoe  M  fg.  Co  


mm 
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THE  COUNTRY  CLUB" 


^HE  same  painstaking  effort  of  sixty  years  ago, 
typifies  the  methods  used  in  making  the  EDWIN 
CLAPP  SHOE  of  today.  We  encourage  compari- 
son, and  invite  your  inspection,  as  we  know  it  will 
be  to  our  mutual  benefit. 

Shall  we  submit  samples? 


EAST  WEYMOUTH,  MASS.,  U.S.A. 
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If  you  have  a  satisfactory 
White  Cleaner  to  offer 
your  customers — you  are 
more  than  half-way  to 
making  a  sale  of  White 
Footwear — so  stock 


Blanco: 


Registered 


Trade  Mark. 


KEEPS    WHITE    SHOES  WHITE. 

■gVERYBODY  who  habitually  wears  white 
boots  or  shoes  knows  and  bu>s  "BLANCO." 

Everybody  who  buys  new  white  footwear  will 
need  "  BLANCO,"  and  no  one  who  has  ever 
used  it  will  ever  be  persuaded  to  take  a 
substitute,  for  "  BLANCO  "  does  its  work,  does 
it  well — and  easily — no  trouble,  no  messiness. 

"  BLANCO "  quality  will  take  care  of  your 
reputation — "  BLANCO  "  profits  are  as  good 
as  its  reputation. 

S'o  with  every  consignment  of  White  Footwear 
order  a  consignment  of  "  BLANCO  " — "  to  keep 
those  white  shoes  v/hite." 


Order  NOW  from  your  Jobber. 

Made  only  by 
JOSEPH   PICKERING  &  SONS,  Ltd., 
Shefifield,  England. 


Of) 
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BUCK-EtON 

INSTEP  PROTECTOR 
PAT.  N0V.25J9f9 


Up-to-date  Novelties 

for  Up-to-date  Retailers 

Whatever  the  season's  (leinaiid  jji-oclaiiiis  to  l)e  the  hitcst 
and  fastest  seUing,  you'll  thul  in  the  Reynolds  line  of  shoe 
ornaments  and  strap  effects.  We  have  Bnck-F.l-C  )n  shoe 
ornaments  in  the  beaded  and  rhinestone  effects  that  are 
adorning-  shapely  footwear  evervwhere— and  our  companion 
novelties.  Butt-N-On  Straps  and  Buck-El-On  Colonial 
'I'onsue,  in  beaded  ornamented  or  contrastin.^-  inlaid  designs. 

Buck-El-On  Shoe  Ornaments 

No  732/6 — Steel  fancy  tongue  ornament  with  jet  tube 
beads,  also  bronze  background  with  blue,  or  white 
background  and  with  jet  or  blue  tube  beads. 

No  617/12— Beaded  ornament,  colored  rosette  and 
leaves  black  background.  Bronze  background  with 
gold  rosette  and  leaves,  or  white  background  with  jet 
rosette  and  leaves. 

No.  622/5— Beaded  double  bow  ornament.      Jet  with 
steel  line  or  bronze  with  gold  line. 

No.  109— Rhinestone  buckle,  white  metal,  guaranteed 
finish. 

No.  105  and  No.  138— Rhinestone  strap  ornaments,  with 
pins.    Can  be  used  for  vamp  ornamentation. 

No.  B731— Beaded  strap,  in  patent  leather,  dull  kid, 
vici,  satin,  white  kid  or  eve  cloth. 

All  prices  on  buckles  include  Buck-El-On,  fnstep  Protect- 
or and  Buckle  1 1  older. 

Write  us  concerning-  your  ornament  needs  of  the  present, 
and  be  sure  that  you 

DON'T  PASS  THE  BUCK-el-on 

William  Reynolds,  Jr.,  Inc. 

Providence,  Rhode  Island 
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An  Up-to-Date  Goodyear  Shoe  Repair  Shop 


TO  BE 

SUCCESSFUL 

YOU  MUST  BE 

UP-TO-DATE 
GOODYEAR  SHOE  REPAIR  OUTFITS 

ARE  ALWAYS  UP-TO-DATE 

Our  Goodyear  Welt  Shoe  Repairing  Machinery  Catalogue  illustrates  and  describes  15  differ- 
ent styles  and  sizes.    There  is  a  style  to  suit  your  requirements. 

A  COPY  OF  OUR  CATALOGUE  GLADLY  SENT  ON  REQUEST. 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

MONTREAL 

TORONTO  KITCHENER  QUEBEC 


Keep  in 
mind  the 
N  a  t  i  o  na 1 
Shoe  Re- 
tailers' Con- 
V  e  n  t  i  o  n 
July  13th 
and  14th  in 
in  Toronto. 
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THE  SIGNIFICANCE  OF 
THIS  STAMP 


ORGANIZED  labor  supports  its  prin- 
ciples by  demanding  the  stamp  of  its 
associates  on  merchandise,  not  only 
as  proof  of  its  belief  in  industrial  justice, 
but  because  of  a  sound  buying  law. 

That  law  is  the  knowledge  that  union-made 
merchandise  is  rightly  made,  by  skilled 
workmen  in  sanitary  surroundings. 

It  is  good  business  for  every  retailer  to  have 
this  stamp  in  his  shoes,  for  even  if  the  great- 
er percentage  of  his  trade  is  not  the  indus- 
trial class,  the  stamp  characterizes  an 
honest  product,  well  made. 

Look  for  this  symbol  in  the  next  lot  of 
samples  a  salesman  shows  you. 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street  -  -  Boston,  Mass. 


CoUis  Lovely,  Gen'l  President 


Chas.  L.  Baine,  Gen'l  Sec'y-Treas. 
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npHE    efifectiveness  of  your  window  dis- 
play  may  be  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  we 
mail  you  one? 

Decorative  Fixture  Company 

1600  South  Jefferson  Street, 
CHICAGO,  ILL. 


"HUMBERSTONE" 

NON-RIP  SANDAL 

Obtainable  in  two  colors — black  and  tan — both  made  of 
solid  leather  throughout.  The  workmanship  is  unusual- 
ly good — well  able  to  withstand  the  hard  service  of  its 
youthful  wearer.  It  is  a  sandal  you  will  like  to  sell 
and  recommend  because  you  know  it  is  dependable. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


You  can't  afford  to  nave 
a  shoe  lacer  come  be- 
tween you  and  future 
dollars.  If  you  are  going  to 
sell  a  man  anything  sell  him 
soniething  he  will  be  glad  to 
recommend  to  his  friends. 
And  that  is  exactly  what  you 
do  when  you  sell  him 
Nufashond  Fabric  Tipped 
Shoe  Lacers. 

Nufashond  Fabric  Tipped 
■Shoe  Lacers  are  made  to  give  long  wear  and  the 
■Nufashond  Fabric  Tip  is  part  of  the  lacer  itself— it 

can't  come  off.     It  will  not  discolor — wear  shiny  or 

twist  out  of  shape. 

There  are  no  but's  or  and's  or  if's  about  it.  Your 
money  cannot  buy  a  better  lacer  and  we  will  prove  it. 
And  in  all  colors — flat  or  tubular— for  all  sizes  and 
styles  of  shoes. 

To  help  you  sell  more  we  will  supply  you  with  display 
case,  signs  and  all  the  selling  help  you  need. 

Ask  your  jobber  for  samples  and  prices 


Reading,  Pa. 


THEFABRIGTIP-IT  CAN'T  COME  OFF 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J,  S.  SAMSON  ENR. 

QUEBEC 
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STANDARD 
SCREWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 


McKAY 
SEW  ED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Jtanufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  VOU. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        -  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :       C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickelt  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock,  of  above  well  known  lines  always  on  hand. 
Call  and  inspect  them. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


I. — They  protect  your  shipment 

against  loss  from  dampness 

and  water. 
'2. — They    are    extremely  lipht, 

which     means     low  freight 

charges. 

3. — They     cannot     be  opened 
without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save   storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    ia  lower 

than  wood. 

Our  booklet  "Hov»  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-223  McGill  St.  Montreal 


Tel.  Main  1434  &  6616 
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SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

110  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.l. 


Orthopaedic  Bootmaking 
Special  Shoes 

for 

Crippled  and  Deformed 
Feet 

S.  J.  FRIEDMAN 

320  Granville  St.,  Vancouver,  B.C. 


Tfie  Greatest  i) 


o/"  tlie  Day 

insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Me  ssieurs  Novikoff,  Volinini, 
Adolph  Bolm,  etc. 


Arthur  Frankm 

3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


CANADA  FIRST!  Canadian  Ma- 
terials and  Canadian  Workman- 
ship." That  is  the  spirit  that 
should  animate  the  Boot  and  Shoe  in- 
dustry of  this  country  at  a  time  like 
the  present. 

JOS.  TANGUAY'S  working  shoes  are 
all-Canadian,  and  they  are  styled  and 
priced  to  sell  rapidly  and  extensively. 
They  are  made  right  and  are  rapidly 
winning  preference. 

W e  cordially  invite  your  enquiries,  and 
when  in  the  Old  City,  a  visit  to  our 
sample  room  will  be  most  profitable  to 
you.  We  show  the  same  lines  of  staples 
as  last  year  to  which  we  are  continuous- 
ly adding  new  ones. 


JOS.  TANGUAY 

Office  and  Sample  Room  : 
34  Du  Rol,  Cor.  St.  Dominique  St. 

QUEBEC 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  UnifoTinify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
(lays,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
(lay,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


LandU  No.  12  Shoe  Stitcher. 
Sold  outright  — No  royalty. 


Landis  Machine  Co.,  isis  N.25thst.,  St.  Louis,  U.S.A. 
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DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strengtfi  of  the  threads  you  use 

by  specifying 

Barbour's  Xm"  Linen  Threads 


Toronto 


You  can  pay  less ;  but  you'd  better  not ; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


Quebec 


FRANK  &  BRYCE,  LIMITED 


Shoes  for  the  Entire  Family 


Good  workmanship,  good  materials  and  good  sensible  styles 
— for  every  member  of  the  family.  That's  why  HYDRO 
CITY  SHOES  please  the  customer  and  bring  live,  profitable 
business  to  the  merchant.  They're  real  sellers,  every  one, 
and  at  the  new  lower  prices  are  a  proposition  that  no 
merchant  should  overlook. 

Why  not  write  us  for  samples  and  prices? 

P.S.  If  you  want  a  man's  work  shoe  that 
you  can  absolutely  recommend  for  heavy 
wear,  enquire  about  our  S.  S.  Solid  Leather 
Staples. 


HYDRO  CITY  SHOE  MFRS. 


KITCHENER 


Limited 


ONTARIO 
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Clerk  D  is  making  change  from  his  cash  drawer.  The  amount  of  the  sale  is 
shown  at  the  top  of  the  register.  The  other  clerk  is  handing  change  and  parcel 
to  the  customer.    He  made  change  from  his  own  cash  drawer. 


A  separate  cash  drawer  for  each  clerk 

This  makes  clerks  more  efficient  because: 

1.  Each,  clerk  is  responsible  for  the  business  he  handles. 

2.  In  case  of  error  it  shows  who  made  the  mistake. 

3.  It  gives  each  clerk  credit  for  the  work  he  does. 

An  up-to-date  National  Cash  Register  with  separate  cash 
drawers  measures  the  ability  of  each  clerk. 

Up-to-date  National  Cash  Registers  are  made  with  any 
number  of  cash  drawers,  from  one  to  nine 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REGISTER  CO. 

OF   CANADA  LIMITED 
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Ask  Your  Jobber,  He  Knows 

Your  Jobber  will  tell  you  that  the  SISMAN  ''Best 
Everyday  Shoe"  is  one  that  it  pays  to  sell.  He  can 
no  doubt  tell  you  of  many  retailers  whose  success  has 
been  due  in  9.  large  measure  to  it.  And  this  is  why — 

The  SISMAN  "Best  Everyday  Shoe" 
boasts  of  materials,  and  workman- 
ship usually  found  only  in  footwear 
selling  at  a  much  higher  price.  This 
extra  value  is  never  allowed  to  vary. 
Can  you  think  of  any  surer  founda- 
tion upon  which  to  build  permanent 
business? 

Ask  your  Jobber  to-day.   He  knows. 

THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 


Handles  Tip  Buffing 
and  Light  Scouring 


A  Splendid  Machine  tor 
all  Kinds  of  Light  Sanding 

FOR  MOTOR  OR  BELT  POWER 


Our  Tip  Buffing  and  Light  Scouring  Machine 
is  a  great  help  in  getting  over  the  small  work 
speedily,  and  will  save  its  cost  in  a  short  time. 
You  can  attach  the  motor  to  an  ordinary  lamp 
socket,  and  operate  the  machine  in  a  iy  desired  posi- 
tion. The  Belt  Machine  has  friction  drive,  requir- 
ing no  loose  pulley.  Any  shaped  buffer  may  be 
used,  or  emery  discs  as  supplied  by  us  may  be  at- 
tached. Let  us  send  you  one  of  these  on  ten  days' 
approval.    Write  us  for  futher  particulars. 


THE 

LOUIS  G.  FREEMAN  CO. 

CINCINNATI,  OHIO 
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Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  witli 
your  jobber  early  and 
let  him  show  you  the 
splendid  "La  Duchesse" 
models  he  has  wait- 
ing for  you.  In  a 
variety  of  leathers, 
lasts  and  patterns,  and 
radiating  good  work- 
manship and  unusual 
value. 


Jobbers 
only 


La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell 


H.  N.  LINCOLN 


International  Supply  Co 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  «  M  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses : — 


American   Lacing  Hook   Co.,   Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  -Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,   Cincinnati,  (lliio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  (). 

Shoe  machinery. 
F,    L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton.  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markheni  Machine  Co..  Boston.  .Mass. 

Marking  and  Kmbossing  Machines,  Compounds,  Inks,  etc. 
M.  H.  Merriam  &  Co.,   Boston,  Mass. 

Binding,   Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines, 

I'oole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The   S.    M.    Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  .Spaulding  &  Sons  Co.,  N.  Rochester,  X.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
LTnited  Stay  Co.,  Cambridge,  Mass. 

Leather   and    Imitation    Leather    Facing,   Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Main  Office-154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  street  S.,  KITCHENER  -  -  566  St.  VaHer  Street,  QUEBEC 
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f>HILLl|>s' 

MILITARY' 


From  all  over  Canada 
comes  the  call  (or  more 


Two  years  ago  Phillips'  ''Military" 
Soles  and  Heels  were  practically 
unknown  in  Canada.  Only  those 
who  had  been  in  the  army  overseas  knew 
their  merits.  But  through  these  men  the 
demand  sprang  up.  Others  began  buy- 
ing. And  soon  not  only  men  but  women, 
too,  were  wearing  them.  Now  the  de- 
mand comes  from  all  parts  of  the  Do- 
minion. Recently  we  have  added  a 
children's  line  which  promises  to  be 
equally  popular. 

In  order  to  meet  this  demand  and  to  give 
a  more  prompt  and  efficient  service  to 
the  trade,  we  have  moved  our  headquart- 
ers to  60  St.  Paul  St.  East,  Montreal. 
We  carry  a  complete  stock,  at  this  ad- 
dress, and  all  orders  will  receive  prompt 
attention.    Immediate  delivery  assured. 


Get  in  touch  with  us  now  for  anything 
you  may  require  for  immediate  selling. 


PRICES 

Men's    Stout   $1.23 

Men's  Light    1.00 

Boys'   90 

Women's   70 

Children's   60 


Canadian  Phillips  Company 

60  St.  Paul  St.  East,  Montreal 
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"  LONGLIFE 


HAVE  JUSTIFIED  EVERY  CLAIM 

THEY  GIVE  A  CUTTING  SURFACE  OF  JUST  THE  PROPER  CUSHION. 
THE  SURFACE  DOES  NOT  CHIP  OR  SLIVER. 

THEY  ARE  UNIFORM  THROUGHOUT— NO  HARD  KNOTS— NO  SOFT  SPOTS. 
THEY  VERY  RARELY  NEED  PLANING— NO  CHEMICAL  DRESSING  IS  NE- 
CESSARY. 

They  Improve  the  Quality  of  Your  Work.  j 
They  Save  You  Money. 

Keep  in  mind  the  National  Shoe  Retailers'  Convention 
CARRIED  IN  STOCK  BY  July  13th  and  14th,  in  Toronto 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

Montreal 

Toronto  Kitchener  Quebec 


May,  1921 


FOOTWEAR   IN  CANADA 


79 


Penny-wise  Saving 


Of  course  you  can  get  cheaper  box 
toes  than  Vulco-Units — but  does  it 
pay?  Any  manufacturer  who  has 
ever  used  them  will  say,  no.  In 
fact  Vulco-Units  are  to  be  considered  as  something 
which  yields  large  returns,  not  as  an  added  expense. 

They  not  only  preserve  the  appearance  of  the  shoe 
but  give  greater  comfort  to  the  wearer.  Being  water- 
proof and  perspiration  proof  they  are  the  most  dvu"- 
jfl^le  box  toes  made. 

Be  sure  of  the  genuine  by  getting  in  touch  with  us 
direct. 


The  National 
Shoe  Retailers' 
Convention  to  be 
held  in  Toronto, 
July  13-14,  is 
something  no 
shoe  merchant 
can  afford  to  miss. 
Plan  now  to  at- 
tend. 


BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 


Sound  Merchandise 


1 


at  rock  bottom  prices 


''T^HE  jobber  will  find  ample  opportunity  for  pro- 
I     fitable  turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  50 


HO 
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Afav.  l!t 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

127  Duane  Street       -       NEW  YORK 


Founded  1882 


Oommercial 

Dri|  Goods.  Footwear.  Hardware.Grocerij 
O  General  Merchants  Review 


An  Established  Business  Paper 
that  reaches  the  great  western 
provinces  of  Canada. 

Goes  to  the  small  general  store 
in  the  prairie  village  and  to  the 
large  Dry  Goods,  Footwear  and 
Hardware  Stores  throughout  the 
large  western  cities. 

Sample  copy  and  information 
on  request. 

Hugh  C.  MacLean  Co.,  Ltd. 

910  Electric  Railway  Chambers 
Winnipeg,  Man. 


i 


-THE^ 
WHITE  SHOE  CLEANER 
CLEANS  WHITE  SHOES 
-CLEAN- 


FC.BRANDT  DISTRIBUTOR 
^  KITCHENER       ONT.  ^ 


Start  People  Talk- 
ing About  Your 
Windows 

Use  our  snappy  and  at- 
tractive window  display 
accessories 

Fancy  Papers,  Artificial 
Flowers,  Borders,  Glass 
Stands  and  Shelves, 
Baskets,  etc. 

Prize  Winners  at  Recent  Shoe 
Convention  in  Milwaukee  used 
our  Novelty  Papers  Exclusively. 

Setul  for  our  Catalogues 

Doty&Scrimgeour  Sales  Co. 
30  Reade  St.,    New  York  City 
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Rubbers  that  please  your 

Customers 


After  all,  the  people  who  wear  rubbers  are  the  ones 
who  will  decide  which  kind  they  will  buy.  Keep 
your  stock  well  sorted  on  Maltese  Gross  Rubbers, 
because  they  are  the  ones  the  people  believe  in,  the 
ones  they  like  and  ask  for. 


MALTESE 


CROSS 


RUBBERS 


Order  from  your  jobber 


W.  B.  Hamilton  Shoe  Co.,  Ltd. 

D.  D.  Hawthorne  &  Co. 

Geo.  E.  Boulter 

John  McPherson  Co.,  Ltd. 

Sterling  Bros.,  Limited 

J.  A.  Johnston  Co. 

Federal  Shoe  Co. 

F.  E.  Smith 

Copeland  Shoepack  Co. 

Bignell  &  Knox 

Thompson  Shoe  Co.,  Ltd. 

Canada  Shoe 


DISTRIBUTORS 


Toronto,  Ont.  J.  H.  Larochelle  &  Fils,  Limitee    Quebec,  Que. 

Toronto,  Ont.  J.  H.  Begin,  Enreg.  Quebec,  Que. 

Toronto,  Ont.  La  Maison  Girouard,  Limitee,  St.  Hyacinthe,  Que. 

Hamilton,  Ont.  Waterbury  &  Rising,  Limited  St.  John,  N.B. 

London,  Ont.  J.  W.  Boyer  &  Co.  Victoria,  N.B. 

Brockville,  Ont.  Hudson's  Bay  Co.  Wholesale       Winnipeg,  Man. 

Ottawa,  Ont.  Buckler  &  Son,  Limited  Winnipeg,  Man. 

Guelph,  Ont.  Dowling  Shoe  Co.  Brandon,  Man. 

Midland,  Ont.  A.  McKillop  &  Co.  Calgary,  Alta. 

Montreal,  Que.  Maybee's  Limited  Moose  Jaw,  Sask. 

Montreal,  Que.  Damer,  Lumsden  Co.  Vancouver,  B.C. 

Montreal,  Que.  Western  Grocers,  Limited  Cranbrook,  B.C. 


Gutta  Percha  &  Rubber,  Limited 


Head  Office  and  Factory 


Toronto 


Branches  in  all  leading  Canadian  Cities 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Off  ice  and  Sale  Rooms 

27  Front  E.  Toronto 


Tanneries 

Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 


JOHN  McENTYRE  LTD.  2«  st.  AUx.nders.. 


MONTREAL,  QUE. 


TRED  RITE  SHOES 


OTTERVILLE, 

ONTARIO 


Mr.  Retailer: — 


Have  you  Tred  Rite  Shoes  in  stock  now?  If  not  you  are  not  giving  your  customers  the  best  service  you 
can,  nor  are  you  doing  yourself  justice. 

Tred  Rite  Brown  and  Black  Storm  Calf  Bluchers  are  trade  winners  wherever  they  go,  either  SkufTer  welt  or 
Goodyear  welt. 

In  stock  now: — Youths'  &  Gents'  Brown  &  Black  Storm  Calf  Blucher  on  above  last.  Boys'  on  a  good  fit- 
ting semi-recede  last,  also  Boys'  Mahogany  and  Black  Gun  metal  Calf  Bals  on  recede  bal  last  in  Goodyear  welt 
only.    Ask  for  samples  and  prices  to-day. 
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How  many  of  these  KENDEX 
Specialties  are  you  Using? 

There  is  not  one  of  them  that  will  not  increase  the  utility  and 
appearance  of  your  product.  Each  one  is  made  in  Canada 
and  guaranteed  by  us  to  be  exactly  as  represented.  Why  not 
get  in  touch  with  us  for  samples  and  any  other  information 
you  may  require? 

KENDEX  Inner  Soles  for  boots  and  shoes 
KENDEX  Middle  Soles  for  boots  and  shoes 
KENDEX  Stitch  Downs  for  boots  and  shoes 
KENDEX  Sock  Lining 
KENDEX  Fillers 
KENDEX  Counters 

KENDEX  to  combine  with  rubber  or  fibre  outsoles 
KENDEX  Inner  Soles  to  vulcanize  to  rubber  soled  tennis  or 

outing  shoes 
KENDEX  Slip  Insoles 
KENDEX  Outsoles  for  felt  slippers 

HEEL  PADS  TONGUE  LINING  PIECE  FELTS 

RETAILERS.  Kendex  Slip  Insoles  are  just  what  many  of  your 
customers  are  looking  for  to  relieve  tired,  burning,  and  calloused 
feet.    Selling  them  will  bring  you  both  good  will  and  profit. 

Write  us  today  for  full  particulars. 


KENWORTHY  BROTHERS 

OF  CANADA  LIMITED 

ST.  JOHNS,  P.  Q. 

Represented  by  HORACE  D'ARTOIS        -        -        -        224  Lemoine  St.,  Montreal 
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Where  Quality  Counts  "Big" 


The  care  taken  in  the  selection  of  the  hides 
and  the  exacting  process  by  which  they  are 
transformed  into  the  finished  product  ac- 
counts for  the  superlative  quality  of 
"CLARKE'S." 

Manufacturers  of  footwear  should  bear  this 
in  mind  when  making  up  their  various  lines 
for  the  coming  season. 

Samples  gladly  sent  on  request. 


A.  R.  Clarke  &  Co.,  Limited 

Montreal  -  Toronto  -  Winnipeg 
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The  shoe  repairman  who  overlooks 
Panther  Soles  and  Heels  is  missing 
two  of  the  greatest  business  builders 
ever  offered  him. 

In  the  first  place  they  give  a  great- 
er length  of  service,  are  waterproof 
and  prevent  slipping.  Then  for  real 
comfort  in  walking — particularly  up- 
on city  sidewalks — they  are  not  to 
be  excelled.  They  put  a  spring  and 
buoyancy  into  the  step  that  makes 
walking  a  joy. 

And  remember  this.  Panther  soling 
looks  like  leather,  can  be  stitched  and 
trimmed  easily  and  holds  the  stitches 
to  the  end. 

The  fact  is  that  once  worn  the  wear- 
er wants  them  always.  That  is  the 
secret  of  their  success. 


Panther  Rubber  Co.,  Ltd. 

SHERBROOKL  QUEBEC 
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The 
Whole  Family 
Wears 


This  promises  to  be  a  wonderful  season  for  every  dealer  handling  FLEET  FOOT 
SHOES.  Warm  weather  came  early.  Buying  started  briskly.  And  everybody, 
everywhere,  seems  to  be  wearing  these  popular  summer  shoes. 

People  now  realize  that  FLEET  FOOT  are  an  economy — not  a  luxury.  Men 
wear  FLEET  FOOT  to  business  these  days  Women  wear  FLEET  FOOT  all 
day  about  the  house.  Whole  families  put  on  FLEET  FOOT  on  the  first  warm  day 
and  will  wear  FLEET  FOOT  right  through  the  summer. 

This  means  that  dealers  will  sell  dozens  of  pairs  of  FLEET  FOOT  where  they 
used  to  sell  only  one. 

If  your  FLEET  FOOT  stock  is  not  complete,  our  nearest  Service  Branch  will 
fill  your  "rush"  or  sorting  orders  promptly. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Brantford, 
Kitchener,  Hamilton,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,  Calgary,  Edmonton,  Lethbridge,  Vancouver  and  Victoria. 
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You  Pay  no  Duty  or 
Royalty  on  the 
Universal 


The  Universal 

— "  best  in  the  long  run  " 


IVs  Made 
in  Canada 

Built  right  in  Canada 
for  the  Canadian  Shoe 
trade.  No  Royalty,  Duty 
or  Exchange  Rates  to 
pay  and  we  guarantee  it 
to  give  every  satisfac- 
tion. In  design  it  is 
most  modern  and  effic- 
cient  and  as  a  profitable 
investment  has  estab- 
lished a  name  for  itself 
wherever  used.  Let  us 
send  you  full  informa- 
tion as  to  prices,  etc. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 
Montreal 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
Dominion.  Write  us 
for  particulars. 
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ST.HYACINTME 
CANADA . 


Include  these  three  models 
in  your  Fall  buying 


It  is  only  necessary  to  see  the  Yamaska 
samples  for  Fall  to  realize  that  the  whole 
range  is  one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers 
there  is  no  doubt.  Yamaska  work- 
manship, style  and  value  will 
make  them  so.   Wait  for  our 
representatives  before 
placing. 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-H. 

No.  311.  Women's  and 
Growing  Girls'  McKay, 
Bal.  Made  in  Gunmetai 
Calf,  Dongola,  Mahog- 
any Velour  side  or  pat- 
ent vamp  and  dull  top. 
Sizes  3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metalf  Calf,  Dongola, 
Mahogany  Velour  side, 
and  Patent.    Sizes  3-7. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Quebec 
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The  Proper  Preparation  of 
Welting  Leather 


The  illustration  shows  a  corner  of  our  tannery  and  currying  dept. 


Httt  TOftK  USA 


We  would  remind  you  that  BARBOUR  GROOVED  ENDLESS 
WELTING  is  tanned  and  curried  in  our  own  factory  exclusively  for 
welting  purposes. 

Welting  is  our  only  product,  and  we  devote  the  most  painstaking 
care  and  attention  to  the  perfection  of  these  tannery  operations  that 
yield  the  tough,  mellow  substance  of  high-grade  welting. 

Canadian  shoe  manufacturers  show  an  increasing  interest  in  this 
super-fine  product,  and  our  rock-bottom  prices  combined  with  our 
acceptance  of  Canadian  funds  makes  BARBOUR  GROOVED  END- 
LESS WELTING  a  most  attractive  purchase  on  this  market. 

May  we  sample  you? 

Brockton  Rand  Company 

BROCKTON,  MASS. 

U.  S.  A. 

Don't  forget  the  date  of  the  Toronto  Convention  of  the 
National  Shoe  Retailers  of  Canada,  and  the  Shoe  Travellers 
of  Canada — July  13th  and  14th. 


June,  19S1 
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"Canadian-made  Counters  for  Canadian-made  Shoes" 


BEFORE  being  fashioned  into  counters,  the 
fibre  is  put  through  the  special  D.  &  P.  pro- 
cess. This  ensures  such  a  toughness  that 
the  counter  will  outlast  the  shoe — we  guarantee  it. 
Yet  do  not  imagine  D.  &  P.  counters  uncomfort- 
able. On  the  contrary,  they  are  pliant  and  yield- 
ing, quickly  conforming  to  the  shape  of  the  wear- 
er's foot.   Why  not  let  us  send  you  samples?, 

We  also  maufacture  solid  leather,  Union  and 
leatherboard  counters,  leather  and  leather-board 
inner-soling.  Our  capacity  of  75,000  pairs  of 
counters  per  day  means  prompt  delivery. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  City 

Tannery  and  Factory  :       ST.  HYACINTHE,  P.Q. 


Sales  Office  and  Warehouses  : 


224  LEMOINE  STREET,  MONTREAL 
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A  Style  Service 

for 


Shoe  Manufacturers 


Distinctive  lasts 
and  patterns  that 
tone  up  your  line 


— ones  that  stimulate  sales  and 
build  up  prestige. 

If  you  will  get  in  touch  with  us  we 
will  gladly  send  a  representative 
to  talk  over  the  situation  with  you. 
He  will  suggest  to  you  such  styles 
as  fit  in  your  line. 

Your  increased  sales  from  such  a 
style  service  make  it  financially 
interesting  to  you. 

Think  it  over. 


United  Last  Co.,  Limited 

MONTREL,  P.Q. 
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Going  Strong 

HAVANA  BROWN  VODE  KID 


We  are  receiving  a  steady 
flow  of  orders  for  VODE  KID 
in  HAVANA  BROWN  and 
the  demand  is  growing" 
i  stronger  with  every  day. 

In  our  HAVANA  BROWN 
we  are  using  some  particul- 
arly fine  quality  skins  which 
we  bought  to  advantage  some 
months  ago  and  which  have 
recently  been  landed. 

Specify  HAVANA  BROWN 
VODE  KID  and  you'll  get 
leather  which  plainly  shows 
shows  its  fineness  in  your 
shoes — 

— also  the  selling  power  of 
VODE,  so  well  known  to  the 
buying  public. 


i     THE  STANDARD  KID  CO. 

Boston,  Mass. 

1  Branches  in  New  York,  Philadelphia,  Cincinnati, 
j  Chicago,  St.  Louis  and  Montreal. 


The  Leather 
for  Fine  Shoes 
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Spring  Samples  for  1922 
are  now  ready 

.  We  can  truthfully  say  that  our  new 
spring  lines  of  leather  and  white 
canvas  shoes  in  both  Turns  and 
McKays  are  the  finest  ever  produced 
by  this  firm.  From  every  standpoint 
— style,  materials,  workmanship  and 
price  they  merit  your  inspection. 


Jobbers  Only 


Gagnon,  Lachapelle  &  Hebert 


55  Kent  Street 


Montreal 


June,  1921 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for   your   next   order   for  Dyes, 
Colors,  etc.? 

The  following   is  a  list   of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G.  1 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 
MAGENTA  POWDER.                    '       ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 


Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

lla  St.  James  Street 
SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


Patented 
1919 


THE  WAT 

the  Child's  Toot  is  irowing 

,OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 

We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  at; 
any  time. 


Eureka  Shoe  Co.,  Limited 


THREE  RIVERS,  QUE. 
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A  Snappy  In  "Stock  Model 


The  New  Colored  Calf 
Ball  Strap  Oxford 


Here  is  a  shoe  that  is  proving 
wonderfully  popular  wherever  it 
has  been  shown.  It  is  made  on 
the  most  up-to-the-Minute  lines, 
workmanship  and  materials 
throughout  are  exceptionally 
high-grade — and  the  price  you 


can  sell  it  for  is  within  the  means 
of  every  man. 

It  is  an  in-stock  model.  Prompt 
shipment  is  assured  no  matter 
whether  your  order  be  large  or 
small. 


This  is  the  shoe  to  tone  up  your  stock. 

Daoust,  Lalonde  &  Co.,  Limited 

Montreal,  Que. 
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The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,    St.  John,    Quebec,    St.  Hyacinthe,    Montreal,    Ottawa,    Toronto,    Kitchener,    London     Winnipeg,  Regina 

Saskatoon,    Edmonton,    Calgary,  Vancouver. 


Don't  forget  to  attend  the  Convention 
in  Toronto,  on  July  13th  and  14th 


June,  1931 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  256  Lemoine  St. 


OSHAWA 


CANADA 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 


MONTREAL 


OSHAWA 


QUEBEC 
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Goodrich  "Hi-Press" 
Rubber  Footwear 


^REO 
UNE 


for 

Farmers 
Fishermen 
Miners 
Lumbermen 


Almost  every  man  who  works 
or  lives  out  of  doors  has  need 
at  some  time  or  another  for 
Gooderich  "Hi-Press"  —  "the 
rubber  footwear  with  the  red 
line  'round  the  top." 

We  carry  a  full  line  in  stock  at 
all  times.  Let  us  send  you 
samples  and  prices. 


Croskery  &  Company,  Ltd. 

IMPORTERS  AND  DISTRIBUTORS  FOR  ONTARIO 

220  King  Street  West      -  Toronto 


Mark  this — for  genuine  service,  com- 
fort   value,    there    is    not  another 
line  of  Rubber  Footwear  manufactured 
that    excells    Goodrich  "Hi-Press." 
That  is  the  conclusion  reached  after 
hearing"  the  reports  of  both  dealers 
and  wearers  during  the  many  sea- 
ons   Goodrich   "Hi-Press"  have 
been  on  the  market. 


As  a  business  proposition  they 
prove   unusually  attractive. 
The  margin  of  profit  allowed 
is  very  liberal  and  yet  they 
sell  at  a  price  that  means 
a  brisk  turnover. 


RED 
LINE 


FOOTWEAR    IN  CANADA 


MMMdlllllllllllllllllllllllllll^jJI 


Royal  Oak 


Two  Popular 
Sole  Leathers 

Trent  Valley 


There  are  no  better  leathers  tanned  than  Royal  Oak  and 
Trent  Valley  Oak.  They  are  exceptionally  suited  to  high- 
grade  novelty  footwear.  The  demand  is  heavy  and  the 
price  of  hides  is  up.  You  can  make  no  mistake  in  buying 
NOW. 

Remember  the  N.S.R.A.  Convention  at  Toronto  July  13-14 

The  Breithaupt  Leather 

Company,  Limited 

Manufacturers  of 
"  The  Standard  of  Canadian  Sole  Leather  " 


KITCHENER  TORONTO 
PENETANG  HASTINGS 


Sales  Offices: 
VANCOUVER 


MONTREAL 


QUEBEC 
Tanneries  at: 

KITCHENER      WOODSTOCK      BURK'S  FALLS 
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SPAULDING'<; 


Guaranteed. 
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In  the  eyes  of  Man 

-the  sales  power 
is  still  the  best 
TEST  of  VALUE 

The  sale  of  Tetrault  Shoes  leads  by  far  that 
of  all  other  Canadian  shoe  manufacturers. 
The  natural  conclusion  is  Buy  Tetrault  Welts, 
which  are  the  standard  men's  shoes  in  Canada. 

If  you  buy  quality,  not  discounts;  selling 
features,  not  prices;  you  will  naturally  look  to 
Tetrault  for  your  supply  of  men's  Welt  Shoes. 

To  be  imitated  is  the  sincerest  compliment. 

Many  factories  are  trying  to  make  shoes  like 
Tetrault,  but  they  fail  in  working  out  those 
essential  details,  which  characterize  our  shoes 
and  make  them  the  acknowledged  standard 
of  Men's  Goodyear  Welts  in  Canada. 

The  leading  Jobbers  throughout  Canada  carry 
an  extensive  range  of  our  lines. 


Attend  the  National  Shoe  Retailers'  Convention 
at  Toronto,  July  13th  and  14th. 


The  Tetrault  Shoe  Manufacturing  Company 

Limited 

MONTREAL  -  CANADA 
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300  to  500%  Clean  Legitimate 

Profit  To  You 

First  come  -  First  Served  -  Read  This  Carefully  -  Pay  Your  Fare  By 

Coining  Here  At  Convention  Time. 

EACH  TOWN  (ONLY)  2  to  5  Dealers  will  be  sold  "  HPT KTHP TXT T? 
EACH  CITY  rONLY)  5  to  20  Dealers  will  be  sold  1  IIM  1  li>  £!> 


All  Dealers  Cannot  Secure. 


EACH  CITY  (ONLY)  5  to  20  Dealers  will  be  sold 

Population  and  Number  of  Dealers  Considered. 

Controlled  by 
CANADIAN  SHOES  FINDINGS  NOVELTY  CO. 
Toronto,  Ontario  Montreal,  Quebec 

WHAT  IS  TINTINE  ? 
"TINTINE"  has  98  distinct  colors!    Dyes  PERFECTLY!    Is  GUARANTEED 
for  satin  slippers,  silk  hose,  etc.    Matches  every  gown  for  evening  or  afternoon  wear. 
Any  light  shade  made  darker,  shades  in  few  minutes — white  any  color.  ANY  AMA- 
TEUR CAN  DO  THIS  PROPERLY. 

COST  TO  YOU  SMALL— PROFIT  EXTRA  LARGE 
One  bottle  does  4  to  5  pairs  of  shoes.   Cost  $1.00  bottle;  obtains  $1.00  to  $2.00  per 
pair  for  dyeing.   Profit  $4.25  or  $8.50  clear.  Does  away  with  carrying  more  than  one 
color  evening  slippers.    Carry  white  only,  less  stock  required. 

WHO  STOCKS  THIS  WONDERFUL  TINTINE? 

Hudson  Bay  Co.      Hubert  Ashplant       Brown's,  Limited        Morgan's,  Montreal 
Regal,  Winnipeg  Robinson's,  Winnipeg 

Royal  Shoe  Co.  A.  Levy,  Toronto 

Over  100  Live  Concerns  Throughout  Canada  Have  Stocked  for  Past  Years 

OUR  PROPOSITION  TO  YOU 

We  will  pick  out  48  best  saleable  colors  out  of  S8  for  your  opening  order.  YOU 
WILL  CONTROL  YOUR  DISTRICT.  When  you  require  certain  color  out  of,  we  will 
forward  same  from  our  stock — doing  away  with  you  carrying  poor  colors. 

Use  your  judgment,  because  first  come,  first  served.  With  every  order  we  fur- 
nish a  Color  Card  containing  98  colors  on  satin  that  match  all  colors  of  gowns. 

EVERY  CITY  AND  TOWN  MUST  BE  COVERED  BY  THE  BEST  SHOE  RE 
TAILERS  THROUGHOUT  CANADA  AT  ONCE— WRITE  US  DIRECT 
AT  ONCE  FOR  ANY  OTHER  PARTICULARS 

This  is  the  Biggest,  Genuine  Profit  Making  Deal  Ever  Given  to  Shoe 
Men  in  a  Real  Legitimate  Manner.   Order  Immediately  from 
Toronto,    See  Our  Other  Opportunities, 


CANADIAN  SHOE  FINDINGS  NOVELTY  GO. 


2  Trinity  Sq.,  Toronto 
153  Peel  St.,  Montreal 
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On  White  Footwear 


fa 


We  are  now  right  at  the  height  of 
the  season.  To  run  out  on  any 
particular  Hne  will  mean  a  real  loss 
and  the  wise  retailer  will  guard 
against  any  such  happening. 

The  best  way  is  to  get  in  touch  with 
us  at  once.  Our  facilities  forgiving 
a  rush  service  were  never  better. 

Our  stocks  are  in  first-class  condi- 
tion, ready  to  meet  any  demands 
made  upon  them  and  the  prices  are 
as  always,  attractive. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 


June,  l'.)31 


FOOTWEAR    IN  CANADA 


The  Bostonian  Shoe 


These  are  not  days  when  the 
retailer  is  rushing  bhndly  in  to 
place  his  requirements.  He  has 
got  to  be  ''shown."  And  the  shoes 
with  a  reputation  established  before 
those  rollicking  days  of  '19  (almost 
anything  would  sell  at  that  time, 
remember?),  are  assuredly  getting 
the  first  call. 

The  Bostonian  Shoe,  always  a 
steady,  consistent  seller  is  one  of 
them.  It  has  always  more  than 
justified  the  confidence  placed  in  it. 
Smart,  sensible  styles,  the  finest 
materials  and  workmanship  and  a 
wide  range  to  choose  from  are  the 
reasons. 

We  can  supply  you. 


James  Robinson  Co.,  Limited 

Specialists  in  Fine  Footwear 

MONTREAL 
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Are  You  the  Man? 


\  RE  you  making  an  effort  to  increase 
your  business?   Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often? 

If  you  can  say  'TES"  to  these  questions, 

and  if  there  is  no  STRIDER  SHOE  agency 

in  your  town,  you  will  be  interested  in  our 

IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 

Women's  Fine  Welts  in  High  Shoes  and 

Oxfords. 

"STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf,  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 

No.  6017.  As  above  on  Last 
34,  which  is  a  semi-recede 
toe. 


These  are  both  big  sellers. 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last  406, 
C  &  D  width,  sizes  2-7.  Price, 
$5.65. 
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Have  your  shoes  made  the  way 
you  want  them. 

Make  your  own  selection  of  leath- 
ers and  style.  For  instance,  here 
is  one  number  from  our  Fall  line. 

Yes,  our  men  are  showing  it  on  the 
road,  but  they  cannot  call  on  all  of 
you — and  we  do  want  you  to  see 
it. 

It's  "snappy  in  any  one  of  the 
three  ways  in  which  you  can  buy 
it  and  in  all  of  the  leathers. 

We  would  like  to  book  your 
order  NOW  (for  Fall  delivery) 
for  a  range  of  sizes  in  any  one  or 
all  of  them. 

Note  especially  the  prices  and  re- 
member that  our  line  is  noted  for 
its  very  enviable  reputation  as  a 
style  and  quality  product. 

Samples  may  be  sent  on  request. 


No.  312 

Six  eyelet  lace  oxford,  welt,  full 
wing  tip,  93  last.i  3-8  military 
heel. 

In  Gun  Metal  Calf,  $5. 60 

In  Grade  A  Russia 

Calf,  any  shade,  5-8S 
In  Grade  B  Russia 

Calf,  any  shade  5.60 
In  Patent  Colt  S-8S 

On  this  same  style  with  a 
straight  tip  or  imitation 
wing  tip  figure  25c.  less 
than  above  prices. 


ORDER  NOW 
FOR  FALL 


THE  HOLTERS  COMPANY 

Cincinnati,  Ohio 
NEW  YORK,  437  Marbridge  Bldg         CHICAGO,  304  Lees  BIdg 


0 


Russia  or  Qun  A^tal 
Calf  with  Win^Tlp- 


Straight  Hp 


Patent  Colt  wifii 
Imitation  VVin^Hp. 
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Style  No.  16 


Style  No.  1300 

Canadian  Shoe 
Dealers ! 

WE  ARE  STYLE  ORIGINATORS 
AND  MANUFACTURERS  OF  HIGH 
GRADE  SHOE  ORNAMENTS  and 
can  furnish  straps  in  any  leathers  in  any 
color,  either  beaded  or  unheaded. 

We  are  especially  equipped  to  make 
quick  delivery  on  straps  and  buckles  for 
white  shoes. 

Samples  and  prices  will  be 
sent  on  request; 


Parisian  Beading  Works 

207  Manhattan  Building 
Philadelphia,  Pa, 


io.  4F. 
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Smart  Styles  for  Summer  Days 

THE  merchant  who  is  able  to  display  foot- 
wear with  the  charming  daintiness  and  ster- 
ling quality  that  we  are  able  to  produce  has 
a  trade  attraction  that  will  make  this  summer 
season  a  profitable  one  for  him.  For  the  out- 
door social  affairs  of  lawn  party,  boating  club, 
etc.,  Fashion  is  as  strict  in  her  style  demands  as 
for  the  functions  of  Winter,  and  it  means  suc- 
cessful business  for  you  to  meet  these  demands. 
Shoes  with  all  the  sought-for  snappiness  and 
distinctiveness  are  at  your  call  in  our  line. 

What  about  your  stock  of  white  shoes.''  Irre- 
sistable  in  their  appeal  are  the  models  we  are 
showing  in  Kid,  Buck  and  White  Canvas  Shoes. 

OWENS-ELMES  MANUFACTURING  CO. 

12-14  Sheppard  Street,  Toronto,  Ont. 


Operating  the  first  and  only  factory  in  Canada 
making  strictly  Hand  Made  Turns. 
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The  Favorite  Sport  Shoes 

FLEET  FOOT  SHOES  are  easily  the  best  known,  best  selling  sport  shoes 
on  the  continent.  They  maintain  their  popularity  because  their  quality 
and  workmanship  have  been  steadily  maintained. 

That  is  why  shoe  dealers  make  no  mistake  in  having  liberal  stocks  of 
FLEET  FOOT  SHOES.  These  trade-winners  mean  brisk  sales  during  the 
summer  months  and  extra  profits  for  the  year. 

FLEET  FOOT  advertisements  are  appearing  in  the  leading  papers,  to 
help  you  sell  more  FLEET  FOOT  SHOES  than  you  have  ever  sold  be- 
fore. 

There  are  show  cards  to  make  windows  more  attractive ;  and  a  Dominion 
Rubber  System  Branch  within  easy  shipping  distance  to  keep  you  sup- 
plied with  a  full  range  of  FLEET  FOOT  styles  and  sizes. 

FLEET  FOOT  SHOES  are  Dominion  Rubber  System  Products. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver   and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
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Should  the  "Made-in-Canada"  Idea  Be  Uni- 
versally Applied 

Shoiild  the  "Made-ui-Canada"  idea  govern  the 
manufacturer's  policy  as  well  as  the  consumer's?  This 
is  a  pertinent  cjuestion  that  is  being  asked  in  some 
quarters,  and  one  on  which  we  would  like  to  have  the 
manufacturer's  viewpoint.  A  leather  man  made  some 
pointed  remarks  to  us  the  other  day  in  this  connection. 
He.  told  us  that  he  had  recently  approached  a  well- 
known  shoe  manufacturer,  who  is  featuring-  the 
"Made-in-Canada"  slogan  very  strongly  in  advertising 
his  goods,  to  solicit  business  from  him,  but  the  latter 
said  he  had  no  orders  to  place  with  him  at  the  present 
time,  as  he  was  buying  his  leather  across  the  line. 
Here  is  an  instance  where  a  manufacturer  plays  upon 
patriotic  sentiment  in  order  to  market  his  goods,  while 
in  his  own  purchases  he  allows  himself  to  be  influenced 
by  no  emotion  save  his  business  instinct  and  buys  his 
materials  in  the  market  which  he  considers  most  favor- 
able. Seems  a  little  inconsistent,  does  it  not?  Can  a 
manufacturer  fairly  and  honestly  urge  upon  the  con- 
sumer the  patriotic  necessity  of  purchasing  goods  made 
in  Canada,  while  he  himself  seeks  for  "bargains"  else- 
where? A  course  such  as  this  seems  to  taint  the 
whole  "Made-in^Canada"  campaign  with  a  flavor  of 
hypocricy,  which  will  surely  spoil  it  for  the  consumer's 
palate.     All  the  talk  about  "supporting  home  indus- 


tries" resolves  itself  into  so  much  hot  air.  if  the  manu- 
facturers themseh  es  do  not  adhere  to  the  principles 
they  advocate. 

The  New  Budget  As  It  Affects  The  Shoe 
 Retail  Trade  

The  Finance  Minister's  Budget  does  not  greatly 
affect  the  shoe  retailer,  except  in  that  it  settles  the 
point  that  this  is  to  be  no  tax  on  retail  sales,  and  also 
that  it  stiffens  the  fence  against  the  importation  of 
U.S.  goods  a  trifle.  The  sales'  tax  has  been  raised 
from  the  former  rate  of  1  and  2  per  cent,  to  1^^  and  3 
per  cent  on  domestic  transactions,  while  the  sales  tax 
on  imports  becomes  and  4  per  cent.,  or  one  per 
cent,  higher  than  the  domestic  rates.  The  three  per 
cent,  tax  which  will  be  included  in  the  cost  of  all  shoes 
made  in  Canada  when  they  reach  the  retailers'  shelves 
will  undoubtedly  be  preferred  to  anything  in  the 
nature  of  a  business  profits'  tax,  though  it  will  cer- 
tainly do  its  bit  in  maintaining  the  high  cost  of  living. 
The  removal  of  the  business  profits'  tax  will  make 
little  difference  to  most  business  men,  so  far  as  the 
present  season  is  concerned,  for  business  in  general  is 
unfortunately  being  run  on  such  a  basis  that  it  escapes 
the  operation  of  a  tax  of  this  kind.  When  conditions 
become  more  normal,  however,  its  effect  would  be 
keenly  felt,  and  the  commercial  world  in  general  will 
be  very  much  gratified  at  is  removal. 

With  regard  to  importations,  the  Finance  Minister 
e\'identl3'  is  aiming  to  restrict  the  influ.x  of  U.S.  goods 
into  Canada,  and  without  a  doubt  he  is  succeeding  in 
his  object.  The  provision  against  "dumping"  is  made 
more  secure  against  evasion.  The  Act  formerly  pro- 
vided that  the  value  should  be  "the  fair  market  value 
when  sold  for  home  consumption,  in  the  principal 
markets  of  the  country  whence,  and  at  the  same  time 
when,  the  goods  were  exported  directly  to  Canada." 
This  is  now  strengthened  by  an  amendment  which 
states  that  "Such  value  in  no  case  is  to  be  lower  than 
the  wholesale  j^rice  thereof  at  such  time  and  place,"  and 
further  provides  that  the  value  for  duty  shall  not  be 
less  than  the  actual  cost  of  production  of  similar  goods 
at  date  of  shipment  direct  to  Canada,  plus  a  reasonable 
profit  thereon. 

Another  amendment  relates  to  the  valuation  for 
customs  purpose  of  foreign  currencies.  The  present 
customs  practice  is  to  convert  foreign  depreciated  cur- 
rency into  Canadian  on  the  basis  of  existing  exchange 
rates.  It  is  now  proposed  that  no  reduction  in  excess 
of  fifty  per  cent,  of  the  standard  or  proclaimed  value 
will  be  allowed,  no  matter  what  the  exchange  rate  is. 
Where  the  rate  of  exchange  is  adverse  to  Canada,  the 
value  for  duty  will  be  computed -at  the  rate  of  ex- 
change existing  at  the  date  of  the  shipment  of  the 
goods.  It  is  also  provided  that  all  goods  imported 
capable  of  being  marketed,  stamped,  branded  or  la- 
belled without  injury  shall  have  indicated  on  them  in 
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i;iii;lish  or  l'"rench,  the  country  of  origin. 

That  the  customs  duty,  exchange,  and  sales  tax, 
under  existing  conditions,  will  almost  form  a  barrier 
against  U.S.  goods  is  apparent.     Take,  for  exami)le,  a 
shoe  made  in  the  States  priced  at  $10.00  wholesale. 
It  vvork.s  out  this  way:  $10.00  plus  exchange  at  12  per 
cent,  equals  $11.20,  ])lus  30  ])er  cent,  duty  (on  $11.20) 
ecjuals  $14.56,  ])lus  4  per  cent,  sales  tax  (on  $11.20) 
eciuals  $15.01,  plus  33  1/3  per  cent,  mark-uj),  equals 
$22.50.    It  will  he  difficult  selling  U.  S.  goods  under 
these  circumstances.    To  eliminate  competition  in  this 
way  may  be  justifiable  until  the  exchange  situation 
rights  itself,  and,  of  course,  when  that  occurs,  the 
barrier  against    importations    will    be  automatically 
lowered,  but  it  is  to  l)e  ho])ed  that  international  trade 
will  soon  be  restored  to  a  more  normal  and  heallhlul 
condition.     Reasonable  protection  without  doubt  is 
conducive  to  the  growth  of  Canadian  industry,  and 
prohibition  of  '■(lumping"  is  essential,  but  without  the 
stimulus  of  international  com])etition,  our  industries 
will  not  make  the  progress  they  should,  and  we  cannot 
maintain  our  self-respect  as  a  manufacturing  country. 
Pampering  never  yet  developed  a  healthy  and  vigorous 
man,  nor  can  it  produce  a  healthy  and  vigorous  nation. 

The  Salesman's  Responsibilty 

Perhaps  there  never  was  a  time  when  the  salesman 
was  so  important  a  factor  in  industry  as  he  is  today. 
This  ai)i)lies  to  the  salesmen  in  every  branch  of  in- 
dustry, and  e\'ery  man  worthy  of  the  name  of  salesman 
nuist  realize  the  resi)onsibilities  which  rest  upon  him 
and  do  his  bit — and  it's  a  mighty  'l)ig  bit — in  restoring 
normal  and  ])ros])erous  conditions  in  Canada. 

The  management  of  one  of  Canada's  well  known 
leather  concerns  recently  distributed  a  statement 
among  their  selling  stag  in  which  they  had  some 
pointed  things  to  say  about  salesmen  and  salesman- 
ship.   The  statement  says  in  part : 

"I'^or  the  marketing  of  goods  the  world  again  is 
looking  to  the  salesmen.  For  years  it  seemed  that  his 
day  had  gone.  The  initiative  was  all  from  the  buying 
side.  Cioods  sold  themselves  and  there  was  never 
enough  of  them  to  go  around.  The  cavernous  market 
swallowed  them  uj)  at  the  highest  prices  and  still  re- 
mained far  from  sated.  lUit  a  change  has  come. 
( ioods  are  stagnating  in  warehouses  and  the  salesman 
is  called  upon  to  minister  to  the  congestion  and  set  the 
channels  of  commercial  distribution  flowing.  In 
language  he  will  understand  he  is  told  that  "it  is  up  to 
him."  lie  will  not  disappoint  the  ])ublic.  If  modern 
salesmanship  could  not  cure  trade  of  what  ails  it,  then 
trading  would  surely  be  almost  past  mending.  In  this 
country  there  are  no  insu])erable  obstacles  in  the  way 
of  a  great  trade  movement.  Of  practically  everything 
that  producers  are  offering  there  is  a  scarcity  in  the 
homes  of  con>umers.  'iliere  is  a  chance  for  salesmen 
U)  brinii'  about  transactions  between  consumers  in  this 
position  of  commercial  need  and  solvency  and  pro- 
'lucers  whose  0  )erations  have  been  brought  to  a  stand- 
'  t  11.  .'salesmanship  is  relied  upon  to  supply  the  spark 
for  igniting  the  dead  fuel  that  will  set  the  wheels  of 
trade  running  again  at  their  old  velocity." 


The  Reduction  of  Merchandising 
Expense 

The  Domestic  Distributi(jn  Department  of  the 
Chamber  of  Commerce  of  the  U.  S.  recently  distributed 
a  questionnaire  to  its  members  referring  to  the  redvic- 
tion  of  merchandising  expense.  The  questionnaire 
included  six  questions:  (1)  What  are  you  doing  to 
reduce  your  personnel  cost?  (2)  What  have  you  done 
to  reduce  your  publicity  costs  to  a  normal  basis?  (3) 
Please  state  separately  the  approximate  percentage  of 
your  reduction  in  service?  (4)  Please  state  saving, 
if  any,  accomplished  by  restricting  credits?  (5)  Please 
state,  approximately,  the  percentages  by  which  other 
costs  have  been  reduced?  (6)  To  which  of  the  above 
five  items  of  cost  (one  or  more  than  one)  do  you  now 
give  the  most  attention? 

The  Domestic  Distribution  Department  has  pre- 
sented a  very  interesting  summary  of  the  replies  re- 
ceived. Matters  relating  to  "Personnel"  exhibit  the 
greatest  changes.  Wages  show  some  falling  off,  a  net 
average  decrease  of  4.52  per  cent.,  but  the  savings  in 
commissions  and  bonuses,  11.54  per  cent.,  and  in  the 
number  of  employees,  12.43  per  cent.,  are  very  marked. 
It  is  very  significant  that  very  many  answers  indicate 
that  the  employers  are  opposed  to  lowering  wages 
except  as  a  last  resort. 

There  has  been  a  net  increase  in  only  one  of  all 
cpiestions,  namely,  in  "publicity,"  wherein  circulariz- 
ing shows  a  net  average  increase  of  5.48  per  cent. 
Although  advertising  space  shows  a  net  decrease  of 
9.67  per  cent.,  and  by  use  of  cheaper  mediums,  2.53  per 
cent.,  there  is  a  strong  sentiment  displayed  in  many 
answers  favoring  increased  expenditure  in  publicity 
during  periods  of  slow  sales. 

With  reference  to  Question  No.  3,  comparatively 
few  concerns  had  any  service  to  rei)ort  upon  and  the 
net  average  decreases  are  (jiily  .98  per  cent,  in  deliv- 
eries and  .27  in  rest  rooms. 

"Credits"  indicate  very  little  change.  There  have 
been  some  redtictions  both  in  the  volume,  6.13  per 
cent.,  and  in  the  sa\  ing  by  shortening  time,  1.23  per 
cent.,  but  there  are  many  replies  which  argue  that, 
like  advertising,  credits  should  be  extended  rather 
than  restricted  as  a  basis  of  doing  business.  There 
general  tendency  is  to  drop  all  doubtful  accounts  and 
to  speed  up  collections  wherever  possible. 

"Other  Costs,"  according  to  the  replies,  have  been 
reduced  principally  by  closer  buying  and  quicker  turn- 
overs. They  present  an  encouraging  average,  7.12  per 
cent. 

To  the  question,  "To  which  of  the  above  five  items 
of  cost  (one  or  more  than  one  )  do  you  now  give  the 
most  attention?"  the  trend  of  the  replies  is  shown  by 
the  following  percentages:  Personnel,  58.4  per  cent.; 
])ul)licity,  7.1  per  cent.;  service,  3.0  per  cent.;  credits. 
10  per  cent.;  other  costs,  21.5  per  cent. 
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Review  Of  The  Canadian  Shoe 
Industry  In  1920 

Records  of  United  Shoe  Machinery  Show  how  Trade  was  Affected  by  Depression- 
Production  15  to  20  per  cent,  below  Normal 


During  the  early  part  of  the  year  1920,  the 
Canadian  shoe  manufacturing  industry  was 
unusually  busy,  but  business  dropped  off  very 
sharply  at  about  the  end  of  June  and  continued 
to  be  very  quiet  until  the  end  of  the  year,  the 
result  being  that  the  production  of  the  factories 
for  the  year  is  shown  to  be  from  15  to  20  per 
cent,  below  what  could  be  considered  normal 
for  Canada  at  the  present  time. 

The  depression  was  felt  more  kneely  by  some 
of  the  larger  firms  than  by  the  smaller  factories, 
and  was  more  noticeable  on  fine  goods  than  on 
medium  grades.  Some  of  the  smaller  factories  on 
medium  grades  of  work  continued  to  be  fairly 
busy  right  through  the  latter  part  of  the  year, 
and  it  is  due  to  this  fact  the  falling-off  in  the 
toted  production  is  noticeably  less  than  might, 
perhaps,  have  been  expected. 

Sixteen  Million  Pairs  in  1920 

The  output  of  the  shoe  factories  in  Canada 
for  the  calendar  year  1920  is  placed  at  just  over 
16,000,000  pairs.  This  compares  with  a  produc- 
tion of  slightly  less  than  15,000,000  pairs  in  1910, 
which  was  the  minimum  production  of  the  pre- 
ceding decade,  and  a  total  of  nearly  20,500,000 
pairs  for  1916,  which  was  the  highest  output  ever 
reached  in  Canada. 

Twenty-two  Plants  Added  to  Factory  List 

The  number  of  factories  in  operation  during 
1920  is  set  at  175,  being  an  increase  of  22  as  com- 
pared with  the  previous  year.  This  does  not 
mean  that  22  new  factories  have  actually  been 
established.  Some  new  plants  have  been  opened 
up,  most  of  them  comparatively  small,  but  the 
increased  number  is  partly  accounted  for  by  con- 
cerns whose  output  had  been  very  limited  and, 
during  the  year,  was  raised  to  the  point  which 
warranted  placing  them  in  the  factory  class.  Cer- 
tain concerns,  also,  have  gone  into  the  manufac- 
ture of  classes  of  footwear  which  allow  of  their 
being  placed  on  the  list  of  factories,  whereas 
their  product,  previously,  had  not  been  of  the 
type  which  could  strictly  be  considered  as  fac- 
tory-made footwear. 

The  average  daily  production   for  the  year 


was  just  over  64,000  pairs,  and  the  average  daily 
production  per  factory  just  over  365  pairs,  which 
indicates  that,  taking  into  consideration  the  many 
large  factories  with  output  of,  say,  1,000  pairs 
per  day  and  over,  there  are  a  large  number  of 
smaller  plants  with  very  limited  output  to  bring 
the  average  down  to  365. 

Distribution  of  Factories  and  Production 
The  distribution  of  factories  as  to  districts  is 
shown  as  follows:  Montreal  shoe  district,  64; 
Quebec  district,  34;  Toronto  district,  23;  Kitch- 
ener district,  31;  Lower  provinces  and  outside  dis- 
tricts, 13. 

The  percentage  of  production  works  out  as 
follows: — 

Montreal    43.76  per  cent 

Quebec    23.39    "  " 

Toronto    11.38    "  " 

Kitchener    18.53    "  " 

Lower  provinces  and 

outside  districts  .  .  2.94  "  " 
Possibly,  for  general  purposes,  there  is  noth- 
ing to  be  gained  by  dividing  the  Ontario  factories 
onto  the  Kitchener  and  Toronto  districts,  and  it 
will  convey  more  to  the  mind  of  the  average  shoe- 
man  to  consider  the  whole  district  as  having  64 
factories  and  producing  29.91  per  cent,  of  the 
shoes  made  in  Canada. 
Industry  Now  Operating  Two-thirds  Capacity 
During  the  present  year,  to  date,  there  has 
been  quite  a  noticeable  improvement  in  the  oper- 
ations of  the  factories,  and,  it  is  estimated  that 
at  the  present  time  they  are  operating  at  about 
two-thirds  capacity,  business  being  fairly  good 
on  nearly  all  the  regular  lines.  There  has  been  a 
good  demand  for  novelty  footwear,  which,  how- 
ever, can  hardly  continue  through  the  entire  sum- 
mer, and  until  recently  very  few  orders  were  re- 
ceived for  anything  beyond  immediate  delivery, 
but  at  the  present  time  orders  are  coming  in  to 
a  fair  extent  for  fall  goods,  indicating  that  there 
will  be  a  reasonably  keen  demand  for  the  coming 
season. 

For  the  data  embodied  in  the  above  article,  we 
are  indebted  to  Mr.  F.  W.  Knowlton,  of  the 
United  Shoe  Machinery  Co.  of  Canada. 
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Preparations  For  N.S.R.A.  Convention 
July  13  and  14  Nearing  Completion 


PLANS  for  the  coming  Toronto  convention  of 
the  National  Shoe  Retailers'  Association  are 
gradually  taking  their  final  shape..  Joint  meet- 
ings of  the  officers  of  the  N.S.R.A.  and  the 
Ontario  Branch  of  the  Shoe  &  Leather  Travellers' 
Association  are  being  held  every  week,  and  all  are 
working  hard  preparing  for  the  final  effort  when  they 
are  going  to  go  right  over  the  top  with  this  thing.  The 
travellers,  be  it  said,  are  backing  the  convention  en- 
thusiastically, and  are  co-operating  with  the  retail  men 
in  a  most  effective  way.  Their  efforts  are  not  confined 
to  merely  boosting  and  moral  support.  They  are 
going  right  ahead  to  take  a  real  part  in  the  proceed- 
ings. The  entertainment  features  will  be  largely  in 
the  travellers'  hands,  and  the  retail  trade  well  knows 
that  they  are  the  men  to  put  anything  of  that  kind 
across  in  the  right  style.  The  trip  around  the  harl)or 
works  which  they  are  planning  will  be  a  very  pleasant 
and  interesting  event,  and  rather  unique,  we  imagine, 
in  the  experience  of  most  of  the  retailers.  The  pro- 
posal is  that  it  be  followed  by  a  supper  at  the  Harbor 
Commissioners'  pavilion,  after  which  automobiles  are 
to  be  in  waiting  to  take  the  party  through  the  park. 
Such  is  the  scheme  outlined,  and  it  is  understood  that 
arrangements  can  be  made  to  carry  it  out. 

Then  there  will  be  the  two  special  limcheons,  on 
Monday  and  Tuesday,  and  the  big  banquet  on  Tues- 
day night.    Excellent  speakers  will  make  these  occa- 


A  view  of  the  Eastern  Harbor  Terminal  District,  Toronto 

sions,  themselves,  worth  a  trip  to  Toronto,  and  there 
will  be  a  right  royal  time  with  real  entertainment. 

However — the  Toronto  gathering  is  going  to  be, 
first  and  foremost,  and  predominantly,  a  business  pro- 
position. The  frills  will  be  very  largely  cut  off.  Our 
good  friend,  N.S.R.A.  Convention,  will  appear  in  his 
plain  ])usiness  suit,  and  will  have  to  get  through  his 
job  without  the  assistance  of  little  Miss  "Citadel  Kid" 
or  the  famous  "American  Beauties"  or  any  of  the 


galaxy  of  twinkling  stars  and  shining  lights  that  sur- 
rounded him  on  a  former  occasion.  He  isn't  going  to 
be  taken  on  a  style  parade,  nor  to  a  big  dance,  nor 
will  he,  officially,  be  allowed  to  regale  himself  at  mid- 
night cafes,  though,  perhaps  he  might  sneak  out,  like 
Jiggs,  when  the  work  is  over. 

But  work  must  come  first.    We  are  at  a  critical 

4.  ,_„_„„_„,_„„„„„ —  , — „_, — „„  _„ — , 
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!  I 
I  Attention!  j 

1  In  connection  with  the  coming  convention  of  I 

I  the    N.S.R.A.  in  Toronto,  a  billeting   committee  J 

J  and  a  sample  room,  committee    have    been    ap-  i 

i  pointed,  for  the  convenience  of  the  manufacturers  1 

1  and  shoe  merchants  attending.    Mr.  Wm.  Martin,  | 

j  of  the  Canadian  Consolidated  Rubber  Co.,  Front  I 

=  St.,  Toronto,  is  chairman  of  the  billeting  commit-  ! 

1  tee,  and  Mr.  Jas.  Heffering,  Lumsden  Building,  j 

j  Toronto,  is  chairman  of  the  sample  room  com-  f 

I  mittee,  and  if  all  who  may  require   personal   or  = 

s  sample  room  accommodation  will  apply  to  the  I 

I  chairmen  of  either  of  these  committees,  they  will  i 

I  be  assured  of  much  better  results  than  by  going  s 

I  direct  to  the  management  of  the  hotels.  I 

I  I 

n,,_,,,,_,,«_,,,,_,m_,,,,_,,,,_,,»_,,„_,„,_»,,_,„,_,„,_,,„_„„_,,n_  4. 

period  in  the  history  of  the  trade,  and  the  executive 
of  the  N.S.R.A.  feels  that  the  men  who  gather  in 
Toronto  will  be  more  in  a  mood  for  serious  discussion 
than  for  light  entertainment.  There  are  matters  of 
the  greatest  importance  to  be  discussed,  and  conditions 
which  require  the  attention,  and  the  united  action  of 
the  trade.  What  should  be  the  policy  of  the  retailers 
of  Canada  in  the  operation  of  their  business  on  a  fall- 
ing market?  How  can  the  leaks  be  eliminated,  which 
run  away  with  profits?  How  can  one  get  from  under 
a  heavy  stock  bought  at  high  prices?  What  is  the 
outlook  in  the  leather  industry,  and  how  will  it  affect 
the  retailer?  What  should  be  the  policy  of  the  shoe 
merchants  of  Canada  in  their  relations  with  the 
public?  How  can  the  efficiency  of  the  sales'  force  be 
increased?  How  will  the  taxation  situation  affect  the 
shoe  retail  trade?  How  to  buy?  These  are  questions 
which  every  retailer  is  asking  himself,  and  no  single 
individual  is  likely  to  answer  them  all  satisfactorily — 
they  require  the  concentrated  wisdom  and  experience 
of  many  men  to  be  brought  to  bear  on  them,  and,  in 
some  instances,  they  require  the  united  action  of  the 
trade. 

Can  you,  Mr.  Shoe  Merchant,  afford  to  be  absent 
while  matters  of  such  importance  are  being  dealt  with? 
Surely  not !  Come  to  Toronto  and  get  the  benefit  of 
the  combined  experience  of  the  livest  men  in  the  busi- 
ness, and  contribute  your  own  share  to  a  very  valuable 
pool  of  ideas,  put  your  hand  to  the  lever  of  united 
effort. 


Have  you  joined  the  N.S.R.A.  yet? 
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Convention  Programme  up  to 
Date  of  Writing 

Tuesday,  July  12  (Preparation  Day)  — 

10.00— Rc.L;i,str;iti( 111  Kin^  lulward  Hold. 

10.30 — 'Conference  of  ,s|)ccial  committees  to  com- 
plete J4eneral  i)lans  and  ^ive  reports. 
2..?0 — N.S.R.A.  officers  and  comicil  meet  for  con- 
ference. 

Wednesday,  July  13 — 

9.00 — Registration  (continued ) . 
10.00 — Convention  opens. 

10.15 — Address  of  Welcome — Mayor  of  Toronto. 

Response,    N.S.R.A.    President,  N.S.R.A. 

Provincial  Vice-Presidents. 
10.30— Minutes  of  1920  convention. 
11.00 — Ap])ointment  of  committees. 
11.30 — Adjournment  for  luncheon. 
12.30— Combined  luncheon,  N.S.R.A.  and  N.S.  & 

L.T.A.  (speaker  of  political  prominence). 
2.00 — Upper  leather  and  sole  leather  situation  and 

its  future  outlook,"  Mr.  Heaven  ;  Mr.  Mar- 

latt. 

2.30 — "How  to  pay  sales'  peo])le,"  Mr.  Rowland 
Hill.  Jr.  (London). 

3.00 — "Successftil  merchandising  on  a  falling  mar- 
ket." 

4.00 — Boat  trip  around  Toronto  Harbor  imi^rove- 
ment  works,  followed  l)y  sup])er  at  Harbor 
Commissioners'  J'a\ilion,  and  motor  drive 
(as  guests  of  the  Nati(jnal  .Sluje  &  Leather 
Travellers'  Association ). 
Thursday,  July  14 — 

9.30 — Announcements. 

10.00 — "Getting  from  under  a  heavy  stock  l)ought 
at  high  prices." 

10.30 — "Handling  customers  successfully." 

11.00— "Shoe  retailing,"  G.  K.  Chisholm  (Cleve- 
land, Ohio). 

11.30 — Question  Bo.\,  under  direction  of  prominent 
retailer. 

12.30 — Luncheon.    Speaker,  Mr.  Roy  E.  Weaver, 
Manager,  Shoe  Manufacturers'  Association. 
2.30 — "The  human  element  in  selling  shoes,"  Mr. 
Wm.  Pidgeon,  Jr.  (Rochester,  N.Y.). 


3.00— "Is  it  protital)le  to  stock  hosiery?"  C.  R. 
Tcetzcl  (Ottawa). 

3.30 — Rei)ort  of  Resolutions,  Auditors  and  Nomin- 
ation Committees.  Ejection  of  officers  and 
installation  for  1921.    Cntinished  business. 

5.00 — Adjournment. 

7.00 — Third  annual  baiKjuet. 


Combining  Good  Fellowship  with  Effec- 
tive Work 

.\  pleasant  featine  (jf  the  joint  weekly  committee 
meetings  of  officers  of  the  N.S.R.A.  and  the  National 
Shoe  &  Leather  Travellers'  Association  in  Toronto  has 
been  the  entertainment  provided  by  the  various  mem- 
bers. The  committee  have  been  the  guests  of  W'arren 
T.  Eegan,  at  the  Old  Colony  Club;  of  J.  W^  Jupp, 
at  his  home ;  of  Jas.  T.  Heff  ering,  at  the  Ontario  Club, 
and  on  the  occasion  of  the  last  meeting  they  motored 
to  the  home  of  Mr.  Dave  Hardie,  on  the  Credit  River, 
thus  combining  a  very  pleasant  trip  and  an  enjoyable 
supper  with  an  evening  of  effective  work.  The  next 
meeting  is  to  be  held  at  the  new  home  of  Mr.  Howard 
Blachford. 


Gales  Store,  Montreal,  Set  on  Fire 
by  Burglars 

just  as  we  go  to  press,  word  is  received  by  wire 
that  the  store  of  Geo.  G.  Gales  &  Co.,  Montreal,  has 
suffered  serious  damage  by  fire  as  a  result  of  the  ac- 
tivities of  burglars.  The  burglars,  having  forced  an 
entrance  to  the  store,  attempted  to  blow  open  the  safe 
with  nitro-glycerine,  and  in  doing  so  started  a  blaze 
which  made  considerable  headway  before  it  was  dis- 
covered. Extent  of  damage  not  estiinated  at  date  of 
writing. 

— — „.  „  „,  „  .,  ,„  „  „  ,.  „  ,.  ..  „   M 
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Business  Chances 
Mr.  Merchant:    Do  you  want  to  come  in  on 
a  proposition  that  will  net  big  returns  on  a  small 
investment  of  time  and 
N.S.R.A.,   King  Edward 
13-14. 


money?  If  so,  apply  j 
Hotel,  Toronto,  July  j 
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How  to  Clean  Your  Shelves  of 
Undesirable  Stock 

The  Case  for  the  Semi-annual  Sale  Presented  by  a  Shoeman 

of  wide  experience 


FIRST,  what  is  undesirable  stock?  A  merchant 
cannot  even  get  the  protection  of  fire  insurance, 
not  to  mention  what  the  income  tax  will  do  to 
him,  without  taking  an  inventory  at  least  once 

a  year. 

It  is  extremely  important  to  go  over  your  stock 
carefully  at  the  end  of  each  season  and  weed  out  all 
shoes  you  cannot  or  do  not  care  to  size  up  on,  such  as 
slow  sellers,  freak  styles,  and  odd  color  combinations 
which  are  quickly  passe  and  should  be  disposed  of 
after  the  first  flush  of  the  fad  is  over.  And  most  em- 
phatically and  more  especially  weed  out  what  in  my 
town  we  call  birthday  shoes — shoes  that  have  had  a 
year's  visit  on  the  shelves.  Some  dealers  have  a 
method  of  marking  a  blind  date  on  every  pair  upon 
arrival. 

Make  Values  Self-evident 

Knowledge  of  your  own  clientele  will  show  you 
how  best  to  place  all  these  undesirable  "mill-stones" 
in  price  groups.  Do  not  be  afraid  to  shear  away  all 
of  your  probable  profit  from  them.  Fix  the  price  so 
that  the  most  unbelieving  and  ignorant  buyer  will 
see  the  real  value  at  a  glance.  It  is  like  cutting  away 
the  festered  part  of  a  sore.  The  cash  in  your  dravi^er 
is  better  a  thousand  times  than  the  mirage  of  an  im- 
aginable profit  in  the  distant  future. 

Take  the  public  into  your  confidence — tell  the  peo- 
ple plainly  what  you  are  doing.  Make  the  methods 
and  values  of  your  sale  so  attractive  that  your  public 
will  look  forward  to  your  next  sale  with  great  antici- 
pation. You  must  back  up  your  advertising  to  the 
letter.  Do  not  even  intimate  anything  that  you  are 
not  ready  to  carry  out  to  the  smallest  detail.  The  day 
of  hurrah,  bragadosia,  falsehood  in  advertising  is  over. 
In  some  states  there  are  even  laws  against  false  state- 
ments in  advertising. 

If  you  have  a  newspaper  with  a  sure  enough  cir- 
culation, use  big  space  for  your  initial  'ad.'  and  follow 
it  up  every  day  with  a  smaller  amount  of  space.  Have 
a  definite  date  for  your  sales  to  begin  and  end.  Have 
the  descriptions  as  accurate  as  you  know  how  to  make 
them,  and  state  the  ])rice  of  each  group  with  the  de- 
scription. Use  cuts — plenty  of  them. 

Find  Out  Newspaper  Circulation 

Don't  presume  that  the  newspaper  covers  your  ter- 
ritory. Go  to  the  publisher  and  get  him  to  tell  you  in 
exact  figures  what  the  actual  circulation  is  in  the  city 
and  country  from  which  you  draw  your  trade.  You 
should  know  the  amount  of  the  population.  I  know 
of  one  city  with  a  population  of  15,000  where  the  daily 
newspaper  has  a  circulation  of  only  500.  In  such  a 
case  it  is  far  better  to  use  small  space  in  the  news- 
paper, and  issue  carefully  worded  and  well  thought 
out  circulars. 

Use  a  big  circular — it  won't  hurt  the  dignity  of 
your  store.  Be  fair  to  your  printer.  Contract  far 
enough  ahead  of  your  sale  to  give  him  sufiflcient  time 
to  set  up  your  matter  properly.  Go  over  the  printer's 


proof  until  you  have  thoroughly  satisfied  yourself 
that  every  word  and  price  is  right. 

Your  job  isn't  half  done  when  you  have  a  lot  of 
good  matter  printed.  Don't  employ  the  cheapest  help 
you  can  get  to  distribute  your  best  advertising  efi;orts. 
If  necessary  go  out  yourself,  or  have  the  best  man  you 
can  get  who  knows  the  territory,  see  that  at  every 
house  one  circular  is  put  in  the  door,  not  thrown  at 
the  gate  or  in  the  street  in  front  of  the  house.  This 
is  more  important  if  you  want  results  than  the  circular 
itself.  It  usually  costs  more  for  the  distribution  than 
the  entire  cost  of  the  printed  matter. 

Follow-Up  Advertising 

The  "Follow-Up"  is  as  big  a  factor  in  your  sale  as 
it  is  with  the  mammoth  catalog"  houses.  But  you  can 
beat  them  at  their  own  game,  because  your  advertis- 
ing", and  especially  your  Follow-Up,  has  the  personal 
appeal.  Your  public  know  you  by  sight  while  their 
P'ollow-Up,  coming-  from  a  distance,  seems  machine- 
like. 

Another  good  result-getter  is  a  store  newspaper 
with  some  local  news  that  forces  the  reader  to  take 
the  paper  to  his  fireside,  and  have  his  whole  family 
read  every  word  of  it. 

Get  Your  Store  to  Look  Different 

You  must  back  up  your  advertising  with  a  store 
arrangement  dift'erent  from  what  your  customers  and 
salespeople  are  accustomed  to.  A  new  arrangement  al- 
ways freshens  the  merchandise  for  the  buyer  and  the 
seller.  They  both  seem  to  get  a  new  point  of  view. 
Trade  psychologists  and  efficiency  experts  tell  us  that 
long  counters  are  best  because  the  natural  tendency 
is  for  people  to  come  in  at  your  front  door,  walk 
around  a  short  counter  and  go  out  again,  while  a  long 
counter  leads  them  on  and  on  and  sustains  their  in- 
terest. 

To  those  of  you  who  employ  no  card-writer  I 
would  say :  "Don't  try  making  your  price  cards  with 
a  pot  of  lamp  black  and  the  kind  of  a  marking  brush 
used  on  sacks  of  oats."  If  you  cannot  make  neat  fig- 
ures have  a  sign  painter  do  it,  or  keep  a  rubber  stamp- 
ing outfit  handy. 

Every  pair  of  shoes  should  be  laced  or  buttoned 
up  and  fastened  together.  Place  a  string  tag  on  every 
pair  with  the  price  in  plain  figures  thereon.  Nothing 
creates  confidence  in  the  public  more  than  plain  prices. 
Don't  "Pester"  Customer 

I  have  found  best  results  by  allowing  "store 
guests"  to  look  over  the  shoes  on  sale  and  make  their 
own  selections.  The  salespeople  may  assist  by  sug- 
gesting that  they  inspect  some  lot  that  the  customer 
has  overlooked,  but  no  urging  by  the  salesman  should 
l)e  allowed.  Your  values  should  speak  for  themselves. 

Let  each  customer  take  his  own  time.  When  you 
yourself  go  into  another  store  you  don't  want  a  sales- 
person always  hanging  at  your  elbow.  You  feel  as  if 
they  want  to  hurry  and  get  through  with  you.  It  is 
the  absence  of  this  feeling  that  is  partly  the  reason 
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for  the  great  success  of  tlic  5  and  10  cent  stores. 
P.  M's.  Versus  Special  Sales 

You  may  offer  P.  M's.  ad  infinitum  to  your  sales- 
people, and  the  result  will  nearly  always  be  dissatis- 
fied customers.  On  account  of  the  salesman's  anxiety 
to  make  a  P.  M.  for  himself  he  is  not  nearly  as  care- 
ful to  £^ive  the  customer  what  he  or  slic  ought  to  buy. 

To  simply  sell  a  customer  i>;  one  thing.  To  sell 
him  so  that  he  is  heartily  glad  he  bought,  and  has 
confidence  in  you  and  your  store,  is  a  bigger  thing. 

Every  one  of  you  has  in  mind  an  ideal  condition 
of  a  shoe  stock  where  every  pair  is  clean-cut  and 
salable.  Here  is  a  method  of  getting  nearer  that  ideal 
— dispose  of  undesirable  stock  at  semi-annual  sales. 


Well-known  Shoeman  Joins  Ranks  of 
Benedicts 

A  wide  circle  of  friends  and  acciuaintances  in  the 
shoe  industry  will  be  anxious  to  offer,  with  us,  their 
hearty  congratulations  to  Mr.  Alfred  Marois,  B.S.A., 
I.e.,  vice-president  of  A.  E.  Marois,  Limited,  Avho  hias 
recently  been  married.  The  wedding  took  place  on 
the  morning  of  Monday,  May  23,  at  the  Sacre-Coeur 
de  Marie  Church,  in  Quebec  City,  the  bride  being  Miss 


:Mr.  Alfred  Marois,  I'.,S,A.,  I.C. 

I'^.dith  Lavoie,  daughter  .of  the  late  Mr.  J.  P.  Lavoie 
Mul  Mrs.  Lavoie,  also  of  Quebec  City.  Mr.  and  Mrs. 
Marois  made  their  honeymoon  trip  to  New  York  and 
Atiaiilic  C"ity. 


A  New  Device  of  Interest  to  the  Shoeman 

ANEW  device  which  has  won  for  itself  wide- 
spread popularity  in  the  States  and  is  now  being 
introduced  in  Canada  is  the  'TUick-EI-On." 
This  is  a  patented  device,  the  main  jjurpose  of 
which,  as  its  name  suggest,  is  to  attach  a  buckle  to  a 
])lain  ])ump.  It  also  serves,  however,  to  protect  the 
instej),  forming  a  buffer  between  the  wearer's  instep 
and  the  throat  of  the  pump,  and  takes  up  slack  that 
may  show  in  the  sides  of  the  pump,  thereby  helping 
to  secure  a  trim  fit  and  prevent  discomf(jrt  and  slip- 


ping. 

The  outstanding  feature  aljout  liuck-El-(Jn  is  it- 
simjjlicity.  It  is  made  of  leather  in  all  the  popul.i 
colors  and  kinds.  In  form  it  might  be  described  as 
reseml)]ing  the  tiiuml)  of  a  \ery  large  gltjve  pressed 
Hat.  To  the  upper  part  the  l)uckle  is  firmly  and  per- 
manently attached,  and  when  it  is  desired  to  use  it 
with  a  i)ump,  the  wearer  simjjly  inserts  the  instep 
protector  under  the  throat  as  she  is  putting  on  the 
shoe.  This  holds  the  buckle  firmly  in  place,  and  at 
tlie  same  time  adds  to  the  comfort  of  the  wearer.  If 
the  shoe  does  not  fit  closely  at  the  sides,  the  slackness 
may  be  taken  up  by  the  insertion  of  a  small  wad  of 
cotton  or  tissue  paper  in  the  pocket  of  the  Buck-El-On. 

One  of  the  strongest  selling  points  of  Buck-El-On, 
which  the  retailer  can  urge  upon  a  customer,  is  that 
milady  may  have  a  variety  of  buckles  to  wear  with  a 
single  ])air  of  pumps,  or  she  may  dispense  with  the 
buckles  on  occasion  and  wear  spats  without  display- 
ing a  marred  and  punctured  vamp. 

I*"rom  the  retailer's  standi)oiin  v.  big  advantage  is 
that  while  Buck-El-On  is,  in  itself,  an  in-te,)  protector, 
it  is  not  complete  without  the  shoe  ornav.^ent  attached, 
and  thus  it  should  help  to  increase  the  sale  of  shoe 
ornaments  very  materially. 

A  very  interesting  feature  that  has  been  developed 
in  connection  with  this  device  is  the  Buck-El-On 
colonial  tongue,  by  which  any  plain  pump  can  be 
conx  erted  into  the  much-talked-of  colonial  effect.  The 
tongue  is  held  in  place  on  the  shoe  l)y  means  of  the 
i'uck-El-On.  in  just  the  same  way  as  buckles  or  other 
ornaments. 

'i"he  very  ra])id  growth  in  popularity  of  the  Buck- 
l-'J-CJn  may  be  judged  from  the  fact  that  the  ])ublicity 
cam])aign  in  connection  with  it  was  first  started  in 
January,  1920,  and  it  is  now  claimed  to  have  a  distri- 
bution of  around  half  a  million  in  the  States.  The 
niaiiufacturers  are  William  Reynolds,  Jr.,  Incorpor- 
ated, who  are  well-known  to  the  trade  in  connection 
with  their  shoe  ornaments  and  novelties.  It  is  inter- 
esting to  note  that  the  same  concern  has  produced  a 
P)Utt-N-On  strap,  by  which  a  pump  can  be  converted 
into  one  of  the  new  strap  effects. 


New  Leather  Warehouse  in  Quebec  City 

Tl  I E  ISreithaupt  Leather  Co.  and  Lucien  Borne 
have  jointly  purchased  the  factory  formerly 
occupied  by  Elie  Jobin  at  Quebec  City,  where 
the  Ih-eithaupt  Company  will  carry  a  complete 
line  of  their  various  tannages  of  sole  leather  and  Mr. 
Borne  will  install  a  full  stock  of  his  firm's  popular 
Centaur  Kid.  Extensive  changes  are  now  being  made 
to  the  Imilding  to  ada])t  it  for  use  as  a  leather  ware- 
house. 

This  move  on  the  part  of  these  two  well  known 
concerns  illustrates  very  efl'ective  co-operation  and  in- 
dicates the  confidence  they  have  in  the  future  of  the 
shoe  industry  in  Quebec  City  and  district. 


Gutta  Percha  &  Rubber  Open  New  Branch 

(iutta  Percha  &  Rubber,  Limited,  manufacturers 
of  "Gutta  Percha"  Tires,  Maltese  Cross  Rubbers,  Out- 
ing Brand  Shoes  and  Mechanical  Rubber  Goods  have 
recently  o])ened  a  Ijranch  in  London  at  119  King  St.. 
opposite  Market  Scpiare.  Mr.  A.  E.  Jolly  is  in  charge 
of  the  branch  and  >\Ir.  Elwood  Sharpe,  who  has  been 
Toronto  representative  for  some  years  for  their  Foot- 
wear lines  is  in  charge  of  the  Shoe  Department. 
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Shoeman's  Merchandising  Calendar 

Pointers  for  the  Month  of  July.  Effective  Window  Trims  and 
Live  Merchandising  Methods  will  Make  this  Month  a 
Harvest  for  the  Shoe  Merchant 


July  is  the  midsummer  month.  Live  shoe  merchants  will 
be  busy  cleaning  house  and  making-  any  final  corrections  that 
may  be  necessary  in  their  orders  for  Fall  goods.  The  busi- 
ness done  then  will  have  a  marked  effect  upon  the  balance  at 
the  end  of  the  year. 

July  1 

If  the  patriotic  type  of  display  is  warranted  on  any  day 
in  the  year,  it  is  warranted  on  Dominion  Day.  The  mer- 
chants of  Canada  can  do  much  to  foster  the  Canadian  national 
spirit  through  their  windows,  and  it  is  their  duty  to  do  so. 
Get  flags  into  your  windows — Canadian  ifags,  and  if  you  can 
secure  it,  a  picture  of  the  "Fathers  of  Confederation."  An 
effective  idea  would  be  to  get  three  flags  and  drape  them  in 
the  shape  of  a  maple  leaf,  and  underneath  place  the  well- 
known  picture.  Get  an  illuminated  reproduction  of  "O! 
Canada,"  put  it  in  a  handsome  frame,  and  set  it  well  to  the 
front. 

July  12 

July  13,  the  anniversary  of  the  Battle  of  the  Boyne,  is  an 
important  day  in  some  communities,  in  which  case  it  will  be 
well  to  use  the  orange  and  blue  in  the  window  trim. 

July  15 

July  15  is  St.  Swithin's  Day,  which  may  be  worth  noting. 
The  recognized  color  for  the  trim  on  this  day  is  gold. 

During  July,  the  window  dresser  should  be  careful  to 
secure  cool,  pleasing  effects  in  his  trims,  free  from  glare  and 
restful  to  the  eyes.  Dead  whites  and  light  greens  will  be 
particularly  suitable  in  draperies,  and  there  should  be  an 
abundance  of  flowers  and  greenery.  White  scrim  is  a  ma- 
terial not  often  used,  but  one  which  is  not  expensive,  and 
would  be  quite  effective  as  a  drapery,  particularly  with  shoes 
in  a  patent  and  white  combination.  Pieces  of  white  patterned 
paper,  such  as  are  used  for  table  centres  and  the  like  on 
banquet    tables,  might  also  be  used  to  advantage.  Other 


items  that  can  be  introduced  in  the  window  with  good  effect 
are  parasojs,  bowls  of  fruit,  flower  vases,  gold  lish,  etc.  If  it 
can  be  arranged,  a  small  fountain  would  form  a  novel  and 
very  pleasing  feature  in  a  display.  A  very  striking  and  at- 
tractive effect  might  also  be  obtained  by  the  use  of  black 
plush  in  a  display  of  white  shoes — style  shoes  rather  than 
sport  shoes.  The  white  goods  set  on  the  lilack  plush  would 
stand  out  strongly  and  show  to  excellent  advantage. 

July  is  the  shoe  merchant's  opportunity  to  clean  up  on 
summer  goods.  There  are  possibilities  of  sales  of  white  foot- 
wear right  through  the  month  if  they  are  vigorously  pushed. 
Make  your  window  do  the  work  for  you.  Feature  the  white 
goods,  and  feature  them  strongly.  Put  real  pep  and  dis- 
tinctiveness into  your  displays,  and  appeal  to  the  particular 
people.  For  instance,  pick  out  a  nice  white  pump  with  baby 
Louis  heel,  and  feature  it  as  the  thing  for  informal  summer 
dances.  There  is  a  great  deal  of  dancing  done  during  the 
summer  at  holiday  resorts,  at  road-houses  and  on  the  lakes, 
and  on  board  pleasure  boats,  and  there  are  very  many  ladies, 
young  and  old,  who  willing  pay  a  few  extra  dollars  in  order 
to  be  sure  of  having  the  correct  thing  for  every  occasion. 
Again,  pick  out  a  White  strap  shoe  with  low  heel,  and  feature 
it  as  the  thing  for  boating  and  canoeing,  or  something  else, 
as  particularly  suitable  for  the  board-walk  or  the  promenade. 

About  the  middle  of  the  month,  the  merchant  must  begin 
to  think  of  cleaning  house.  Now  is  the  time  for  the  semi- 
annual clearance  sale,  if  it  is  your  custom  to  run  one.  In  any 
case  clear  up  the  odds  and  ends,  and  mark  them  at  prices 
that  will  convert  them  into  cash. 

Towards  the  end  of  the  month,  it  is  also  time  to  put  forth 
a  big  effort  to  move  the  remaining  white  goods,  and  turn 
broken  lines  into  cash.  The  season  is  nearing  an  end,  and 
not  many  more  summer  shoes  will  be  bought  except  with 
bargain  inducement. 
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The  Art  of  Printed  Salesmanship 

Principles  of  Effective  Layout  Exemplified  in  Rearrangement  of  Typical 
Advertisement  —  And  a  Word  About  Copy-writing 


ARJCADER  of  "Footwear,"  who  is  interested  in 
advertising — and  doing  it  right,  has  written  to 
us  asking  for  some  suggestions  and  criticisms. 
Accordingly,  we  handed  one  of  his  ads.  to  our 
Art  Department,  with  the  request  that  one  of  the  staff 
should  make  a  new  lay-out  of  the  ad.  along  the  lines 
he  considered  most  attractive  and  artistically  correct. 
The  result  is  shown  herewith,  the  original  advertise- 
ment heing  rejjroduced  along  with  the  suggested  re- 
arrangement. 

It  will  be  interesting  at  the  same  time  to  mention 
some  of  the  principles  of  artistic  lay-out  and  to  point 
out  how  they  have  been  applied  in  this  case. 

The  Illustration 

Tn  the  first  place,  it  will  be  noticed  that  our  artist 
in  his  suggested  arrangement  indicates  the  cut  of  a 
shoe  as  a  very  prominent  feattu'e  in  the  advertisement, 
and  it  may  be  said  that  the  introduction  of  an  illustra- 
tion— a  good  one — always  adds  interest,  and  in  a 
great  many  instances  it  may  be  considered  (|uite  in- 
dispensable. Some  of  the  very  best  advertising  de- 
pends almost  entirely  upon  illustration  for  its  effect, 
the  reason,  obviously  enough,  being  that  a  pictorial 
representation  carries  a  message  to  the  mind  more 
(|uickly  and  with  less  effort  than  reading  matter.  A 
good  illustration  is  the  best  attention-getter;  the  eye 
takes  it  in  at  a  glance,  and  if  its  message  appeals,  the 
reader  will  probably  peruse  the  entire  advertisement. 

White  Space 

Next,  it  will  be  noticed  in  the  suggested  lay-out 
that  a  certain  amount  of  wliite  spade  has  been  left 
around  the  reading  matter,  and  the  improvement  thus 
effected  is  marked.  Here  is  a  most  important  point, 
and  one  which  is  very  frequently  overlooked.  The 
use  of  white  soace  is  of  as  much  consequence  as  the 
selection  of  the  tyne  in  producing  an  effective  adver- 
tisement. Many  firms  seem  to  think  that  the  more 
they  can  crowd  into  an  ad.  the  more  economical  is  the 
result,  but  in  this  they  are  entirelv  mistaken.  It  is 
not  how  much  they  can  squeeze  in.  but  how  much 
thev  can  get  read  that  counts,  and  the  proper  use  of 
white  space  makes  an  ad.  stand  out  from  the  rest  of 
the  page  and  causes  the  reader  to  take  notice  of  it. 

The  Heading 

Another  point  in  which  the  rearrangement  is  strik- 
ingly different  from  the  original  is  in  the  prominence 
given  the  heading,  and  also  in  the  use  of  stronger  sub- 
heads, with  a  greater  variety  of  type.  Contrast  is  one 
of  the  secrets  of  attracting  attention.  There  should 
be  sufficient  variety  and  contrast  in  the  type  to  catch 
the  unconscious  eye.  Tf  the  type  is  too  even  in  face 
and  distribution,  the  advertisement  will  assume  almost 
a  solid  grey  appearance  at  a  short  distance.  For 
strength,  the  headings  should  stand  out  well-defined 
from  the  reading  matter,  so  they  will  be  taken  in  at 
a  glance,  when  the  eye  is  directed  to  the  ad.  It  is, 
of  course,  possible  to  go  to  the  extreme  in  this  direc- 
tion, and  use  headings  so  strong  that  they  will  give 


the  advertisement  a  disjointed  and  inartistic  appear- 
ance, and  entirely  subordinate  the  body  matter. 
Painting  the  Picture 
The  shoe  merchant  or  clerk  who  undertakes  the 
lay-out  of  advertisements  will  probably  produce  more 
attractive  and  artistic  results  if  he  considers  the  ad. 
as  a  picture  which  he  has  to  paint  in  grey,  black  and 
white — the  grey  being  the  reading  or  body  matter,  the 
black  the  headings,  and  the  white  the  blank  space. 
He  has  to  work  these  together  in  such  a  way  as  to 
obtain  a  pleasing  and  striking  effect,  and  it  is  only  by 
cleverly  contrasting  them  that  he  can  successfully 
do  so. 

It  may  also  be  pointed  out  that  a  heading  in  lower 
case  type  is  more  readable  than  in  upper  case,  and  for 
this  reason  is  more  desirable  in  the  average  advertise- 
ment. The  latter  may,  however,  be  used  where  the 
object  is  to  produce  a  dignified  and  conservative  effect. 
Just  here  we  might  make  a  criticism  of  the  work  of 
our  own  artist,  in  that  he  has  made  use  of  the  amper- 
sand (the  &  sign)  in  the  heading.  His  rea.son  for  do- 
ing so  is  quite  obvious,  in  that  it  worked  in  better 
than  the  word  "and"  would  have.  It  must  be  said, 
however,  that  the  use  of  this  sign  is  inclined  to  detract 
a  little  from  the  dignity  of  the  advertisement,  and  is, 
perhaps,  not  altogether  in  good  taste. 

In  making  the  new  lay-out.  the  artist  has  not,  we 
think,  introduced  any  feature  which  should  tax  the 
resources  of  the  average  shoe  merchant  or  the  average 
small-town  newspaper..  As  a  finishing  touch  to  the 
advertisement,  it  might  be  suggested  that  a  cut  should 
be  made  of  the  firm's  signature  from  an  artistic  script 
(which  of  course  would  have  to  be  made  or,  at  least, 
finished  off,  by  an  artist)  and  that  this  cut  should  be 
used  in  every  ad.  run.  This  would  add  to  the  appear- 
ance of  the  ad.  and  would  give  it  a  distinctiveness  not 
otherwise  obtainable. 

"Short  and  Snappy" 

It  may  appear  to  the  reader  that  in  the  re-arranged 
lay-out  there  would  not  be  sufficient  space  to  get  in  all 
the  reading  matter  in  type  large  enough  to  be  easily 
legible.  The  remedy  is  either  to  take  larger  space  or 
boil  down  the  copy.  "Short  and  snappy"  is  a  good 
motto  for  the  ad.  writer.    The  advertisement  in  ques- 

+  + 

Wanted. 

Five  hundred  live  shoe  merchants  to  attend 
N.S.R.A.  convention,  King  Edward,  Toronto,  July 
13-14. 

4.  + 

tion  might  have  been  shortened  up  a  bit  without  any 
loss  in  clearness  or  force.  Here  is  a  slightly  abbrevi- 
ated version:  "Boys  and  girls  will  be  glad  to  know 
that  we  have  a  big  stock  of  running  shoes  ready,  so 


June,  1921 


FOOTWEAR    IN  CANADA 


39 


I     BOYS  and  GIRLS  | 

^  will  be  glad  to  know  that  we  have  a  big  stock  of  S 
S  RUNNING  SHOES  M 

S  ready  for  them,  so  that  they  can  purchase  them  S 
=  ready  for  the  next  spell  of  warm  weather,  s 
S  Mothers,  too,  are  always  glad  when  the  family  g 
=  can  put  on  the  Runners,  for  they  are  so  light  and  g 
=  noiseless  after  the  heavier  winter  shoes,  and  less  5 
S  expensive  to  buy.  We  are  safe  in  saying  there  = 
S  are  no  better  goods  made  than  the  celebrated  ^ 
p  "FLEET  FOOT"  g 

S  brand,  in  high  and  low  styles,  black,  brown  and  S 
3  white,  for  sports  of  all  kinds  and  every  other  s 
S  occasion,  in  a  variety  of  heels  and  toes.  A  shoe  = 
3  for  every  foot  and  a  price  to  suit  every  purse,  g 


S  SPECIAL   NOTICE.  = 

=  This  store,  in  conjunction  with  othfer  lead-  g 

S  ing  business  places  in  town,  will  be  closed  at  1  p.m.  = 
S  on  Wednesdays  during  the  months  of  May,  June,  = 
S  July,  August  and  September.  ^ 

I        SHARMAN'S  SHOE  STORE  S 

as  W.  R8G.  Sharhan  S 

iiiiiiiiiiiiiiuiiiiiiiiiiiiiiiniyiiHiniiiiniiiiiiiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiHiiH^ 


"FLEET  FOOT"' 


SHAHMAN^  SHOE  STORE 


NOTirf— ------- 


Rearrangement  of  ad.  illustrates  how  artistic  layout  and  type  selection  more  readily  attract  the  unconscious  eye. 


they  can  purchase  them  for  the  next  spell  of  warm 
weather.  Mothers,  too,  are  glad  when  the  family  can 
put  on  the  runners — they  are  so  light  and  noiseless 
after  the  heavier  winter  shoes,  and  cheaper.  And  there 
are  none  better  than  the  celebrated  'Fleet  Foot.'  For 
all  sports,  and  every  seasonable  occasion.  High  and 
low  cut,  in  black,  brown  and  white,  with  a  variety  of 
heels  and  toes.  A  shoe  for  every  foot  and  a  price  to 
suit  every  purse."  ' 

Too  much  prominence  appears  to  have  been  given 
the  notice  regarding  early  closing.  This  tends  some- 
what to.  divide  the  attention  and  leave  a  confused  im- 
pression, as  to  what  was  really  the  important  point 
in  the  advertisement.  It  would  have  been  better  to 
have  run  it  in  small  type,  following  the  signature,  as 
is  shown  in  the  rearrangement. 

Copy-writing  is  in  itself  an  art,  and  needs  culti- 
vation. Here  are  a  list  of  questions,  set  forth  by  an 
experienced  ad.  man,  which  every  young  copy-writer, 
and  perhaps  older  ones,  too,  would  do  well  to  ask 
himself. 

Some  Things  to  Consider  in  Writing  An 
Advertisement 

Will  it  be  understood  by  the  average  reader? 
Does  your  caption  "say  something?" 
Have  you  put  the  punch  in? 
Is  the  first  sentence  worth  reading? 
Are  punctuation  and  spelling  correct? 
Is  the  construction  of  sentences  smooth? 
Is  the  ad.  likely  to  start  a  controversy? 
Is  it  contrary  to  the  policy  of  the  house? 
Is  there  too  much  copy  for  the  size  of  type  desired? 
Are  there  superfluous  words? 
Is  the  language  too  flowery? 
Does  the  ad.  "look  good"  to  you? 
Would  you  read  it  in  a  newspaper  if  you  hadn't 
written  it? 

Has  it  too  much  novelty? 

Does  it  knock? 

Is  it  painfully  funny  ?  ; 

Is  it  grammatical? 

Is  it  true? 


Is  it  too  broad? 

Is  it  reasonable? 

Is  it  far-fetched? 

Is  the  illustration  dignified? 

Does  it  tell  a  story,  per  se? 

Does  it  fit  the  copy? 

Is  it  pleasing? 

Do  you  think  it  will  interest  the  man  who  is  to 
buy  the  goods? 

Deep  down  in  your  own  heart  do  you  think  it  is 
a  good  ad? 


The  Hide  and  Leather  Markets 

The  hide  market  now  shows  some  signs  of  stiffen- 
ing. Calfskins  have  sold  as  high  as  20  and  21  cents  in 
Canada  within  the  last  few  weeks.  This  shows  a  gain 
of  a  couple  of  cents  as  compared  with  a  month  pre- 
vious, Avhile  last  December  they  were  quoted  in  Chi- 
cago at  12  to  14  cents,  with  very  few  sales  being  made. 
Packers'  hides  have  been  selling-  in  this  country  from 
9c  to  12c.  Early  in  the  week  of  May  23  a  lot  of  busi- 
ness was  transacted  in  Chicago,  heavy  native  steers 
selling  at  12c  for  Januarys,  11c  for  Februarys,  12^c 
for  Aprils  and  13c  cents  for  Mays.  Heavy  native 
cows  sold  at  10  cents  for  January  to  March  take-off, 
and  11  cents  for  later  take-offs.  Light  native  cows 
sold  for  Aprils  at  12  cents,  with  13  cents  asked  for 
Mays.  The  hides  that  are  selling  highest  are  those 
required  for  sole  leather.  The  firmest  thing  in  the 
market  to-day  is  branded  packer  hides,  with  light 
skins  of  calf  and  kid  showing  similar  strong  tendencies. 

All  around  the  hide  market  shows  an  advance  of 
20  or  more  per  cent. 

The  leather  market  has  not  shown  any  radical 
change  in  the  past  month.  Prices  are  still  running 
about  the  same,  except  in  the  case  of  finished  calf- 
skins, which  have  shown  an  upward  tendency."  Tan- 
ners report  that  trade  is  showing  signs  of  improve- 
ment and  that  the  general  trend  is  toward  greater 
firmness. 
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Show  Card  Writing — Talk  No.  5 

^        .      .  .._„._.._..  .        .       .  I 

i  This  is  the  fifth  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ-  | 

j  ing.    The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  we  j 

j  know  our  readers  will  take  keen  interest  in  the  talks  as  they  appear.    Inquiries  to  j 

i  our  card-writing  department  will  be  welcomed  and  questions  pertaining  to  show  card  : 

!  work  will  be  promptly  answered.    We  suggest  that  these  talks  be  preserved  and  filed  ! 

I  together  for  future  reference.  ! 

I  [ 


AI-'TER  a  practical  knowledge  of  the  simple 
strokes  and  ali)liabcts  which  we  have  been 
seeking;-  to  learn  we  are  now  read}-  to  get 
down  to  business.  No  matter  how  well  a 
cardwriter  can  do  the  lettering,  unless  the  lay-out  is 
attractive  the  card  becomes  a  failure.  Many  good 
letterers  have  been  failures  as  show  cardwriters  by  not 
paying"  sufificicnt  attention  to  this  point.  Proper 
spacing  of  letters  and  good  lay-outs  can  only  be  ac- 
(|uired  by  artistic  ability  and  good  judgment. 

iMgure  No.  2  illustrates  poor  judgment  in  lay-cnit. 
I'his  card  would  have  looked  much  better  if  "Newest 
-Styles"  were  placed  as  far  again  from  the  top  margin 
h'ne  with  the  first  letters  of  the  words  almost  above 
one  another.  The  little  word  "at"  should  be  in  the 
middle  of  the  line  and  much  nearer  the  words  "Mod- 
erate Prices."  "Moderate  Prices"  should  be  further 
from  the  side  margins  with  the  words  nearer  each 
other.  "We  can  fit  you"  is  the  most  unimportant 
phrase  and  consequently  should  l)e  smaller  Init  raised 
more  above  the  lower  line. 

While  no  hard  and  fast  rule  governs  all  instances 
it  is  wise  to  keep  all  lettering  in  a  straight  line  across 
the  card.  Letters  ])laced  in  straight  lines  not  only  are 
read  more  easily  but  give  to  the  card  a  "balance"  diffi- 
cult to  obtain  when  curved  lines  are  used. 


Shoe 
Sale 

^ISequlor  f  K)^ 
^ur  Choice 


6 


95 


4  ./ 


Fig.  I.   Illustrating  the  Method  of  laying  out  a  Show  Card 

The  average  cardwriter  is  given  the  wording  for 
his  card  written  all  about  the  same  size.  Like  the 
typesetter  of  the  newspaper  his  work  is  to  arrange  the 
words  so  that  the  message  will  have  an  attractive 
appearance  and  one  that  will  catch  the  eye. 

The  first  thing  necessary  is  to  divide  the  wording 


into  its  natural  groui)s,  selecting  the  words  which  need 
emphasis.  Often  lettering  of  three  dilYerent  sizes  is 
necessary  to  get  the  desired  effect.  It  is  difficult  tn 
determine  the  number  of  words  to  a  line  with  proper 
height  and  width,  but  experience  and  practice  will  a 
wonders  along  this  line. 

Proper  margins  do  much  to  give  the  card  a  cor- 
rectly halanced  appearance.      As  a  rule  the  widest 


S  tyles 


Trees 


^ean  fit j/oa  — 


Fig.  2  Illustrating  poor  judgment  iu  layout 

margin  comes  at  the  bottom  of  the  card,  while  the  side 
margins  and  the  top  are  usually  about  the  same  width. 

The  most  satisfactory  way  to  lay-out  the  card  is 
with  a  hard  pencil.  First  make  the  guide  lines  and 
then  mark  in  the  letters  as  in  Figure  I.  This  work 
is  done  as  lightly  as  possible  as  all  lines  which  show 
must  be  erased  when  the  card  is  complete.  Art  gum 
is  indispensible  for  this  use. 

Avoid  using  letters  that  are  too  large  for  a  card. 
The  efifect  of  too  large  lettering  is  always  disastrous. 
Experienced  cardwriters  use  a  card  that  is  neatly  let- 
tered and  well  spaced.  Cards  of  this  type  are  always 
attractive  and  easily  read.  The  sale  of  goods  is  in- 
creased bv  their  use. 


Have  you  joined  the  N.S.R.A.  yet? 
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United  Last  Go.  Opens  Toronto  Branch 

The  United  Last  Company,  Limited,  Montreal, 
have  opened  a  branch  office  at  Room  212,  Empire 
Building-,  64  Wellington  Street  West,  Toronto.  Mr. 
M.  L.  Sturgi.s  is  in  charge.  The  company  announce 
an  additional  trade  discount  on  all  orders,  with  the 
usual  cash  discount  of  10  per  cent.  In  addition  to  the 
above,  the  company  are  making  special  discounts  of 
2^  per  cent,  and  5  per  cent,  on  quantity  orders,  ac- 
cording to  quantities  ordered. 


Rush  Orders  Keep  Montreal  Firms  Busy 

Shoe  manufacturers  in  the  Montreal  district  are 
still  busy  on  rush  orders.  A  small  amount  of  placing 
has  been  done.  The  retailers  are  buying  cautiously, 
and  the  fact  that  the  orders  are,  as  a  rule,  small  and 
are  wanted  in  a  hurry  is  evidence  that  the  retailers  are 
not  inclined  to  take  chances.  Staple  goods  are  slow  of 
sale,  the  great  demand  Ibeing  for  novelties,  particularly 
in  women's  shoes.  Those  with  strap  effects  are  the 
best  sellers. 


To  Manufacture  Shoe  Shanks 

The  H.  W.  Steel  Shank  Company  has  been  organ- 
ized and  is  planning  to  locate  at  Preston,  Ont.  The 
heads  of  the  enterprise  are  Messrs.  S.  H.  Parker  and 
W.  H.  Steel,  who  are  well-known  to  the  trade  through 
their  connection  with  the  Solid  Leather  Shoe  Co. 
The  company  had  started  a  factory  in  Montreal  some 
eighteen  months  ago  for  the  purpose  of  manufacturing 
shanks  for  shoes,  special  machines  being  ordered  from 
the  United  States.    Delay  in  the  delivery  of  these 


machines  prevented  the  production  of- the  shanks,  but 
in  the  meantime  the  firm  had  secured  certain  equip- 
ment in  Canada,  and  proceeded  with  the  manufacture 
of  heel  plates,  of  which  they  produced  about  half  a 
million  in  the  past  twelve  months.  Now  all  the  ma- 
chinery ordered  has  come  to  hand,  and  the  company 
is  setting  about  the  organization  of  a  factory  in  Pres- 
ton. They  feel  certain  of  an  active  demand  for  Can- 
adian-made shoe  shanks,  the  rec^uirements  in  this 
country  being  twelve  to  thirteen  million  shanks  a  year. 


An  Apology 

In  an  item  in  our  May  issue,  under  the  heading, 
"Finds  Business  Good  in  Auto  City,"  an  erroneous 
reference  was  made  to  Mr.  Chas.  E.  Fice  as  being  the 
representative  of  the  Lady  Belle  Shoe  Co.  As  the 
trade  is  well  aware,  Mr.  Fice  represents,  not  the  Lady 
Belle  Shoe  Co.,  but  J.  &  T.  Bell,  Limited,  of  Mont- 
real.   Our  apologies  for  the  mistake. 


New  Recruit  for  A. A.  Cote  Sales'  Staff 

A.  A.  Cote  &  Son,  of  St.  Hyacinthe,  Que.,  manufac- 
turers of  solid  leather  footwear,  have  secured  the  ser- 
vices of  Geo.  W.  Perkins  (formerly  with  Ames- 
Holden-McCready,  Ltd.)  to  represent  them  in  eastern 
Ontario,  and  western  and  northern  Ouel^ec.  Mr. 
Perkins  has  a  good  connection  in  the  trade,  and  with 
the  Cote  reputation  behind  him  should  be  assured  of  a 
fair  share  of  business  from  those  who  require  sturdy, 
hard-wearing  shoes. 


Have  you  joined  the  N.S.R.A.  yet? 


Less  Work — More  Pay 

The  employees  in  the  printing  trades  in  Toronto  struck  June  1st,  as  predict- 
ed in  last  issue. 

They  were  offered  $36  for  a  48-hour  week — a  little  more  than  they  received 
last  year  when  the  cost  of  living  was  at  the  peak.    This  was  refused. 

They  asked  $44  for  a  44-hour  week,  an  increase  of  36  per  cent. 

The  publishers  and  master  printers  believed  it  to  be  their  duty  to  protect  the 
buyer  of  advertising  and  printing.    The  strike  of  union  printers  is  the  result. 

Think  of  it — less  work  and  a  lot  more  pay  at  a  time  when  it  is  most  essential 
to  increase  production  and  get  back  to  normal. 

Unreasonable  wage  demands  and  shop  rules  which  place  employers  at  the 
mercy  of  the  unions  must  be  checked. 

This  issue  is  late.  Others  may  be  late  or  be  suspended  entirely,  but  we  do 
not  propose  to  yield  until  a  fair  settlement  has  been  forced. 

The  battle,  dear  reader,  is  yours  as  well  as  ours.    Be  considerate. 


/ 
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Ontario  Shoe  Repairers,  Attention! 

You  Can't  Afford  to  be  Absent  fron  the  Provincial  Con- 
vention in  Toronto,  July  27  and  28 


"It's  a  business  proposition — it  means  dollars  and 
cents  to  all  of  us."  This  was  the  remark  passed  by 
a  |)r()ininent  shoe  repairer  in  a  little  discussion  relative 
to  tlie  i)roposed  convention  of  Ontario  Shoe  Repair 
Men — in  which  "Footwear"  happened  to  be  taking 
part.  This  member  of  the  trade  lias  got  the  right  idea. 
The  convention  is  a  business  proposition,  and  it  will 
mean  dollars  (forget  the  cents) — and  a  big  roll  of 
them,  in  the  pockets  of  the  repairers  of  the  province 
if  they  will  come  together  and  go  at  the  thing  in  a 
whole-hearted,  systematic  way. 

The  repair  trade  needs  organization.  It  has  a  lot 
of  live  men  in  it,  men  who  operate  their  shops  on  busi- 
ness lines,  who  keep  proper  records,  who  advertise 
sanely,  who  make  gcjod  money  and  do  good  work. 
Yet  it  must  be  admitted  that  the  trade,  as  a  whole, 
has  not  become  thoroughly  modernized.  The  tradi- 
tions of  past  centuries  still  seem  to  hang  around  it — 
and  while  no  doubt  the  old-time  shoemakers  had  much 
to  commend  them  as  regards  workmanship,  the  same 
cainiot  be  said  as  far  as  their  business  methods  are 
concerned.  And  there  are  many  shoe  repairers  at  the 
present  time  who  are  copying  the  old-timers  in  their 
business  methods,  but  not  in  the  quality  of  their  work. 
That  is  where  the  weakness  lies.  The  public  have 
l)een  educated  to  expect  to  be  treated  in  a  businesslike 
way,  to  deal  in  businesslike  establishments.  It  has 
been  proven  that  they  are  willing  to  pay — and  pay 
more — for  service  of  this  kind.  An  impressive  store 
front  and  handsome  furnishings  appeal  to  them.  And 
still  more  do  efficient,  modern  methods.  What  attrac- 
tions has  the  average  repair  shop  from  this  stand- 
point? How  many  of  them  are  inviting?  How  many 
of  them  have  original  and  well-planned  window  dis- 
plays? How  many  of  them  are  well  furnished?  How 
many  of  them  have  a.  proper  system  for  the  handling 
of  goods,  so  that  they  are  kept  clean  and  safe  from 
scuffing  or  damage,  and  that  there  is  no  hunting  for 
them  when  the  customer  calls?  How  many?  The 
percentage,  we  fear,  is  small.  The  number  of  modern 
establishments  in  the  repair  business  in  all  of  Canada 
would  not  take  long  to  count. 

Now,  it  is  up  to  the  repairers  to  modernize.  It  is 
up  to  them  to  offer  the  public  the  kind  of  service  that 
most  appeals  to  them.  It  is  up  to  them  to  make  their 
premises  as  inviting  and  as  appropriate  to  the  business 
as  they  are  to  be  found  in  other  lines.  We  have  said 
it  before,  and  we  say  it  again  without  hesitation:  If 
the  repair  men  who  are  now  handling  the  game  do  not 
keep  up  with  the  times,  capital  will  sooner  or  later 
come  into  the  field  and  exploit  it,  and  secure  the  cream 
of  the  business. 

It  is  a  critical  time  in  the  history  of  the  trade. 
Will  the  trade  march  forward?  We  believe  the  fact 
that  it  has  been  decided  to  hold  a  provincial  conven- 
tion is  an  indication  that  the  Ontario  repair  men  are 
on  the  road  of  progress.    This  convention  is  going  to 


be  a  wonderful  thing  for  the  trade,  if  the  trade  will 
support  it,  as  it  deserves  to  be  supported.  Every  re- 
pair man  who  fails  to  take  advantage  of  the  oppor- 
tunity to  further  the  cause  of  organization  is  hurting 
his  own  interests  and  those  of  his  fellows.  The  livest 
men  we  know  in  the  business  are  enthusiastic  over  this 
undertaking.  They  realize  that  coming  together  in 
this  way  is  going  to  show  them  how  to  be  better  busi- 
ness men,  that  it  will  show  them  how  they  can  make 
more  money  and  save  more  money,  that  it  will  provide 
them  with  a  lever — the  lever  of  united,  organized 
effort — which  will  help  to  elevate  the  whole  trade. 

Will  you,  Mr.  Repair  Man,  wherever  you  may  be 
located  in  the  province,  do  your  part  to  make  this  con- 
vention a  success?  Some  may  find  it  impossible  to 
make  the  trip,  but  all  can  boost  the  cf)nvention.  Talk 
it  over  with  the  repairers  of  your  community.  Hold  a 
meeting  to  discuss  it,  and  consider  what  lines  of  or- 
ganized action  would  be  most  beneficial  to  the  repair 
trade  in  Ontario  at  the  present  time.  Then  come  to 
Toronto  July  27-2<S  prepared  to  help  in  the  organiz- 
ation of  a  provincial  body  and  in  the  formation  of 
the  policies  which  that  body  will  undertake. 

Come,  also,  prepared  to  discuss  the  problems  which 
you  find  yourself  confronted  with  the  operation  of 
your  business.  There  will  be  a  number  of  prominent 
speakers  who  will  open  up  discussions  on  the  very 
questions  which  are  puzzling  you  most.  You  cannot 
afford  to  miss  this  interchange  of  opinions  and  ideas. 
Below  is  a  partial  list  of  the  topics  to  be  dealt  with. 

Remember,  too,  that  you  are  promised  some  real 
entertainment.  Every  minute  of  your  spare  time  will 
be  enjoyably  spent.  The  Toronto  Association  is  going 
to  see  to  that.  They  are  planning  to  have  a  big  ban- 
quet, besides  which  there  will  be  automobile  trips, 
visits  to  some  of  the  large  industrial  plants  in  the 
vicinity  of  Toronto,  and  a  time  of  good  fellowship, 
and  social  enjoyment. 

The  following  is  a  partial  programme,  including 
a  number  of  the  subjects  which  will  be  taken  up: 

Preliminary  Outline  of  Convention  Programme 

"The  possibility  or  impossibility  of  universal  prices 
for  repair  work." 

"The  need  for  competent  help  and  how  to  obtain 

it." 

"Successful  organization  methods." 
"Store  trade — its  advantages  and  disadvantages." 
"Easy    methods  of  keeping  accounts  for  repair 
men." 

"Practical  advertising  methods  for  repair  men." 
"Is  it  more  satisfactory  to  buy  or  lease  machinery?" 
"Shoe  Findings  and  Accessories  as  Revenue  Pro- 
ducers." 

Able  speakers  have  already  consented  to  deal  with 
a  number  of  these  topics. 

It  has  been  arranged  that  the  Arlington  Hotel,  326 
King  St.,  W.,  Toronto,  will  be  the  headquarters  of  the 
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convention.  Registration  will  start  at  9.30  on  Wed- 
nesday morning,  July  27,  and  the  first  session  will 
open  at  10  a.m. 


Hints  For  The  Repairer 

From  "Shoe  Repair  Shop" 
Some  repairers  buy  very  thin  sole  leather  and  cut 
it  into  heel  pads.  In  all  the  shoes  that  have  to  be 
repaired  at  the  heel,  they  insert  a  new  heel  pad.  In 
hammering  down  an  old  heel  the  nails  are  forced 
through  the  insole  and  against  the  foot  although  riv- 
eted. A  new  heel  pad  causes  the  heel  to  sit  more 
comforably,  and  gives  a  finishing  touch  to  the  job  that 
the  wearer  will  appreciate. 

*  *  * 

Sandpaper  should  be  kept  in  a  dry  place  for  when 
it  gets  damp,  it  does  not  produce  the  desired  results. 
The  same  is  true  if  it  is  used  too  green.  Care  should 
be  taken  to  get  sandpaper  that  is  well  seasoned,  and 
to  keep  it  dry  and  in  a  condition  to  produce  the  best 
results  with  the  least  effiort. 

*  *  * 

There  is  quite  a  difference  of  opinion  existing  be- 
tween the  use  of  cut  top  lifts  and  cutting  them  out 
of  whole  stock.  One  man  will  claim  that  he  can  cut 
them  more  economically  than  he  can  buy  them.  An- 
other will  claim  the  opposite.  As  the  day  of  hand- 
work is  fast  passing  into  oblivion,  it  would  be  well 
for  the  man  who  thinks  he  can  cut  more  economically 
by  hand  to  consider  the  matter  from  every  angle,  and 
keep  a  record  of  his  time  and  see  which  is  the  more 
economical.  When  soles  were  cut  with  maul  and  die 
by  ha:nd,  it  was  a  good  cutter  who  could  cut  six  or 
eight  hundred  soles  a  day,  but  in  these  days  a  man 
with  a  sole  cutting  machine  can  cut  from  eight  to  ten 
thousand  pairs  a  day.  If  this  is  true  in  the  factory, 
even  cut  with  a  maul  and  die ! 

*  *  * 

One  reason  for  the  large  volume  of  business  of 
one  repair  shop,  according  to  an  authority  on  the  re- 
pair trade,  is  that  the  repair  man  puts  worn  shoes  on 
lasts,  and  leaves  them  there  a  while,  to  restore  theiK 
to  their  shape.  He  can  do  this,  because  he  has  a  large 
assortment  of  lasts,  for  fitting  the  various  styles  and 
sizes  of  shoes  that  come  to  him.  He  resoles  shoes, 
and  otherwise  repairs  them,  and  the  shoes,  being  re- 


shaped by  leaving  them  on  lasts  certainly  look  like 

"old  shoes  made  new." 

-t      *  * 

Keep  track  of  your  stock.  Know  what  you  have ; 
don't  do  so  much  supposing.  Keep  account  of  your 
finding  sales,  the  number  of  repairing  jobs,  and  the 
amounts  realized,  the  prices  of  leather  and  the  like. 
It  is  only  to  your  credit  that   you  exercise  a  little 

judgment  in  your  business. 

*  *  * 

Economy  is  good  in  itself  but  when  it  comes  to 
putting  out  a  good  job  one  can  be  too  saving.  In 
repairing  shoes  as  much  care  should  be  taken  as  in 
the  manufacture  of  them.  Methods  of  economizing 
should  be  thoroughly  inViestigated  and  avoided  in 
every  case  where  they  lower  the  standard  of  the  qual- 
ity of  your  goods.   Do  your  best,  put  your  best  into  it, 

and  you  will  be  rewarded  in  the  end. 

*  *  * 

Promptness  in  delivery  work  at  a  promised  time 
is  one  of  the  essentials  to  your  success,  but  to  be 
prompt  alone  amounts  to  naught  unless  the  work  is 
well  done.  Quick  work,  well  done,  is  alright,  but 
"work  done  while  you  wait"  which  shows  careless- 
ness, and  work  poorly  done,  counteracts  all  the  cf- 
orts  or  desire  to  be  prompt.  Allow  yourself  enough 
time  so  that  you  can  turn  out  a  good  job.  This  will 
prove  more  satisfactory  than  turning  out  a  quick 
job,  which  shows  poor  workmanship. 

*  *      *     .  . 

Many  a  poor  job  of  shoe  repairing  is  due  to  poor 

lighting  facilities.  See'  that  your  shop  is  well  lighted 
and  that  your  machines  and  work  benches  are  so 
placed  so  as  to  get  all  the  light  available.  Don't  try 
to  work  in  the  dark.  You  cannot  do  your  work  pro- 
perly, and  you  do  untold  damage  to  your  eyesight. 

If  you  have  an  assistant  who  bangs  shoes  against 
each  other  or  against  benches  or  racks,  causing 
scratches  and  scars  that  mar  the  look  of  the  shoes, 
you  are  going  to  lose  more  trade  than  you  think.  Of 
course  we  are  taking  for  granted  that  no  man  in  busi- 
ness for  himself  would  handle  his  customer's  shoes  in 
such  a  way. 

*       *  * 

When  turning  a  turn  shoe  right  side  out,  you  will 
find  a  box-toe  in  the  shoe.  To  overcome  the  rolling 
of  the  box-toe  in  turning,  first  wet  the  toe  and  then 
hammer  upon  the  entire  toe  part  to  condense  the  box. 


ElliVlNilik 


A  suggested  scheme  of  organization  for  the  repair  trade.  The  basis  of  this  scheme,  as  will  be  noted,  is  the  local  asscciation 
but  provision  tvouldbe  msde  for  the  affiliation  of  repair  men  in  communities  where  no  organization  exists 


44 


FOOTWF.AK'    IN  CANADA 


June,  10??1 


«t5fla!3siiaiaB)i8)miaiiisBiaH8^ 

FOOTWEAR  FINDINGS 

Happeninits  in  the  Shoe  and  Leather  Trade 

laigiBiiasisiisisiHiaBiiaBiiiBiiaiaiaiiiaBi^^ 


The  retail  shoe  business  formerly  operated  by  F.  W. 
Bishop  &  Co.,  of  Sydney,  N.S.,  was  recently  purchased  by 
J.  R.  Stevens  &  Co.,  of  Glace  Bay. 

Edward  Stark,  of  the  Edward  Stark  Shoe  Company, 
Vancouver,  has  been  .spending  a  holiday  in  Los  Angeles, 
California. 

E.  J.  Naylor  has  recently  joined  the  selling  staff  of  the 
Myles  Shoe  Co.,  Toronto,  and  will  cover  the  province  of 
Alberta  and  British  Columbia,  with  headquarters  at  Van- 
couver. 

Wallace  G.  Sutherland  has  recently  left  Halifax  for  Re- 
gina,  Sask.,  where  he  has  been  appointed  manager  of  the 
new  branch  of  the  Amherst  Boot  and  Shoe  Co.  Mr.  Suther- 
land was  previously  manager  of  the  company's  Halifax 
l)ranch.  His  territory  will  include  the  provinces  of  Man- 
itoba, Saskatchewan  and  yVlberta. 

The  MacFarland  Shoe  Co.,  Limited,  has  been  organized 
to  take  over  the  wholesale  shoe  distributing  business  formerly 
carried  on  in  Edmonton  and  Calgary  under  the  name  of 
MacFarland  Co.  The  shareholders  in  the  new  concern  in- 
clude Delbert  MacFarland,  Offa  Rogers  and  John  A.  Mac- 
Donald,  of  Edmonton,  and  John  P.  Mitchell,  of  Calgary. 

Did  anyone  see  Jim  Hefifering  at  the  paddocks  recently? 
Some  of  the  boys  have  been  asking  Jim  whether  there's 
more  money  in  selling  shoes  or  racing  horses.  Jim  is  non- 
comittal,  and  says  they'll  have  to  find  out  from  experience. 
Our  own  idea  is  that  shoes  arc  the  safest  bet  in  the  long  run. 

W.  J.  Detweiler,  of  Sault  Ste.  Marie,  Ont.,  was  a  recent 
visitor  to  Toronto. 

John  P.  Wilson,  of  Midland,  Ont.,  was  in  Toronto  lately. 

Edward  Brown  has  bought  out  the  shoe  repair  business 
of  Frank  Wall  at  651  St.  Clair  Ave.,  West,  Toronto,  and  will 
take  it  over  this  month.  Mr.  Brown  has  been  in  the  employ 
of  Mr.  S.  Burnett,  761  Yonge  St.,  Toronto,  for  three  years, 
and  has  had  some  thirteen  years  experience  in  shoe  repairing. 

Mr.  H.  N.  Lincoln,  of  the  International  Supply  Company, 
recently  returned  from  a  two  weeks'  trip  to  the  Maritime 
i'rovinces;  he  also  visited  Boston.  Mr.  Lincoln  reports  big 
improvements  in  the  retail  business  and  retail  stock  getting 
pretty  low. 

Five  fishers  went  sailing  away  to  the  north— over  the 
holiday.  They  were  A.  R.  Hewetson,  of  J.  W.  Hewetson 
Shoe  Co.,  W.  W.  Breithaupt,  R.  M.  Eraser  and  L.  O.  Breith- 
aupt,  of  the  Breithaupt  Leather  Co.,  and  Capt.  Gordon 
Hughes,  of  Toronto.  Georgian  Bay  was  the  scene  of  their 
expedition,  but  just  how  severely  the  population  of  the  sub- 
marine world  suffered  through  their  depredations  we  have  not 
heard.  However,  the  fishermen  say  they  had  a  tip-top  time, 
which  may,  or  may  not,  be  a  fish  story. 

A  shoe  repair  shop  has  been  opened  at  355  Queen  St., 
West,  Toronto,  by  Mr.  Snider. 

W.  G.  Fallen,  of  Getty  &  Scott,  Ltd.,  has  recently  re- 
turned from  a  three  weeks'  trip  to  Montreal,  New  York, 
Brooklyn,  Newark  and  Philadelphia. 

C.  Beausoliel  is  opening  a  new  shoe  store  at  5.'}6  Ontario 
St.  East.  Montreal,  Que.,  with  complete  line  of  high  quality 
footwear,  from  infants  to  men's  and  women's,  and  he  has 
secured  the  services  of  Mr.  J.  Bisson  who  has  had  twelve 
years  retail  shoe  experience  with  Mr.  A.  Lecompte.  His  store 
is  nicely  furnished  and  up-to-date. 

K.  G.  Walters,  (Registered),  has  just  opened  an  up-to- 
date  shoe  store  at  220  Craig  St.  West,  Montreal,  carrying 


l)oth  men's  and  women's  lines.  This  establishment  will  be 
known  as  Walters  Boot  Shop.  Mr.  Walters  has  been  on  the 
road  selling  shoes  for  the  past  eight  years,  and  is  well 
equipped  to  cater  to  the  footwear  needs  of  the  public. 

Wni.  Eustace,  the  proprietor  of  a  modern  shoe  repair 
business  at  499  Bay  St.,  Ottawa,  has  now  opened  a  second 
shop  at  74  Montcalm  .St.,  Hull,  Que.,  to  be  known  as  the 
\'eteran's  Shoe  Hospital. 

The  Ritz  Shoe  Co.,  jobbers,  have  moved  from  66  McGill 
Street  to  39  Victoria  Square,  Montreal.  The  new  offices 
and  warehouses  give  the  company  much  larger  facilities  for 
handling  their  lines. 

An  announcement  is  made  of  the  assignment  of  E.  C. 
Perras,  trading  under  the  name  of  the  Adanac  Leather  Com- 
pany, Montreal. 

C.  A.  Hurlbut  of  St.  Mary's,  Ont..  president  of  the  Hurl- 
but  Shoe  Co.,  was  a  recent  guest  at  the  meeting  of  the 
Canadian  Club  at  Kitchener,  Ont.,  at  which  "Town  Planning" 
was  discussed.  This  is  a  matter  in  which  considerable  in- 
terest is  being  taken  in  St.  Mary's  and  Mr.  Hurlbut  was  re- 
quested to  make  a  full  report  of  the  matter  at  the  regular 
meeting  of  the  Board  of  Trade. 


FOR  SALE 

The  Besit  Thoe  Repairing-  Stort'  in  Halifax,  known  a.s  the  Halifax 
Shoe  Hospital  ;  Chani|)ion  machinery  and  Peerless  stiti'hers. 
f)wner  has  to  give  up— ill  health.  Write  A.  \VILLIA:\rS.  .Tr., 
171  Gottingen  St.,  Halifax,  N.  S. 


The  Lincoln  Paper  Mills 

Company,  Limited 

can  supply 
yoiii-  I'eiiuironicnts 

GLASSINE 


Super 'Glazed  Kraft 

for  Interlay 
J- 

Wrapping  Paper 

.The  above  are  thoroughl}'^ 
Canadian-made  ]irodnets  of 
the  liighest  (luality  and  at 
the  attractive  piiees  quoted, 
should  ai)j)eal  to  every  Can- 
adinn   shoe  manufacturer. 

Will  vou  Ket  in  touch  with 


us 


LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 
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MONARCH-KNIT 
HOSIERY 

A  Great  Line  for  the  Modem  Shoe  Store 


"^^HEN  YOU    come  to  think  of  it,   a  line  of  liigh  grade 
hosieiy  for  Ijoth  men  and  women  is  a  most  logical  linet 
for  the  Shoe  Store. 

When  a  lady  or  gentleman  comes  into  your  store  andj)uys 
a  nice  stylish  pair  of  shoes  you  have  the  l)est  chance  to  get 
them  interested  in  some  hosiery  to  match. 

And  Moliarch-Knit  Hosiery  is  a  Quality  Line  that  you  can 
sell  quickly  because  its  very  texture  and  finish  ]>roclaim  its 
superior  worth. 

Consequently  you  can  get  your  full  price  for  it  eveiy  time 
with  the  assurance  that  every  customei'  will  be  satisfied. 

The  Monarch-Knit  Hosiery  Catalog 

makes  it  easy  to  oi'der  the  lines  best  suited  to  your  trade  and 
to  keep  your  stock  a.s^orted  with  a  very  light  investment  of 
capital. 

A  cop.y  of  this  valualjle  hosiery  style  and  price  reference 
])Ook  will  Ix'  mailed  to  you  immediately  on  recpiest. 


At  the  Convention  -  .  - 

in  Toronto  -July  13  and  14,  be  sure  to  call  at  our  sample  rooms 
in  the  Ryrie  Building  Corner  Shuter  and  Yonge  Streets.  Our 
special  representative,  Mr.  Sandy  Thompson,  will  l)e  at  your 
service,  with  all  information  concerning  the  Monarch-Knit 
I'ange. 


"Uhe 

Monarch  Knitting  Company,  Limited 

Head  Office:  Dunnville,  Ont. 

Factories:     Dunnville,  St.  Catharines  and  St.  Thomas,  Ontario. 
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White  Canvas  Goods 
For  Spring,  1922 


The  best  display  of  white  Footwear  we 
have    ever    shown,   and  one  of  the 
best  ever  offered  to  the  trade  by  any 
manufacturer,  is  ready  waiting  for  you. 

We  invite  an  Early  Inspection  by  the 
Jobbing  Trade  of  our  complete  lines  of 

Men's  White  and  Brown  Canvas 
Shoes  in  Welts  and  McKays, 
Women's,  Misses',  Children's,  and 
Infants'  Shoes  in  McKays. 


Dufresne  &  Locke,  Limited 


Montreal,  P.Q. 


June,  1931 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  UnifoTTnify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co, 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 
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RESULTS! 


Tlie  iiietlxulH  at  the  coiiitiiaiKl  ot  the  hIioo  re- 
tailer for  ])rociiring  a  thoroughly  reliable, 
mailing  list  are  often  expensive  and  uncertain 
For  instance,  the  dead  letter  matter  encoun- 
tered when  lists  have  been  compiled  from 
telephone  and  city  directories  or  voters'  lists 
woul'l  sometimes  pay  for  one-third  of  the  ad- 
vertising. 

The  best  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  annually  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  low  when  comparing 
the  cost  of  direct  advertising  and  results  with 
other  advertising. 

No  extra  office  staff  required,  your  printing, 
addressing  and  mailing  handled  at  very  small 
cost. 

i.iet  us  send  full  particulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


Window  Displays 
that  attract  i 

Are     arranged    with  our 
snappy  and  attractive  i 
items.  I 

Fancy  Papers,  Borders,  ^ 
Artificial  Flowers,  Glass . 
Stands,  and  Shelves, 
Baskets,  Thumb  Tacks,  ' 
etc.  etc.  etc.  ' 

Our  catalog*  are  ready  for  the  asking 

Doty&Scrimgeour  Sales  Co.  2 
30  Reade  St.,    New  York  City  | 


What  Are  You  Looking  For 

When  You  Buy  Shoe  Ornaments? 

First  of  all -QUALITY— Up-to-date  styles  and 

durable  merchandise. 
Then — PRICE — which  means  readiness  to  pay 
value  for  value  received. 
Last,  but  by  no  means  least,  you  want 
SALEABLE  MERCHANDISE 
ornaments  and  novelties  that  the  public  will  buy 
for  their  beauty,  comfort  and  attractiveness. 

The  Right  Place  to  Look  is  the 

The  Reynold^s  Line 

BUCK-EL-ON     SHOE  ORNAMENTS     NOVELTIES  SUPPLIES 

William  Reynolds  Inc. 


BUCK-EL-ON 

INSTEP  PROTECTOR 
PAT.  NOV. 25. 1919 


PROVIDENCE 


RHODE  ISLAND 
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Registered 


Trade  Mark. 


KEEPS  WHITE  SHOES  WHITE 

WHENEVER  you  sell  a  pair  of  white  boots  or 
shv  es  you  have  a  customer  for  "  BLANCO." 
Whenever  you  sell  a  tin  of  "  BLANCO  "  you  have 
made  a  satisfied  customer — one  who  will  return  again 
and  again. 

For  "BLANCO"  is  an  eminently  satisfactory 
article — it  is  fke  White  Cleaner  />(7r  excellence. 

It  does  the  work  it  is  intended  to  do  and  does  it 
thoroughly  and  well—  without  trouble. 

So,  when  you  order  your  stock  of  White  Footwear 
order  their  inseparable  companion 


"  Keeps  white  shoes  white!' 
The   profit   is  as    satisfactory    as  tin-  article  itself. 
Order  NOW  from  your  Jobber 

Made  only  by 

Joseph  Pickering  &  Sons,  Ltd.,  Sheffield 


Uon't  Forget  the  National  Shoe  Retailers  Convention— Toronto  July  13  &  14 
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vWORKERS  UNION/ 

union/Iastamp 
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.WORKERS  UNION. 
UNIO^^STAMP 


Mr.  HAROLD  E.  KEITH,  President  of  the  George  E.  Keith 
Company  of  Brockton,  Mass.,  recently  paid  the  following  tri- 
bute to  the  Boot  and  Shoe  Workers'  Union,  in  an  address 
before  the  Lynn  Chamber  of  Commerce: 

HARMONIOUS  RELATIONS 


"New  England  has  hail  altogether  too  many 
hreaks  in  business  due  to  strikes  and  indus- 
trial disputes.  This  situation  our  friends  in 
the  west  have  not  been  slow  to  take  advantage 
of.  I  think  it  is  only  fair  to  say  that  the 
fault  has  not  been  entirely  on  one  side. 

"I  believe  it  is  a  well  known  fact  that 
Brockton  has  seen  as  little  of  this  industrial 
strife  as  any  shoe  centre.  Perhaps  you  will  be 
interested  in  a  brief  statement  of  how  this  has 
occurred,  because,  T  assure  you,  it  is  no  acci- 
dent. 

"nie  manufacturers  of  Brockton  long  ago 
recognized  that  the  interruption  of  industrial 
plants,  through  the  fault  of  its  human  factors, 
demonstrated  a  lack  of  efficiency.  Both  manage- 
ment and  workers  can  stabilize  opinion  in  their 
associations  or  unions,  and  when  both  organiza- 
tions jointly  covenant  to  preserve  industrial 
peace,  an  ideal  relation  is  established.  First  of 
all,  therefore,  we  put  our  house  in  order  and  es- 
tablished a  strong  association  among  the  manu- 
facturers, binding  ourselves  to  work  together  for 
the  good  of  the  industry  of  our  city,  and  it  was 
not  long  before  even  the  skeptical  realized  that 
the  good  of  the  whole  was  in  the  last  analysis 
for  the  good    of  the  individual. 

"At  the  same  time,  we  encouraged  our  work- 
ers to  unite  themselves  in  one  strong  organiza- 
tion, which  in  their  case  happened  to  be  the 
Boot  and  Shoe  Workers'  Union.  We  then  made 
our  contracts  with  their  union,  and  we  have  used 
our  influence  to  help  them  maintain  one  organi- 
zation, for  we  are  convinced  that  a  multiplicity 
of  unions  would  be  detriment  to  the  industry  of 
our  city,  and  I  believe  the  large  majority  of  our 
workers  agree  with  us — although,  at  times,  groups 
have  felt  diiterent.    With  this  foundation,  we  could 


then  agree  on  the  strongest  part  of  our  relations, 
and  that  is,  that  we  mutually  covenant  should 
we  fail  to  coirie  to  an  agreement  through  negoti- 
ations (and  our  associations  will  always  give 
representatives  of  the  workers  a  hearing  at  any 
time)  to  submit  our  differences  to  the  State  Board 
of  Conciliation  and  Arbitration,  and  we  both  zgree 
to  abide  by  its  decision. 

"The  'proof  of  the  pudding  is  in  the  eating,' 
and  I  can  only  say  that  under  this  arrange- 
ment there  has  been  industrial  peace  in  Brock- 
ton without  any  serious  breaks  for  nearly  23 
years,  and,  best  of  all,  the  majority  of  our  citi- 
zens are  solid  on  this  method. 

"I  should  like  to  quote  from  the  28th  annual 
report  of  the  State  Board  of  Conciliation  and 
Arbitration,  issued  in  1913.  In  speaking  of  the 
growth  of  the  I.  W.  W.  movement  in  other  cities, 
it  states:  'The  I.  W.  W.  movement  in  Brockton 
on  the  contrary  was  a  failure  for  the  reason  that 
practically  the  whole  of  the  wage-earning  peo- 
ple and  their  employers  were  formally  pledged 
by  a  carefully  drawn  instrument  to  maintain 
peace  by  negotiations  or  by  arbitration,  and  peace 
has  been  so  maintained  for  years. 

"'The  Brockton  Shoe  Manufacturers'  Associ- 
ation and  the  Boot  and  Shoe  Workers'  Union, 
like  the  springs  of  an  arch,  meeting  from  either 
side,  are  joined  in  a  trade  agreement  which  makes 
of  their  industry  a  solid  organization  cemented 
by  good  will.' 

"I  am  convinced  that  in  this  day  and  gen- 
eration industrial  relations  call  for  'all  the  cards 
on  the  table, ;  frank  discussion  'man  to  man, ; 
they  call  for  a  return  to  the  first  principles  and 
the  Good  Book  itself  and  its  Golden  Rule." 


Boot  and  Shoe  Workers'  Union 

246  Summer  Street       Boston,  Mass. 

Collis  Lovely,  Gen'l  President       Chas.  L.  Baine,  Gen'l  Sec'y-Treas. 
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nPHE    effectiveness  of  your  window  dis- 
play  may  be  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  we 
mail  you  one? 

Decorative  Fixture  Company 

1600  South  Jefferson  Street, 
CHICAGO,  ILL. 


"HUMBERSTONE" 

NON-RIP  SANDAL 


Don't  forget  the  Na- 
tional Shoe  Retail- 
ers' Convention,  To- 
ronto, July  13-14. 
Make  it  a  point  to 
be  present. 


Here  is  a  sandal  you  can  recommend  as  being  made  to 
stand  the  hardest  kind  of  wear  and  tear.  It  is  solid 
leather  throughout  and  heavily  stitched — an  ideal  sandal 
for  the  youngster  who  is  hard  on  shoes.  You'll  make  a 
friend  with  every  pair  sold.  Made  in  two  colors — black 
and  tan. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


A  good  shoe  deserves  a  good  lacer, 
therefore  we  recommend 


THE  tip  of  the  Nufashond  Fabric  Tipped  Lacer  is  worth  some 
thought,    for   it   shows    the    way    to    shoe    lacer    profits  and 
satisfied  customers. 

The  Nufashond  Fabric  tip  is  part  of  the  lacer  itself — it  can't  pull 
ofif  or  wear  shiny.  It  won't  discolor.  It  will  never  wear  into 
rough,  shaggy  edges  to  catch  at  fine  hosiery. 

Nufashond  Fabric  Tipped  Lacers  are  made  flat  or  tubular  in  all 
the  wanted  colors  and  in  sizes  to  fit  all  shoes. 

Display  Cases,  Counter  Cards  and  other  attractive  selling  helps 
furnished.    All  shoes  look  better  with  Nufashond  Lacers.  They 
are  made  to  wear  and  wear. 


Ask  your  jobber  to-day  for 
samples  and  prices 

THE  FABRIC  TIP- 
IT  CAN'T  COME  OFF 

NUFASHOND  Reading,  Pa. 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR 

QUEBEC 
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STANDARD 
SCREWED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 


McKAY 
SEW  ED 
SHOES 

IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


>tanufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener       ^  Ontario 

SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  well  known  lines  always  on  hand. 
Call  and  inspect  them. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    if  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-^223  McGill  St.  Montreal 


Tel.  Main  1434  &  661S 
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SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


Orthopaedic  Bootmaking 
Special  Shoes 

for 

Crippled  and  Deformed 
Feet 

S.  J.  FRIEDMAN 

320  Granville  St.,  Vancouver,  B.C. 


Tiie  Greatest  1) 

DaDcers 

o/" if^e  Day 

insist  on  wearing  Arth- 
V      ur  Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the   same   amount  of 
comfort  and  sup- 
port. ...... 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Me  ssieurs  Novikoff,  Volinini, 
Adolph  Bolm,  etc. 

jirthur  FranL 

3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


CANADA  FIRST!  Canadian  Ma- 
terials and  Canadian  Workman- 
ship." That  is  the  spirit  that 
should  animate  the  Boot  and  Shoe  in- 
dustry of  this  country  at  a  time  like 
the  present. 

JOS.  TANGUAY'S  working  shoes  are 
all-Canadian,  and  they  are  styled  and 
priced  to  sell  rapidly  and  extensively. 
They  are  made  right  and  are  rapidly 
winning  preference. 

We  cordially  invite  your  enquiries,  and 
when  in  the  Old  City,  a  visit  to  our 
sample  room  will  be  most  profitable  to 
you.  We  show  the  same  lines  of  staples 
as  last  year  to  which  we  are  continuous- 
ly adding  new  ones. 


JOS.  TANGUAY 

Office  and  Sample  Room  : 
34  Du  Roi,  Cor.  St.  Dominique  St. 

QUEBEC 
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MELTONIAN 


BOOT 
POLISHES 

and 

CREAMS 


Representing 
a  super  standard  of 
excellence 

which  speaks 
through  the  product 


Robert  D.  Ayling 

23  Scott  Street 
Phone  M.  7613 

TORONTO 

Agent  for  Sole  Manufacturers 
E.  BROWN  &  SON,  LTD..  LONDON  AND  PARIS 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  '^^li^^^l^^{:''clv't 


DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 

by  specifying 

Barbour's  Xm"  Linen  Threads 


You  can  pay  less;  but  you'd  better  not; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


Toronto 


Quebec 


FRANK  &  BRYCE,  LIMITED 
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Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  "La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask. 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell 


H.  N.  LINCOLN 


International  Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  «  «  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses :  — 


American  Lacing  Hook  Co.,  Walthatn,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
.\rniour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Cero.xylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,   Cincinnati,  Ohio. 

Quality  Breasting  Knives. 
The  Louis  G.   Freeman  Co.,  Cincinnati,  O. 

Shoe  machinery. 
E    L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Compounds.  Inks,  etc. 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines. 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The  S.   M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester.  N.H. 

Guaranteed   Fibre   Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  I-aces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather  and    Imitation   Leather   Facing,   Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  Street  S.,  KITCHENER  -  -  566  St.  Valier  Street,  QUEBEC 
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SHOE 


CO. 


21. 


This  letter  says 
to  Shoe  Store 
Owners; 

A  Progressive 
Repair  Depart- 
ment   in  your 
store  will  add 
to  your  profits 


IT  WILL  DO  MORE 
THAN  THAT, 
TOO 


A  Progressive  Repair  Depart- 
ment will  broaden  the  service  you  can  give 
to  your  trade ;  and  in  these  days  of  keener  competition, 
it  is  the  store  that  gives  the  better  service  that  is  more  certain 
to  experience  continued  success. 

But  it  must  be  a  "Progressive,"  not  just  a  "Repair  Department,"  for  those 
advantages  in  design  of  equipment  that  make  for  the  most  profitable  opera- 
tion are  distinctive  of  Progressive  Machines. 


Just  say  "I'm  interested," 
on  a  post  card,  and  we'll 
send  our  Catalog  1 8C  with 
full  information. 


Progressive  Shoe  Machinery  Co.,  Minneapolis,  Minn. 
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Keep 

Retailers'  Convention,  July 
and  14th  in  Toronto. 


It^s  No  Longer  a  Question 

of  Can  You  Afford  a 

GOODYEAR 

SHOE  REPAIR 
OUTFIT  ? 

BUT 

Can  You  Afford  to  do  Without  It? 

We  have  made  it  possible  for  every  Shoe  Repairer  to  install  one 
of  these  GOODYEAR  Shoe  Repair  Outfits  on  very  easy  terms. 
Simply  drop  us  a  line  and  we  will  tell  you  why  you  cannot  afford 
to  delay  installing  a  Shoe  Repair  Outfit. 

United  Shoe  Mach'y.  Co.  of  Canada,  Ltd. 

MONTREAL 
Toronto  Kitchener  Quebec 


I 
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Penny-wise  Saving 


Of  course  you  can  get  cheaper  box 
toes  than  Vulco-Units — but  does  it 
pay?  Any  manufacturer  who  has 
ever  used  them  will  say,  no.  In 
fact  Vulco-Units  are  to  be  considered  as  something 
which  yields  large  returns,  not  as  an  added  expense. 

They  not  only  preserve  the  appearance  of  the  shoe 
but  give  greater  comfort  to  the  wearer.  Being  water- 
proof and  perspiration  proof  they  are  the  most  dur- 
able box  toes  made. 

Be  sure  of  the  genuine  by  getting  in  touch  with  us 
direct. 


The  National 
Shoe  Retailers' 
Convention  to  be 
held  in  Toronto, 
July  13-14,  is 
something  no 
shoe  merchant 
can  afford  to  miss. 
Plan  now  to  at- 
tend. 


BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 

Sound  Merchandise 


at  rock  bottoin  prices 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 
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Judge  It  by  Its  Users'' 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  We«t,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders  too  largfe  or  too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


7oTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  AsenU  for  Canada 

Fortuna   Machine  Co. 

147-153  Waverly  Place       -       NEW  YORK 


S.  Desrochers  F.  X.  Leblanc 

HECTOR  SHOE  CO.,  Montreal 

     ,         331  Demontigny  St.  East 


Manufacturers  of  a 

Complete 
Line  of 
Turns 


We  also  Specialize  in 
Children's  McKays 
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Maltese  Cross  Rubbers 

Leaders  for  Over  a  Quarter  of  a  Century 


Consistent  high  quality  year  after  year  has  made 
Maltese  Gross  Rubbers  the  standard  line  of  discrim- 
inating retailers  throughout  the  entire  Dominion. 
There  must  be  a  solid  foundation  to  this  dealer  pop- 
ularity which  has  substantially  increased  each  year 
during  the  last  quarter  century. 

It  is  the  exceptionally  high  class  material  and  skilled 
labor  used  in  fabricating  Maltese  Cross  Rubbers  that 
has  been  instrumental  in  building  this  inestimable 
loyalty.  If  you  are  vitally  interested  in  your  reputa- 
tion—and we  believe  you  are— you  will  safeguard 
it  by  selling  and  recommending  Maltese  Gross  Rubb- 
ers to  your  customers. 


Gutta  Percha  &  Rubber,  Limited 

Head  Office  and  Factory         : :  Toronto 
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A  receipt  printed  and  issued  by 
a  National  Cash  Register  » 

Benefits  the  customer  : 

The  plainly  printed  figures  of  the  amount  on  the 
receipt  show  that  she  has  not  been  overcharged.  She 
likes  to  buy  in  a  store  of  this  kind. 


WE  THANK  YOU  FOR  YOUR  PATRONAGE. 
PLEASE  CALL  AGAIN. 

★  A -1.00  -0001  JUN15-21 


Amount 


Date 


Brown  &  Stevens 

General  Merchandise 
This  receipt  shows  the  amount  of  your 
purchase. 


wmmmmmmmmmmaamm 

The  register  prints  a  record  of  the  sale  on 
the  receipt.    The  star  shows  it  was  a  cash 
A"  is   the  clerk's  initial.  The 
$1.00.    It  was  the  first  sale 
1921.    The  register  also  prints 
an  advertisement  of  the  merchant's  store 
on  the  front  and  back  of  the  receipt. 


sale, 
amount  is 
on  June  15 


Helps  the  clerk  : 

It  proves  that  he  registered  the  right  amount.  The 
added  and  printed  records  inside  the  register  give 
the  clerk  credit  for  the-  sale. 

Protects  the  Merchant  : 

He  knows  that  to  get  the  proper  amount  printed 
on  the  receipt,  correct  added  and  printed  records 
must  be  made  inside  the  register. 

A  National  Cash  Register  is  the  only  machine  that  prints 
and  issues  this  kind  of  a  receipt. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 

OF    CANADA  LIMITED 
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Attend  the  National  Shoe  Retailers'  Convention  July  13th  and  14th,  in  Toronto 


WE  CAN  HANDLE 

RUSH  ORDERS 

FOR 

CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

The  most  Up-to-Date  Plant  In  Canada  and  expert  die  makers  in- 
sure High  Grade  work  and  Expeditious  Service,  NO  DIE  TOO 
LARGE  OR  TOO  SMALL  FOR  US  TO  MANUFACTURE. 

All  Estimate  Work  Free.  A  Trial  Order  Will  Convince. 

\ 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

TORONTO  QUEBEC  KITCHENER 

90  Adelaide  Street  West  28  Demers  Street  179  King  Street  West 
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THE  quality  of  Clarke's  Patent  Leather  is  due  entirely  to  two  things — 
the  rigid  care  taken  in  selecting  only  the  finest  hides  procurable  and 
the  process  of  manufacture.  This  last  is  a  long  and  painstaking  oper- 
ation. Yet  it  is  absolutely  essential  in  assuring  long  wear,  comfort  and  free- 
dom from  cracking. 

Manufacturers  who  incorporate  Clarke's  in  their  products  use  it  as  a  strong 
selling  argument — sufficient  proof  of  the  esteem  in  which  it  is  held  by  the 
retailer. 

"If  it's  patent  it  should  be  Clarke's." 


OMPANY 

LIMITED 

TO  WINNIPEG 


A  few  acres  of  Clarke's  Patent  Leather  and  showing  over 
$50,000  worth  of  leather  in  process. 
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The  One  Fibre  Counter 


The  name  BENNETT 
when  applied  to  a  counter 
immediately  conveys  the 
impression  of  quality.  It 
is  the  one  fibre  counter 
that  gives  greater  value, 
service,  comfort. 

Bennett  Counters  Satisfy! 

They  must  make  good  or  we  will. 

Bennett  Limited 

Chambly  Canton,  Que. 


Made  by  the  Largest  Shoe  Fibre  Makers 
in  the  British  Empire 
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5  PANTHER  «C/Befff  Co.  ^ 


The  shoe  repairman  who  overlooks 
Panther  Soles  and  Heels  is  missing 
two  of  the  greatest  business  builders 
ever  offered  him. 

In  the  first  place  they  give  a  great- 
er length  of  service,  are  waterproof 
and  prevent  slipping.  Then  for  real 
comfort  in  walking — particularly  up- 
on city  sidewalks — they  are  not  to 
be  excelled.  They  put  a  spring  and 
buoyancy  into  the  step  that  makes 
walking  a  joy. 

And  remember  this.  Panther  soling 
looks  like  leather,  can  be  stitched  and 
trimmed  easily  and  holds  the  stitches 
to  the  end. 

The  fact  is  that  once  worn  the  wear- 
er wants  them  always.  That  is  the 
secret  of  their  success. 


bberCo.,Ltd. 

"^KE,  QUEBEC 
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Three  Months  More 
in  which  to  sell 

^  mm-^  ^  . 


Three  months  of  tennis  and  golf,  baseball  and  boating;  three  months 
of  picnics  and  vacations;  three  months  of  outdoor  work.  Three  big 
selling  months  for  every  shoe  dealer  who  features  FLEET  FOOT 
summer  shoes. 

FLEET  FOOT  give  you  styles  and  sizes  for  men,  women  and  children 
for  every  summer  and  early  fall  need.  And  FLEET  FOOT  styles, 
FLEET  FOOT  quality  and  FLEET  FOOT  popularity  are  backed  up 
by  FLEET  FOOT  advertising. 

As  a  matter  of  fact  these  Canadian-made  shoes  are  the  only  ones  on 
the  market  that  are  advertised  nationally. 

Keep  your  stock  well  assorted  and  thus  keep  up  your  FLEET  FOOT 
sales  right  through  the  summer.  Our  nearest  service  branch  will  fill 
your  sorting  orders  promptly  and  completely. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver   and  Victoria. 
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You  Pay  no  Duty  or 
Royalty  on  the 
Universal 


The  Universal 

best  in  the  long  run " 


IVs  Made 
in  Canada 

Built  right  in  Canada 
for  the  Canadian  Shoe 
trade.  No  Royalty,  Duty 
or  Exchange  Rates  to 
pay  and  we  guarantee  it 
to  give  every  satisfac- 
tion. In  design  it  is 
most  modern  and  effic- 
cient  and  as  a  profitable 
investment  has  estab- 
lished a  name  for  itself 
wherever  used.  Let  us 
send  you  full  informa- 
tion as  to  prices,  etc. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 

Montreal 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
Dominion.  Write  us 
for  particulars. 
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ST.HYACINTME. 
CANADA. 


Include  these  three  models 
in  your  Fall  buyin; 


it  is  only  necessary  to  see  the  Yamaska 
samples  for  Fall  to  realize  that  the  whole 
range  is  one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers 
there  is  no  doubt.  Yamaska  work- 
manship, style  and  value  will 
make  them  so.   Wait  for  our 
representatives  before 
placing. 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-11. 

No.  311.  Women's  and 
Growing  Girls'  McKay, 
Bal.  Made  in  Gunmetal 
Calf,  Dongola,  Mahog- 
any Velour  side  or  pat- 
ent vamp  and  dull  top. 
Sizes  3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metalf  Calf,  Dongola, 
Mahogany  Velour  side, 
and  Patent.    Sizes  3-7. 


La  Compagnie 

J.  A.  &  M.  COTE 

St  Hyacintlie  -  Quebec 
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A  Style  Service  for  Shoe  Manufacturers 

STYLE  —  the  determining 
factor  in  the  sale  of  shoes 
to-day. 


Is  Your  Plant  Busy  ? 

Are  you  getting  your  share  of 
of  business  ? 

If  not— why  not? 

It  may  be  that  you  make  just 
honest  good  shoes. 

You  add  a  touch  of  style  and  see 
the  increased  sales. 

Consult  us  on  the  style  question 
if  you  want  to  keep  your  plant 
busy. 


United  Last  Co.,  Limited 

MONTREAL,  P.Q. 

For  the  convenience  of  Ontario  Manufacturers  we  have  an 
of f ice  at  64  Wellington  St.  W.,  Room  212,  Toronto,  Ont. 
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^^Canadian-made  Counters  for  Canadian-made  Shoes'' 


BEFORE  being-  fashioned  into  counters,  the 
fibre  is  put  through  the  special  D.  &  P.  pro- 
cess. This  ensures  such  a  toughness  that 
the  counter  will  outlast  the  shoe — we  guarantee  it. 
Yet  do  not  imagine  D.  &  P.  counters  uncomfort- 
able. On  the  contrary,  they  are  pliant  and  yield- 
ing", quickly  conforming  to  the  shape  of  the  wear- 
er's foot.    Why  not  let  us  send  you  samples? 

We  also  maufacture  solid  leather.  Union  and 
leatherboard  counters,  leather  and  leather-board 
inner-soling.  Our  capacity  of  75,000  pairs  of 
counters  per  day  means  prompt  delivery. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronio;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agente  for  Quebec  City 

Tannery  and  Factory  :       ST.  HYACINTHE,  P.Q. 


Sales  Office  and  Warehouses  : 


224  LEMOINE  STREET,  MONTREAL 
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The  Proper  Preparation  of 
Welting  Leather 


The  illustration  shows  a  corner  of  our  tannery  and  currying  dept. 


We  would  remind  you  that  BARBOUR  GROOVED  ENDLESS 
WELTING  is  tanned  and  curried  in  our  own  factory  exclusively  for 
welting  purposes. 

Welting  is  our  only  product,  and  we  devote  the  most  painstaking 
care  and  attention  to  the  perfection  of  these  tannery  operations  that 
yield  the  tough,  mellow  substance  of  high-grade  welting. 

Canadian  shoe  manufacturers  show  an  increasing  interest  in  this 
super-fine  product,  and  our  rock-bottom  prices  combined  with  our 
acceptance  of  Canadian  funds  makes  BARBOUR  GROOVED  END- 
LESS WELTING  a  most  attractive  purchase  on  this  market. 

May  we  sample  you? 


Brockton  Rand  Company 


BROCKTON,  MASS. 


U.  S.  A. 
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Going  Strong 


HA  VAN  A  BROWN  VODE  KID 


We  are  receiving  a  steady 
flow  of  orders  for  VODE  KID 
in  HAVANA  BROWN  and 
the  demand  is  growing 
stronger  with  every  day. 

In  our  HAVANA  BROWN 
we  are  using  some  particul- 
arly fine  quality  skins  which 
we  bought  to  advantage  some 
months  ago  and  which  have 
recently  been  landed. 

Specify  HAVANA  BROWN 
VODE  KID  and  you'll  get 
leather  which  plainly  shows 
its  fineness  in  your  shoes— 

— also  the  selling  power  of 
VODE,  so  well  known  to  the 
buying  public. 


THE  STANDARD  KID  CO. 


Boston,  Mass. 

Branches  in  New  York,  Philadelphia,  Cincinnati, 
Chicago,  St.  Louis  and  Montreal. 


The  Leather 
for  Fine  Shoes 
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Spring  Samples  for  1922 
are  now  ready 

We  can  truthfully  say  that  our  new 
spring  lines  of  leather  and  white 
canvas  shoes  in  both  Turns  and 
McKays  are  the  finest  ever  produced 
by  this  firm.  From  every  standpoint 
—style,  materials,  workmanship  and 
price  they  merit  your  inspection. 


Jobbers  Only 


Gagnon,  Lachapelle  &  Hebert 

55  Kent  Street        -        -        -  Montreal 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 

Aniline  Dyes 

And  Coal  Tar  Products 


To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuffs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company  for  your  next  order  for  Dyes, 
ColorSj  etc.? 

The  following  is  a  list  of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from  Canadian  stocks. 

CHROME  LEATHER  BLACK  G  NEW  PHOSPHINE  R. 

CHROME  LEATHER  TAN  2G.  AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G. 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 


Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Stock.      New  Products  will  be  Added  from  Time  to  Time 
Cables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

lla  St.  James  Street 

SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


vXX\\\W!///% 


P3  fen  fed 

1919 


THE  Wffir 

the  Child's  Foot  is  ^mmg 

,OBE  PILLOW  WELT 


The  Result  of  30  Years  Experience, 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 


We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  at) 
any  time. 


Eureka  Shoe  Co.,  Limited 

THREE  RIVERS,  QUE. 


FOOTWEAR    IN  CANADA 


13 


In  the  eyes  of  Man 

-the  safes  power 
is  still  the  best 
TEST  of  VALUE 

The  sale  of  Tetrault  Shoes  leads  by  far  that 
of  all  other  Canadian  shoe  manufacturers. 
The  natural  conclusion  is  Buy  Tetrault  Welts, 
which  are  the  standard  men's  shoes  in  Canada. 

If  you  buy  quality,    not  discounts;  selling  ' 
features,  not  prices;  you  will  naturally  look  to 
Tetrault  for  your  supply  of  men's  Welt  Shoes. 

To  be  imitated  is  the  sincerest  compliment. 

Many  factories  are  trying  to  make  shoes  like 
Tetrault,  but  they  fail  in  working  out  those 
essential  details,  which  characterize  our  shoes 
and  make  them  the  acknowledged  standard 
of  Men's  Goodyear  Welts  in  Canada. 

The  leading  Jobbers  throughout  Canada  carry 
an  extensive  range  of  our  lines. 


The  Tetrault  Shoe  Manufacturing  Company 

Limited 

MONTREAL  -  CANADA 
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The 


AMES  HOLDEN 


11 


Brand  of 


Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,    St.  John,    Quebec,    St.  Hyacinthe,    Montreal,    Ottawa,    Toronto,    Kitchener,    London     Winnipeg,  Regina 

Saskatoon,    Edmonton,    Calgary,  Vancouver. 
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Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 


Limited 


QUEBEC,  60  Colomb  St. 


MONTREAL,  256  Lemoine  St. 


OSHAWA 


CANAM 


TANNERS  AND  CURRIERS 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 


The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 
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Welcome! 


T^he  Toronto  Office  of  the  James 
*  Robinson  Company  Limited 
extends  the  heartiest  welcome  to 
visiting  shoemen.  Situated  at  8^ 
Lombard  Street  it  is  but  two  streets 
north  of  King  Edward  Hotel. 
Here  we  have  on  display  a  most 
complete  range  of  the  market's  new- 
est offerings. 

Whether  you  come  to  buy  or  just 
to  ''browse  around"  we  shall  be 
delighted  to  see  you.     Will  you 


come : 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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To  our  way  of  thinking  there  is 
not  another  shoe  on  the  market  of 
greater  value  to  the  merchant  than 
the  one  whose  trade-mark  appears 
above.  This  feeHng  is  shared  with 
us  by  a  host  of  others  who  have 
handled  and  felt  its  business-getting 
power. 

What  is  the  reason? 

Simply  an  instance  of  style,  mater- 
ials, workmanship  —  yes,  and  price 
too! — successfully  combined. 

May  we  suggest  that  you  examine 
samples. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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DOUBLE"H"BRAND 


Another  step  in  our  development  has  been  the  acquisition  of 
the  plants  and  staff  of  the  gaiter  and  slipper  factories  whose  out- 
put we  controlled. 

For  economy  and  production,  as  well  as  to  enable  this  com- 
pany to  ensure  for  its  customers  a  source  of  supply  that  will  be 
continuously  satisfactory,  it  was  decided  to  acquire  and  operate 
the  two  plants  as  a  separate  unit  under  the  title  of 

Hall,  Hodges  and  Blondeau,  Limited 

We  claimed  to  handle  the  best  fitting  gaiters  and  slippers  in  Canada,  we 
can  claim  now  also  that  we  make  them. 

This  Company  specializes  in  supplying  distinctive  footwear  of  all  kinds, 
and  as  we  number  among  our  customers  the  leading  houses  in  England,  Scot- 
land, the  United  States,  and  New  Zealand,  as  well  as  in  Canada,  we  feel 
particularly  well  able  to  fill  your  requirements. 


HALL  and  HODGES 

LIMITED 

16  St.  Sacrament  St.,  Montreal 
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During  Convention  We  Announced 


Room  Displacing. 

Men's  and  Boys  Welt  Shoes 

OIV  ATT    T  TIVF^ 

We  have  been  working 

UCbL  V  cllUC  111  J_!^ll^llbll  w_)lippcio 

overtime 

Order  immediately 

WHY? 

New  Prices  on  Felts  and 

Guaranteed  Products  or 

Boudoir  Slippers  and  Spats 

Money  Refunded 

Quotations  Gladly  Given 

Big  Turnover  -  Small  Profits 

Griffin  Polishes,  Powders,  Dyes  &  Cleaners 

GUARANTEED  LEATHER  INSURANCE— PROFIT  MAKERS 


TRACE.  Manx 

SUEDE  POWDEit 

CLEANS  &  RECOLORS;'': 


SUIOt  AND  N*f  PY  lEATHER  f  OOTW£«» 


'  GRIFFIN  MF6.C0  ' 


IMMEDIATE  STOCK  "SERVICE"  EVERYTHING  IN  FINDINGS 


CANADIAN  SHOES-FINDINGS-NOVELTY  CO. 

TORONTO  :  2  Trinity  Square        MONTREAL :  153  Peel  Street 
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Hydro  City  Shoe  Mfrs. 

Limited 

Kitchener  -  Ontario 


J_J  YDRO  CITY  SHOES  for 
this  coming  Fall  and  Winter 
maintain  their  well  merited  rep- 
utation as  a  distinctly  high  grade 
footwear.  The  materials,  work- 
manship and  styles  are  excep- 
tional, and  the  prices  we  are 
quoting  are  the  most  attractive 
in  many  a  day. 

A  few  samples  would  quickly 
prove  the  advisability  of  your 
handling  them.  Why  not  get  in 
touch  with  us? 


LADY  BELLE 

Two  Popular 

Styles — 


—at  the  N.S.R.A. 

Convention 

King  Edward  Hotel 

Toronto 


The  Lady  Belle  Shoe  Co.,  Ltd. 


Kitchener 


Ontario 


Makers  of  High  Grade  McKays  and  Canvas 
Shoes  for  Women. 
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A   Getty   &  Scott  two-strap.  All 
leathers. 


Particularly  pleasing  are  the  new 
designs  which  we  are  showing  in 
this  famous  old  line  and  quite  up 
to  the  high  standard  expected  of 
CLASSIC  Shoes.  These  models 
have  won  instant  approval  from 
the  dealer  and  his  customer  alike. 
Our  salesman  will  be  only  too 
glad  to  show  them. 


Two-button  one-strap.   11/8  Cuban 
heel.    Getty  &  Scott. 


The  popularity  of  CLASSIC  Shoes 
has  been  built  up  through  the 
honest  endeavor  to  produce  a  shoe 
that  is  the  utmost  in  appearance, 
comfort  and  service.  The  dealer 
who  does  not  carry  them  is  neg- 
lecting the  opportunity  to  bring 
the  best  trade  in  the  community 
to  his  store. 


Sport  Oxford  in  tan  or  black  calf. 
Getty  &  Scott. 


GETTY  &  SCOTT  LIMITED 

GALT        —         —  ONT. 
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ESTABLISHED  I903 


Are  You  the  Man? 


A  RE  you  making  an  effort  to  increase 
your  business?   Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often? 

If  you  can  say  "YES"  to  these  questions, 

and  if  there  is  no  STRIDER  SHOE  agency 

in  your  town,  you  will  be  interested  in  our 

IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 

Women's  Fine  Welts  in  High  Shoes  and 

Oxfords. 

"STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf,  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 

No.  6017.  As  above  on  Last 
34,  which  is  a  semi-recede 
toe. 


These  are  both  big  sellers. 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last  406, 
C  &  D  width,  sizes  2-7.  Price, 
$5.65. 
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SHOWING  THE  WAY  TO 
BETTER  BUSINESS 

The  way  to  Better  Business  is  shown 
by  Better  Styles.  You  will  be  sure 
of  style  when  you  buy  Talbot  Shoes 
and  you  can  sell  them  with  assurance 
as  there  is  Fit  and  Wear  embodied  in 
them.  These  three  qualities  at 
most  reasonable  prices  give  you  entree 
to  the  best  trade  in  your  town. 


THE  TALBOT  SHOE  CO., 

LIMITED 

ST.  THOMAS  ONTARIO 
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LIMITED  High  Grade  Turns 

TORONTO  •  and  Welts 
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Goodrich  "Hi-Press" 
Rubber  Footwear 


for 

Farmers 
Fishermen 
Miners 
Lumbermen 


Almost  every  man  who  works 
or  lives  out  of  doors  has  need 
at  some  time  or  another  for 
Gooderich  "Hi-Press"  —  "the 
rubber  footwear  with  the  red 
line  'round  the  top." 

We  carry  a  full  line  in  stock  at 
all  times.  Let  us  send  you 
samples  and  prices. 


Croskery  &  Company,  Ltd. 

IMPORTERS  AND  DISTRIBUTORS  FOR  ONTARIO 

220  King  Street  West      -  Toronto 


Mark  this — for  genuine  service,  com- 
fort   value,    there    is    not  another 
line  of  Rubber  Footwear  manufactured 
that    excells    Goodrich  "Hi-Press." 
That  is  the  conclusion  reached  after 
hearing-  the  reports*  of  both  dealers 
and  wearers  during  the  many  sea- 
ons   Goodrich   "Hi-Press"  have 

IE 

been  on  the  market. 


As  a  business  proposition  they 
prove  unusually  attractive. 
The  margin  of  profit  allowed 
is  very  liberal  and  yet  they 
sell  at  a  price  that  means 
a  brisk  turnover. 
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for  Women 

 .  / 


feftn  Metal 
o/Russia  Calf 
with  Win^  Tip 


V&ti^i\M  Colt 
witK  plain  Tip 


One  Shoe—in  Three  Styles 

And  Five  Leathers 
for  Fall  Delivery 


Another  number  from  our  line  that  meets  the  approval 
of  the  discriminating  buyer — 

Plenty  of  style — yet  built  on  conservative  lines — no 
style  gamble  in  this  shoe. 

You  can  order  now  with  the  perfect  assurance  that  the 
style  Will  be  right  during  the  entire  fall  season. 

Let  us  have  your  order  for  all  styles  in  all  leathers  or 
otherwise  as  you  may  elect. 

No.  345  THE  CO-ED  One  Strap,  Goodyear  Welt,  107 
last,  Wi  inch  military  heel 


Grade   A    Russia   Calf,   any  shade, 

with    ball    strap.     Price  .|6.00 

Same,   without   ball  strap. 

Price   $5.76 

Patent    Colt,    with    ball  strap. 

Price   .f6.0f) 

Same,     without     ball  strap. 

Price   $5.75 

Brown  .Side,  with  ball'  strap. 

Price   $5.35 

Same,  without  ball  strap. 

Price   .fn.lS 


(irade    B    Russia   Calf,   any  shade, 

with  ball  strap.     Price  $5.75 

Same,  without  ball  strap. 

Price   $5.50 

Gun  Metal  Calf,  witlj  ball  strap. 

Price   $5.50 

.Same,  without  ball  strap. 

Price   $5.25 

Brown  kid,  with  ball  strap. 

Price   $6.50 

Same,  without  ball  strap. 

Price   $6.10 


Imitation  Ball  Strap  on  any  of  above  10c.  eqtra. 


NEW  YORK  OFFICE 
437  Marbridge  Bldg. 

CHICAGO  OFFICE 
304  Lees  Bldg. 


^^HOLTERS  COMPANY 

Cincinnati,  Ohi  o 


Imitation  WinjJ 
Tip  ^ 
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.       fhr  Wot 


romen 


Distinction  and  Individuality 

Mark  These  New  Fall  Oxfords 

Last  minute  Style  and  Quality  Supreme  are  embodied 
in  this  showing  of  "  HOLTERSHOES." 

Built  on  sturdy,  comfortable  and  graceful  lines  and 
in  the  various  leathers  they  form  an  exceptionally 
attractive  addition  to  your  stock  that  cannot  fail  to 
increase  your  volume  of  sales. 

Descriptions 

No.  348— Six  Eyelet  Russia  Calf  Welt  Oxford,  107 
last,  Wt.  inch  military  heel 


Grade    A    Russia    Calf,  any 

shade  with  ball  strap.  Price  $6.00 
Same,  without  ball  strap. 

Price   $5.75 

Patent  Colt,  with  ball  strap. 

Price   $6.00 

Same,  without  ball  strap. 

Price   $5.75 

Gun    Metal    Calf,    with  ball 

strap.       Price   $5.50 


Grade    B    Russia    Calf,  any 

shade  with  ball  strap. Price.  $5.75 
Same,  without  ball  strap. 

Price  ....,$5.50 

Brown.  Side,  with  ball  S'trap. 

Price   $5.35 

.Same,  without  ball  strap. 

Price   $5.15 

Gun  Metal  Calf,  without  ball 

strap.      Price   $5.25 


This  style  carries  a  pinked  tip;  ball  strap  and  vamp. 
Can  be  made  plain. 

Write  or  wire  orders  for  early  fall  delivery. 


NEW  YORK  OFFICE 
437  Marb ridge  Bldg. 

CHICAGO  office; 

304  Lees  Bldg. 


Gun  Metal 
or  Russia  Calf 
with  Wing  Tip 


Patent  Colt 
with  plain  Tip 


^y^^HOLTERS  COMPANY 

Cincinnati,  Ohio 


Imitation  Win^Tip 
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Nationally  Known 
Nationally  Worn 
Nationally  Advertised 

FLEET  FOOT — with  a  national  prestige,  popularity  and  publicity— are 
building  up  a  wonderful  business  for  every  dealer  who  features  these  stylish, 
dependable,  economical  summer  shoes. 

The  FLEET  FOOT  slogan—"  Fleet  Foot  for  every  member  of  the  Family" — 
has  helped  to  make  FLEET  FOOT  the  big  sellers  of  the  summer  season. 

August  and  September  are  still  ahead.  Keep  FLEET  FOOT  in  your  windows 
— get  the  benefit  of  FLEET  FOOT,  the  only  summer  shoes  nationally  known 
and  nationally  advertised. 

orting  orders  will  be  promptly  filled  through  the  nearest  service  branch. 


Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Brantford, 
Kitchener,  Hamilton,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,    Saskatoon,     Calgary,  Edmonton,  Lethbridge,  Vancouver 

and  Victoria. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
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Revival  in  Local  Association  Work  Needed 

It  is  regrettable  that  the  association  activities  in  the 
Canadian  shoe  retail  trade  should  be  marked  by  a  lack 
of  interest  in  the  work  and  welfare  of  local  organiza- 
tions. Such  a  state  of  afifairs  is  very  unfortunate,  but 
undeniably  it  exists  and  has,  in  recent  months  become 
an  outstanding  case  in  point.  It  seems  to  be  imposs- 
ible to  bring  the  local  members  of  the  trade  together 
to  discuss  matters  even  of  the  greatest  importance. 
A  circular  sent  out  to  some  four  hundred  shoe  retailers 
in  this  city  a  few  months  ago,  asking  them  to  attend  a 
meeting  at  which  the  question  of  affiiliation  with  the 
Retail  Merchants'  Association  was  brought  up,  result- 
ed in  a  rally  of  six,  including  officers.  Such  total  dis- 
regard for  the  interests  of  the  trade  is  nothing  short 
of  lamentable.  Sermons  on  the  advantages  of,  and 
necessity  for,  organization  have  been  preached  until 
no  doubt  they  begin  to  get  tiresome,  and  we  do  do  not 
propose  to  preach  another  just  at  this  juncture.'  If  a 
man's  common  sense  and  personal  observations  will 
not  convince  him  of  the  benefits  of  co-operation,  we 
are  doubtful  if  anything  else  will.  We  suppose  the 
underlying  cause  of  the  trouble  is  that  each  individual 
retailer  is  so  buried  in  the  details  of  his  own  business 
that  he  takes  time  to  think  of  nothing  else.  He  is  so 
occupied  with  his  own  afifairs  that  he  does  not  give  a 
moment's  consideration  to  the  afifairs  of  the  trade  in 
general.    And  by  this  very  attitude  he  stands  in  his 


own  light  and  hampers  the  development  of  his  busi- 
ness, never  realizing  that  in  half  an  hour's  discussion 
of  business  problems  with  his  fellow  retailers,  he  may 
find  the  solution  to  some  of  his  difficulties,  which  half 
a  year  of  trouble  and  brain  fag  have  failed  to  discover. 
There  is  a  possibility  of  keeping  one's  nose  so  close  to 
the  grindstone  that  one  can  see  nothing  but  the  grind- 
stone. 

Mr.  Geo.  St  Leger,  who  was  elected  president  of  the 
Toronto  Association  at  the  last  annual  meeting  of  that 
body,  has  this  to  say  about  conditions  locally :  "  The 
majority  of  the  retail  shoemen  of  Toronto  want  neither 
an  association  nor  any  of  the  benefits  to  be  derived 
from  an  association,  of  which  proof  is  shown  by  their  . 
refusal  either  to  join  the  association  or  to  attend  meet- 
ings. I  am  personally  convinced  that  there  is  strength 
in  union  and  that  the  other  branches  of  the  trade  will 
demonstrate  it  to  us." 

This  is  certainly  putting  it  rather  strongly,  but  we 
trust  it  is  not  antagonism  to  the  association  idea,  but 
rather  a  temporary  preoccupation  with  private  afifairs 
that  is  the  cause  of  the  conditions  in  Toronto,  and  that 
when  these  conditions  are  brought  to  the  attention  of 
the  local  retailers  they  will  rouse  themselves  and  again 
seek  to  make  use  of  the  now  rusty  weapon  of  co-oper- 
ative eflFort. 

Why  Not  a  Walk- More  Campaign? 


"  Five  pairs  of  shoes  worn  out  in  134  days,  and 
nearly  through  the  sixth  pair !  What  a  godsend  to 
the  shoe  retailer — if  we  could  only  make  it  fashionable, 
exclaimed  Eddie. 

"  Make  what  fashionable?  Wearing  out  six  pair  of 
shoes  in  134  days?  Do  you  propose  to  introduce  a 
special  grindstone  for  the  purpose?"  enquired  Jim 
somewhat  sarcastically 

"Oh!  No!  All  that's  necessary  is  to  start  a  craze 
for  transcontinental  hikes.  Here's  the  newspaper 
heading.  '  Wore  out  five  pairs  of  boots  in  transcon- 
tinental tramp — Mr.  and  Mrs.  J.  H.  Dill  make  record 
time  of  134  days  in  walk  from  Halifax  to  Vancouver.' 
It's  an  admirable  idea,  don't  you  thmk — for  the 
general  public,  that  is, — not  for  us  shoemen  ;  we'd  be  so 
busy  selling  shoes,  we'd  have  no  time  for  walking,  ex- 
cept to  carry  money  to  the  bank." 

"  Excellent  idea,  no  doubt,"  said  Jim,  still  with  a 
touch  of  irony.  "  But  there's  just  one  weak  pomt  that 
might  be  mentioned.  If  you  get  all  the  people  walk- 
ing out  of  this  town  on  a  trek  to  Toronto,  say,  it's 
just  possible  that  they  wouldn't  care  to  carry  that  ex- 
tra five  pairs  in  their  knapsack,  and  would  buy  them 
en  route.  And  while  the  population  had  temporarily 
emigrated,  there'd  be  no  one  in  this  burg  for  us  to  sell  ^ 
shoes  to.    That's  just  one  trifling  difficulty." 

"  Oh !  That's  easily  gotten  over.  Get  'em  walking 
from  Toronto  this  way.  Advertise  'Free  beer' — One 
glass  for  every  hundred  miles. 
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Petty  Faults  in  Canadian  Shoes 

On  another  page  of  this  issue  appears  a  letter  from 
a  Winnipeg  shoeman,  in  which  he  complains  of  various 
petty  faults  which  he  says  are  prevalent  in  Canadian 
made  shoes.  We  do  not  presume  to  judge  whether  or 
not  all  his  criticisms  are  justified.  Doubtless  some 
of  them  are  ;  for  there  is  probably  no  manufactured 
product  that  has  reached  such  a  height  of  perfection 
that  it  is  impossible  to  find  some  fault  with  it.  The 
criticisms  have  this  merit,  at  any  rate,  that  they  are 
constructive;  the  shortcomings  our  correspondent 
j)oints  out,  are  tor  the  most  part,  remediable,  and  we 
believe  that  Canadian  shoe  manufacturers  will  read  his 
letter  with  interest  as  a  candid,  but  kindly,  expression 
of  the  retailer's  viewpoint. 

The  writer  of  the  letter  certainly  has  no  .serious 
quarrel  with  "  Made-in-Canada  "  footwear:  for  he 
admits  that  in  the  store  with  which  he  is  connected, 
the  proportion  of  U.  S.  shoes  in  their  stock  has  been 
reduced  from  about  50  per  cent,  to  about  one  per  cent., 
and  that,  as  the  month  of  April  last  was  one  of  the  best 
in  the  firms  history,  it  is  evident  that  no  customers 
have  been  lost  by  the  change.  However,  it  is  only  by 
seeking  to  discover  the  weak  points  in  our  products 
that  we  are  going  to  attain,  and  maintain,  the  standard 
which  we  want  the  "  Made-in-Canada  "  brand  to  stand 
for,  both  at  home  and  abroad.  For  this  reason  the 
manufacturers  are  particularly  interested  in  receiving 
constructed  criticisms  from  the  retail  trade.  The 
elimination  of  some  trifling  defect  which  is,  perhaps, 
overlooked  by  the  maker  owing  to  the  fact  that  he  is 
not  in  touch  with  the  actual  consmuer,  may  greatly  in- 
crease the  saleability  of  a  i)roduct,  and  we  feel  certain 
that  anything  the  Canadian  shoe  merchants  have  to 
say.  in  the  spirit  of  helpfulness,  with  regard  to  possible 
improvements  in  Canadian-made  shoes  will  be  welcom- 
ed by  the  manufacturers. 

No  doubt  members  of  the  manufacturing  branch 
of  the  industry  will  be  glad  to  an.swer  some  of  the 
criticisms  the  writer  of  the  letter  in  question  has  made, 
while  members  of  the  retail  trade  may  care  to  corro- 
borate or  contradict  his  statements,  according  as  they 
may  or  may  not  have  been  borne  out  by  their  exper- 
ience. We  shall  therefore  be  pleased  to  leave  our  col- 
umns open  for  discussion  by  our  readers  upon  the 
points  brought  up. 

Reduce  Expense  —  Increase  Turnover 

"  Economy  and  turn-over  "  will  make  a  good  slogan 
for  the  shoe  merchant  during  the  days  of  the  read- 
justment period.  Expenses  should  be  cut  to  the  limit 
at  every  possible  point,  except  for  advertising — there, 
you  can't  afiford  to  cut  very  much,  if  at  all.  You  must 
keep  your  name  and  your  goods  everlastingly  before 
ihe  public,  else  they  may  ])ass  by  you  and  deal  in 
another  store,  or  perhaps  not  buy  goods  at  all  which 
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they  would  have  been  glad  to  buy  if  you  had  presented 
their  merits  to  them  through  the  medium  of  printed 
salesmanship.  But  at  other  points  expenses  must  be 
trimmed,  and  trimmed  thoroughly.  Here  are  some 
(|uestioins  for  the  shoe  merchant  to  ask  himself: 
Am  1  buying  economically  ? 

Have  I  reduced  the  number  of  styles  in  stock  to  the 
lowest  po'nt  that  is  possible  without  losing  an  undue 
number  of  sales ? 

Am  I  guessing  at  sizes  recpiired,  or  am  I  buying 
only  what  sizes  I  actually  need,  as  indicated  by  an  effi- 
cient stock  control  system? 

Could  I  not,  to  advantage,  eliminate  credit? 

Can  delivery  expense  be  reduced? 

Is  there  any  deadwood  in  the  organ'zation  ? 

Are  all  my  employees  "delivering  the  goods?" 

Is  my  stock  in  condition  to  allow  me  to  give  m\ 
customers  full  advantage  of  price  reductions  in  any 
line  as  soon  as  it  occurs? 

Could  turn-over  be  increased  by  more  effective 
advertising  or  window  displays? 

It  must  always  be  remembered  that  store  expense 
is  a  relative  matter,  and  the  (|uestion  is  whether  the 
merchant's  expenses  are  low  in  proportion  to  sales.  It 
would  be  good  business  to  increase  expenditure  for  ad- 
vertising if  thereby  a  greater  proportionate  increase  is 
secured  in  turn-over.  Trim  expenses  at  every  point, 
except  those  at  which  reduced  expenses  will  be  reflect- 
ed in  reduced  sales. 

When  You  Work  for  a  Man — 

Perhaps  a  word  of  advice  may  not  be  out  of  season 
these  days.  There  are  so  many  store  clerks  who 
never  make  any  progress,  but  who  simply  drift  and 
drift,  t'll  they  finally  find  themselves  stranded  on  the 
barren  waste  of  failure — all  becau^^e  they  take  a  wrong 
attitude  to  their  work,  and,  indeed,  towards  life  in  gen- 
eral. Here  are  a  few^  things  for  the  employee  to  re- 
member : 

When  you  work  for  a  man — his  business  is  your 
business ;  his  customers  are  your  customers ;  his  suc- 
cess is  your  advancement.  Unless  he  prospers  you  can't 
expect  to  prosper,  and  his  prosperity  depends,  to  a 
greater  extent  than  you,  perhaps,  realize,  upon  your 
efforts.  The  employee  who  is  looking  out  for  No.  1 
all  the  time  is  very  seldom  the  type  that  ever  reaches 
a  position  of  responsibility  and  high  remuneration. 
The  average  employer  has  a  sense  of  justice  and  also 
a  certain  amount  of  common  sense,  and  he  will  natur- 
ally award  promotion  when  the  opportunity  comes,  to 
the  man  who  has  shown  in  the  most  practical  way  that 
he  has  the  interests  of  the  business  at  heart. 

You  are  an  expense  to  your  employer.  How  far 
do  you  seek  to  increase  the  ratio  of  the  business  you 
produce  to  the  expense  you  incur?  It  is  your  success 
in  that  direction  that  makes  you  a  truly  valuable  em- 
ployee. 
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Petty  Faults  In  Canadian  Shoes 

Winnipeg  Shoeman  Criticizes  Home  Product 
on  Grounds  of  Lack  of  Attention  to  Details 

Winnipeg,   June  15,  1921 
Editor,  Footwear  in  Canada. 

Selling  Canadian-made  shoes  has  been  a  popular 
subject  for  some  time,  but  always  from  the  standpoint 
of  the  desirability  of  selling  a  home  product  that  we 
may  give  employment  to  the  men  of  our  own  country. 

Three  years  ago  shoe  merchants  and  salesmen  all 
thought  that  they  could  not  carry  on  a  high  class  city 
shoe  store  without  an  assortment  of  high  grade 
American-made  footwear  for  their  best  trade.  But 
this  condition  has  been  very  largely  changed  now.  The 
department  in  which  the  writer  is  employed  is  pro- 
bably typical  of  most  of  the  stores  in  this  city  at  least, 
and,  I  believe,  elsewhere  in  Canada.  We  used  to  have 
a  good  assortment  of  high  class  shoes  from  four  diff- 
erent U.  S.  manufacturers.  Now  we  have  only 
one  small  line  of  U.  S.  shoes,  consisting  of  about  thirty 
pairs  of  a  special  orthopedic  shoe.  That  is  to  say, 
they  have  been  reduced  from  about  fifty  per  cent  of  the 
stock  to  about  one  per  cent  of  the  stock,  and  as  April 
has  been  one  of  the  best  months  the  firm  has  had  in  the 
last  fourteen  years,  it  is  evident  that  no  customers 
have  been  lost  by  the  change.  There  is,  of  course,  a 
a  lot  of  prejudice  to  overcome,  but  this  is  not  the  only 
trouble  the  shoeman  has  to  contend  with.  Our  great- 
est difficulty  is  caused  by  the  numerous  small,  but  very 
real  defects  to  be  found  in  all  lines  of  our  Canadian 
made  shoes. 

The  writer  is  familiar  with  about  forty  of  the  best 
lines  of  Canadian-made  shoes,  and  has  found  them  all 
subject  to  the  same  criticism — namely,  that  of  having 
petty  faults  which  could,  in  most  cases,  be  easily 
removed  without  any  appreciable  increase  in  cost. 

Twenty  years  experience  in  cutting  and  making 
leather  goods  have  taught  me  that  defects  in  leather 
and  workmanship  are  bound  to  get  by  the  best  of  cut- 
ters and  the  keenest  of  inspectors,  but  this  only  applies 
to  individual  pairs  of  shoes  and  does  not  excuse  defects 
that  are  the  result  of  defective  specifications  which 
affect  whole  lines  of  shoes. 

Unsatisfactory  Shoe  Laces. 

For  instance,  about  a  year  ago,  I  saw  a  shipment  of 
three  large  lines  of  men's  dark  brown  dress  shoes, 
each  pair  fully  equipped  with  light  tan  laces,  the  effect 
oi  which  was  to  cheapen  the  shoe  to  an  almost  incred- 
ible degree,  and  as  it  took  over  two  gross  of  dark  brown 
laces  to  make  the  shoes  saleable  at  their  proper  price, 
there  was  several  dollars  loss  for  no  purpose  at  all. 
this  habit  of  putting  in  wrong  laces  is  very 
common  in  men's  women's  and  children's  shoes.  Last 
summer  I  s^w  an  excellent  line  of  women's  dark  brown 
oxfords  with  bright  red  laces  in  them,  and  recently  a 
beautiful  liiT-  of  children's  dark  brown  elk  shoes  were 
spoiled  with  a  lot  of  wretched  little  bright  tan  laces, 
which  were  altogether  too  short,  and  only  stout  enough 
for  an  infants'  soft  sole  boot. 

It  has  been  said  on  good  authority  that  at  present 
ninety-five  per  cent  of  the  shoes  in  Canada  are  home 
produced,  and  the  quality  of  the  leather  in  the  soles 
and  uppers  would  warrant  our  manufacturers  in  hop- 
ing to  hold  the  market,  as  at  present,  but  if  the  num- 
erous defects  are  not  remedied,  they  wiU  soon  reduce 
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this  percentage  to  nearly  the  old  basis. 

Trouble  with  Louis  Heels. 

One  Canadian  firm  who  makes  women's  shoes  with 
covered  Louis  heels  have  a  standard  of  quality  in  their 
wood  heels  that  cannot  be  surpassed  anywhere,  but 
most  of  the  covered  Louis  heels  we  get  are  more  or 
less  defective,  the  breakage  in  some  cases  running  up 
to  ten  or  fifteen  per  cent  during  the  early  life  of  the 
shoes.  But  it  is  the  so  called  "  solid  leather  "  Louis 
heels  that  have  produced  the  worst  effect  on  the  public 
mind.  This  heel  usually  breaks  near  the  middle  or 
else,  after  being  wet  a  couple  of  times,  it  bends  under 
the  instep  has  to  be  replaced.  I  have  seen  lines  of 
shoes  from  a  good  house  where  the  breakage  of  this 
class  of  heels  seemed  to  run  over  fifty  per  cent  during 
life  of  the  shoes,  thus  causing  heavy  direct  losses  to 
the  dealer,  who  is  obliged  to  make  repairs  without 
charge.  But  it  is  the  indirect  loss  from  which  the 
shoe  retailer  suffers  most,  for  .even  though  he  makes 
prompt  repairs,  many  good  customers  are  lost  to  the 
store. 

Loose  Linings. 

Another  great  source  of  annoyance  is  loose  and  de- 
fective lining  in  the  vamps  of  the  shoes  This  is  especi- 
ally common  in  certain  makes  of  otherwise  high-grade 
men's  shoes.  This  fault  will  be  found  in  almost  any 
line  of  shoes,  but  it  is  inexcusably  common  in  certain 
lines. 

The  effort  to  make  shoes  look  neat  by  using  extra 
small  eyelets  in  men's  kid  boots  has  produced  much 
trouble  by  reason  of  the  eylets  pulling  out  in  a  very 
short  time.  Similar  results  are  got  by  putting  the 
invisible  eyelets  in  thin  or  spongy  facings.  I  recently 
saw  a  large  shipment  of  men's  good  calf  shoes  badly 
spoiled  by  invisible  eyelets  placed  in  facings  that  were 
little  better  than  ordinary  shoddy. 

Heels  Out  of  Proportion. 

Why  should  it  be  common  in  a  woman's  street 
oxford  to  find  that  the  line  sized  two  and  a  half  to  nine 
in  width  A  to  D  all  equipped  with  the  same  sized  heel, 
thus  making  the  two  and  a  half  shoe  look  clumsy  with 
a  heel  that  is  excellent  and  well-balanced  on  the  size 
five  or  six,  while  on  the  eight  or  nine  the  same  heel 
looks  foolishly  small  and  inadequate  to  carry  the  large 
person  who  is  certain  to  wear  it. 

Different  Shades  in  Standard  Lines. 

Great  annoyance  is  caused  by  changing  the  shades 
of  colour  of  standard  lines  of  shoes  carried  in  stock  by 
the  makers.  It  works  out  this  way :  The  dealer  buys 
a  line  of  mahogany  shoes.  No.  502,  and  finds  them  sell- 
ing well  at  $10.00.  When  the  sizes  begin  to  get 
broken,  he  then  orders  number  502  with  sizes  to  fill 
the  line  complete  again,  but  when  they  arrive  he  finds 
the  shade  changed  to  dark  brown  or  light  tan.  Very 
real  trouble  now  develops,  for  the  dealer  finds  that  in 
place  of  one  well  asorted  line  he  has  on  his  hands  two 
broken  lines. 

Variation  in  Sizes. 

Much  trouble  would  also  be  avoided  if  we  had  a 
really  fixed  standard  of  sizes.  It  is  a  well  known  fact 
that  one  may  easily  find  one  shoe  size  eigth  D  just  as 
long  as  a  size  nine  D  from  another  line  made  by  the 
same  company.  Here  is  an  instance  of  the  mischief 
caused  by  such  variation  in  the  size  of  shoes  which, 
according  to  the  mark,  should  be  the  same  length.  It 
just  happened  to-day  that  I  was  called  to  attend  a  lady 
customer  who  had  a  very  sore  foot.  I  found  that  her 
boot  measured  just  5  D,  and  she  had  on  a  shoe  from  a 
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good  house  marked  5  D,  but  it  was  under  the  standard 
size  at  least  half  a  size,  with  the  result  that  a  very 
painful  bunion  had  developed  as  well  as  severe  arch 
trouble. 

Recommends  Standard  Carton. 

The  secretary  of  the  Shoe  Manufacturers'  Associa- 
tion told  me  several  months  ago  that  they  were  going 
to  adopt  a  standard  shoe  box.  That  is  good  news. 
Why  not  also  a  standard  label  for  the  box,  and  thus 
do  away  with  the  loud  and  objectionable  advertising 
labels  now  in  use  thus  avoiding  the  necessity  for  re- 
labelling, which  is  a  common  practice  at  the  present 
time  in  the  retail  stores? 

Canadian  shoes  have  up-to-date  style  and 
fitting  qualities,  and  good  materials,  but  they  still 
want  much  attention  to  detail  to  enable  them  to  win 
on  their  merits  against  all  comers. 

(Signed)  R.  H.  Halpenny 


Industry  Consistent  in  Advocacy  of 
"Made  -  in  -  Canada"  Idea  - 
Says  Mr.  Weaver 

Toronto,    June  28,  1921 
Editor,  Footwear  in  Canada. 

In  the  leading  editorial  of  your  June  issue 
you  intimated  that  Canadian  shoe  manufacturers  were 
not  consistent  in  their  advocacy  of  the  "  Made-in 
Canada  "  idea  because  they  were  not  buying  leather 
and  other  materials  in  the  domestic  market.  You  cited 
the  remarks  of  one  leather  manufacturer  who  was  re- 
ported to  have  said  that  he  was  buying  his  leather 
across  the  line  and  you  commented  as  follows:  A 
course  such  as  this  seems  to  taint  the  whole  'Made-in 
Canada  '  campaign  with  a  flavour  of  hypocrisy,  which 
will  surely  spoil  it  for  the  consumers  palate. "We  are 
sure  that  you  do  not  wish  to  imply  that  Canadian  shoe 
manufacturers  generally  are  hypocrites,  because  a  pro- 
portion, and  a  very  small  proportion  at  that,  of  the 
leather  which  they  use  is  purchased  abroad. 

The  last  report  on  the  leather  boot  and  shoe  in- 
dustry issued  by  the  Dominion  Bureau  of  Statistics 
and  referring  to  the  year  1919  shows  that  the  leather 
shoe  manufacturers  in  that  year  purchased  and  used 
leather  to  the  value  of  $32,473,053.00.  In  the  fiscal 
year  ended  March  31,  1920,  imports  into  Canada  of  sole 
leather  and  upper  leather,  and  calf,  kid  or  goat,  lamb 
and  sheep  skins  tanned,  dressed,  waxed  or  glazed, 
represented  a  total  value  of  $9,076,394.00,  but  by  no 
means  all  of  this  imported  leather  was  used  by  the 
boot  and  shoe  industry.  A  very  considerable  amoimt 
was  used  in  the  manufacture  of  gloves,  and  other 
leather  products.  Information  is  not  available  as  to 
how  much  imported  leather  was  used  by  the  manu- 
facturers of  boots  and  shoes,  but  it  eviderit  that  the 
proportion  is  small.  As  you  know  the  manufacture 
of  kid  leather  in  Canada  was  practically  discontinued 
until  the  last  two  or  three  years  and  still  considerable 
quantities  of  kid  have  to  be  imported  from  abroad. 
Some  calf  leathers  also  are  imported,  as  well  as  some 
specialties  and  novelties  in  colour  or  finish.  Such 
importations  are  necesary  that  the  Canadian  manu 
facturer  can  oflFer  ef¥ective  competition  with  certain 
lines  of  imported  shoes. 

We  appreciate,  of  course,  that  Footwear  in  Canada 
does  not  want  to  be  unfair  to  the  shoe  manufacturers, 
but  we  believe  that  there  is  danger  that  your  editorial 


vnight  be  interpereted  as  a  reflection  on  the  Canadian 
shoe  manufacturing  industry  as  a  whole.  To  a  greater 
extent  than  in  almost  any  other  Canadian  industry,  the 
shoe  manufacturers  are  buying  their  supplies  in  the 
Dominion  and  for  the  most  part  the  only  materials 
imported  by  them  are  goods  which  are  not  obtainable 
in  the  Dominion.  A  few  individual  manufacturers 
may  not  be  entirely  consistent  in  this  respect,  but  the 
industry  as  a  whole  is  consistent  in  its  advocacy  of  the 
"  Made-in-Canada  "  idea. 

SHOE  MANUFACTURERS'  ASSOCIATION  OF 
CANADA. 
(Signed)  S.  Roy  Weaver. 
Manager. 

It  certainly  was  not  our  intention  to  imply  that 
Canadian  Shoe  manufacturers,  in  general,  were  hypo- 
crites. We  used  the  incident  referred  to  in  the  editorial 
in  question,  however,  to  bring  home  the  fact  that  the 
"  Made-in-Canada  "  slogan  is  an  insincerity  on  the  part 
of  any  manufacturer  who  does  not  apply  it  to  all  his 
own  purchases  (not  confined  to  leather  alone)  as  far 
as  possible.  Some  have  not  done  so,  probably  because 
the  matter  has  not  ben  presented  to  them  in  this 
light. — Editor. 


Mr.  Walter  T.  Devlin,  Manitoba  virp-prepident  rf  11  p      f-'  E.  A 


Joins  Hector  Shoe  Company 

F.  X.  Leblanc,  formerly  with  Aird  and  Son,  Mon- 
treal, has  joined  the  Hector  Shoe  Company,  331 
Demontigny  Street,  East,  Montreal,  manufacturers  of 
a  complete  lie  of  turns  and  also  specializing  in  Child- 
rens'  McKays.  Mr.  S.  Desrochers  is  the  other  partner 
in  the  firm.  An  announcement  of  the  firm  will  be 
found  in  our  advertising  pages. 


Neat  Day  and  Martin  polishing  outfit 
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The  Third  Annual  Convention 
of  the  N.  S.  R.  A.  in  Review 

In  the  Following  Brief  Report  of  the  Toronto  Gathering,  the  proceedings 
have  been  Condensed  into  the  Most  Readable  Form 


The  convention  was  opened  at  10.15  by  President 
Geo.  G.  Gales.  Mayor  Church,  of  Toronto,  was  pre- 
sent to  welcome  the  delegates  and  extended  to  them 
most  cordially  the  freedom  of  the  city,  handing  them, 
as  he  neatly  put  it,  the  keys  of  every  civic  institution 
except  the  gaol.  Mr.  C.  R.  LaSalle,  vice-president  for 
the  province  of  Quebec,  made  response  on  behalf  of 
the  shoe  retailers  of  that  province,  and  Mr.  E.  A. 
Stephens,  Ontario  vice— president,  replied  for  the 
Ontario  men.  Mr.  H.  W.  Rising,  of  St.  John,  vice- 
president,  for  the  Maritimes,  it  was  announced,  was 
unable  to  be  present  on  account  of  illness,  and  Messrs, 
W.  R.  Devlin,  of  Winnipeg,  and  James  Goodwin,  of 
Vancouver,  were  likewise  prevented  from  attending 
owing  to  unavoidable  circumstances. 

The  minutes  for  the  year  1920-21  were  adopted  as 
read,  on  motion  of  Mr.  J.  N.  Brownlea,  seconded  by 
Mr.  Levine. 

Secretary's  Report. 

The  secretary,  Mr.  Howard  Blachford,  of  Toronto, 
was  called  upon  to  present  his  report  for  the  year  now 
closing.  His  report  showed  that  there  were  362  mem- 
bers in  good  standing  on  the  books  of  the  association, 
which  he  thought  was  an  excellent  showing,  con- 
sidering the  fact  that  the  organization  was  only  two 
years  old.  He  suggested,  however,  that  some  effective 
means  of  collecting  dues  be  considered,  since  he  be- 
lieved that  a  large  number  of  retailers  would  willingly 
come  into  the  association  and  pay  the  fees,  if  there  was 
some  good  way  of  getting  in  touch  with  them. 

The  secretary  added  that  the  members  of  the  N.  S. 
R.  A.  had  been  circularized  on  various  ocasions  during 
the  year  when  their  was  information  to  hand  which 
appeared  to  be  of  sufficient  importance  to  justify  this 
procedure  and  besides  this,  thousands  of  these  letters 
had  also  been  sent  out  to  non-members  in  the  hope  that 
it  would  convince  them  of  the  value  of  the  association 
and  to  induce  them  to  join. 

Four  executive  meetings,  the  secretary  reported, 
had  been  held  during  the  year. 

It  was  pointed  out  that  one  of  the  beneficial  results 
of  the  association's  activities  had  been  the  reduction 
of  the  amount  of  U.  S.  advertising  in  Canadian  news- 
papers. This  matter  had  been  taken  up  very  vigor- 
ously at  the  convention  last  year,  and,  through  the  co- 
operation of  the  press,  this  advertising  which  was  in- 
ducing buyers  to  go  across  the  line  to  secure  their 
needs  had  been  considerably  lessened. 

Mr.  Blachford  concluded  his  report  with  a  word  of 
thanks  to  his  co-workers,  who,  he  said,  had  always 
been  very  ready  to  help  him  out.  He  made  the  sugges- 
tion that  it  would  make  for  efficiency  if  the  nomination 
committee  would  see  that,  if  possible,  the  president  and 
secretary  of  the  association  for  the  coming  year  were 
located  in  the  same  town.  The  fact  that  business  had 
to  be  transacted  by  mail  sometimes  retarded  progress 


when  matters  of  importance  had  to  be  dealt  with. 

On  motion  of  Mr.  Fred  R.  Foley,  the  secretary's 
report  was  adopted. 

The  treasurer,  Mr.  J.  W.  Jupp,  reported  that  the 
association  had  started  the  year  of  1920-21  with  a  bal- 
ance of  $865.  The  receipts  during  the  year  were  $1,077 
and  the  expenditures  $1,466,  which,  with  a  small 
amount  returned  on  incidental  expenses,  left  a  total  of 
$489  on  hand.  Mr.  Jupp's  motion  for  the  adoption  of 
this  report  was  seconded  by  Mr.  Geo.  St  Leger,  and 
carried. 

The  next  order  of  business  was  the  appointment  of 
committees  by  the  present,  which  were  as  follows : 

Resolutions  Committee :  F.  H.  Kickley,  C.  R. 
LaSalle,  Hugh  F.  Murray. 

Nominations  Committee:  W.  T.  Fegan,  Chas.  L. 
Owens,  R.  LeSueur,  Fred  T.  Jackson. 

Finance  Committee:  Fred  R.  Foley,  E.  A.  Stephens, 
J.  N.  Brownlea. 


Our  Outstanding  Asset,  The  Boy 

At  the  Noonday  luncheon  on  Wednesday,  Judge 
H.  S.  Mott,  of  the  Toronto  Juvenile  Court,  was  the 
speaker,  his  subject  being  "  Our  Outstanding  Asset,, 
the  Boy."  The  Judge  brought  home  his  message  most 
forcefully,  showing  how  intimately  it  affected  the  shoe 
retailer,  as  well  as  those  in  all  other  walks  of  life.  "  I 
submit,"  he  said,  "  that,  while  the  boot  and  shoe  busi- 
ness is  one  of  the  most  necessary  and  most  honourable, 
in  the  world,  the  greatest  field  of  service  is  in  connec- 
tion with  the  young  life  of  our  land.  Every  boy  and 
girl  should  have  a  chance  to  develop  his  abilities  along 
the  lines  for  which  he,  or  she,  is  particularly  fitted." 

On  motion  of  Mr.  Howard  Blachford,  seconded  by 
Mr.  C.  R.  Lasalle,  a  very  hearty  vote  of  thanks  was 
tendered  to  Judge  Mott. 


The  Upper  Leather  Situation 

At  the  Wednesday  afternoon  session,  the  first 
speaker,  was  Mr.  C.  G.  Marlatt,  of  Marlatt  &  Arm- 
strong, who  dealt  with  "  The  Upper  Leather  Situat- 
ion." 

Mr.  Marlatt  quoted  figures  from  the  latest  Govern- 
ment report  on  the  tanning  industry,  which  referred 
to  the  year  1918.  These  showed  that  there  were  at 
that  time  139  tanneries  in  Canada,  seventy-seven  being- 
located  in  Quebec,  forty-six  in  Ontario,  six  in  Nova 
Scotia,  three  in  Manitoba,  two  in  each  of  the  provinces 
of  New  Brunswick,  Alberta,  and  British  Columbia  and 
one  in  Prince  Edward  Island.  The  total  value  of  the 
products  turned  out  by  this  industry  during  the  year 
was  approximately  $33,000,000,  and  the  total  invest- 
ment required  to  turn  out  these  products,  $28,500,000. 
The  value  of  upper  leather  and  calfskin  produced  ran 
close  on  $13,000,000.    The  values  in  1918  were  high, 
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1'.  A.  SU|)lieiis,  I'lesideiit-tlect 


.1.  W.  .In|i|i.  Treasurer 


and  the  same  business  would  not  require  as  great 

capital  to-day. 

It  was  encouraging  to  see  that  the  upper  leather 
made  by  Canadian  tanneries  in  recent  years  had  been 
of  a  higher  standard  than  formerly  and  that  imports 
had  been  considerably  reduced  as  a  result.  The  h'gher 
rate  of  exchange  had  also,  of  course,  afifected  the  im- 
port situation. 

Optimism  Among  Tanners. 

The  speaker  said  he  had  recently  written  a  number 
of  upper  leather  tanners  to  see  how  they  felt  about  pro- 
duction. The  replies  had  been  more  optimistic  than 
he  had  expected.  Many  beh'eved  that  by  Sept.l  there 
would  be  a  decided  improvement  in  the  shoe  business 
and  that  there  would  be  an  improved  demand  for 
leather  in  conseqtience. 

Manufacturing  costs,  the  speaker  pointed  out,  were 
still  very  much  higher  than  in  the  pre-war  period,  and, 
f<jr  that  reason  the  price  of  leather  could  not  be  reduced 
Ml  proportion  to  the  cost  of  hides  and  skins.  One  en- 
couraging feature  of  the  situation  was  the  improved 
prospects  for  export  btisiness.  The  possibilities  with 
regard  to  foreign  trade  were  more  hopeful  than 
they  had  been  for  some  time. 

As  to  the  present  situat'on  with  reference  to  prices, 
in  their  inventories  last  January  the  amount  written  of{ 
by  the  tanners  would  equal  several  years'  business 
under  normal  conditions.  Business  has  improved  re- 
cently and  the  prices  of  hides  and  skms,  in  some  in- 
stances, had  advanced.  A  factor  which  had  contri- 
buted to  this  had  been  the  demand  for  novelty  shoes, 
and  changes  of  styles.  The  qtiestion  was  what  would 
happen  if  there  was  a  big  demand  for  shoes  on  the  basis 
of  rapid  style  variation,  while  at  the  same  time  the  re- 
tailers withheld  their  orders  until  the  last  moment. 
The  feeling  of  the  ptiblic  was  against  any  increase  in 
pr'ces,  and  the  speaker  did  not  suggest  that  there 
would  be  any  shortage  of  hides,  but  strange  to  say 
two  years  ago  there  was  a  decided  shortage,  and  the 
kill  since  then  had  been  below  the  average.  Tanners 
did  not  want  a  boom  in  prices,  a  steady  demand  was 
l^referable  to  them,  but  there  were  indications  that  the 
tide  was  turning  again,  and  that  the  pendulum  nrght 


swing  in  the  opposite  direction. 

It  was  said  that  many  retailers  were  onlv  buy- 
ing sizes  to  fill  in  thc'r  stocks.  This  did  not  give  the 
shoe  manufacturer  much  chance,  nor  did  it  give  the 
tanner  a  steady  demand  for  his  product. 

The  great  war,  concluded  the  speaker,  had  upset  all 
former  ideas  of  doing  business,  but  the  outlook  for  an 
abundant  harvest  at  least  means  a  return  to  a  pre-war 
volume  of  business. 

The  next  item  on  the  progratn  was  a  paper  by  Mr. 
Rowland  Hill,  Jr.,  on  "  How  to  promote  efficiency  in 
the  sales  force." 


How  to  Promote  Efficiency  in  Salesmen 

Pointing  out  that  efficiency  had  three  aspect.s — 
physical,  mental  and  inoral,  the  speaker  proceeded  to 
show  how  necessary  it  was  that  the  employer  should 
take  all  three  into  consideration  in  his  treatment  of  his 
employees. 

The  physical  side  of  his  salespeople's  development 
should  be  of  some  concern  to  the  shoe  merchant,  if  for 
no  other  reason  than  that  it  affected  his  own  interests. 
Two  points  of  importance  in  this  connection  were 
hours  of  work  and  vacation  periods.  The  hours  of 
work  should  be  as  reasonable  as  possible,  and  every 
salesman  should  have  at  least  two  weeks  vacation. 
The  Stimulus  of  Example. 

In  regard  to  the  mental  and  moral  welfare  of  the 
salesforce,  the  speaker  brought  out  the  point  that  this 
was  largely  influenced  by  the  merchant's  attitude  of 
business  ethics,  his  language  and  even  his  private 
life.  A  desire  to  be  helpful  on  the  part  of  the  employ- 
er would  also  have  a  gratifying  effect  in  guiding  the 
employees  along  the  right  lin-es.  He  should  seek  to 
I)ut  them  in  touch  with  good  reading,  provide  them 
with  tickets  for  good  business  lectures  and  so  forth. 

Mr.  Hill  also  m-de  pointed  reference  to  the  ineffi- 
cient manner  in  which  salesmen  were  customarilv 
trained.  The  inexperienced  salesman  was  left  largely 
to  fend  for  himself,  and,  grnduallv  pickmg  ui)  what 
he  could  in  a  general  way,  finally  became  what  is 
called  "  an  experienced  salesman."      The  employer 
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was  too  busy  to  be  a  competent  teacher,  and  other 
clerks  had  probably  acquired  what  knowledge  they 
had  about  the  business  in  a  similar  fashion.  The  re- 
sult was  a  salesforce  "  that  does  the  best  it  can  under 
the  circumstances,"  instead  of  a  really  efficient  organ- 
ization. 

Here  Mr.  Hill  gave  enthusastic  testimony  to 
the  benefits  of  the  course  of  the  Retail  Shoe  Salesmen's 
Institute,  in  giving  the  experience  of  the  best  shoe  mer- 
chandising and  leather  men  in  America,  in  such  a  form 
that  salespeople  can  most  fully  benefit  thereby.  In 
Mr.  Hill's  store,  in  London,  a  "  Round  table  study 
class  "  has  been  formed,  based  on  the  volumes  of  the 
course  (reference  to  which  was  made  in  a  recent  issue 
of  Footwear  in  Canada).  The  results,  he  declared,  had 
been  most  gratifying  and  had  created  an  atmosphere 
in  which  more  efficient  service  and  better  and  more 
intelligent  work  was  made  possible. 

Know  Your  Men. 
Co-operation,  Mr.  Hill,  pointed  out,  was  essential  to 
effective  work,  but  in  order  to  secure  it,  it  was  nec- 
essary that  the  employer  should  get  to  know  and 
understand  his  employees  thoroughly  and  should  be 
acquainted  with  their  weak  and  strong  points.  He 
-  should  also  take  them  int{)  his  confidence,  let  them  help 
with  the  buying,  explain  why  one  line  should  be  sold 
in  preference  to  another,  let  them  know  the  cost  of 
lines  and  the  amount  of  business  done.  They  should 
be  made  to  feel,  too,  that  good  work  would  be  reward- 
ed financially.  A  bonus  at  stocktaking  time,  in  addi- 
tion to  the  usual  good  wage,  has  proved  a  fine  thing  for 
promoting  loyalty  and  good  feeling.  A  dollar  bonus 
on  a  Saturday  when  over  a  certain  amount  of  business 
was  done  had  also  proved  an  excellent  stimulus. 

The  speaker  summed  up  the  various  ways  of  pro- 
moting efficiency  in  the  salesforce  as  follows : 

1.  Make  your  employees  hours  short  enough  to 
permit  outdoor  recreation. 

2.  Be  an  example  morally.  Help  them  in  finding 
mental  stimulus  to  efficiency. 

3.  Put  your  men  in  touch  with  a  thorough  syste- 
matic way  of  learning  the  shoe  business.  The  Retail 
Shoe  Salesmen's  Institute  will  teach  them  for  you. 

4.  Have  get-together  meetings  of  your  employees 
at  regular  intervals. 

5.  Get  acquainted  with  your  men. 

6.  Take  your  men  into  your  confidence  on  selling" 
matters. 

7.  Let  your  salesmen  help  you  buy. 

8.  Pay  your  men  well. 

Discussion. 

Mr.  Fegan  enquired  whether,  after  heads  of  depart- 
ments had  been  appointed  and  had  been  holding  their 
positions  for  some  time,  Mr.  Hill  had  ever  found  it 
necessary  to  make  a  change  and  place  someone  else 
on  the  job  and  what  the  results  of  such  action  had 
been. 

Mr.  Hill  stated  that  he  had  not  been  obliged  at  any 
time  to  do  so. 

In  reply  to  a  question  from  Mr.Jupp  as  to  method 
of  paying  wages,  Mr.  Hill  stated  that  in  his  store,  they 
paid- a  straight  salary,  with  10  per  cent,  on  findings, 
besides  a  fairly  liberal  use  of  P.  M.'s  and  a  bonus  at 
stocktaking  time. 

Mr.  Fegan  inquired  whether  he  had  found  that  the 
10  per  cent  bonus  created  a  tendency  to  force  sales  of 
findings  to  the  subsequent  dissatisfaction  of  the 
customer. 
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Mr.  Hill:  In  the  case  of  arch  supports  I  have  found 
this  to  be  so  on  one  or  two  ocasions,  but  on  the  whole 
the  system  has  worked  out  satisfactorily,  and  we  un- 
doubtedly sell  a  much  greater  quantity  of  shoe  laces, 
polishes  and  so  forth  than  we  would  if  the  bonus  were 
not  offered. 

Mr.  Gales :  Do  you  not  think  that  a  small  percent- 
age on  total  sales  would  work  out  more  satisfactorily, 
than  bonuses  applied  to  any  particular  line  such  as 
findings. 

Mr.  Hill:  In  a  store  such  as  ours,  I  think,  not,  due 
to  the  fact  that  certain  of  our  staff  are  engaged  on 
other  work  beside  selling.  Our  window  trimmer,  for 
instance,  has  to  do  a  considerable  amount  of  sales 
work,  besides  attending  to  the  trims. 

Mr.  C.  E.  Smith,  of  Peterboro,  was  next  called  upon 
to  read  a  paper  on,  "  Successful  merchandising  on  a 
falling  market." 


Successful  Merchandising  on  a  Falling 
Market 

This  question  of  how  to  handle  a  business  succes- 
fiilly  on  a  falling  market,  Mr.  Smith  said,  was  an  all- 
important  one.  The  first  phase  of  the  subject  was  that 
of  buying,  and  in  this  connection,  his  first  advice  was, 
"  read  your  trade  journals — study  them."  Everyone 
would  agree  that  the  information  obtainable  from  that 
source  was  much  more  reliable  than  what  had  appear- 
ed in  the  newspapers. 

"  Next,"  said  the  speaker,  "  watch  your  stock — and 
to  do  this  you  must  have  some  efficient  stock-keeping 
system  to  keep  track  of  sizes."  It  was  poor  policy  to 
try  to  do  business  without  proper  records  to  indicate 
the  requirements.  Better  to  lose  a  sale  of  one  pair 
of  shoes  than  to  sell  five  pairs  at  a  loss  and  show  no 
balance  at  stock-taking  time. 

Mr.  Smith  summed  up  a  great  deal  of  sound  advice 
in  a  few  sentences : 

"  Don't  buy  from  too  many  houses.  You  can  do 
this  and  still  have  all  the  variety  you  need,  and  you 
will  have  much  less  difficulty  with  broken  lines. 

"  Confine  yourself  to  as  few  lines  as  is  reasonably 
possible. 

"  Don't  buy  'regular  sizes,'  buy  just  what  sizes 
you  require,  as  indicated  by  your  records. 

"  Don't  place  orders  too  far  ahead.  The  travellers 
and  manufacturers  may  not  think  this  advice  is  so 
good,  but  you're  a  good  fellow  as  long  as  you  keep 
your  accounts  paid  up  to  date,  just  the  same. 

"  Buy  according  to  your  turn-over,  so  you  can  sell 
your  customer  an  unsoiled  shoe,  from  a  new  carton. 
First  impressions  stick,  and  the  appearance  of  the  shoe 
and  of  the  carton  will  have  its  influence  upon  the  cus- 
tomer when  he  first  sees  it.  Stock  costs  money  to 
carry,  and  the  lower  if  can  be  kept,  within  reason,  the 
more  profitable  will  your  busines  be." 

Then,  the  speaker  pointed  out,  there  was  the  other 
side  of  the  problem,  that  of  selling  the  merchandise. 
His  first  word  on  that  phase  of  retailing  was  "  Adver- 
tise." The  merchant  must  tell  the  public  what  he  has 
got.  He  must  illustrate  the  article,  and  illustrate  it 
accurately.'  It  is  no  use  showing  the  cut  of  a  high 
shoe  when  the  goods  he  wanted  to  sell  were  oxfords. 
"Tell  your  prospective  customer  in  plain  English 
what  you  have  to  offer  him  and  always  have  the  goods 
to  back  up  your  advertising."  he  said. 

Further    po'nts    which    Mr.    Smith  emphasized 


38 


FOOTWEAR    IN  CANADA 


II.  W.  Risiuji-,  MaritiiiK'  N'icn-pretJ. 


(i.  Ci.  (uiles,  Kt'tiriiiji,'  President  N.  S.  K,  A. 


C.  U.  LuSalk',  t.^ueljL-c  Viee-pres. 


were : 

Don't  crowd  your  ad. 
"  Use  plenty  of  white  space." 

"  (jive  sizes  and  width  in  lines  advertised,  as  well 
as  |)rices." 

"  When  a  customer  calls  and  you  are  unable  to  give 
liim  the  shoe  you  advertised,  don't  simply  say.  '  I  am 
sorry  I  haven't  your  size  in  that,'  without  being  able 
t(>  ofifer  any  explanation.  If  there's  been  a  big  nm  on 
that  particular  line,  say  so. 

"  Have  your  store  bright,  clean  and  attractive. 

"  Give  proper  store  service  and  avoid  mistakes  by 
means  of  an  adequate  accounting  system. 

"  Have  a  live,  well-groomed,  courteous  stafif  to  wa't 
on  your  customers. 

"And  finally,  study  the  market  conditions,  buy 
intelligently,  and  sell  not  only  shoes,  but  service." 
Discussion. 

Mr.  St.  Leger  encpiired  how  Mr.  Smith  took  stock 
on  a  falling  market. 

Mr.  Smith  :  I  took  stock  as  near  as  possible  to  the 
market  values  prevailing  at  that  time,  securing  figures 
from  practically  all  the  houses  with  whom  I  deal. 

In  answer  to  an  enquiry  from  Mr.  Chisholm  as  to 
how  economical  he  found  it  to  spend  time  on  a  stock- 
keeping  system,  as  compared  with  securing  the  infor- 
mation from  an  actual  examination  of  the  stock,  Mr. 
Smith  said  that  the  cash  girl  in  his  store  attended  to 
the  system  in  her  spare  time  when  otherwise  she  would 
be  idle,  and  that  he  felt  that  not  only  was  it  beneficial, 
but  really  essential. 

The  next  item  on  the  programme  was  a  brief,  but 
snappv,  paper  by  Mr.  J.  Howard  Carkner,  of  Ottawa, 
on  "  Handling  customers  successfully." 


Handling  Customers  Successfully 

Mr.  Carkner  said  there  were  two  ways  to  handle  a 
customer,  the  right  way  and  the  wrong  way.  First 
he  described  the  wrong  way:  Enter  the  customer. 
He  is  greeted  in  an  indifferent  manner,  or  with  one  of 
"'-ose  ready-made-smiles!  Next  thing,  "What  size?" 
if  the  customer  asks  for  a  certain  stvle,  the  feeble  and 


'  indifferent  clerk  brings  what  he  thinks  will  suit,  and 
then  enquires,  "  Care  to  try  it  on?"  Then  comes  the 
fitting  operation,  which  the  customer  has  for  the  most 
part,  to  do  himself,  and  takes  the  risk  of  raising  a 
a  beautiful  crop  of  corns  or  other  foot  troubles. 
Finally  the  customer  may  say,  "guess,  I'll  take  this 
pair,"  and  the  clerk  takes  the  cash,  and  feels  quite 
satisfied  that  he  has  just  made  a  sale. 

The  right  way. 

Then  the  right  way:  A  neat  and  live-looking  sales- 
man greets  the  customer  with  a  genial  smile — calls 
him  by  name  if  he  knows  it.  •  Having  ascertained 
that  it  is  shoes  the  customer  is  looking  for  he  smartly 
removes  the  old  shoes  and  proceeds  to  measure  the 
foot  carefully.  While  doing  so,  he  finds  out,  if  poss- 
ible, what  style  is  desired  and  what  purpose  it  is  re- 
quired for — walking,  dress,  or  after-noon  wear.  (Mr. 
Carkner  pointed  out  that  trouble  was  often  liable  to 
develop  where,  for  instance  the  customer,  merely 
considering  the  appearance  of  the  shoe,  might  buy  a 
turn  for  street  wear,  where  a  sturdier  type  of  construc- 
tion was  really  needed).  Having  secured  the  nec- 
essary information  as  to  style,  size  and  width,  the 
salesman  then  goes  to  the  shelf  and  picks  out  a  couple 
of  pairs  which  he  believes  will  be  most  suited  to  the 
customer's  re(|uirements. 

(Mr.  Carkner  pointed  out  that  it  was  essential  to 
have  a  thorough  knowledge  of  the  stock  in  order  to 
quickly  decide  what  to  show.  It  was  the  best  policy, 
he  believed,  to  show  only  one  or  two  pairs,  handing 
one  shoe  to  the  customer  to  examine  while  fitting  on 
the  other  one). 

Having  secured  a  satisfactory  shoe,  the  salesman 
tries  to  complete  the  sale  as  expeditiously  as  possible, 
without  seeming  to  rush  the  customer.  (The  speaker 
said  he  had  found  it  a  satisfactory  plan  to  remove  the 
new  and  replace  the  old  one — being  sure  to  use  the 
same  care  in  doing  so  as  when  he  fitted  the  new  shoe 
on  in  the  first  place.  By  that  time  the  customer's 
decission  was  generally  secured).  Having  completed 
the  sale,  the  salesman  asks  if  he  will  send  the  shoes, 
and,  finally  tells  the  customer  to  return  the  goods 
should  their  be  any  fault  in  wear  or  workmanship. 
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With  regard  to  adjustment  of  complaints,  Mr. 
Carkner  said  he  believed  the  right  policy  was  to  allow 
the  customer's  claim  with  as  little  show*  of  reluctance 
as  possible  and  do  it  as  quickly  as  possible.  "  This," 
he  declared,  "  is  the  day  when  people  demand  the 
right  kind  of  service,  even  if  it  is  only  in  buying  a  pair 
of  laces," 

Mr.  Levine :  What  do  you  do  if  the  customer  insists 
on  buying  a  short  shoe? 

Mr.  Carkner:  Give  it  to  them  but  tell  them  they 
take  it  at  their  own  risk. 

Mr.  Gales :  In  such  cases  we  mark  the  shoe  inside, 
and  if  it  is  returned  we  refuse  to  make  any  adjustment. 

Mr.  R.  LeSueur.  If  a  customer  has  taken  the  shoe 
and  paid  for  it,  do  you  refund  the  money? 

Mr.  Carkner :  Yes,  Absolutely. 

Mr.  LeSueur:  Do  you  refund  on  white  goods. 

Mr.  Carkner :  Yes.  Though  we  sometimes  charge 
a  certain  amount  for  the  time  the  shoe  has  been  worn. 

*  *  * 

The  Sole  Leather  Situation 
Then  followed  a  paper  by  Mr.  J.  Heaven,  of  the 
Anglo-Canadian  Leather  Co.,  on  the  "  Sole  Leather 
Situation." 

Mr.  Heaven  gave  some  very  interesting  data  com- 
paring fhe  situation  in  the  tanning  industry  to-day  as 
compared  with  1914,  based  on  information  secured 
from  the  various  tanning  establishments  in  Canada. 
His  paper  will  appear  in  full  in  a  future  issue. 
Mr.  Peter  Doig  in  moving  a  vote  of  thanks  to  Mr. 
Heaven  for  his  very  excellent  paper,  said  he  wondered 
whether  those  who  had  listened  to  it  had  taken  his 
remarks  as  a  statement  of  facts.  The  best  way,  he 
said,  of  showing  their  appreciation  was  to  take  his 

statements  to  heart  and  act  accordingly. 

*  *  * 

Thursday  A.  M. 
At  the  Thursday  morning  session,  before  the  re- 
tailers had  got  down  to  actual  business,  an  amusing 
diversion  was  caused  by  the  entrance  of  the  travellers 
in  marching  order  accompanied  by  a  band.  The  pro- 
cession was  headed  by  the  chairmen  of  the  two  pro- 
vincial branches,  R.  L.  Savage  and  Jas.  HefTering, 
?nd  was  greeted  with  loud  applause  by  the  onlookers. 

The  Question  Box 

The  first  item  on  the  programme  taken  up  was  the 
"  Question  Box."  which  was  in  charge  of  Mr.  Morley 
Chisholm.  This  question  box  had  been  placed  in  a 
prominent  place  in  the  meeting  hall  at  the  beginning 
of  the  convention  and  all  present  had  been  given  cards 
on  which  they  were  invited  to  ask  questions  and  drop 
them  in  the  box.  The  questions  from  whicli  discuss- 
ions resulted,  are  given  below : 

(1)  What  percentage  of  a  salesman's  sales  should 
his  salary  be? 

Mr.  HoAvard  Blackford  said  in  this  connection  that 
in  his  firm's  store  they  did  not  pay  the  same  percentage 
throughout — it  varied  from  6  to  8  per  cent.  It  was 
felt  that  the  percentage  on  women's  shoes  should,  in 
fairness  to  the  salesman,  be  higher  than  on  men's, 
while  on  ch'ldren's  they  paid  the  highest  percentage, 
though  the  sales  were  lower  and  the  profits  conse- 
quently less. 

(2)  What  should  retailers  do  to  a  jobber  or  manu- 
facturer who  operated  retail  stores? 

Mr.  Burnhill  said  he  did  not  think  the  retailers 
had  anything  to  fear  from  this  kind  of  competition. 
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The  manufacturer  who  operated  a  retial  store  had  just 
the  same  expenses  as  any  other  retailer  and  had  to 
invest  the  same  money  in  it. 

(3)  Are  "  obselete  "  goods  not  created  by  rubber 
footwear  manufacturers  to  get  rid  of  unsaleable  stock 
or  to  get  around  their  price  guarantees  on  a  declining 
market  ? 

Mr.  St.Leger  pointed  out  that  the  rubber  footwear 
manufacturers  had  guaranteed  their  prices  to  some 
retailers  to  June,  to  others  to  July  1,  and  to  others 
as  late  as  August  1.  First  they  allowed  five  per  cent, 
for  er.rly  placing;  and  then  there  was  a  drop  of  ten  per 
cent,  and  finally  certain  lines  were  declared  obsolete 
and  the  prices  reduced  25  per  cent.  He  had  taken  it 
up  with  the  firm  with  which  he  dealt  and  was  informd 
that  this  action  was  due  to  the  fact  that  they  were 
putting  in  a  better  grade  of  toes,  with  caps.  Mr.  St. 
Leger  claimed  that  "  obsoletes  "  covered  everything 
that  the  manufacturers  wanted  to  get  rid  of.  His 
policy  had  been  to  cancell  all  orders  for  regular  goods 
and  to  purchase  only  these  so-called  "  obseletes  "  at 
the  reduced  prices 

(5)  Is  it  sound  accounting  to  take  stock  at  re- 
placement values,  and  is  it  correct  to  figure  your  profits 
and  pay  income  tax  on  that  basis? 

Mr.  Burnhill:  I  have  heard  that  a  good  many  re- 
tailers at  their  last  stock-taking  made  their  inventory 
at  replacement  prices.  If  you  do  that — for  instance 
valuing  a  shoe  you  bought  at  $10.00  at  $6.00  and  sell- 
ing at  .$9.00 — and  keep  your  accounts  on  that  basis, 
your  books  Avill  show  that  you  made  a  profit  of  $3.00  on 
that  shoe,  while  actually  you  lost  $1.00.  Must  you 
figure  your  profits  on  that  basis  and  pay  taxes  accord- 
ingly. 

Mr.  Geo.  St.  Leger  :We  took  stock  on  Feb.  1  at  re- 
placement values,  and  on  our  last  year's  returns  we 
showed  a  loss,  so  that  we  had  no  business  profits  war 
tax  or  income  tax  to  pay.  We  made  our  profits  when 
the  market  was  going  up  and  we  took  our  loss  again 
when  we  last  took  our  inventory.  Now  we  are  start- 
ing to  show  profits  again. 

(6)  Why  does  not  the  N.  S.  R.  A.  watch,  and  take 
up,  false  advertising? 

Mr.  Howard  Blachford:  Under  that  head  I  might 
say  the  association  has  taken  up  certain  phases  of  this 
m.atter.  We  have  written  as  many  as  a  hundred  letters 
with  regard  to  the  advertising  of  American  goods  in 
Canadian  newspapers  without  reference  being  made  to 
the  fact  that  the  goods  were  subject  to  duty.  As  a  re- 
sult the  situation  has  much  improved  in  this  connec- 
tion. It  is  impossible,  however,  for  us  to  keep  in  touch 
with  the  situation  in  each  individual  town  or  city. 

(7)  Are  shoemen  narrow  in  their  attitude  toward 
their  competitors? 

Mr.  E.  A.  Stephens :  I  think  in  a  great  many  cases 
shoemen  are  narrow  in  their  attitude  toward  their 
competitors,  but  we  have  found  in  Ottawa  tliat  the 
formation  of  a  local  association  has  greatly  improved 
our  relationships  with  one  another.  I  have  proved 
that  if  you  get  close  to  your  competitor  you  will  find 
him  a  pretty  good  fellow.  In  Ottawa  we  help  each 
other  out  on  credits  and  on  sizes  and  we  have  a  spirit 
of  good  fellowship  among  our  members,  and  I  would 
advise  the  shoemen  from  any  town  where  an  associa- 
tion does  not  exist  to  form  one  when  they  go  back 
home 

(8)  Can  a  law  be  passed  to  compell  a  merchant 
who  operates  a  store  under  a  name  other  than  his  own 
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to  show  his  own  name  as  well  as  the  firm's 

Mr.  Jupp  stated  that  there  was  a  resolution  being 
brought  forward  in  this  connection  which  covered  the 
matter. 

When  the  (juestion  box  had  been  disposed  off,  Mr. 
Chas.  Levinson,  of  Hamilton,  was  called  upon  to  pre- 
sent a  paper  on  "  Getting  from  under  a  stock  bought  at 
high  prices." 

Getting  From  Under  a  Stock  Bought 
at  Higher  Prices 

Mr.  Levinson  said  his  own  action  in  this  connec- 
tion was  when  the  drop  came,  to  immediately  reprice 
his  shoes  on  the  basis  of  existing  costs  and  take  his 
loss  at  once.  He  had  also  purchased  a  number  of 
new  novelties  to  tone  up  his  stock,  price-ticketed  all 
the  shoes  in  the  window,  and  used  the  newspapers 
freely,  with  the  result  that  in  a  short  time  he  lowered 
his  stock  by  30  per  cent.  "I  was  then  in  a  position." 
he  said,  "  to  purchase  anything  that  looked  worth 
while  and  could  afford  to  speculate." 

"The  trouble  with  a  number  of  us  merchants," 
continued  the  speaker,  "  was  that,  li(iuidation  behig  the 
most  important  factor  in  order  to  get  from  under  the 
1(  ad,  some  went  entirely  too  far." 

"Some  of  the  shoe  stores  in  the  last  six  months 
would  remind  one  of  the  famous  poem,  'The  Deserted 
Village," —  Empty  shelves  to  the  right  of  us,  emi)ty 
shelves  to  the  left  of  us,  empty  shelves  above  and 
around  us,  until  one  had  the  sensation  of  having  visit- 
ed a  grave  yard. 

"  Gentlemen,  if  you  have  liquidated  to  the  cavern 
stage,  for  heaven's  sake,  fill  your  shelves  with  em])ty 
cartons,  but  don't  give  your  customers  the  impression 
that  you  are  going  out  of  business." 

Mr.  Levinson  said  that  when  he  had  been  asked 
to  speak  on  the  subject  under  consideration,  he  had 
consulted  with  a  friend,  the  president  of  one  of  the 
largest  departmental  stores  in  his  city.  He  had  asked 
his  this  question :  "  What  was  your  method  of  doing 
business  when  the  drop  came?"  and  the  answer  came 
back  quick  as  a  flash,  "  The  same  as  all  practical  busi- 
ness men  did,  and  that  was  to  take  my  losses  at  once  " 

"This,"  said  the  speaker,  "  is  my  opinion  as  to  the 
proper  policy  to  pursue.  Any  merchant  who  has  not 
adjusted  his  stocks,  but  merely  played  with  it.  is  com- 
mitting business  suicide.  I  would  not  advise  re- 
fraining from  buying  entirely  as  many  merchants  have 
done  last  season,  but  to  keep  an  eye  open  for  new  and 
attractive  novelties  that  are  being  turned  out  by  our 
manufacturers.  Reduce  your  lines  bouglit  at  high 
prices  to  present  day  costs,  and  in  a  .short  time  you  will 
be  in  a  position  to  take  advantage  of  your  discounts, 
which,  by  the  way,  gentlemen,  is  the  key  to  business 
success." 


Shoe  Retailing 

Next,  a  very  instructive  address  on  "  Shoe  Retail- 
ing," was  presented  by  Mr.  C.  K.  Chisholm,  of  Cleve- 
land. 

"  Under  present  conditions,"  said  Mr.  Chisholm, 
"  to  my  mind  the  most  important  thing  in  connection 
with  the  retailing  of  .shoes  is  to  have  them  properly 
bought.  Those  who  cannot  visit  the  markets  fre- 
quently .should  cultivate  fhe  travellers  who  call  on 
them  and  learn  from  them  what  the  other  fellow  is  do- 
ing while  the  merchant  who  goes  into  the  markets 
often  must  look  over  enough  lines  to  keep  him  posted 
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in  every  detail  fr(jm  the  raw  hide  to  the  finished  shoe. 
Any  merchant  who  thinks  he  can  buy  twice  a  year 
and  ni:.I;e  a  profit  will  soon  find  himself  mistaken. 
The  successful  merchant  is  the  one  who  buys  and  sells 
as  (juickly  as  possible.  1  know  many  merchants  who 
get  a  turn-over  from  8  to  10,  and  any  merchant  who 
cannot  turn  his  stock  4  times  should  be  ashamed  ni 
himself.  Don't  imagine  that  the  big  money  is  in  the 
big  mark-up — it  is  the  net  i)rofits  that  count,  not  the 
gross.  The  question  is,  when  you  get  through  with 
the  year's  business;  have  you  the  money  in  the  bank, 
or  is  it  on  the  shelves. 

"  Keep  records  of  every  angle  and  phase  of  your 
business.  Know  how  many  shoes  you  have  in  your 
store  every  day  ;  what  are  the  fast  selling  lines,  and 
what  lines  are  slow  selling.  Keep  a  daily  running 
inventory  of  pairs  and  dollars.  Compare  each  day's 
business  with  the  .same  day  of  the  previous  year.  Be 
sure  how  many  lines  you  have  are  making  money, 
and  how  many  odds  and  ends  you  have  in  stock.  In 
our  store,  we  have  a  system  we  call  the  "  jack-pot  " — 
any  name  is  good  enough  for  it.  When  a  line  is  sold 
to  the  point  where  it  is  necessary  to  either  discontinue 
it  or  size  up,  if  we  decide  we  are  not  going  to  size  up, 
it  automatically  goes  to  the  '  jack  pot' — which  is  a 
section  reserved  for  such  goods,  and  wc  sell  these 
goods  at  whatexer  price  they  will  go  for.  We  clean 
them  out  entirely  no  matter  how  low  we  have  to  cut 
the  price  in  order  to  do  so. 

"  The  next  point  I  would  emphasize  is  that  you 
must  advertise — do  it  inside  your  store  as  well  as  out. 
The  best  advertising,  I  think,  is  your  store  service 
and  your  windows.  We  dress  our  windows  every  day. 
and  never  less  than  three  times  a  week.  "  We  always 
try,  too,  to  sell  a  customer  more  than  pair  of  shoes, 
and  we  endeavour  to  carry  shoes  for  every  occasion." 

Mr.  Chi.sholm  also  emphasized  the  necessity  of 
keeping  the  employees  interested.  They  should  be 
well  paid,  and  he  had  found  the  flat  commission  basis 
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the  most  satisfactory,  after  having  experimented  with 
practically  every  other  method.  He  had  no  set  com- 
mision  for  all  the  staff.  In  one  store  he  paid  5  per 
cent,  due  to  the  different  conditions  under  which  they 
operated.    On  women's  lines,  a  flat  rate  of  six  per  cent. 
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was  paid,  and  the  salesmen's  earnings  ran  from  $50  to 
$60  a  weelv.  They  were  allowed  a  drawing  account  of 
i^Z5  to  $40  a  week,  and  the  firm  settled  with  them  for 
the  balance  as  often  as  they  liked. 

With  regard  to  chain  stores  the  speaker  said  they 
were  here  to  stay  but  he  believed  that  individual  mer- 
chants 'by  getting  toother  couldi  eliec'cively  meet 
j  chain  store  competition,  as  had  been  proved  in  several 
instances  in  the  United  States.  He  cited  one  case 
where  ten  merchants  in  neighbouring  towns  had 
formed  an  association  of  this  kind,  and  he  believed  that 
any  chain  store  would  have  difficulty  in  getting  a  foot- 
hold m  that  district. 

In  conclusion,  Mr.  Chisholm  stated  that  Mr.  J.  P. 
(Jrr,  president  of  the  N.  S.  R.  A.  of  the  United  States, 
had  delegated  him  to  extend  to  each  and  every  member 
of  the  Canadian  organization  a  hearty  invitation  to 
attend  the  Chicago  convention  of  the  former  body, 
Jan.  y-14,  1922. 


Co-operation  Within  the  Industry 

Mr.  S.  Roy  Weaver,  manager  of  the  Shoe  Manu- 
facturers' Association,  was  the  guest  of  the  convention 
at  the  noon  luncheon  on  Thursday.  Mr.  Weaver  de- 
livered a  very  interesting  address,  in  which  he  made 
an  urgent  plea  for  closer  co-operation  between  the  vari- 
ous branches  of  the  shoe  industry.  There  had  been 
differences,  he  said,  but  these  were  only  casual  and  in- 
cidental, and,  in  the  main,  the  interests  of  the  manu- 
facturer, the  wholesaler  and  the  retailer  were  mutual, 
namely  to  get  more  footwear  efficiently  and  profitably 
sold.  Speaking  for  the  manufacturers,  he  said  he  was 
convinced  that  the  majority  of  the  members  of  that 
branch  of  the  industry  had  no  sympathy  with  the 
attitude  of  some  who  sought  to  throw  the  blame  on 
other  sections  of  the  trade  when  charges  were  brought 
forward  with  regard  to  the  high  footwear  prices.  He 
knew  of  no  other  business  in  which  the  competition 
was  keener  among  retail  shoe  merchants  and,  from 
his  personal  observations,  was  convinced  that  they 
were  engaged  in  no  get-rich-quick  proposition. 

"  But,"  continued  Mr.  Weaver,  "  The  shoe  retailer 
has  no  monopoly  of  low  profits.  I  don't  know  of  any 
shoe  manufacturer  in  Canada  who  has  made  a  large 
fortune  in  the  shoe  manufacturing  business.  The 
profits  made  in  good  times  have  little  more  than  bal- 
anced losses  in  periods  of  depression  and  earnings,  on 
the  average,  have  not  been  much  in  excess  of  bank  in- 
terest." He  also  stated  that  some  25  shoe  manufactur- 
ing concerns  had  gone  into  liquidation,  suspended 
operations,  or  undergone  some  financial  reorganiza- 
tion, since  t'he  end  of  the  war.  The  speaker  felt  there 
was  still  a  mistaken  impression  throughout  the  retail 
trade  with  regard  to  manufacturers'  profits,  and  on 
i  behalf  of  his  association  he  invited  correspondence 
i  from  the  retailers,  and  offered  to  supply  any  informa- 
tion with  regard  to  to  the  manufacturing  end  of  the  in- 
dustry which  they  might  need  or  could  use  in  dealing 
with  their  customers.  The  shoe  manufacturers  asso- 
ciation would  always  be  glad,  too,  receive  suggestions 
or  constructive  criticisms. 

In  the  matter  of  co-operation,  one  thing  Mr. 
Weaver  said  he  thought  might  be  fairly  asked  of  the 
retailers,  was  that  they  allow  the  "  Made-in- 
Canada  "  stamp  to  appear  on  all  their  goods.  He  also 
made  the  suggestion  that  an  advisory 'council  compos- 
ed of  representatives  of  the  various  branches  of  the 
trade  be  formed,  and  that  this  council  should  meet  at 
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regular  periods.  As  for  instance  of  the  work  this 
council  might  undertake,  he  mentioned  the  matter  of 
freight  rates,  pointing  out  that  the  railways  had  re- 
cently asked  for  a  reclassification  which  would  involve 
a  50  per  cent,  increase  on  shipments  of  sroes  in  certain 
instances.  There  had  also  been  a  suggestion  of  dress- 
up  campaign  for  men,  and  here  too  retailers  and  manu- 
facturers might  co-operate  through  such  an  advisory 
council  as  was  suggested. 

Mr.  Peter  Doig  was  the  second  speaker  at  the 
luncheon.  He  said  'he  was  quite  favour  of  Mr. 
Weaver's  proposal  with  regard  to  the  formation  of  an 
advisory  council,  but  there  had  been  one  point 
omitted :  No  such  council  would  be  complete  unless 
it  included  the  shoe  travellers,  who  were  the  medium 
of  communication  between  retailer  and  manufacturer 

Mr.  Uoig  concluded  his  address  with  a  most  force- 
ful appeal  to  Canadians  for  peace-time  patriotism  and 
a  glowing  prediction  for  the  great  things  that  lay 
ahead  of  the  people  of  this  Dominion. 

At  the  1  hursday  afternoon  session  two  very  in- 
spiring addresses  were  delivered,  one  by  Mr.  Norman 
Sommerville,  M.A.,  of  Somerville  &  Co.,  barristers, 
Toronto,  on  "  Optimism  in  Business,"  and  the  other 
by  Mr.  Wm.  Pidgeon,  Jr..,  of  Rochester,  N.  Y.,  on 
"  rhe  Human  Element  in  Selling  Shoes." 


Optimism  in  Business 

"  The  basis  of  our  progress  is  confidence,"  declared 
Mr.  Sommerville.  "  Have  we  t'he  reasons  for  confid- 
ence in  ourselves  and  our  present  position?  What 
are  the  elements  of  our  situation  that  should  give  us 
confidence  in  t'he  future,  and  what  are  the  factors,  if 
any,  that  would  tend  towards  a  lack  of  it?" 

The  speaker  contended  that  our  troubles  to-day  lay 
in  the  fact  that  we  were  prone  to  compare  our  present 
circumstances  with  the  abnormal  conditions  of  war, 
while  the  proper  standard  by  which  to  judge  our  pros- 
perity was  by  the  conditions  which  existed  previous  to 
the  war. 

Have  Canadians  Reasons  for  Confidence. 

Here  are  a  mumber  of  striking  facts  which  Mr. 
Sommerville  brought  out,  which  certainly  prove  that 
Canadians  have  i"eal  reason  for  optimism : 

(1)  On  May  31,  1914,  there  was  $1,100,000,000  in 
the  banks  of  Canada;  on  May  31,  1921,  there  was 
$2,150,000,000.  Here  is  an  increase  of  over  a  billion 
in  the  savings  accounts  of  the  Canadian  people,  and 
in  the  meantime  they  have  drawn  out  $2,000,000,000 
and  placed  that  amount  in  Victory  Bonds,  showing  a 
tutcti  increase  of  wealth  of  $3,250,000,000 

(2)  The  prospects  of  to-day  are  for  a  crop  at  least 
twice  as  large  as  that  of  1914. 

(3)  In  the  matter  of  employment,  Canada  stands 
two  to  one  better  than  the  best  situated  country  that 
has  been  hrough  the  war. 

(4)  As  to  the  basis  of  our  financial  situation, 
Canada's  policy  in  the  sale  of  her  bonds  has  ben  to 
sell  them  at  their  actual  worth  and  to  market  them  to 
the  people  of  the  contry  so  to-day  there  isn't  a  bank 
in  t'he  Dominion  that  is  holding  victory  bonds. 

The  facts  that  the  banks  have  no  money  tied  up 
ill  long  date  securities  meant  that  they  are  ready  to 
take  care  of  the  country's  business  when  conditions 
adjusted  themselves. 

(5)  Canada's  taxation  problem  is  less  burdensome 
than  that  in  any  other  war  country,  and  a  further 
measure  of  relief  is  to  be  expected. 


42 


FOOTWEAR    IN  CANADA 


The  Human  Element  in  Selling  Shoes 

Before  dealing  with  his  subject,  "  The  Human 
Element  in  Selling  Shoes,"  Mr.  Pidgeon  first  brought 
to  the  assembled  s'hoemen  fraternal  greetings  from  the 
hhovi  retailers  in  the  United  States.  . 

Mr.  Pidgeon's  address  may  truly  be  said  to  have 
presenied  the  idea  of  shoe  retailing.  "  There  was  a 
tune,'  he  said,  "  when  some  of  us  felt  that  the  place  of 
the  retailer  in  the  community  had  gone  and  when  we 
wondered  ii  we  had  a  really  necessary  function  to 
perform,  out  1  have  come  to  tell  you,  gentlemen,  that 
as  long  as  tne  world  lasts,  as  long  as  people  are  human, 
there  is  a  place  for  the  retailer  and  there  is  a  duty  for 
liini  lo  Cany  out.  I  he  technique  of  our  business  may 
cliange,  new  rules  may  be  laid  down,  the  name  by 
WHICH  we  are  called  may  be  forgotten,  but  our  work 
must  be  carried  on.  Humanity  cannot  go  to  the 
u.  iginal  source  of  supply  and  get  their  requirements, 
ii  remains  for  some  well-ordered  organization  go 
gather  the  good  things  of  the  world  and  co-relate  them 
c.nd  label  them  and  put  them  in  order  so  that  there 
will  be  some  place  wnere  the  needs  ot  the  people  can 
be  filled." 

Mr.  Pidgeon  presented  a  most  graphich  and  strik- 
ing picture  of  humanity  as  an  endless  throng  of  human 
beings  marching  down  throug'h  the  ages,  with  never 
satisfied  needs,  and  those  needs  the  retailer  must  sup- 
ply. "  But,"  he  said,  "  if  all  we  sell  is  boards  and 
leather  and  cloth,  it  is  mere  trash.  While  if  we  see 
in  this  mighty  procession,  men  and  women  and  child- 
ren, who  can  feel  like  we  can,  who  have  their  loves 
and  hates,  their  aspirations  and  their  hopes,  and  if  we 
can  get  a  message  of  sympathy  into  their  hearts,  then 
we  are  fulfilling  the  duty  that  is  given  us  to  perform. 
We  must  realize  that  our  business  is  life.  Business 
will  either  damn  you  or  blss  you,  it  will  either  curse 
you  or  uplift  you,  according  to  the  attitude  you  take 
towards  it.  And  I  plead  for  the  view-point  that  will 
thrill  a  man  and  make  him  feel  that  he  is  getting  back 
from  his  business  something  more  and  far  better  than 
money  alone. 


In  the  absence  of  Mr.  C.  Roy  Teetzel,  of  Ottawa, 
on  account  of  illness,  his  paper  on  "  Is  it  profitable  to 
stock  hosiery  ?  "  was  read  by  Mr.  E.  A.  Stephens. 

Mr.  Teezel's  paper  explained  the  arrangements 
of  the  hosiery  fixtures  in  his  store  and  methods  of  dis- 
play. A  full  line  was  carried,  including  men's, 
women's  and  children's,  and  the  business  resulting 
was  very  gratifying.  One  good  feature  in  connection 
with  hosiery  was  that  there  was  no  trouble  an  account 
of  small  sizes  or  out-of-date  lines.  Handling  it,  was  a 
nice,  clean,  profitable  proposition,  allowing  of  50  to  75 
per  cent,  profits.  At  present  annual  sales  were  runn- 
ing $35,000,  on  a  stock  of  $7,000. 

(Mr.  Teetxel's  paper  will  be  presented  in  full  in  a 
later  isue.) 


Report  of  Resolutions  Committee 

The  report  of  the  resolutions  committee  was  pre- 
sented by  its  chairman,  Mr.  Kickley.  The  resolutions 
carried  were  as  follows: 

(1)  Whereas  this  association  is  growing  and  val- 
uable time  is  required  on  the  part  of  the  secretary, 
resolved  that  the  finance  committee  be  instructed  to 
grant  him  an  honorarium.  Moved  by  Mr. Geo.  St. 
Leger.    Seconded  by  Mr.  J.  H.  Carkner. 


{2)  Resolved  that  the  Association  make  some 
effort  to  overcome  the  abuse  on  the  part  of  some  mer- 
chants of  running  their  business  without  their  own 
names  being  shown  on  their  store  front  or  advertis- 
ing. Moved  by  i\lr.  Kickley.  Seconded  by  Mr.  C.  R. 
La  Salle.  , 

(3 j  Resolved  that  the  attention  of  the  govern- 
ment be  called  to  the  laxity  of  men  custom's  in- 
spectors along  the  border. 

(4 )  Resolved  that  the  association  continue  its 
efforts  to  have  an  efficient  lady  custom's  inspectors  on 
duty  at  border  points.  Moved  by  Mr.  Kickley.  Sec- 
onded by  Mr.  E.  A.  Stephens. 

{5)  That  the  N.S.R.A.  endorse  the  proposal  for 
an  Advisory  Council  to  consist  of  representatives  of 
the  manufacturers,  wholesalers  and  retailers,  and  that 
the  association  pledge  its  co-operation  and  support  m 
this  project  and  appoint  representatives  to  meet  with 
the  representatives  of  the  other  branches  of  the  trade. 
Moved  by  Mr.  Kickley,  seconded  by  Mr.  i^red  Foley. 

(6)  Resolved  that  the  date  of  the  annual  conven- 
tion of  the  N.S.R.A.  be  changed  to  the  second  week  in 
February  and  that,  if  possible,  it  be  arranged  that  the 
manufacturers  and  travellers  meet  at  the  same  time 
and  place.  Moved  by  Mr.  Kickley,  seconded  by  Mr. 
St.  Leger. 

(^7)  Resolved  that  this  association  record  on  the 
minutes  of  this  meeting  their  appreciation  of  the 
assistance  and  co-operation  of  the  National  Shoe  &. 
Leather  Travellers'  Association,  and  that  the  travell- 
ers' membership  button  be  recognized 

An  amendment  to  the  first  resolution  was  proposed 
by  Mr.  Walter  Burnhill:  "That  whereas  the  work  of 
this  association  has  become  so  important  that  its  best 
interests  can  only  be  served  by  the  appointment  of  a 
paid  secretary,  and  that  such  appointment  be  made, 
at  a  salary  ot  about  $3,000  a  year  and  that  the  finance 
committee  be  empowered  to  raise  the  assesment  to 
cover  the  increased  expenditure."  This  amendment 
was,however,  defeated. 

Officers  elected 

The  only  changes  made  in  the  slate  of  officers  were 
through  the  election  of  Mr.  E.  A.  Stephens,  of  Ottawa, 
as  president,  Mr.  Fred  R.  Foley,  of  Bowanville,  being 
appointed  to  the  Ontario  Vice-presidency,  while  the 
vacancy  on  the  Ontario  executive  council  on  account 
of  the  latter's  promotion  was  filled  by  the  election  of 
Mr.  Rowland  Hill,  Jr. 

The  list  of  officers  now  stands  as  follows :  Presi- 
dent, E.  A.  Stephens,  Ottawa ;  Ontario  vice-president, 
Fred  R.  Foley ;  Quebec  vice-president,  C.  R.  LaSalle, 
Montreal;  Maritime  vice-president,  H.  W.  Rising,  St. 
John ;  vice-president,  for  Saskatchewan,  Alberta  and 
British  Columbia,  Jas,  Goodwin,  Vancouver  ;  secretary, 
Howard  C.  Blachford,  Toronto;  treasurer,  J.  W.  Jupp, 
Toronto. 

Executive  Council:  Maritime  Provinces,,  W.  L. 
Tuttle,  Halifax;  C.  I.  Hughes,  Charlottetown,  P.  E.  I.; 
P.  L.  Higgins,  Mancton ;  Quebec:  Louis  Adelstein, 
Montreal:  Fred  J.  Argall,  Three  Rivers:  B.  Leonard, 
Quebec  |City;  Manitoba,  John  Affleck,  Winnipeg; 
R.  Creehnan,  Brandon;  C.  F.  Rannard,  Winnipeg 
Ontario,  R.  E.  LeSueur,  Sarnia ;  Felix  Forbert, 
Lindsay;  Rowland  Hill,  Jr.,  London;  Saskatcheyan 
and  Alberta,  W.  Marshall,  Moose  Jaw;  J.  Moreau. 
Edmonton;;  W.  M.  Hood,  Calgary;  BritisTi  Columbia, 
(Continued  on  Page  -35) 
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Styles  In  Ladies'  Footwear 

Prominent  Shoeman  Outlines  Probabilities  For  Fall 
As  Regards  Leathers 

By  John  C.  McKeon  * 


AFTER  disposing  of  the  sole  leather  question — 
which  aside  from  heels,  shanks,  insoles  and 
sundry  parts,  is  divided  simply  into  welt  and 
turn  effects,  and  the  turns  again  subdivided 
into  slipper  weight  and  oxford  weight,  and  the  welts 
into  the  extreme  light,  medium  and  heavy — let  us 
divide  the  upper  stocks  into  two  classes,  staples  and 
novelties,  the  staples  embracing  grain  finished  calf 
leathers  in  colors  and  blacks,  kid  leathers  in  blacks 
only  of  a  glazed  and  dull  finish,  and  patent  stock  in 
side  leather  and  when  available  in  calf  and  kid. 

Novelty  leathers  cover  kid  in  white  and  colors, 
buck  and  side  buck  in  white  and  colors,  and  ooze  calf 
in  white,  colors  and  blacks.  Brown  kid  is  in  a  measure 
in  a  class  by  itself,  being  almost  a  staple,  but  on  ac- 
count of  price  necessarily  in  the  novelty  and  semi- 
novelty  class.  Further  items  in  the  way  of  upper 
stock  applying  to  the  novelty  and  semi-novelty  class, 
are  sat'ns  in  blacks  and  colors,  bullion  cloths  in  silver 
and  gold,  and  brocade  effects. 

Fabrics  an  Important  Factor 
The  fabrics  in  the  style  problem  which  are  liable 
to  influence  the  tanning  industry  are  of  considerable 
moment,  and  in  the  forecast  for  the  coming  fall  there 
is  a  concensus  of  opinion  in  favor  of  a  continuation 
of  satin,  largely  in  blacks,  but  forming  a  proportion  of 
footwear  for  afternoon  wear,  and  for  street  wear  to 
such  an  extent  as  to  materially  reduce  the  consump- 
tion of  leather. 

That,  or  course,  will  be  considerably  offset  by  the 
fact  that  the  comparative  period  a  year  ago  was  one 
of  very  decided  inactivity,  whereas  we  all  look  forward 
to  a  very  decided  increase  in  volume  for  this  coming 
fall.  However,  such  proportion  of  footwear  as  is 
made  from  the  so-termed  brocades  and  bullion  cloths 
will  either  be  in  the  nature  of  extra  business  by  com- 
parison with  the  fall  of  1920,  or  be  part  of  the  esti- 
mated proportion  now  involved  in  the  satins,  the 
satins  having  been  considered  to  some  extent  a  style 
answering  many  purposes,  and  providirig  for  many 
occasions  as  an  item  of  correct  dressing.  White 
fabrics  other  than  satin  for  evening  wear  are  negli- 
gible in  proportion,  and  largely  confined  to  the  spring 
and  summer  period,  and  by  comparison  with  the  past 
should  have  no  bearing  whatever  upon  the  upper 
leather  situation  as  of  today. 

The  proportion  of  plain  leather,  such  as  kid  in  the 
glazed  finish,  and  Russia  in  the  tan,  will  be  about  as 
heretofore,  with  kid  in  the  mat  finish  reducing  to  a 
considerable  extent  unless  there  should  be  a  revival 
in  the  demand  for  staple  black  boots. 

Gun  metal  has  been  quiet  as  to  demand  for  prac- 
tically twelve  months,  but  there  is  every  indication 
of  a  revival  for  the  fall  in  complete  shoes,  and  in  com- 
bination with  ooze  leathers  to  give  life  and  attractive- 
ness to  the  color  effect. 

There  is  a  very  decided  indication  of  a  revival  of 
patent  stock,  presumably  in  the  side  leather  class,  this 
being  the  only  character  of  material  available  in  quan- 

Before  U.S.  Tanners'  Council 


titles  for  a  patent  finish,  although  this  revival  of  patent 
stock  seems  to  some  extent  influenced  by  the  advent 
of  the  old-time  quality  patent  stock  in  calf  leather 
and  flesh  finish.  This  material  is  now  coming  into 
the  market,  and  where  the  price  as  applied  to  the 
finished  shoe  is  available  will  probably  sell  freely. 

The  general  objection  to  patent  stock  in  the  side 
leather  has  not  been  so  much  the  item  of  wear  as  the 
tendency  towards  irregular  substances  as  a  result  of 
economical  cutting,  and  a  tendency  towards  a  wrink- 
ling or  pipey  effect,  which  even  with  most  extreme 
care  seems  impossible  to  avoid,  and  there  is  always 
somewhat  involved  the  element  of  extra  cost  for  the 
manufacturer,  and  embarrassment  for  the  retailer 
through  premature  wear  and  factory  damage. 

Patent  stock,  of  course,  lends  itself  to  many  de- 
sirable combinations  with  other  leathers,  with  fabrics, 
and  with  an  endless  variety  of  colors,  and  is  always 
refined  and  in  good  taste  on  the  foot. 

Demand  for  Staple  Boots  Will  be  Influenced 
by  Weather 

Any  reasonable  amount  of  wicked  weather  must 
necessarily  bring  aboiit  a  renewed  demand,  even  in  a 
limited  way,  of  staple  boots,  thereby  increasing  by 
one  hundred  per  cent.,  as  far  as  the  boot  proportion 
exists,  consumption  of  upper  stock,  and  largely  in- 
fluencing kid  leather  in  the  blacks,  calf  leathers  in 
Russia  and  gun  metal. 

In  Kid,  Browns  Will  Hold  Field 

Colored  kid,  particularly  in  the  grays — this  being 
the  more  active  of  the  colors  since  what  might  be 
termed  a  revival — seems  in  prospect  to  be  confined  to 
the  spring  and  summer  period,  and  except  in  the 
darker  shades  where  used  in  combination,  not  much 
of  a  prospect  for  fall. 

With  a  possible  revival  of  a  demand  for  boots, 
there  would  naturally  be  a  receptive  influence  towards 
novelty  boots,- were  it  not  for  the  offsetting  factor  of 
high  price.  So  I  cannot  with  any  degree  of  certainty 
forecast  activity  for  delicate  shades  of  gray,  or  colored 
kid  during  the  coming  fall.  It  would  seem,  however, 
that  the  demand  for  brown  will  more  than  take  care 
of  available  raw  stocks,  and  this  color  trend  permitting 
the  working  of  a  more  varied  character  of  skins  as  to 
quality — a  feature  to  be  welcomed  and  fostered. 
Probable  Popularity  of  Ooze  in  Sport  Effects 

Flesh  finished  calf,  which  we  know  as  ooze,  will 
probably  be  freely  used  in  novelty  and  semi-noveltv 
class  and  combination  class  during  the  coming  fall. 
This,  however,  will  be  somewhat  accentuated  throus:h 
the  growing  demand  for  what  might  be  termed  fall 
sport  effects,  or  low  shoes  of  a  leather  heel  character, 
with  calf  and  kid  trimmings,  and  of  a  tvpe  except  for 
color  following  the  summer  style,  and  desirable  for 
the  wearer  from  the  standpoint  of  comfort  as  well  as 
attractiveness. 

Combinations  of  ooze  with  kid  leathers  in  black 
and  browns,  and  to  some  slight  extent  grays,  as  also 
with  calf  leathers  in  black,  brown  and  tans  will  also 
be  prevalent  and  the  same  might  also  be  said  in  com- 
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binat'on  with  patent  stock. 

Medium  Tan  Will  Prevail  in  Calf  Leather 

As  to  colors  of  calfskins,  the  demand  or  tendency 
seems  very  definite,  and  covering-  in  the  colors  almost 
75  per  cent,  of  the  medium  tan  shade,  a  reasonable 
proportion  of  the  balance  bcini;-  the  slitjhtly  darker 
shade. 

It  is  possible  that  calf  leather  in  a  l)rownish  effect 
may  be  influenced  by  the  consideral)lc  demand  for 
brown  in  kid,  and  if  so,  bids  fair  to  accomplish  con- 
siderable volume  as  a  result  of  more  economical  price 
'n  the  finished  shoe  made  com])letely  of  calf  or 
trimmed  with  calf,  by  comparison  with  kid. 

As  to  detail  that  may  influence  the  question  of 
weip^hts,  there  will  undoubtedly  be  a  continuance  of 
the  present  demand  for  staple  low  effects  such  as 
plain  oxfords,  which  will  include  a  jiroportion  of  semi- 
brogues,  which  would  naturally  mean  boarded  stock. 
In  the  plain  leathers  similar  items  will  be  carried  out 
in  strap  effects,  in  welts  with  leather  heels,  even  to 
the  extreme  of  ornamental  patterns,  and  freely  involv- 
ing combinations  of  plain  and  novelty  leathers. 

Interesting  features  will  continue  largely  in  the 
strap  and  turn  Louis  LXV.  heel  class:  frequent  inno- 
vations show  a  decided  tendency  towards  light  and 
airy  effects  in  uppers. 

Buck  and  side  buck  naturally  finds  itself  in  the 
category  of  ooze  leathers,  and  will  be  used  pretty 
much  in  keening  with  the  character  of  shoe  to  be 
made,  the  l)uck  itself  narrowing  down  to  a  decision 
as  to  preference  over  calf,  and  the  side  buck  influenced 
by  grade  or  price. 

There  seems  to  be  a  considerable  field  for  all  of 
this  character  of  ooze  finished  leather,  as  1  term  it, 
particularly  in  combination  effects,  but  confined 
almost  entirely  to  low  shoes  and  in  the  strap  class. 


I        An  ounce  of  pep  is  worth  a  ton  of  pessimism.  j 

}  I 

^  .  — .  .  

One  Way  of  Settling  a  Strike 

The  strike  of  the  employees  of  one  department  of 
the  Corson  Shoe  Manufacturing  Co.,  Toronto,  is  at 
an  end — so  far  as  the  company  is  concerned.  Shortly 
after  the  strikers  walked  out,  their  places  were  filled 
with  new  workers  who  were  glad  to  accept  the  terms 
which  the  company  had  proposed  to  their  former 
employees,  and  the  plant  is  now  operating  as  usual. 


Mr.  Lane  on  the  Kid  Industry 

MR.  W.  A.  Lane,  of  the  Citadel  Leather  Com- 
pany, Limited,  in  addressing  the  Montreal 
Rotary  Club  on  the  k  d  industry,  pointed  out 
that  the  industry  in  Canada  was  but  in  its 
infancy,  the  total  production  of  kid  skins  amounting 
to  .''bout  40()  dozen  per  day,  which  would  be  consumed 
ill  the  making  of  7,000  pairs  of  shoes.  The  industry 
was,  however,  developing,  and  it  was  only  a  matter 
of  time  when  they  would  be  able  to  produce  in  cpian- 
tities  to  cover  Canadian  re<|uirements. 

Philadelphia  was  the  largest  jjroducer  of  glazed 
kid  in  the  world,  chrome  leather  being  first  made  in 
that  city.  In  1919  the  United  States  im  )orted  over 
seven  million  dozen  raw  kid  skins  against  Canada's 
one  hundred  thousand  dozen,  and  they  had  three  hun- 
dred m'llion  dollars  invested  in  the  industry.  In  the 
period  1860-1870,  the  U.  S.  were  getting  practically  all 
of  their  kid  from  France,  importing  about  ten  million 
dollars'  worth  of  kid  yearly.  The  development  of 
chrome  tannage  had  put  the  French  kid  out  of  the 
market,  and  the  American  kid  was  being  exported  to 
foreign  countries,  this  export  in  1919  amounting  to 
approximately  100  million  square  feet  of  glazed  kid, 
representing  sixty  million  dollars.  Chrome  tannage 
had  also  been  taken  up  by  the  calfskin  tanners.  A 
demand  had  sprung  up  for  a  "mannish"  shoe,  and  calf- 
'-k'n  was  in  good  demand.  This  would  have  hurt  the 
kid  business  more  than  it  did  but  for  the  rreat  request 
from  abroad  for  chrome  kid.  Practically  all  upper 
leather  was  being  produced  by  chrome  tannage. 

Canada  was  already  exporting  certain  lines  of 
leather,  and  he  had  no  doubt,  with  the  advantage  they 
had  over  the  United  States  in  getting  the  goat  skins 
from  India,  which  yielded  40  per  cent,  of  the  total 
world's  supply,  in  the  duty  preference  of  ten  per  cent, 
to  British  countries,  that  Canada  would  be  able  event- 
ually to  build  up  this  industry  to  take  care  of  their 
own  reciuirements  and  cater  somev.hat  to  the  exoort 
trade.  In  1919,  there  were  78  million  goat  skins,  com- 
ing largely  from  India,  brought  into  the  United  States, 
for  use  in  the  kid  industry.  He  mentioned  that  there 
are  four  factories  producing  glazed  kid  in  Canada  at 
the  present  time,  three  of  them  being  in  Montreal  and 
one  in  London. 


There  are  two  ways  to  prevent  the  boss  from  rais- 
ing your  salary.  One  is  to  tell  him  you  don't  want 
any  more,  the  other  is  to  do  as  little  as  you  can  get 
by  with.    The  latter  is  the  surest  way. 
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Hall  and  Hodges  Readjust  Organization 

Hall  &  Hodges,  Limited,  Montreal,  have  made 
some  rearrangements  which,  in  the  opinion  of  the  di- 
rectors, will  make  for  greater  efficiency  in  the  manu- 
facturing and  sales  ends.  The  company  have  organ- 
ized the  firm  of  Hall,  Hodges,  and  Blondeau,  Limited, 
of  which  Mr.  G.  G.  Hodges  is  president  and  Mr.  E. 
Blondeau  factory  manager.  The  plant  which  form- 
erly suplied  gaiters  to  Hall  and  Hodges,  Limited,  has 
been  purchased,  and  the  company  have  also  acquired 
the  plant  at  Loretteville,  P.  Q.,  which  has  hitherto 
supplied  Indian  slippers  to  British,  American,  and 
domestic  customers..  The  gfeiter  factory  has  been  re- 
moved to  St.  Eloi  St.,  Montreal.  All  the  existing 
patterns  have  been  bought  and  the  same  working 
staff  is  employed. 

Hall  &  Hodges,  Ltd.,  will  continue  to  control  the 
sale  of  all  the  products  of  the  factories  in  addition  to 
the  various  lines  of  British  and  Canadian  goods  for 
which  they  are  agents.  Notwithstanding  the  dull 
times  the  company  are  strengthening  their  over-seas 
connection,  particularly  in  England  and  Scotland.  Mrs 
Van  Leuven,  the  new  London  representative  of  the 
company  has  just  paid  a  visit  to  this  country,  and  will 
probably  be  in  England  again  by  the  middle  of  July. 
Mr.  Duee,  the  Scandinavian  representative  of  the  com- 
pany, recently  sailed  for  Copenhagen  in  order  to  extend 
business  in  the  Scandinavian  countries. 

The  two  companies  will  be  operated  separately,  one 
for  selling,  and  the  other  for  manufacturing  purposes, 
and  it  is  believed  that  this  arrangement  will  make  for 
greater  sales  efficiency  and  also  for  more  strict  super- 
vision in  the  matter  of  manufacturing. 

Hall  &  Hodges,  Ltd.,  will  open  a  branch  in 
Toronto,  with  Mr.  Earle  Fuller  as  resident  manager. 

The  salesmen  of  the  company  will  start  on  the  road 
on  August  the  first  and  will  go  right  through  to  the 
coast. 

It  is  intended  to  push  more  agressively  in  the  West 
the  productions  of  the  Palmer-McLennan  Shoe  Pack 
Co,  Ltd.,  Fredericton,  N.  B.,  for  which  Hall  &  Hodges, 
Ltd.,  are  the  sole  agents  west  of  the  Great  Lakes. 


Standard  Kid  Co.  Move  N.  Y.  Office 

The  Standard  Kid  Co.,  207  South  St.,  Boston, 
whose  big  tannery  at  Wilmington,  is  the  home  of  Vode 
Kid,  announce  the  removal  of  their  New  York  office 
to  21  Spruce  St.  Mr.  Wm.  A.  Platz  is  in  charge  at  New 
York. 


A.  H.  M.  Ontario  Division  Picnic 

The  third  annual  picnic  of  A.  H.  M.  System, 
Ontario  Division,  was  held  at  Bond  Lake,  and  very 
noticeable  was  the  growth  of  this  family,  which  was 
evidenced  by  the  attendance  of  150  of  the  employees 
and  their  wives,  sweethearts  and  kiddies. 

Various  pleasant  pastimes  occupied  the  afternoon, 
the  chief  attraction  being  a  baseball  game  between  the 
sales  staff  and  the  indoor  staff.  This  was  very  keenly 
contested,  and  the  result  ended  in  a  victory  for  the 
salesmen  by  a  score  of  29 — 26,  which  indicates  the 
extra  high  quality  of  the  performance  on  both  sides. 
The  prize  at  stake  was  a  very  handsome  28"  Silver 
Cup  (empty)  gold  lined  and  donated  by  Mr.  Pattridge, 
the  genial  city  representative  of  this  company.  Other 
races  and  contests  were  also  held  and  valuable  prizes 


given  in  each  case.  It  might  also  be  mentioned  that 
Mr.  Pearson  was  the  winner  of  the  consolation 
prize  in  the  Fat  Man's  Race,  the  pr'ze  donated  be- 
ing a  box  of  salt  and  an  extra  large  bunch  of  onions. 
The  other  consolation  prizes  consisted  of  Scrub 
Brushes  and  Corn  Cure  for  the  Office  Girls  and  an 
order  book  and  twelve  lead  pencils  for  the  Salesmen 
There  was  also  such  other  prizes  as  Cut  Glass,  China, 
Silk  Hosiery,  Ties,  Footwear  etc. 

The  grand  final  of  course  was  eats  of  which  there 
was  an  abundance  and  very  tastily  served  by  the  ladies 
in  attendance.  Ample  justice  was  done  to  the  repast, 
not  forgetting  the  ice  cream  and  watermelon,  after 
which  the  afternoon  was  brought  to  a  close  by  every- 
body agreeing  that  it  marked  another  one  of  those 
successful  events  which  are  regularly  staged  by  the 
A.  H.  M.  System. 

Boys,  Sign  up  ! 

The  National  Shoe  and  Leather  Travellers'  Associa- 
tion have  gotten  out  a  membership  button  to  be  worn 
by  all  their  members.  The  Association  is  aiming  to 
bring  every  bona  fide  shoe  or  leather  traveller  in 
Canada  into  their  ranks  and  in  this  they  are  going  to 
have  the  cooperation  of  the  N.S.R  A.  The  travellers 
did  good  work  for  the  latter  organization  in  the  way  of 
publicity  and  helping  along  their  membership  cam- 
paign, and  now  the  N.S.R.A.  is  going  to  reciprocate  by 
urging  the  men  with  whom  t'hey  place  their  ordi^rs  to 
join  up  with  the  N.S.  &  L.T.A. 


More  Live  Buck-El-On  Public  ity 

At  the  California  convention  of  shoe  retailers.  Miss 
Dorothy  Philips,  the  movie  actress,  posed  in  a  close- 
up  for  the  Cinderella  Slipper,  which  was  the  outstand- 
ing feature  used  by  William  Revnolds,  Jr.  in  their 
publicity  for  "  Buck-El-On."  Buckles  were  also  given 
away  as  an  advertising  souvenir,  and  these  proved  very 
popular  indeed. 


Young  Montreal  Retailer  Develops  Business 

Eugene  Corbeil,  488  St.  Catherine  St.,  Montreal, 
who  for  six  years  was  president  and  manager  of  the 
Brockton  Shoe  Co.  (Montreal),  has  just  purchased  the 
stock  of  A.  Lecompte,  Ltd.,  at  above  address  and  leas- 
ed the  premises.  Mr.  Corbeil  is  a  young  man,  thirty 
years  of  age,  son  of  the  late  A.  Corbeil,  shoe  manu- 


Mr.  Eugene  Corbeil 

facturer.  Mr.  Corbeil  was  brought  up  in  the  business. 
He  is  a  graduate  of  St.  Michael's  College,  Toronto. 
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U.  S.  M.  G.  Finances 

THE  report  of  the  President  to  the  annual  meet- 
ing of  the  stockholders  of  the  United  Shoe 
Machinery  Corporation  shows  that  the  surplus 
for  the  year  ending  Feb.  28,  1921,  was  $24,433.- 
440,  a  decrease  during  the  year  of  over  $3,200,000,  after 
the  payment  of  dividends  of  approximately  $4,750,000, 
and  reserving  $1,500,000  for  federal  taxes  and  contin- 
gent losses.  Inventories  of  merchandise  stocks,  after 
depreciating  about  $580,000  to  market  prices,  are 
nearly  $5,000,000  in  excess  of  last  year. 

Commenting  on  the  conditions  existing  in  industry, 
the  report  states:  "The  falling  off  in  the  volume  of 
the  corporation's  business  is  the  direct  and  unavoidable 
result  of  the  period  of  deflation  and  reconstruction 
through  which  the  country  has  been  passing.  The 
chaotic  condition  of  business  in  Europe  has  naturally 
had  its  effect  upon  the  business  of  this  country  in  gen- 
eral and  of  our  corporation  in  particular.  .  .  With 
so  many  of  the  shoe  factories  of  the  country  idle  or 
running  on  curtailed  production,  the  royalties  of  the 
corporation,  which  are  dependent  upon  shoe  produc- 
tion, were  greatly  reduced,  and  the  demand  for  mer- 
chandise for  use  in  the  manufacture  of  shoes  decreased. 
But  the  end  of  the  period  of  inactivity  in  the  shoe 
manufacturing  industry  is  already  in  sight.  Since 
February  of  this  year  there  has  been  a  demand  for 
women's  welt  and  turn  shoes  for  immediate  shipment 
and  manufacturers  are  preparing  for  a  better  fall  busi- 
ness, having  in  hand  orders  for  men's  as  well  as 
women's  shoes. 


Listen!  Agree!  Oblige! 

HERE  is  the  way  Mr.  Herbert  N.  Casson,  the 
well-known  English  writer  on  Salesmanship, 
sums  up  the  matter: 

"These  are  the  three  magic  words  of  sales- 
manship— Listen!  Agree!  Oblige!  But  the  average 
untrained  salesman  does  not  know  the  power  of  these 
words. 

"Usually  he  has  three  other  words — Talk  !  Argue  ! 
Compel !  These  three  words  have  spoiled  many  a  sale 
and  lost  many  a  customer. 

"Of  course,  I  do  not  mean  that  a  salesman  should 
surrender  to  a  customer ;  but  I  say  he  should  avoid 
all  appearance  of  compulsion. 

"The  art  of  salesmanship  is  in  getting  the  customer 
over  to  your  point  of  view  without  pushing  him. 
And  the  secret  of  doing  this  is  to  really  desire  to  be 
helpful,  both  to  your  firm  and  to  the  customer. 


"If  you  don't  believe  this,  please  give  it  an  honest 
trial  on  at  least  three  customers.  Try  it  for  one 
day,  any  way,  and  see  what  will  happen.  Listen! 
Agree !    Oblige !" 


Have  you  j(jined  the  N.S.R.A.  yet? 


It  Doesn't  Pay  to  Advertise— This  Way 

THE  illustration  below  is  clijjjted  from  a  shoe 
retailer's  advertisement  in  an  eastern  newspa- 
per. It  requires  no  comment,  for  its  absurdity 
is  evident  at  a  glance.  Perhaps  the  misuse  of 
the  cuts  is  due  to  a  compositor's  error,  but  that  does 
not  seem  probable.  Not  one  of  the  captions  could  he 
applied  to  any  one  of  the  cuts,  and  while  a  compositor 
may  get  the  cuts  belonging  to  an  advertisement  mixed, 
it  is  most  improbable  that  he  would  use  the  wrong 
set  of  cuts  entirely. 

This  production  is,  of  course,  laughable,  and  yet, 
while  it  is  an  extreme  case,  it  is  typical  of  the  care- 
lessness which  many  shoe  retailers  are  guilty  of  in 


ONLY  $2.50. 
Ladin'  Whitt  Canvu  2  Strap  Shoci 

WHITE 

HOUSE 
LOW 
CUTS 


ONLY  $2.S0. 
LaA'ct'  White  CanTu  Lacfd  Sboci. 


ONLY  $!« 
Ladio'  White  aoTai  Pump. 


ONLY  $2.59. 
L*ilie>'  White  CuTai  Lucd  Booli. 


the  illustrations  of  their  advertisements.  .Some  adver- 
tising experts  lay  it  down  as  a  first  principle  that  illus- 
tration is  essential  in  the  "direct  sales"  type  of  adver- 
tising, but  it  seems  to  us  that  no  cut  at  all  is  prefer- 
able to  one  that  will  reproduce  poorly  or  does  not  il- 
lustrate the  article  with  reasonable  accuracy.  As  a 
matter  of  fact  we  have  seen  many  ads.  in  which,  as 
in  the  case  shown  here,  the  cuts  actually  spoiled  the 
effect  of  the  advertisement  entirely.  Not  infrequently 
illustrations  appear  in  shoe  retail  advertising  showing 
styles  which  passed  out  years. ago,  while  the  copy  re- 
fers to  "snappy  new  models"  or  something  of  the  sort. 
We  have  before  us  an  ad.  in  which  two  cuts  are  used, 
one  of  which  is  about  eight  years  old  and  the  other 
about  twelve.  Are  these  likely  to  have  a  high  sales' 
value  ?  We  rather  think  they  are  an  insult  to  the  in- 
telligence of  the  public. 


Woinan'H  ball  strap.    New  model  by  the  Holters  ("ompaiiy 


Flave  you  joined  the  N.S.R.A.  yet? 
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A  Successful  Young  Montreal  Shoeman 

MR.  Ben  Yaphe,  of  807  St.  Catherine  St.  E., 
Montreal,  is  one  of  the  most  successful  of 
the  younger  generation  of  shoe  retailers  in 
that  city.  Mr.  Yaphe  is  twenty-three  years 
of  age,  and  single — as  yet.  When  he  first  started  out 
in  life,  he  thought  to  be  a  dentist  and  spent  some  time 
studying  that  branch  of  medical  knowledge,  but,  after 
passing  the  bar  examination  in  dentistry,  he  was 
forced  to  give  up  his  studies  and  go  into  business  with 
his  father.  This  was  six  years  ago,  and  so  much  pep 
and  energy  has  Mr.  Yaphe  since  put  into  his  work 
that  sales  have  been  increased  four  hundred  per  cent, 
in  the  interval,  and  to-day  he  is  managing  two  stores 


Mr.  Beu  Yaphe 

instead  of  one.  Mr.  Yaphe  believes  that  real  success 
in  business  is  to  be  achieved  in  one  way — and  one  way 
only — that  is  by  building  up  a  worth  while  clientele. 
When  things  are  more  settled,  his  next  step  will  be 
either  another  store  of  a  wholesale  shoe  business,  he 
states. 


tive.  Prices  in  European  countries  are  now  "three  or 
four  times  as  high  as  before  and  during  the  war. 
What  we  need  to  do  is  to  extend  credit.  That  will 
help  us  to  get  rid  of  our  surplus  stocks  and  supply 
those  who  need  them.  At  the  same  time  it  will  hasten 
the  resumption  of  production  in  this  country.  It  will 
staDilize  exchange  and  encourage  trading. 


Canada's  Rubber  Footwear  Exports  Climb 

THE  consumption  of  rubber  boots  and  shoes  has 
advanced  considerably  in  the  United  Kingdom 
during  the  last  two  years,  according  to  the 
Weekly  Bulletin  of  the  Department  of  Trade 
and  Commerce.  It  is  gratifying  to  note  the  large  in- 
crease in  the  imports  of  these  goods  from  Canada, 
which  show  an  ^increase  from  66  dozen  pairs  in  1913 
to  79,012  dozen  pairs  in  1919.  Purchases  from  the 
States  advanced  from  65,806  dozen  pairs  in  1913  to 
91,378  dozen  pairs  in  1919.  It  should  be  noted  that 
imports  from  the  latter  country  in  1916  were  204,122 
dozen  pairs,  compared  with  43,840  dozen  pairs  received 
from  Canada,  and  in  1917  they  were  120,358  compared 
w  th  Canada's  contribution  of.  14,889.  The  figures 
for  1920  are  not  yet  available,  but  the  figures  for  1919 
indicate  that  Canadian  rubber  footwear  manufacturers 
are  competing  very  efifectively  with  their  U.S.  com- 
petitors for  business  in  the  British  Isles. 


Why  He  Quit 

Judson  had  run  a  general  store  for  twenty  years. 
The  same  old  dust  was  on  the  shelves,  and  much  of 
the  original  stock.  When  the  place  became  a  summer 
resort  Judson  hung  a  red  lantern  of  the  Chinese 
variety  in  the  middle  of  his  ceiling  as  a  concession  to 
the  summer  trade.  The  second  day  the  lantern  was 
up  a  woman  spied  it  and  bought  it.  Judson  put  up 
another  lantern,  and  another.  As  fast  as  he  hung  them, 
summer  guests  bought  them  up  for  decorative  pur- 
[joses.  Finally  the  limit  of  Judson's  patience  was 
reached  when  the  last  woman  came  in  and  asked  for 
a  lantern.  "I  ain't  goin'  to  order  no  more,"  he  said 
decisively.  "Why?"  asked  the  woman.  "There  ain't 
no  sense  in  it.  Can't  keep  a  durned  one  of  'em  m 
stock. 


**Must  Extend  Credits  to  Europe"  Says 
N.  C.  R.  Chief 

John  H.  Patterson,  president  of  the  National  Cash 
Register  Company,  who  recently  returned  from  a  four 
months'  visit  to  Europe,  asserts  that  the  people  of  this 
continent  have  a  big  duty  to  perform  for  the  nations 
of  the  Old  World.  "This  country,"  he  states,  "must 
help  put  Europe  on  its  feet."  And  he  believes  the 
best  way  to  go  about  it  is  to  establish  contact  with 
Europe  as  soon  as  possible,  and  at  the  same  time  ex- 
tend long-time  credits  to  the  European  peoples  so 
that  they  can  buy  surplus  stocks  accumulated  on  this 
side  of  the  Atlantic. 

"There  are  certain  economic  and  social  problems 
to  be  met  and  conquered,"  continues  Mr.  Patterson. 
"I  think  it  is  necessary  that  all  of  the  peoples  of  the 
world  act  in  concert  to  do  the  work.  If  an  association 
of  nations  did  no  more  than  this,  it  would  be  a  fine 
thing. 

"Rates  of  exchange  have  had  a  baneful  influence 
on  business.  U.S.  products  imported  to  foreign  coun- 
tries must  be  sold  for  prices  that  are  almost  prohibi- 


Sure  They  Know 

There  is  a  merchant  in  our  town 

Who  thinks  he's  wondrous  wise; 
He  scoffs  at  those  who  spend  hard  cash 

Their  goods  to  advertise. 
He  mocks  the  ad  man  to  his  face, 

"You're  talkin'  through  j'our  hat, 
'Cause  everybody  everywhere 

Knows  where  my  store  is  at!" 

Of  course,  most  people  vaguely  know 

That  Jones  conducts  a  srtire — 
Out  of  the  beaten  path  wRere  goes 

The  cream  of  trade  no  more. 
But  what  he  sells  in  his  small  place, 

What  goods  he  has  on  shelf, 
They  cannot  say  because  old  Jones 

Keeps  that  all  to  himself! 

And  that  is  why  the  blinded  man 

Has  troubles  now,  and  woe. 
And  why  his  sales  are  less  than  they  we"e 

Some  twenty  years  ago. 
Sure,  everybody  knows  where  Jones 

Sits  glum  in  his  easy  chair; 
They  also  know  where  the  graveyard  is, 

But  they  are  not  flocking  there! 

— Retail  Public  Ledger. 
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AlJnique  Institution  for  Retail  Shoe 
Salesmen 

HERE  is  a  picture  of  the  Boston  Round  Table 
for  Retail  Slioe  Salesmen- — an  interestnig  and 
uni(jue  instiLUt.on.  'ihe  enure  trade  has 
heard  about  the  Retail  Shoe  Salesmen's  in- 
siitute  which  was  started  about  a  year  ago  with  the 
purpose  oi  providing  adequate  systematic,  scientific 
mstruciion  and  training  for  retail  shoe  salesmen.  The 
Institute  had  to  blaze  its  own  way,  to  Ix'  a  real  pioneer 
in  this  vitally  important  phase  of  the  iiulu>liy.  The 
Boston  Round  Table  is  one  of  the  signlicaiit  develop- 
ments of  the  R.  S.  S.  1.  work. 

Last  November  sixty  salespeople  dravvii  frum 
leading  Boston  retail  shoe  stores  and  dopariiiients 
united  under  the  auspices  of  the  Retail  Slioe  Sales- 
men's institute  and  the  Boston  Retail  Shoe  Sales- 
men's Association  to  form  a  study  group.  The  meet- 
ings were  a  great  success  from  the  very  beginning. 
These  are  based  on  the  text  volumes  of  the  'i  raining 
Course  of  the  Institute.  Before  each  meeting  the 
Round  Table  members  study  an  assigned  number  of 
pages  in  the  volume  of  the  course  then  in  hand,  the 
meetings  taking  the  form  of  a  regular  class,  with  the 
greatest  stress  placed  upon  the  experience  questions. 

Great  interest  has  been  manifested  in  this  unique 
work — the  first  class  of  its  kind  ever  held  in  any  in- 
dustry. The  Harvard  Graduate  School  of  Business 
Administration,  the  Pr.nce  School  of  Salesmanship 
and  Boston  University  School  of  Business  Adminis- 
tratiiin  have  had  representatives  at  th.-  ineeiings  and 
are  co-operating  in  the  work.  Practically  all  of  the 
leading  retail  shoe  dealers  and  managers  of  Boston, 
and  some  from  far-oft'  cities,  have  attended  the  meet- 
ings, as  have,  also,  various  manufacturers,  travelling 
salesmen,  etc. 

The  meetings  are  intensely  interesting  and  the 
members  are  unanimuus  in  attesting  the  benefits  ob- 
tained. Interest  just  seems  to  sustain  itself,  as  the 
meetings  go  along — what  With  singing,  demonstra- 
tions, a  psychological  test  I)y  Dr.  Starch  of  Harvard, 
trrieT  "addresses  by  visitors,  an  essay  contest,  study 
of  leathers,  fabrics,  rubber,  etc.,  open  forum  and  so  on. 
So  signal  has  been  the  success  of  the  Boston  Round 


Table  that  inquiries  have  come  from  all  over  the  world 
relative  to  torming  similar  classes.  Round  Tables  are 
already  established  in  these  stores:  R.  H.  Eyfe  &  Co., 
Detroit,  Mich.;  Krupp  &  Tufily,  Houston,  i  exas ;  The 
btetson  bhop,  Pittsburgh,  Pa.;  Jacobs'  Walk-Over 
iio(H  Shop,  iNew  Orleans,  and  Rowland  Hill,  London, 
(.Jiitario. 

J  he  leader  of  the  Boston  Round  Table  is  Arthur 
L.  Evans,  president  of  the  Retail  Shoe  Salesmen's 
institute. 


A.  H.  M.  Staff  Convention 

ASTAiT'"  convention  of  yVmes-iiulden-AIoCready, 
Limited,  was  recently  held  in  Kitchener,  Out., 
at  which  representatives  of  the  company  from 
Halifax  to  Vancouver  were  present.  .Among 
the  ofiicials  in  attendance  were  T.  H.  Rieder,  presi- 
dent; VV.  M.  Angus,  general  sales  manager;  F.  A. 
Richardson,  Vancouver;  N.  M.  Lynn,  Edmonton; 
F.  M.  Morgan,  Regina;  A.  W.  'i  hompson,  Winnipeg; 
ti.  \V.  Pearson,  Toronto;  E.  M.  Zavitz,  Ottaw^a;  J.  P. 
yuesnel,  Montreal;  L.  A.  Poulin,  (Juebec,  and  S.  C. 
Mitchell,  St.  John;  also  E.  P.  Hall,  VV.  G.  Wiegand, 
M.  C.  MuUarky,  R.  W.  Ashcroft,  W.  A.  Youngblud, 
M.  O.  Keener,  ii.  M.  Boyer,  H.  C.  Simmons  and 
several  others.  1  he  attention  of  the  conference  was 
mainly  devoted  to  the  discussion  of  sales"  policy  and 
lines  for  1921-1922,  and  a  number  of  the  factory  opera- 
tives were  present  at  the  invitation  of  the  manage- 
ment so  that  they  could  get  an  insight  of  the  methods 
pursued  in  selling  the  products  they  make.  The  pro- 
ceedings at  Kitchener  occupied  a  day,  the  delegates 
leaving  in  the  even.ng  for  Montreal,  where  the  con- 
vention was  continued  on  the  following  day. 


Big  Shoe  Merger 

The  merger  of  the  International  Shoe  Company 
of  Sl  Louis  and  the  W.  H.  McElwain  Company,  of 
Boston,  is  announced.  A  joint  capital  of  $40,000,000 
s  said  to  be  involved,  and  the  combined  sales  of  these 
companies  last  year  aggregated  $130,000,000.  The 
merger  is  to  be  efTected  by  interchange  of  securities, 
w  ithout  public  financing. 


The  Boston  liouiid  Tal)le  for  Retail  Shoe  Salesiiu'i 
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Low  Level  Floor  is  New  Window  Feature 

The  feature  of  one  of  the  latest  types  of  shoe  store 
windows  is  a  low-level  floor  surface.  The  shoes  are 
about  at  a  level  with  the  knee  of  the  passer-by.  The 
advantage  of  this  position  is  that  a  person  standing 
close  to  the  window  sees  the  shoes  at  practically  the 
same  angle  as  they  are  generally  seen  when  being  worn 
while  one  on  the  outside  of  the  sidewalk  ai^u  gets  a 
very  attractive  "  view,  the  shoes  in  the  rear  of  the 
display  being  in  no  way  interfered  with  by  those  in 
the  foreground. 


Pairs  in  Rows  will  Catch  the  Eye 

An  idea  which  attracts  attention  from  its  very  sim- 
plicity is  to  set  out  a  number  of  pairs  of  shoes  of  dif- 
ferent styles  in  pairs  and  rows.  They  should  be 
placed  not  too  close  together  in  two  straight  rows, 
running  at  an  angle  to  the  line  of  the  sidewalk.  This 
affords  the  passer-by  an  opportunity  to  compare  the 
d-fferent  styles  almost  at  a  glance,  and  the  simple  ar- 
rangement is  quite  striking. 


Reserve  Stock  behind  Carton  Walls 

One  of  Chicago's  newest  and  finest  shoe  stores  is 
laid  out  entirely  on  one  floor.  Space  for  surplus  stock 
is  provided  behind  the  carton  walls.  There  are  a  num- 
ber of  French  mirror  panelled  doors  at  intervals  in 
the  carton  walls,  giving  access  to  the  passage-way 
back  of  them,  which  are  lined  on  either  side  with 
shelving. 


Footwear's  Ad.  Service 


Electros  for  newspaper  use  from  above  cut  of  Corson  Ball- 


strap  Oxford  may  ba  had  on  application 


New  Shoe  Rack 

One  of  the  latest  novelties  in  the  findings  line  is 
a  shoe  rack,  which  is  now  being  placed  on  the  market. 
It  is  a  metal  device  on  which  three  pairs  of  shoes  can 
be  hung.  The  rack  itself  can  be  conveniently  attached 
on  the  inside  of  a  closet  door,  so  that  the  shoes  are 
kept  up  out  of  the  dust  in  a-  place  where  they  can  be 
conveniently  located,  and  at  the  same  time  are  safe 
frrm  being  trampled  on. 


!  Employment  Wanted 

1  One  poor  piker,  who  never  attended  a  con- 

I  vention  in  his  life  (and  doesn't  intend  to)  wants 

I  job  sweeping  floors  in  shoe  store.    Several  years' 

I  experience  in  mismanaging  shoe  business. 


+._.„_„«_„»_„._„„_.._.„_.._„„_„„_„._„„_„„_„._„„_„„_„„_„„_„_  4 


A  Practipedist's  View  of  his  own  Profession 

The  practipedist  is  just  as  necessary  to  society  as 
the  optician,  as  the  dentist.  There  was  a  time  when 
people  whose  eye-sight  was  not  good  fitted  themselves 
with  spectacles  from  a  stock  of  glasses  carried  around 
by  a  pedlar,  but  to-day  we  go  to  a  trained  man  and  get 
properly  examined.  And  equally  good  service  in  the 
matter  of  foot  comfort  is  offered  by  the  practipedist 
who  will  be  found  to  have  a  diploma  which  indicates 
that  he  has  made  himself  proficient  in  his  work. 


Classic  '"First  Steps"  for  Baby 
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f  "Star  Light"  Makes  His  Window  Brighter 

J  A  live  shoeman  in  an  Eastern  city  has  been 

1        tuning  "star  worship"  to  account  in  his  window 
1        displays  and  advertising.    He  makes  it  his  bus- 
J        iness  to  see  all  the  best  modern  productions,  both 
I        of  the  legitimate  and  moving  picture  stage,  and 
I        studies   the   footwear  worn   by  the  well-known 
J        actresses.    Then,  if  possible,  he  picks  from  his 
J        own  stock  shoes  of  the  same  style,  and  draws  at- 
tention to  it  in  his  window  cards  and  advertise- 
ments,   in    wording   such   as  -  this:     "The  Doris 
Pump — This  dainty  little  shoe  is  the  style  worn 
by   Miss  Mollie   Miller  in  'The  Drawing  Card.' 
Its  simple  but  artistic  lines  are  calculated  to  set 
off  a  pretty  foot  and  ankle  to  perfection."    In  a 
community   where   "movie  madness"   is  not  un- 
common, we  don't  know  of  any  type  of  advertis-  | 
iiig  that  is  likely  to  he  more  effective.  f 


Says  Booster  Bootnian :  "There'll  be  no  mush- 
room dollars  spring  up  over-night  in  the  Year  of  our 
Lord  1921,  A.D.,  but  they  can  be  cultivated — you  bet 
they  can — if  you  take  your  hoe  and  your  shovel,  and, 
maybe,  a  pickaxe,  and  get  right  down  to  work — at  the 
s:.me  time  no  being  ashamed  to  show  your  suspend- 
ers. And  don't  forget,  if  there's  a  drought,  to  sprinkle 
on  some  advertising.  Do  it  good  and  plenty  and  do  it 
often.    That's  the  stuff  that  brings  the  dollars  up." 


50 


FOOTWEAR    IN  CANADA 


When  to  Sell  Foot  Appliances 

WHAT  is  your  opinion  about  the  sale  of  foot 
appliances?    Have  you  found  that  it  resulted 
in  making  more  satisfied  customers  for  you? 
Under  what  circumstances  would  you  advise 
-against  their  use? 

Here  is  what  a  live  retail  shoe  salesman,  who  is 
also  a  graduate  practipedist,  has  to  say  about  this  in- 
teresting and  important  question  : 

My  Opinion  as  to  Foot  Appliances — When  to  and  Not 
to  Advise  Their  Use 

"What  is  the  use  of  bringing  a  doctor  to  see  a  well 
man  or  woman?  What  is  the  use  of  advising  a  person 
to  wear  a  pair  of  arch  supports  when  he  or  she  does 
not  really  need  them,  when  a  decent  fitting  shoe  will 
be  much  more  sensible  to  advise  and  will  prove  a  much 
greater  dress  embellishment? 

"Foot  appliances  are  rather  attractive  merchandise, 
especially  the  silver-plated  ones.  They  are  attractive 
because  they  glisten,  and  so  a  nice  neat  display  of 
them  is  always  an  incentive  to  many  people  to  possess 
an  outfit  and  in  a  good  many  instances  it  does  not 
require  a  {)ractipedist  to  sell  arch  supports. 

"Aside  from  this  fact  the  practipedist  or,  in  other 
words,  the  shoe  salesman  or  woman  who  has  been 
trained  along  this  particular  branch  of  service  is  the 
person  who  should  recognize,  should  advise,  should 
diagnose  the  trouble  and  should  prescribe  the  neces- 
sary and  proper  appliance  when  a  deserving  case  does 
appear. 

"I  have  said,  'Why  the  doctor  when  the  man  is 
well?'  but  unfortunately  all  are  not  well,  hence,  we 
have,  and  need,  doctors.  Human  feet  because  of  their 
own  peculiarity  among  the  animal  feet  of  the  earth 
are  most  prone  to  ailment  and  distortion  through 
their  wonderful  construction  and  the  accompanying 
evident  ignorance  of  their  owners  as  to  their  care. 
Foot  troubles  of  various  and  serious  kinds  are  among 
us  and  so  it  follows  that  we  have'  a  remedy  and  this 
remedy  lies  in  the  arts  of  the  practipedist  and  his  ap- 
pliances." 


Have  you  joined  the  N.S.R.A.  yet? 


New  Shoe  Store  in  Arnprior,  Ont. 

W.  Percy  Tripp  has  recently  opened  a  shoe  store 
in  Arnprior,  Ont.,  in  which  he  will  carry  a  wide  range 
of  men's  and  women's  high  grade  footwear.  Mr. 
Tripp  got  his  experience  in  the  footwear  business  with 
the  Moyer  Shoe  Co.,  of  Winnipeg.  At  the  outbreak 
of  war,  he  enlisted  and  went  overseas  with  the  15th 
battery  of  the  Canadian  artillery,  seeing  four  years' 
service  in  France.  He  now  sets  up  in  business  for 
himself,  his  premises  being  in  the  Wait  block  on  John 
Street. 


Australian  Imports  of  Rubber  Footwear 

Below  are  figures  published  by  the  Dept.  of  Trade 
and  Commerce,  showing  the  values  of  boots  and  shoes 
imported  into  Australia.  In  rubber  footwear,  it  will 
be  seen  that  Canada  contributed  a  large  percentage : 

In  leather  boots,  shoes  and  slippers  the  United 
Kingdom  supplied  £48,222  ;  the  United  States,'£48,360 ; 
Japan,  £17,206;  China,  £1,666;  Switzerland,  £1,475; 
and  Canada,  £316.  In  goloshes  (rubbers),  sand  shoes 
and  boots,  the  United  Kingdom  was  credited  with 
£38,291,  the  United  States  with  £23,567,  and  Canada 


with  £24,772.  In  gum  and  wading  boots  the  chief 
sources  of  supply  were:  Canada,  £5,124;  the  United 
States,  £3,079;  and  the  United  Kingdom,  £375. 


Mr.  Arthur  L.  Wilson,  one  of  Hamilton's 
well-known  shoemen,  has  been  in  the  shoe 
business  for  eighteen  years — all  that  time  in 
his  father's  store.  He  has  charge  of  the  men's 
department,  and  does  all  the  buying  for  that 
end  of  the  business,  as  well  as  looking  after 
the  book-keeping,  financing  and  correspond- 
ence. Since  he  has  had  charge  of  the  men's 
trade  the  business  has  grown  steadily.  Regal 
shoes  are  the  feature.  Mr.  Wilson  is  a  strong 
association  man,  and  has  been  secretary  of  the 
Hamilton  Shoe  Retailers'  Association  for  three 

)ears. 


Stop  the  Leaks 

What  are  you  doing  to  reduce  your  expense  of 
doing  business?  Here  is  a  question  of  pressing  im- 
port. As  a  matter  of  fact  it  contains  one-half  of  the 
solution  to  the  present  industrial  difficulties.  There 
are  the  two  factors  in  the  situation — the  attitude  and 
policy  of  capital  or  management,  and  the  attitude  and 
policy  of  labor.  In  this  broad  division,  we  must  place 
the  retailers  in  the  capital  or  management  class — 
though  there  are  many,  very  many,  of  them  who  will 
lay  no  claim  to  the  title  "capitalist."  The  merchant's 
function  is  that  of  distribution,  and  the  part  he  has  to 
play  in  the  restoration  of  normal  conditions  is  the 
carrying  out  of  that  function  in  the  most  efficient  and 
economical  manner  possible. 

4.,,_.._„_»._„_,„_.„_„_u._„_. — — ,._.._.»_.._.._.  

"Work  is  the  best  medicine  for  present  day  ! 
ills,"  states  a  well-known  economist.  Yes  and 
it  should  be  applied,  not  only  individually,  but 
unitedly.  The  shoe  merchant  can  do  much  by 
individual  effort  and  personal  efficiency  in  his 
own  store  to  restore  normal  and  prosperous  con- 
ditions, but  he  cannot  do  all.  There  are  certain 
ends  that  can  only  be  accomplished  through  co- 
operative work.  The  shoe  merchant  has  not  done 
his  whole  duty,  until  he  gets  out  and  works  to- 
gether with  his  fellow-retailers  for  the  benefit  of 
the  community  and  the  country  at  leirge,  as  well 
as  his  own  trade. 
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Shoeman  s  Merchandising  Calendar 

Make  August  a  "Glean  up"  Month  --  White  Goods  can  still  be  Sold  with  the 
Aid  of  Live  Window  Dressing  and  Advertising  --  Prepare  for  Fall 


August  is  another  hot  month  and  the  store 
that  will  be  most  attactive  to  the  public  will  be 
the  one  that  looks  coolest  and  is  coolest,  and 
seels  the  coolest  looking  footwear. 

August  1  and  4. 

There  are  no  holidays  or  anniversaries  of  im- 
portance during  the  month,  except  August  1. 
and  August  4,  which  are  respectively  the  anni- 
versaries of  the  begining  of  the  world  war  and 
of  Britain's  entry  into  i't.  On  these  days,  it  will 
be  in  order  to  display  the  Allied  Colors,  with, 
perhaps  some  reference  to  the  motives  with  actu- 
ated the  British  peoples  in  entiering  the  war,  and 
the  necessity  of  co-operative  action  to  preserve 
the  results  achieved. 

The  high  temperature  which  generally  pre- 
vails during  the  month  of  August  will  make  an 
appeal  to  instinct  of  physical  comfort  particularly 
effective,  and  due  to  this  condition  the  shoe  mer- 
chant can  continue  to  sell  summer  footwear, 
although  the  season  is  practically  at  an  end — if 
he  makes  his  window  sufificiently  tempting.  Have 
it  shaded,  so  thait  it  will  be  relief  for  the  passer-by 
to  stand  for  a  moment  sheltered  from  the  rays  of 
the  sun,  and  at  the  same  time  prevent  the  glare 
of  light  on  the  glass  which  makes  the  display  in- 
distinct and  causes  your  prospective  customer  to 
see  his  own  reflection  instead  of  the  shoes  he  is 
trying  to  discern  in  the  window.  There  are  not 
many  things  mwe  irritating  than  trying  to  see  the 
goods  at  the  rear  of  a  display  in  an  ushaded  win- 
dow when  there  is  a  brilliant  sun.  Indeed  under 
these  circumstances  it  is  difficult  to  see  any  of 
the  goods,  except  those  that  are  right  close  to  the 
front. 

As  in  July,  the  window  dresser's  best  bet  is 
green,  light,  cool  green,  with  flowers  and  green- 
ery. Light  cream  or  white  makes  a  perfect  com- 
bination with  green,  and  therefore  it  is  an  ideal 


color  for  use  in  a  summer  footwear  trim. 

Particular  attention  must  be  paid  to  the 
window  cards.  Make  them  just  luire  the  customer 
with  hot  or  tired  feet  into  the  store  for  relief, 
and  be  sure  you  give  him  relief  when  he  gets 
there — it  is  an  excellent  opportunity  for  selling 
preparations  designed  to  sooth  perspiring,  burn- 
ing lower  extremities,  in  addition  to  cool  com- 
fortable shoes. 

Then,  too,  the  yachting  season  presents 
another  opportunity  for  pushing  white  footwear. 
August  20  to  37  is  set  aside  as  "  Yachting  Week." 
For  a  week  or  two  previous  feature  shoes  for  the 
yachtsman  pointing  out  that  the  season  opens  on 
August  20. 

Begining  with  the  week  of  August  23,  it  is 
about  time  to  put  in  displays  of  footwear  for 
school  children.  With  school  opening  the  first 
week  in  September,  parents  will  be  thinking  of 
outfitting  the  young  folks  for  the  fall  term,  and 
the  live  shoe  merchant,  through  his  window  trims 
and  advertising,  will  make  those  in  his  community 
turn  naturally  to  his  store  as  the  place  to  procure 
school  shoes. 

It  is  about  time,  too,  to  put  in  an  advance 
showing  of  fall  styles.  Don't  be  too  premature, 
but  get  in  a  strong  display  of  new  fall  goods 
before  the  end  of  the  month.  It  will  get  people 
thinking  the  right  way. 

The  window  dresser  will  indeed  be  a  busy  man 
toward  the  end  of  August.  He  has  also  to  work 
up  a  Labour  Day  Display  (If  he  makes  an  appeal 
at  all  to  that  class  of  the  community),  and  a  strong 
clean-up  sales  window  of  summer  footwear.  All 
of  these  goods  which  cannot  be  isafely  held 
over  till  the  next  season  should  be  cut  to  the 
point  where  they  will  sell,  and  cleaned  off  the 
shelves  before  the  first  of  September. 
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Chicago  Newspapers  Attack  Shoe 

Repair  Prices 


The  Chicago  shoe  repair  trade  has  in  recent  weeks 
been  the  target  of  a  journalistic  bombardment  by  the 
local  newspapers.  The  excuse  for  the  bombardment 
is,  as  may  be  surmised,  the  matter  of  prices,  charges 
being  made  that  the  shoe  repairers  are  organized  for 
the  purpose  of  maintaining  high  prices.  The  situa- 
tion is  evidently  such  that  the  feeling  is  running  very 
high,  for  not  only  have  repair  shop  windows  been 
broken,  but  it  is  reported  that  bombs  have  been  placed 
in  certain  premises  and  in  one  case  a  shoe  repair  man 
and  liis  wife  were  thrown  out  of  bed  as  a  result  of  the 
explosion.  Just  who  are  the  perpetrators  of  these 
outrages,  or  what  their  motive  or  object  may  be,  is 
not  very  apparent,  however. 

It  is  gratifying  to  note  that  the  Chicago  Associa- 
tion of  Finders  has  been  quick  to  come  to  the  defence 
of  the  repairers.  One  of  the  most  hurtful  of  the 
articles  printed  by  the  newspapers  appeared  in  the 
Chicago  Tribune,  which  quoted  some  exaggerated 
statements  with  regard  to  the  reduction  in  the  cost  of 
leather  and  reported  that  a  "  Jury  will  probe  high 
prices  of  shoe  repairers."  Following  the  publication 
of  this  article,  the  president  of  the  Chicago  Associa- 
tion of  Finders  took  up  the  cudgels  on  behalf  of  the  re- 
pairers and  made  a  prompt  and  spirited  response.  The 
item  which  appeared  in  the  Tribune  and  the  letter 
written  by  the  President  of  the  Finders'  Association 
in  reply  arc  printed  below: 

(Item  appearing  in  Chic-ago  Tribune) 
"  Jury  Will  Probe  High  Prices  of  Shoe  Repairers." 

A  grand  jury  attack  on  the  high  cost  of  shoe  re- 
pairing was  launched  yesterday  by  the  Assistant 
State's  Attorney  Geo.  E'.  Gorman  with  the  annovmce- 
ment  he  would  ask  indictments  against  officials  and 
business  agents  of  the  United  Shoe  Repairers. 

The  investigation  follows  a  complaint  by  former 
members  of  the  organization  that  officers  of  the  organ- 
ization conspired  to  keep  prices  up  in  spite  of  the  fact 
that  leather  had  declined  60  to  70  per  cent. 

The  insurgents  charge  the  association  sought  to 
intimidate  certain  individual  shoe  repair  shops  to  keep 
prices  from  being  reduced.  Several  instances  of 
windows  broken  and  other  damage  done  to  shops  were 
cited. 

.'\t  a  meeting  of  the  organization  early  this  year 
certain  members  sought  to  reduce  the  price  for  soling 
shoes  from  $2.50  to  $1.50.  This  was  objected  to,  and 
a  split  in  the  organization  followed,  according  to  infor- 
mation received  by  Attorney  Gorman. 

Evidence  showed  that  leather  had  dropped  from  $2 
per  lb.  to  as  low  as  30c  per  lb.  Following  the  break 
prices  on  all  sorts  of  repairing  were  reduced  by  the  in- 
surgents. 

"  It  is  an  outrage  the  way  prices  for  shoe  repairing 
have  ben  manipulated,"  Attorney  Gorman  said. 


Reply  by  President  Shafifer  of  Chicago  Finders' 
Association. 

On  Saturday,  May  7th,  your  paper  published  a 
statement  by  Assistant  State's  Attorney  Geo.  E. 
fiorman  in  which  he  stated  leather  has  dropped  from 
from  $2  to  30c  per  lb.,  and  in  face  of  that  fact  the  shoe- 
makers are  charging  far  too  much  for  their  work. 

Someone  has  deceived  Mr.  Gorman.  He  deals  with 
shoe  repairing,  therefore  it  is  fair  to  assume  that  the 
leathers  mentioned  are  sole  leathers,  and  the  $2  grade 
is  the  same  grade  as  that  supposed  to  be  30c  to-day. 
We,  of  course,  can't  compare  prime  leather  prices  with 
shoulder  or  belly  leather  prices ;  nor  can  we  compare 
the  prices  of  sole  leather  with  upper  leather;  so  for  a 
fair  comparison  I  am  going  to  take  the  11  lb.  block  of 
prime  leather.  The  price  of  this  when  at  its  highest 
was  $1.75  per  lb.  The  price  to-day  of  the  same  leather 
is  $1.30  per  lb.  The  drop  in  price  is  34  per  cent,  not 
60  or  70  per  cent,  as  stated. 

Let  us  see  what  these  large  profits  of  the  shoe- 
repairers  are.  Eleven  lb.  prime  leather  at  $1.30  is 
$14.30  per  doz.  blocks.  There  are  24  pr.  men's  half 
soles  in  one  dozen  blocks.  Therefore  the  drop  in 
price  per  pair  of  mens'  half  soles  is  21c. 

1  i)air  men's  half  soles  costs  $.59 
1    "       "    rubber  heels  costs  .30 


Other  material  used  to  complete  job : 
nails,  thread,  wax,  ink,  sand-paper, 
etc. 


$.89 


$.20 


One  hour  labour  on  job 

Total  cost 
Highest  price  charged* 


$1.09 
$1.50 

$2.59 
2.50 

Loss  per  job  $.09 
This  is  the  actual  case  where  the  shoemaker  gets 
$1.50  per  hour,  and  uses  the  best  quality  of  sole  leather. 
Let  us  be  fair  with  this  man.  The  $1.50  per  hour  goes 
to  paying  salary,  rent  light,  interest  on  investment, 
wear  and  tear  on  equipment,  insurance,  etc.  The 
carpenter  charges  $1.75  per  hour,  the  electrician  $1.75, 
and  the  garage  man  $1.50.  Since  the  average  shoe- 
repair  shop  takes  in  $100  per  week  in  work,  and  with 
cost  of  materials  for  this  turnover  $43,  the  shoemaker 
has  $57  left  to  take  care  of  his  expenses.  If  the 
average  citizen  were  willing  to  work  for  what  the  shoe 
repairer  gets  per  week,  many  of  our  factories  that  are 
now  closed  would  be  running. 

Do  you  know  a  shoemaker  living  on  the  Gold 
Coast,  or  spending  his  evenings  in  the  bright  lights? 
We  know  many  who  are  huddled  in  the  rear  of  their 
shops  with  their  families  and  they  cannot  pay  their 
leather  man. 
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llerioc  (perhapy?)  but  a  trifle  ridiculoua 


man  brought  me  a  letter  with  an  invitation  to  the  con- 
ference, delegate's  ticket  No.  102.  Enclosed  was  the 
following : 

'  Lancashire  &  Cheshire  Council  and  Blackpool  & 
District  Boot  Trades'  Association  request  the  company 
of  Mr.  Butterworth  to  a  motor  trip  to  Windermere 
and  the  Lake  District  on  Thursday,  June  9.'  There 
also  came  an  invitation  from  the  Mayor  and  Mayoress 
of  Blackpool,  who  requested  '  the  pleasure  of  yourself 
and  lady  at  a  reception  to  be  held  in  the  Lecture  Hall, 
Public  Library,  Queen  Street.,  Blackpool,  Tuesday.' 
June  7,  from  7.30  to  9.30:  light  refreshments  and  music. 

"  I  may  say  this  is  the  city  official  reception  to  the 
Allied  Associations.  It  is  my  intention  to  take  these 
in,  so  that  I  will  have  something  to  tell  our  members 
when  I  get  back.  It  looks  as  if  I  had  just  walked  right 
into  it,  for  it  fits  in  with  my  plans,  as  I  am  spending 
about  VA  days  at  Blackpool. 

"  I  have  written  to  Mr.Hendry  advising  him  of  the 
conference,  hoping  he  will  be  able  to  attend  along  with 
me." 


Hints  for  the  Repair  Man 

A  quick  way  to  get  the  exact  shape  of  a  patch  is  to 
take  a  piece  of  chalk  and  mark  on  the  shoe  the  size  of 
the  patch  needed.  Carefully  set  a  piece  of  leather 
OA  er  the  clialk  marks,  flesh  side  down,  and  press  the 
hand  hard  against  the  leather  for  a  few  seconds.  This 
will  cause  the  chalk  marks  to  be  transposed  to  the 
piece  of  leather.  With  the  scissors  you  can  then  cut 
a  piece  of  leather  which  is  the  desired  shape. 

Beware  of  the  bottom  finish  that  soils  carpets. 
Some  house  shoes  are  finished  with  waxy,  greasy  mat- 


erial, and  finished  floors,  oilcloths,  etc.,  are  ruined  by 

them,  and  the  inevitable  result  is  that  the  repairer, 

who  should  have  known  better  had  he  not  been  so 

thouughtless,  is  liable  to  lose  a  customer.    The  natural 

finish  is  the  thing  in  such  special  cases,  and  being  set 

quite  hard  will  adhere  to  the  bottom  and  will  not  leave 

it  on  smooth  surfaces  nor  on  rough  pavement.    It  is 

called  natural  finish  because  it  is  composed  of  a  thin 

layer  of  gloss  or  colourless  matter,  leaving  the  natural 

color  of  the  leather  to  show  through. 

*      *  * 

Repairers  should  keep  in  mind  that  the  padded 
tongue  is  an  improvement  which  goes  far  toward  pro- 
ducing added  comfort  to  the  wearer.  Most  people  will 
tighten  their  shoes  to  the  limit,  especially  women  folks, 
and  the  foot  gets  a  strained  feeling  after  a  while  if  the 
tongue  is  unpadded.  The  strings  will  leave  an  im- 
pression on  the  flesh  by  the  end  of  the  day,  and  besides, 
•there  is  the  liability  of  the  tongue  stretching  and  be- 
coming distorted  when  not  combined  with  some  addi- 
tional material  firmly  attached,  as  the  pad  is  in  all 
cases.  When  shoes  are  brought  in  to  be  repaired  and 
the  tongue  is  unpadded,  it  would  prove  beneficial  if  the 
repairer  would  pad  the  tongue.  It  is  bound  to  prove 
satisfactory  to  the  customers  and  satisfaction  means 
continued  patronage. 


The  following  repa'r  men  have  recently  installed 
new  finishing  outfits,  of  the  Universal  type:  E.  Currell, 
Mount  Dennis,  Ont.,  model  F.  J.  complete  with  skate 
grinder;  W.  T.  Webber,  19  Silverthorne  Ave.,  Tor- 
onto, model  F. ;  J.  T.  Olsen,  of  Chatham,  N.B.,  model 
F.F. 
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Leather  men  and  Findings  Houses 
Boost  Convention 

The  attitude  evinced  by  the  tanners  and  wholesale 
houses  towards  the  coming  convention  of  Ontario 
Shoemakers  and  Repairers  is  one  of  hearty  approval 
and  readiness  to  co-operate.  Here  is  what  some  of  the 
well-known  firms  have  to  say  about  it,  in  letters  written 
to  the  chairman  of  the  convention  committee,  Mr.  S. 
Burnett : 

Breithaupt  Leather  Co. 

"  We  can  assure  you  that  we  will  do  everything 
possible  to  draw  the  attention  of  the  trade  to  your 
gathering  in  Toronto  on  July  27  and  28.  We  feel 
with  you  that  such  gatherings  are  very  beneficial  and 
are  always  productive  of  a  better  understanding  of 
each  other's  difficulties  and  needs." 
C.  Parsons  &  Son,  Limited. 

"  We  think  this  convention  is  a  excellent  idea  just 
at  the  present  time,  and  we  will  be  glad  to  do  anything 
possible  to  make  it  a  success." 
Davies  Footwear  Co.,  Limited. 

"  We  think  it  a  good  idea  to  hold  this  convention 
in  Toronto  during  the  days  of  July  27  and  2<S,  and  \vc 
will  only  be  too  pleased  to  co-operate  with  you  in  try- 
ing to  make  it  a  success." 
Canadain  I.  T.  S.  Rubber  Co.,  Ltd. 

"  We  are  endeavouring  to  give  the  convention  pub- 
licity in  every  possible  manner  and  sincerely  trust  that 
the  same  may  be  a  great  success,  as  we  fully  believe 
it  will  tend  to  create  better  feelings  among  the  trade 
throughout  the  Province  and  to  place  the  repair  busi- 
ness upon  a  much  higher  standard.  If  there  is  any 
manner  in  which  we  can  'help,  we  would  be  only  too 
pleased  to  do  so." 
Goodyear  Tire  &  Rubber  Co.,  Ltd. 

"  We  will  do  anything  we  can  to  make  the  coming 
convention  of  Ontario  Shoemakers  and  Repairers  a 
successful  one.  We  believe  that  your  conventions  are 
a  splendid  means  of  getting  together  and  putting 
forth  new  and  better  ideas  in  connection  with  your 
craft." 

F.  F.  Dalley  Co.  of  Canada,  Ltd. 

"We  wish  you  every  success  in  your  coming  con- 
vention. 

C.  S.  Hyman  Co.,  Ltd. 

"  We  will  do  everything  in  our  power  to  .help  yon 
and  trust  the  conference  will  be  a  great  success." 
Beal  Bros.,  Limited. 

"  You  can  rest  assured  we  are  right  there  to  co- 
operate with  you  in  this  undertaking,  and  would  like 
very  much  if  you  would  give  us  an  opportunity  of 
being  represented  at  some  of  your  meetings,  when  this 
matter  will  be  discussed." 


One  more  reason  why  a  Provincial  Association 
is  a  growing  need 

Here's  what  a  Kincardine  repair  man  thinks  about 
the  coming  convention,  and  his  letter  (which  was  re- 
ceived by  Mr.  S.  Burnett,  chairman  of  the  Convention 
Committee)  brings  out  very  clearly  certain  conditions 
which  can  only  be  remedied  by  association  work  : 

Kincardine,  Ont., 

June,  9,  1921. 

Dear  Sir, 

I  wish  the  convention  every  success  and 
would  very  much  like  to  be  there,  but  being  alone,  T 
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cannot  get  away. 

Would  like  to  see  one  price  fixed  all  over  the  pro- 
vince. In  this  town  there  are  two  retail  stores  doing 
repairing,  one  a  farmer,  trying  to  do  it,  and  cutting 
prices.  The  man  in  the  other  store  told  me  he  does  not 
trouble  much  about  the  repairing  end,  but  he  does 
men's  half  soles,  nailed,  for  $1.00  a  pair,  women's  half 
soles  and  heels  for  $1.00.  Now,  he  does  a  good  busi- 
ness in  new  goods,  and  I  think  the  retailer  might  well 
leave  the  repairing  end  of  it  to  the  man  who  depends 
upon  it  for  his  living,  or  at  least  charge  a  price  for  the 
job  that  will  enable  a  man  to  earn  a  living  wage. 
This,  however,  is  how  things  stand  in  some  of  the 
small  towns. 


Can  You  Write  One  Lilce  This  About  Yourself? 

Ouaint  epitaphs  have  a  never-failing  interest.  The 
following  is  taken  from  a  shoemaker's  tomb  in  Alston 
C  hurchyard,  Cumberland  : — 

My  Cutting-board's  to  pieces  split. 

My  Size-stick  will  no  measure  mete, 

My  rotten  Last's  turned  into  holes. 

My  blunted  Knife  cuts  no  more  soles. 

My  Hammers'  Head's  flown  from  the  haft. 

No  more  saint  Mondays  with  the  craft. 

My  Nippers,  Pincers,  Stirrup  and  Rag, 

And  all  my  Kit  have  got  the  bag; 

My  Lapstone's  broke,  my  Colour's  o'er. 

My  gum-glass  froze,  my  Paste's  no  more. 

My  Heel's  sew'd  on,  my  Pegs  are  driven, 

I  hope  I'm  on  the  road  to  Heaven. 
We  may  be  permited  to  echo'  that  pious  hope,  but 
the  man  who  could  tell  such  a  good  tale  about  his 
going  surely  need  not  have  feared  as  to  his  destina- 
tion.— Footwear  Organizer. 


Toronto  Men's  Doings  in  Old  Land 

As  most  of  the  association  men  in  Ontario  are 
aware,  several  members  of  the  repair  trade  in  Toronto 
sailed  for  England  within  the  last  couple  of  months, 
to  spend  a  short  holiday  in  the  Old  Land.  Among 
them  were  Mr.  J.  W.  Hendry  and  Mr.  Arthur  Butter- 
worth.  Word  has  recently  been  received  from  Mr. 
Hendry  advising  of  his  safe  arrival  at  Glasgow  after 
an  enjoyable  trip.  At  the  time  of  writing  he  was  wait- 
ing over  the  week-end  at  that  city  and  expected  to  take 
a  train  on  the  following  Monday  morning,  for  his  home 
town,  Aberdeen. 

An  interesting  letter,  addressed  to  President 
Burnett,  of  the  Toronto  Association,  has  also  been 
received  from  Mr.  Butterworth,  which  we  know  will 
be  read  with  interest  and  pleasure  by  the  trade — par- 
ticularly those  members  of  it  who  claim  England  as 
their  birthplace.      Mr.  Butterworth's  letter  follows: 

"  Just  a  line  to  let  you  know  we  arrived  safely  and 
are  enjoying  ourselves.  I  received  a  letter  from  Mr. 
Bedford,  London,  who  referred  me  to  Mr.  Leach,  the 
Blackburn  secretary,  wo  gave  me  a  good  reception. 
He  also  wrote  to  Mr.  Gale,  conference  secretary, 
Blackpool.  The  annual  conference  of  the  National 
Federation  of  Boot  &  Shoe  Trades  Associations  is 
being  held  at  Blackpool,  June  7,  8  and  9,  so  I  am  stay- 
ing here  till  after  the  conference. 

"  The  first  thing  to  strike  me  on  reaching  Black- 
pool was  the  name  of  the  piece  being  played  at  the 
Opera  House:  viz..  The  Man  from  Toronto — rather  a 
singular  coincidence.    Within  an  hour  after  the  post- 
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Jas.  Gordon,  Vancouver;  H.  G.  Wilson,  Yancouver ; 
J  as.  Maynard,  Victoria. 

Mr.  Geo.  St.  Leger  moved  that  the  secretary  cast 
a  ballot  that  present  officers  remain  in  office  until  the 
convention  in  February,  1923.  Carried. 

Mr.  W.  T.  Fegan  moved  that  the  time  and  place  of 
the  next  convention  be  left  in  t'he  handsof  the  execu- 
tive. Carried. 

*      *  * 

The  following  firms  were  showing  their  lines  in 
sample  rooms  at  the  King  Edward  Hotel  during  the 
convention.  Getty  &  Scott,  Ltd. ;  Perth  Shoe  Co. ; 
Talbot  Shoe  Co.;  Geo.  A.  Slater,  Ltd.;  Geo.  Boulter; 
Hartt  Shoe  Co.;  Chas.  Tilley  &  Sons;  Geo.  Agnew  & 
Co. ;  Canadian  Footwear  Co. ;  Empress  Shoe  Co. ; 
Hall  &  Hodges  ;  Lady  Belle  Shoe  Co. ;  Myles  Shoe  Co. ; 
Owens-Elms  Shoe  Mfg.  Co. ;  Tetrault  Shoe  Mfg.  Co. ; 
K'ngsbury  Footwear  Co. ;  Williams  Shoe,  Ltd. ; 
Smardon  Shoe  Co. ;  Blachford  Shoe  Mfg.  Co. ;  Zet 
(shoe  dye  and  polish);  Fit-Rite  Shoe  Co.;  Adams 
Shoe  Co. ;  Brandon  Shoe  Co.,  Ltd.  ;  Corson  Shoe  Mfg. 
Co.;  Robt.  Ralston  &  Co;  Murray  Shoe  Co. 

The  Banquet 

The  banquet  on  Thursday  night  was  quite  a  brill- 
iant affair.  The  invited  speakers  of  the  evening  were 
Hon.  Dr.  Cody,  of  St.  Paul's  Anglican  Church,  and  Mr. 
A.  Munro  Grier.  Early  in  the  proceedings,  Mr. 
Geo.  G.  Gales  the  retiring  president,  introduced  the 
new  president,  Mr.  E.  A.  Stephens,  who  then  assumed 
the  chair. 

Excellent  entertainment,  both  professional  and 
amateur  ,  was  provided,  a  number  of  the  shoemen  tak- 
ing part.  Romanelli's  ten-piece  orchestra  was  in 
attendance,  and  songs  were  srmg  by  J.  Howard  Knox, 
Chas.  Leslie,  Jas.  Hefifering,  Jas.  Hardie,  and  Robt.  D. 


Ayling.  Humerous  chalk  talks  were  given  by  Fred 
Utley. 

At  the  close  of  the  evening  a  vote  of  thanks  was 
moved  by  Mr.  Peter  Doig  to  the  committee  in  charge 
for  the  splendid  entertainment  which  had  been  en- 
joyed. 

The  Sunnyside  "Affair" 

The  dinner  at  the  Sunnyside  Pavilion  was  a  huge 
success,  and  the  greatest  credit  is  due  to  the  members 
of  the  Travellers  Association  executive  who  were  re- 
sponsible for  the  arrangements.  Many  of  the  retailers 
expressed  the  view  that  it  was  the  best-arranged  and 
most  enjoyable  affair  of  its  kind  they  had  ever  attend- 
ed. "  Jim  "  Heffering  was  in  the  chair,  and  an  8-piece 
Jazz  orchestra  was  in  attendance.  The  boxing  bout 
between  Benny  Gould  and  V.  S.  Willshar  was  a  feature 
which  was  most  enthusiastically  received. 

Ontario  Travellers  Elect  Officers 

During  the  N.S.R.A.  convention  in  Toronto,  the 
Ontario  branch  of  the  National  Shoe  and  Leather 
Travellers'  Association  held  business  sessions  and 
officers  for  the  ensuing  year  were  elected,  as  follows : 
President,  H.  B.  McGee  ;  vice-president,  Jas.  Suther- 
land; secretary,  H.  McKean ;  treasurer,  D.  G.  Hardie; 
Toronto  Executive :  W.  G.  Martin,  E.  E.  Mclntyre, 
N.  Bordeaux,  A.  Bell,  R.  J.  McAllister,  E.  Lynch,  J. 
G.  Settle,  A.  Bawden,  F.  Jenner,  R.  H.  Partridge,  W. 
White,  H.  Kennedy  ;  Ontario  Executive  :  Ken.  Murray, 
London ;  W.  J.  Lindsley,  St  Catherines ;  J.  Murphy, 
Hamilton;  F.  Downs,  Peterboro ;  A.  A.  Orendorff,  St. 
Thomas ;  D.  R.  Hawley,  Gait ;  Bert  Gean,  Ottawa ; 
Hector  Vermylea,  Bellville ;  G.  B.  Campton,  Brock- 
ville;  H.  McKellar,  Kitchener. 

As  a  result  of  the  convention  fifty  new  members 
were  added  to  the  Ontario  Branch  of  the  N.  S.  & 
L.  T.  A..,  the  membership  of  the  province  now  total- 
ing 182. 
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FOOTWEAR  FINDINGS 

Happenings  in  the  Shoe  and  Leather  Trade 
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Gold's  new  retail  shoe  stoire  just  openicd  at  370  st.  Cath- 
erine St.,  W.,  Montreal,  is  the  third  store  they  have  openfed. 
The  other  two  are  on  Sit.  Catherine  St.,  East. 

C.  E.  Thibault  has  opened  his  second  retail  store  at  1127 
Mount  Royal  Ave.,  E.,  Montreal,  and  has  :seicured  the  services 
of  Mr.  J.  U.  Masse  (formerly  manager  of  one  of  the  branches 
of  the  Montreal  Shoe  Stores)  as  manager.  The  store  is 
large,  bright  and  well-stocked. 

S.  Fade  has  opened  a  shoe  repair  business  at  1378  Dufferin 
St.,  Toronto. 

On  Saturday,  June  4,  the  opening  took  place  of  a  splendid 
new  shoe  store  by  F.  X.  LaSalk  &  Fits,  at  881  Mount  Royal 
Ave.,  East.  Miss  H.  Morin  (who  has  proved  her  business 
ability  in  the  firm's  main  store  on  Rachel  St.)  has  been  placed 
in  charge.  The  new  establishment  ranks  among  the  best 
equipped  in  Montreal.  It  is  the  third  'thalt  has  been  opened 
by  this  concern. 

C.  A.  Pratt,  formerly  of  J.  &  T.  Bell,  Limited,  Montreal, 
has  joined  the  staff  of  Daoust,  Laloiide  &  Company,  Limited, 
Montreal,  in  charge  of  the  welt  shoe-making  Department. 

H.  Turcotte.  formerly  with  Geo.  G.  Gales  Co.,  Montreal, 
has  severed  his  connection  after  ten  years  service.    He  has 
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now  purchased  the  stock  of  A.  Lecompte,  Ltd.,  at  241  St. 
Catherine  St.,E.,  Montreal,  and  has  leased  the  premises  at 
that  address. 

The  stock  of  A.  Lecompte,  Ltd.,  at  168  St.  Catherine  St., 
W.,  Montreal  has  been  bought  out  by  Messrs.  H.  Marchand 
and  VV.  Baranovsky,  and  the  premises  have  been  leased.  The 
store  is  now  known  as  the  Capitol  Boot  Shop  and  is  getting 
off  to  a  good  sitart  under  the  new  management.  Mr.  Marchand 
was  formerly  manager  for  Adelstein  Bros.,  with  whom  he  had 
been  13  years.    y\ll  success  to  the  young  concern. 

The  Danforth  Bool  Shop.  Toronto,  is  moving  from  156 
Danforth  Ave.  to  828,  where  more  commodious  premises  will 
make  room  for  their  increased  business. 

A  branch  of  the  Fifth  Ave.  Shoe  Sitore,  119  Yonge  St., 
Toronto,  has  been  opened  at  425  Danforth  Ave.  Elsie  &  Sons 
are  proprietors. 

H.  Reid  &  Co.  have  removed  their  shoe  repairing  busi- 
ness from  4  YorkvilLe  Ave.,  Toronto,  to  824  Yonge  St.,  where 
they  have  also  installed  a  complete  line  of  footwear,  and  will 
operate  at  retail. 

Eddie  Wettlaufer,  of  the  Ahrens  Shoe  Co.,  together  with 
Mrs.   Wettlafer,  recently  returned  from  a  automobile  trip 
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tlirough  Berkshire  Hills  and  Catskill  Mountains.  Mr.  Wett- 
laufer  will  now  resume  his  lawn  howling  activities  for  which 
he  is  famous. 

On  June  4,  at  Newark,  N.  J.,  Mr.  J.J.  Keatings,  manager  of 
the  United  Last  Company,  Maiscmneuve,  was  married  to  Miss 
F.  Smeall.  On  June  1st,  Mr.  Keating  was  entertained  at 
dinner  at  the  Bouillon  Cafe,  Montreal,  by  a  large  number  of 
his  friends  connected  with  the  shoe  industry,  who  wished 
him  every  happienss.    We  add  our  congratulations. 

The  staff  and  employees  of  Dufresne  and  Locke,  Limited, 
Maisonneuve.  will  hold  their  annual  picnic  on  j"uly*^.  This 
will  take  the  form  of  a  boat  trip  to  Lavaltrce. 

"  Kendal's  Maple  Leaf  Shoe  Store "  has  recentlyM  been 
opened  at  221  and  223  Wellington  St.,  South,  London.  Mr. 
B.  Kendall  is  the  proprietor.  He  is  carrying  a  full  line  of 
bcth  shoes  and  hosiery. 

A.  S.  Kimmeirly  &  Son,  Napanee,,  Ont.,  arc  remodelling 
old  Beaver  Office  on  Dundas  St.,  into  a  shoe  store. 

Norman  McLeod,  of  the  Nunn,  Bush  &  Weldon  Shoe  Co., 
Milwaukee,  Wis.,  is  spending  several  weeks  with  his  parents 
in  Toronto,  and  was  a  visitor  at  the  N.S.R.A.  convention. 

Andrew  McPhaih  of  Uxbridge,  Ont.,  and  Felix  Forbert, 
of  Lindsay,  Ont.,  were  visitors  at  the  N.S.R.A.  convention 
and  made  an  interested  inspection  of  the  various  lines  shown 
by  the  manufacturers  in  their  sample  rooms. 

J.  A.  Creech  represented  Chas.  Tilley  &  Son  at  the  King 
Edward  Hotel  during  the  convention. 

J.  Harvey  Creech  has  taken  charge  of  a  shoe  repair  busi- 
ness at  924  Bloor  St.,  Toronto. 

S.  Siverns,  of  Kingsville,  Ont.,  has  purchased  the  build- 
ing occupied  by  the  Kingsville  Reporter  and  plans  to  re- 
model and  fit  it  up  as  a  first  class  boot  and  shoe  store.  A 
modern  shoe  repair  shop  will  be  operated  in  connection  with 
the  store. 

John  A.  Durnan  has  lately  gone  into  the  shoe  repair 
business.  He  is  located  at  i:i09  Duf?erin  St.,  Toronto.  Mr. 
Durnan  is  a  returned  soldier. 

The  Hurlbut  Shoe  factory  at  St.  Mary's,  Ont.,  was  in 
serious  danger  of  destruction  by  fire  recently  when  a  blaze 
which  started  in  the  attic  got  a  fair  hold  in  the  rafters  and 
made  its  way  through  the  roof.  Hard  work  on  the  part  of 
the  firemen  saved  the  building  and  with  very  slight  loss 
either  from  fire  or  water.  Investigation  showed  that  the 
fire  was  due  to  gross  carelessness  on  the  part  of  someone 
who  had  charge  of  building  the  chimney  when  the  building 
was  remodelled,  as  a  pipe  hole  led  right  through  a  timber 
without  any  protection. 

J.  Gascho  &  Son  have  commenced  work  on  a  large 
warehouse  to  be  erected  adjoining  their  store  at  Zurich,  Ont. 

Mr.  Douglas,  for  many  years  one  of  the  most  prominent 
shoe  merchants  in  the  city  of  Calgary,  where  he  had  an 
enviable  business  reputation  as  "Douglas,  the  Shoe  King,"  is 
again  entering  the  retail  shoe  business  in  that  city.  He  has 
leased  a  store  in  the  Capitol  theatre  building,  and  commenced 
operations  at  the  beginning  of  this  month.  Mr.  Douglas  is 
setting  out  with  the  intention  of  making  this  one  of  the  finest 
shoe  stores  in  the  Canadian  West,  and,  with  this  in  view,  he 
is  putting  in  a  stock  of  exclusive  novelty  shoes,  and  is  out- 
fitting the  premises  in  the  most  up-to-date  and  attractive 
manner. 

Here  is  evidence  that  the  shoe  business  is  not  as  bad 
as  it's  painted.  Saxe  Bros.,  125  Sparks  St.,  Ottawa,  have 
opened  a  fine  new  store  in  that  city,  known  as  the  Duane 
Shoe  Shop,  at  207  Sparks  St.,  and  they  are  also  opening 
a  new  store  in  Montreal.  Healthy  expansion  is  the  result 
of  sound  business  policy. 

We  regret  to  announce  the  death  of  Mr.  Allan  Cassle- 
man,  a  highly-esteemed  citizen  merchant,  of  Morrisburg,  Ont. 
The  late  Mr.  Cassleman  had  for  fifteen  years  carried  on  a 
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successful  shoe  business  on  Main  St.  in  this  town,  in  con- 
junction with  his  sister,  Mrs.  Tupper.  He  had  not  been  in 
good  health  for  some  time,  but  it  was  only  during  the  last 
few  weeks  that  he  has  been  confined  to  his  room. 

At  the  May  meeting  of  the  Chamber  of  Commerce  at 
Chatham,  Ont.,  Charles  E.  Clements,  shoe  merchant,  was 
elected  to  the  directorate  for  a  two  year  term. 

S.  McClelland  has  joined  the  sales  staff  of  the  Emery 
Poustie  Co.  at  Port  Burwell,  Ont. 

About  two  dozen  pairs  of  shoes  were  taken  from  the 
st(*re  of  J.j  Jl  Vance  at  Bothwell  in  a  midni«ht  rSid  recently 
by  youthful'  robbers.  Sewral  other  stores  Were  robbed  and 
a  posse  of  citizens  heaviiy"  armed  with  rifles  took  after  the 
thieves  anti  .  after  i^ji  chase  lasting  two  days  and  two  nights 
surrounded  them  in  a  thick  bush.  The  stolen  goods  were 
recovered. 

Will  Ashplant  of  the  Hubert  Ashplant  shoe  store,  Lon- 
don, who  has  been  seriously  ill  for  some  time  has  recovered 
sufficiently  to  be  removed  from  the  hospital  to  his  home  and 
is  steadily  regaining  his  strength. 

Sam  Vance  of  Tillsonburg,  Ont.,  has  been  maintaining 
his  reputation  as  one  of  the  finest  trap  shots  in  Canada.  At 
the  big  district  tournament  in  London  recently  he  was  high 
gun  with  a  score  of  143  points  out  of  a  possible  150.  Mr. 
Vance  also  visited  New  York  and  took  part  in  the  annual 
spring  tournament  of  the  New  York  Athletic  Club.  In  a 
two  day  shoot  in  which  there  were  160  competitors  Mr. 
Vance  was  high  gun  on  the  second  day  making  190  points 
out  of  a  possible  200.    The  first  day  he  scored  188. 

O.  Goulet  &  Fils,  Limitee,  has  recently  been  incorporated, 
with  authorization  to.  carry  on  business  as  boot  and  shoe 
manufacturers  and  tanners.    Head  office  in  Quebec. 

W.  G.  Miller,  who  has  been  in  charge  of  J.  Weizel  & 
Company's  shoe  store  in  St.  John,  N.  B.,  was  recently  trans- 
ferred to  the  company's  Halifax  branch,  where  he  will  be 
store  and  advertising  manager.  For  two  years  previous  to 
his  coming  to  the  Maritimes,  Mr.  Miller  was  manager  of 
the  Hartt  Shoe  Store,  Montreal.  He  was  also,  for  a  time, 
manager  of  the  retail  business  of  the  .\mherst  Boot  and  Shoe 
Company,  Amherst,  N.S. 

A  concern  is  being  organized  to  locate  a  tannery  at 
Georgetown,  Ont.,  and  their  proposition  is  being  voted  by 
the  ratepayers  of  the  municipality.  Messrs.  F.  R.  Marshall 
and  Hudson  are  at  the  head  of  the  enterprise. 

The  Regal  Boot  Shop,  415  St.  Catharine  St.  W.,  Montreal, 
was  robbed  recently  of  several  thousand  dollars  worth  of 
stock.  Entrance  was  effected  by  the  burglars  through  the 
skylight  during  the  night,  and  they  showed  excellent  dis- 
crimination in  their  selections  from  the  stock,  picking  the 
most  expensive  and  latest  styles.  All  the  silk  used  for  the 
window  dressing  and  interior  was  also  removed.  An  in- 
ventory was  necessary  to  ascertain  the  full  extent  of  the 
depredations.    The  loss  is  covered  by  burglar  insurance. 

The  boot  and  shoe  merchants  in  the  Danforth  district, 
Toronto,  have  been  discussing  the  introduction  of  an  early 
closing  measure  for  Wednesday  afternoon.  A  number  favor 
closing  all  day  Wednesday,  during  the  summer.  There  are 
but  few  in  the  district  who  keep  open  full  time,  and  an  effort 
will  be  made  to  bring  all  into  line. 

*      *  * 

If  during  the  continuance  of  the  stike  of  the  printing 
tiades  in  Toronto  it  should  be  noticed  that  typographical 
errors  are  creeping  into  our  pages,  or  that  some  of  the  items 
seem  a  little  late  in  appearing,  we  must  beg  our  readers'  in- 
dulgence and  ask  that  they  keep  in  midn  the  difficult  condi- 
tions under  which  we  are  operating.  Despite  the  obstacles 
with  which  we  have  to  contend,  however,  we  are  optimistic 
and  have  good  hopes  that  the  situation  will  gradually  improve 
from  now  forward. 
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Canadian  Shoe  Dealers ! 


Style  No.  1300 


WE  ARE  STYLE  ORIGINATORS 
AND  MANUFACTURERS  OF  HIGH 
GRADE  SHOE  ORNAMENTS  and 
can  furnish  straps  in  any  leathers  in  any 
color,  either  beaded  or  unbeaded. 

We  are  especially  equipped  to  make 
quick  delivery  on  straps  and  buckles  for 
white  shoes. 

Samples  and  prices  will  be 
sent  on  request. 


Parisian  Beading  Works 

207  Manhattan  Building 
Philadelphia,  Pa. 


Handles  Tip  Buffing 
and  Light  Scouring 


A  Splendid  Machine  tor 
all  Kinds  of  Light  Sanding 

FOR  MOTOR  OR  BELT  POWER 


Our  Tip  Buffing  and  Light  Scouring  Machine 
is  a  great  help  in  getting  over  the  small  work 
speedily,  and  will  save  its  cost  in  a  short  time. 
You  can  attach  the  motor  to  an  ordinary  lamp 
socket,  and  operate  the  machine  in  any  desired  posi- 
tion. The  Belt  Machine  has  friction  drive,  requir- 
ing no  loose  pulley.  Any  shaped  buffer  may  be 
used,  or  emery  discs  as  supplied  by  us  may  be  at- 
tached. Let  us  send  you  one  of  these  on  ten  days' 
approval.    Write  us  for  futher  particulars. 


THE 

LOUIS  G.  FREEMAN  CO. 

CINCINNATI,  OHIO 
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BY  ROYAL  APPOINTMENT 


1770 


1921 


Day  &  Martin's 

(The  House  w.th  a  History) 

Outfit 


Brick  or  brown  leatherette  box  with  padded  lid,  embossed  with 
silver  lettering,  con^-^'ning  : 

1.  One  tin  of  either  Black  or  Brown  Day  &  Martin's  Wax  Shoe 
Polish  in  the  tin  with  the  Tab. 

2.  Hard  brush  for  removing  the  dust.   This  brush  also  has  a 
small  end  for  applying  the  Polish. 

3.  Soft  brush  for  polishing. 

4.  Scarlet  velvet  pad  for  finishing. 

Full  directions  how  to  keep  shoes  young  the  Day  &  Martin  way. 

The  Day  &  Martin  Outfit  will  appeal  to  your  customers  as  a  useful  and 
compact  shoe- cleaning  set,  to  pack  easily  in  their  grip  for  use  when  going  on 
a  journey.  For  you  it  makes  an  attractive  window  or  counter  display,  and  is 
supplied  at  less  than  cost  price  to  all  dealers  stocking  Day  &  Martin's  Shoe  Polish. 

Quotations  on  receipt  of  post  card  to : — 

HARGREAVES  (CANADA),  LTD., 

24,   Wellington    Street  West,  TORONTO. 
WINNIPEG.  VANCOUVER. 
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RESULTS! 


The  methodH  at  the  comniand  of  the  shoe  re- 
ailer  for  ])ro(;urii]g  a  thoroughly  relia))le. 
mailiiiK  list  art^  often  expeiimve  and  uncertain 
For  inntaiice,  the  dead  letter  inatt^^r  encoun- 
tered when  listH  have  heen  coin|)iled  from 
te]ei)Ii()ne  and  city  directories  or  votern'  listH 
would  sometimes  pay  for  one-third  of  theail- 
vertising. 

The  best  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  annually  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  lojv  when  comparing 
the  cost  of  direct  advertising  and  results  with 
other  advertising. 

No  extra  office  staff  required,  your  printing, 
addressing  and  mailing  handled  at  very  small 
cost. 

Let  us  send  full  i>articulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


Window  Displays  | 
that  attract  | 

Are     arranged     ivith  ouri 
snappy  and  attractive  i 
items.  . 

Fancy  Papers,  Borders,  ^ 
Artificial  Flowers,  Glass . 
Stands,  and  Shelves, 
Baskets,  Thumb  Tacks, 
etc.  etc.  etc.  ' 

Our  catalogs  are  ready  for  the  asking  « 

Doty&Scrimgeour  Sales  Co.  i 
30  Reade  St.,    New  York  City  i 


What  Are  You  Looking  For 

When  You  Buy  Shoe  Ornaments? 

First  of  all-QUALITY— Up-to-date  styles  and 

durable  merchandise. 
Then — PRICE  -which  means  readiness  to  pay 
value  for  value  received. 
Last,  but  by  no  means  least,  you  want 
SALEABLE  MERCHANDISE 
ornaments  and  novelties  that  the  public  will  buy 
for  their  beauty,  comfort  and  attractiveness. 

The  Right  Place  to  Look  is  the 

The  Reynold^s  Line 

BUCK-EL-ON     SHOE  ORNAMENTS     NOVELTIES  SUPPLIES 

William  Reynolds  Inc. 


BUCK  EL  ON 

INSTEP  PROTECTOR 
PAT.  NOV. 25. 1919 


PROVIDENCE 


RHODE  ISLAND 
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Give  a  receipt 

and  get  all  your  money 

The  right  way  to  handle  a  sale 

1.  Collect  the  goods  at  the 
wrapping  counter  beside 
the  register. 

2.  Tell  the  customer  the  price 
and  get  the  money. 

3.  Register  the  sale. 

4.  Wrap  the  receipt  in  the 
parcel. 

5.  Give  parcel  and  change  to 
the  customer. 

The  customer  gets  quick  service. 

The  clerk  gets  credit  for  making  the 
sale. 

The  merchant  gets  all  of  his  profits. 

We  make  cash  registers  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 

OF   CANADA  LIMITED 


*A  -1.50    -0126  JUN  18-21 

"!?..'.•'       Amount      ''.■."S?"  Dale 
THIS  IS  A  RECEIPT  FOR  YOUR 
PURCHASE. 

THE  RAND-JOHNSON  CO. 

NEW  YORK 


Wrap  this  receipt  in  the  parcel 


I  CASH  1 


Get  this  receipt  inside  the  register 


MCtional 


And  get  all  your  money 


f 

r 
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^WORKERS  UNION 


^  a 


TAMP 


Boot  and  Shoe  Workers^  Union 

246  Summer  Street,  Boston 


COLLIS  LOVELY 
Gen.-President 


CHAS.  L.  BAINE 
Gen.-Sec.-Treasurer 


il 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Evervthing  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


HfbcI  Off  ice  and  Snle  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 
Represented  by 

JOHN  McENTYRE  LTD.  ^«aJiT^.lEA"'Qu^: 


DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 


Barbour's 


by  specifying 

Dependable 
Quality 


Linen  Threads 


Toronto 


You  can  pay  less;  but  you'd  better  not; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


Quebec 


FRANK  &  BRYCE,  LIMITED 
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STANDARD 
SCREWED 
SHOES 


SON 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  & 

LIMITED 

Jtanufacture  lines  of  Staple  McKay  Shoes  in  Men's,  Boy's,  Youth's,  Little  Gent's,  and  Children's,  as  well  as  a  Strong  Line  of  Heavy  Work- 
ing Shoes,  out  of  best  Chrome  Tanned  Side  Leathers,  on  Foot  Fitting  Lasts,  at  reasonable  prices.  Standard  Screwed  Soles,  Stitch  Aloft,  Natural 
Finished  Bottoms,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


McKAY 
SEW  ED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener       «  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :       C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :   The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  well  known  lines  always  on  hand. 
Call  and  inspect  them. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1. — They  protect  your  shipment 

against  loss  from  dampness 

and  water. 
'2.— They    are    extremely  lipiht, 

which     means     low  freight 

charges. 

n     They     cannot     be  opened 
without  hreakine  the  seal. 


4.  —  They  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-223  McGill  St.  Montreal 


Tel.  Main  1434  &  6616 
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WE  CAN  HANDLE 

RUSH  ORDERS 

FOR 

CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

^  The  most  Up-to-Date  Plant  In  Canada  and  expert  die  makers  in- 
sure High  Grade  work  and  Expeditious  Service,  NO  DIE  TOO 
LARGE  OR  TOO  SMALL  FOR  US  TO  MANUFACTURE. 

All  Estimate  Work  Free.  A  Trial  Order  Will  Convince. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

TORONTO  QUEBEC  KITCHENER 

90  Adelaide  Street  West  28  Demers  Street  179  King  Street  West 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  UnifoTTnify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  ;J10  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  i)rovides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agent*  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Luidlt  No.  12  Shoe  Stitcher. 
1)1  I    It    1  {  I  -  V  >  o /lit /. 


Landis  Machine  Co.,  isis  N.25thst,  St.  Louis,  U.S.A. 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 
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The  Greatest 

Darars 

o/" i[ie  Day 


insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Novikoif,  Volinini, 
Adolph  Bolm,  etc. 

Arthur  FrankMS 

li  \ 

3  Cotton  Street,  Australian  Avenue,        \  = 
London,  E.C.  1,  England.  ''■■>^^ 


Ask  Your  Jobber,  He  Knows 

Your  Jobber  will  tell  you  that  the  SISMAN  "Best 
Everyday  Shoe"  is  one  that  it  pays  to  sell.  He  can 
no  doubt  tell  you  of  many  retailers  whose  success  has 
been  due  in  a  large  measure  to  it.  And  this  is  why — 

The  SISMAN  "Best  Everyday  Shoe" 
boasts  of  materials,  and  workman- 
ship usually  found  only  in  footwear 
selling  at  a  much  higher  price.  This 
extra  value  is  never  allowed  to  vary. 
Can  you  think  of  any  surer  founda- 
tion upon  which  to  build  permanent 
business  ? 

Ask  your  Jobber  to-day.  He  knows. 

THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 
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"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  '*La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  st.-iple  line  of  Footwear,  prominently  known  for 
its  snpcrior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &Co.)  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell  h.  n.  Lincoln 

International  Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  M  m  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses : — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and   Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati    Cutting   Die   Co.,   Cincinnati,  Ohio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  O. 

Shoe  machinery. 
E    L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Compounds,  Inks,  etc. 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston.  Mass. 

Wax  Thread  Sewing  Machines, 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The  S.   M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather   and    Imitation   Leather   Facing,   Welting,  etc. 


that  we  may  serve  you  promptly, 
these  stocks. 


Quality 
Goods 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  Street  S.,  KITCHENER  -  >-  566  St.  Valier  Street,  QUEBEC 
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It^s  No  Longer  a  Question 

of  Can  You  Afford  a 

GOODYEAR 

SHOE  REPAIR 
OUTFIT? 

BUT 

Can  You  Afford  to  do  Without  It? 

We  have  made  it  possible  for  every  Shoe  Repairer  to  install  one 
of  these  GOODYEAR  Shoe  Repair  Outfits  on  very  easy  terms. 
Simply  drop  us  a  line  and  we  will  tell  you  why  you  cannot  afford 
to  delay  installing  a  Shoe  Repair  Outfit. 

United  Shoe  Mach^.  Co.  of  Canada,  Ltd. 

MONTREAL 
Toronto  Kitchener  Quebec 
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npiIE    effectiveness  of  your  window  dis- 
play  may  be  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  we 
mail  you  one? 

Decorative  Fixture  Company 

16U0  South  Jefferson  Street, 
CHICAGO,  ILL. 


THE  FABRIC  TIP - 
IT  CANT  COME  OFF 


Shoe  laccrs  are  bou<j;ht  on  faith 
A  lacer  is  such  a  small  part  of  a 
man's  attire;  that  he  docs  not  or- 
dinarily give  it  a  great  deal  of 
thought.  He  takes  your  worfl 
for  it. 

You  know  that  the  Nufashond 
Fabric  Tip  is  part  of  the  lacer  it- 
self.   It  can't  wear  off.    It  can't 
break  or  wear  shiny  and  shabby, 
and  will  give  him  more  wear  than 
he  ever  expected  from  a  sho(dacer. 
And  in  flat  or  tubular  nhape~in  all 
sizes—in  all  the  wanted  colors  ior 
all  wzes  and  styl^"  of  shoes. 
Disjilay  oases— to  make  sellinji  easy 
-and  display  cards  a[)leiity. 
That  means  ])rofit  to  you. 
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Don't  forget  the  Na- 
tional Shoe  Retail- 
ers' Convention,  To- 
ronto, July  13-14. 
Make  it  a  point  to 
be  present. 


Here  is  a  sandal  you  can  recommend  as  being  made  to 
stand  the  hardest  kind  of  wear  and  tear.  It  is  solid 
leather  throughout  and  heavily  stitched — an  ideal  sandal 
for  the  youngster  who  is  hard  on  shoes.  You'll  make  a 
friend  with  every  pair  sold.  Made  in  two  colors — black 
and  tan. 

Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


JOBBERS 


HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR 

QUEBEC 


FOOTWEAR  IN  CANADA 


ti 


Penny-wise  Saving 


Of  course  you  can  get  cheaper  box  toes  tha?i  Vulco-Units — 
but  does  it  pay?  An/  manufacturer  who  has  ever  used  them 
will  say,  no.  In  fact  Vulco-Units  are  to  be  considered  as 
something  which  yields  large  returns,  not  as  an  added  expense. 
They  not  only  preserve  the  appearance  of  the  shoe  but  give  greater  com- 
fort to  the  wearer.  Being  waterproof  and  perspiration  proof  they  are 
the  most  durable  box  toes  made. 

Be  sure  of  the  genuine  by  getting  in  touch  with  us  direct. 


BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 


Sound  Merchandise 


at  rock  bottom  prices 


T 


HE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of.  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 

touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 


QUEBEC 


No.  fiO 
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"Judge  It  by  Its  Users" 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders   too   large   or   too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


JoTtuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fortuna   Machine  Co. 

147-153  Waverly  Place       -       NEW  YORK 


S.  Desrochers 


F.  X.  Leblanc 


HECTOR  SHOE  CO.,  Montreal 

331  Demontigny  St.  East 

Manufacturers  of  a 

Complete 
Line  of 
Turns 


We  also  Specialize  in 
Children's  McKays 
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Maltese  Cross  Rubbers 

Leaders  for  Over  a  Quarter  of  a  Century 


Consistent  high  quality  year  after  year  has  made 
Maltese  Gross  Rubbers  the  standard  line  of  discrim- 
inating retailers  throughout  the  entire  Dominion. 
There  must  be  a  solid  foundation  to  this  dealer  pop- 
ularity which  has  substantially  increased  each  year 
during  the  last  quarter  century. 

It  is  the  exceptionally  high  class  material  and  skilled 
labor  used  in  fabricating  Maltese  Cross  Rubbers  that 
has  been  instrumental  in  building  this  inestimable 
loyalty.  If  you  are  vitally  interested  in  your  reputa- 
tion-and  we  believe  you  are— you  will  safeguard 
it  by  selling  and  recommending  Maltese  Gross  Rubb- 
ers to  your  customers. 


Gutta  Percha  &  Rubber,  Limited 

Head  Office  and  Factory         : :  Toronto 
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SHOE  RACKS 


We  Make 
"SHOE  RACKS"  OF  ALL  STYLES 
END  WOOD  CUTTING  TABLES 
HARDWOOD  DIEBLOCKS 
TABLES  FOR  SHOEMAKERS 
WOODEN  BOXES  OF  ALL  KINDS 

Maranda  &  Desormeau 

no  Delorimier  Ave.  MONTREAL 

Phone  East  9604 


The  Lincoln  Paper  Mills 

Company,  Limited 

can  wup2)ly 
your  reqvurciiieiits 
ill 

GLASSINE 


Super- Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

TIk!  above  are  thoi'ouglily 
Canadian-made  ])roducts  of 
the  higliest  (luality  and  at 
the  attractive  prices  quoted, 
should  appeal  to  every  Can- 
adian shoe  manufacturer. 

Will  you  get  in  touch  with 
us  ? 

LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 


Orthopaedic  Boot  making 
Special  Shoes 

for 

Crippled  and  Deformed 
Feet 


.  S.  J.  FRIEDMAN 

320  Granville  St.,  Vancouver,  B.C. 


"When  there  are 
Better  Machines,  the 
Progressive  Factory 
will  build  them'' 


Tliat  is  the  slogan  that  has  given  the 
l'r()gressiv(!  Organization  the  incentive  to 
niiikc  I'rogressive  Finishei's  Ix'tter. 

It  is  till'  (Icclariition  of  ]>olicy  that 
lins  given  every  man  in  the  Progressive 
i'lant  adefinite  standnrd  wiiich  his  efforts 
must  meet. 

Tliis  standard  starts  with  tlie  selec- 
tiiin  of  the  raw  materials  and  continues 
thioughdut  the  vnrinus  operations.  It 
d(ies  not  stop  with  the  finished  product 
Imt  is  carried  on  into  the  service  rendered 
tlie  purchaser. 

Tlic  maintaining  of  this  standard  has 
Keen  made  a  cardinal  principle  which  the 
Progressive  Company  is  determined  to 
continue;  and  so  the  Progressive  em- 
ployees, knowing  that  even  the  slightest 
deviation  from  it  will  not  l)e  tolerated, 
liuild  into  Progressive  products  a  quality 
that  is  not  likely  to  he  equalled  l)y  equip- 
ment of  other  manufacture. 

The  No.  18  Catalog  descrihes  our 
entire  line  of  equipment.  There's  a  copy 
of  this  l)ook  waiting  only  for  youi-  jiost 
caid  saying,  "  I'm  interested." 


Progressive  Shoe  Machinery  Co., 


MINNEAPOLIS,  MINN. 
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The  shrewd  Retailer  Demands 
Clarke's  Patent  Leather 

The  retailer  who  specifies 
CLARKE'S"  whenever  he 
is  ordering  patent  leather  foot- 
wear shows  rare  judgment  and 
shrewdness.  By  doing  so  he 
knows  his  customers  will  get 
greater  all  round  satisfaction 
and  he  will  also  benefit  in  the 
long  run. 

Are  you  specifying 
"CLARKE'S"? 

A.  R.  CLARKE  &  CO.  LTD. 

The  largest  producers  of  patent  leatlier  in  the  British  Empire. 

MONTREAL        TORONTO  QUEBEC 


Children  are  always  well 
and  happy  when  wearing 
Classic  Shoes 

Made  only  by 

GETTY  &  SCOTT,  LIMITED 

Makers  of  Classic  Shoes  for  Women  and  Children 

 Gaii  -  Ontario   
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The  Popularity  of 

PANTHER 
SOLES  AND  HEELS 

Means  Bigger  Busi- 
ness for  the  Repair 
Man  Who  Uses  Them 


AMD  fr 


7^1 

Mr) 

L=4 


 give  twofold  satisfaction.  Repairer 

and  wearer  alike  have  proven  their 
merits.  The  job  is  quickly,  easily  and 
efficiently  done  "the  Panther  Way"— 
the  way  of  satisfied  customers  and  bigger 
business. 

PANTHER  RUBBER 
COMPANY,  LIMITED 

SHERBROOKE,  QUEBEC 
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Plenty  of  Time  Yet 
To  Sell 


August  is  the  greatest  "going-away"  month  of  the  year,  and  everybody  wants 
FLEET  FOOT  to  wear  on  their  hohdays. 

Baseball,  lacrosse,  football,  tennis  and  golf  will  be  played  for  two  months  yet. 
Schools  start  in  September,  and  FLEET  FOOT  Shoes  will  be  in  big  demand 
among  the  boys  and  girls  for  basket-ball  and  gymnasium  work. 
There  will  be  steady  calls  for  FLEET  FOOT  right  through  the  early  Fall.  Keep 
FLEET  FOOT  to  the  front  and  carry  a  complete   range  of  sizes  in  your  best 
selling  lines,  particularly  the  sport  models. 

The  nearest  Dominion  Rubber  System  Service  branch  is  always  at  your  service 
and  will  fill  your  orders  PROMPTLY. 

Dominion  Rubber  System 

Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Brantford, 
Kitchener,  Hamilton,  London,  North  Bay,  Fort  William,  Winnipeg, 
Brandon,  Regina,    Saskatoon,    Calgary,  Edmonton,  Lethbridge,  Vancouver 

and  Victoria. 
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You  Pay  no  Duty  or 
Royalty  on  the 
Universal 


The  Universal 

best  in  the  long  run  " 


Ws  Made 
in  Canada 

Built  right  in  Canada 
for  the  Canadian  Shoe 
trade.  No  Royalty,  Duty 
or  Exchange  Rates  to 
pay  and  we  guarantee  it 
to  give  every  satisfac- 
tion. In  design  it  is 
most  modern  and  effic- 
cient  and  as  a  profitable 
investment  has  estab- 
lished a  name  for  itself 
wherever  used.  Let  us 
send  you  full  informa- 
tion as  to  prices,  etc. 


Universal 

Shoe 
Machinery 
of  Canada 

Limited 

128  Queen  Street 

Montreal 


We  are  desirous  of  ap- 
pointing agencies  in  all 
the  Provinces  of  the 
Dominion.  Write  us 
for  particulars. 
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ST.MYACINTME. 
CANADA. 


Include  these  three  models 
in  your  Fall  buyin 


it  is  only  necessary  to  see  the  Yamaska 
samples  for  Fall  to  realize  that  the  whole 
range  is  one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers 
there  is  no  doubt.  Yamaska  work- 
manship, style  and  value  will 
make  them  so.   Wait  for  our 
representatives  before 
placing. 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-11. 

No.  311.  Women's  and 
Growing  Girls'  McKay, 
Bal.  Made  in  Gun)tietal 
Calf,  Dongola,  Mahog- 
any Velour  side  or  pat- 
ent vamp  and  dull  top. 
Sizes  3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metalf  Calf,  Dongola, 
Mahogany  Velour  side, 
and  Patent.    Sizes  3-7. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Quebec 
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A  Selling  Campaign 
Based  on  Style 

When  business  begins  to  slow  down 
and  you  cast  about  for  new  ways  and 
means  to  revive  it—start  a  selling  cam- 
paign based  on  style. 

This  season  a  number  of  manufac- 
turers have  adopted  this  plan,  many  of 
whom  we  have  been  co-operating  with 
and  the  increased  business  reported 
clearly  indicates  the  public's  frame  of 
mind. 

We  can  help  you  too.  Our  represen- 
tative will  gladly  call  and  talk  over  the 
situation  and  suggest  such  styles  as  fit 
in  your  line. 

Get  in  touch  with  us  to-day-the  first 
step  towards  better  business. 


UNITED  LAST  CO. 

Limited 

MONTREAL  P.Q. 

Toronto  Office  64  Wellington  St.W. 
Room  212    Telephone  Adelaide  4499 


Mnch  of  the  success  of  United  Lasts 
is  attributed  to  the  excellent  con- 
ditions under  which  they  are  made. 
The  acco  mpanying  photograph 
shows  a  corner  of  the  model  room. 
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DUCLOS  &  PAYAN  Counters  are  care- 
fully and  uniformly  manufactured. 

We  guarantee  that  our  Fibre  Counters 
are  made  to  fit  any  last.  They  are  pli- 
able and  yielding,  and  thus  conform  to 
the  shape  of  the  foot. 

The  counters  are  also  guaranteed 
to  outwear  the  shoe. 


DUCLOS  &  PAYAN 

Ed.  R.  Lewis,  45  Front  St.  East,  Toronto;  Ontario  Selling  Agent 
Richard  Freres,  Quebec  Selling  Agents  for  Quebec  City 

Tannery  and  Factory  :       ST.  HYACINTHE,  P.Q. 
Sales  Office  and  Warehouses  :  224  LEMOINE  STREET,  MONTREAL 
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Visit  Our 
Warehouse 
During  the 


Canadian 
National 
Exhibition 


During  the  Canadian  National  Exhibition  (Aug.  27-Sept.  10)  you  may  visit  Toronto.  No 
Khoe  merchant  should  consider  his  trip  complete  without  at  least  one  visit  to  our  warehouse. 
Think  what  it  means.  Here  we  have  on  display  a  most  comprehensive  range  of  goods  of 
almost  every  description.  An  inspection  of  them  will  give  a  valuable  insight  into  what  will 
be  in  most  demand  this  season  and  next.  Leather  goods,  rubbers,  felts,  slippers  and  white 
goods  are  shown — the  result  of  months  of  close  study  of  trade  conditions — and  we  believe  no 
more  representative  display  can  be  seen  anywhere.  Combine  profit  with  pleasure,  come  and 
see  what  we  have  to  offer  you.    We  know  you  will  not  be  disappointed. 

The  "Imperiar'Shoe    The  "Maple  Leaf"  Shoe 

Men's  and  Boys'  Working  Boots,  in  medium  and 
For  men  and  women.    Made  in  all  fine  leathers.  heavy  weight.    Every  pair  guaranteed. 

The     Little  Canadian 

Misses'  and  Children's  Shoes.    Made  in  the  finer 
leathers. 


Rubber  Footwear       Felt  Slippers 

"  Kant-Kraek,"    "Royal,"    "Dainty    Mode,"  "Superior"  Brand  Canadian  made  Felts.  Trick- 

"Veribest,"  "  Dreadnaught,"  "Bulldog."  and  Parker's  English  Slippers  in  Felt,  Velvet 

and  Arctic  Cloth. 

Lumbermen's  Knit  and  Felt  Socks,  Hockey  Boots,  Men's  Fine  Leather  Slippers,  Oil  Tan 
Larrigans,  Moose,  Buck  and  Horsehide  Moccasins,  Sheepskin  Wool-lined  Moccasins,  with  and 
without  leather  soles.  Ladies'  Overgaiters.  "Speed  King"  Tennis,  Outing  and  Sporting 
Shoes. 

Get  in  touch  with 
us  now  for  samples 


McLaren  j.  a.  c 


OMPANY 
LIMITED 

Boots,  Shoes  and  Rubbers 
30  FRONT  STREET  WEST      -  TORONTO 
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The  Proper  Preparation  of 
Welting  Leather 


The  illustration  shows  a  corner  of  our  tannery  and  currying  dept. 


We  would  remind  you  that  BARBOUR  GROOVED  ENDLESS 
WELTING  is  tanned  and  curried  in  our  own  factory  exclusively  for 
welting  purposes. 

Welting  is  our  only  product,  and  we  devote  the  most  painstaking 
care  and  attention  to  the  perfection  of  these  tannery  operations  that 
yield  the  tough,  mellow  substance  of  high-grade  welting. 

Canadian  shoe  manufacturers  show  an  increasing  interest  in  this 
super-fine  product,  and  our  rock-bottom  prices  combined  with  our 
acceptance  of  Canadian  funds  makes  BARBOUR  GROOVED  END- 
LESS WELTING  a  most  attractive  purchase  on  this  market. 

May  we  sample  you? 


Brockton  Rand  Company 

BROCKTON,  MASS. 

U.  S.  A. 
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Spring  Samples  for  1922 
are  now  ready 

We  can  truthfully  say  that  our  new 
spring  lines  of  leather  and  white 
canvas  shoes  in  both  Turns  and 
McKays  are  the  finest  ever  produced 
by  this  firm.  From  every  standpoint 
— style,  materials,  workmanship  and 
price  they  merit  your  inspection. 


Jobbers  Only 


Gagnon,  Lachapelle  &  Hebert 

55  Kent  Street        -         -        -  Montreal 
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L.  B.  Holliday  &  Company, 

Huddersfield,  England  Limited 


Aniline  Dyes 

And  Coal  Tar  Products 

To  The  Leather  Industry: 

Can  you  guarantee  your  colored  leathers? 

Do  you  realize  that  such  a  statement  would  very  likely  influence  an  increase  in 
your  business? 

Today  men  come  to  you,  demanding  an  ironclad  guarantee — Can  you  cope  with 
their  demands? 

You  can  if  you  are  properly  equipped. 

The  equipment  you  use  and  the  ability  of  your  men  are  both  very  important  fac- 
tors. 

Yet  they  are  both  dependent  upon  the  dyes  and  colors  you  use. 
Dyestuflfs  that  are  absolutely  guaranteed  will  therefore  help  you  to  guarantee  your 
product. 

Then  why  not  try  L.  B.  Holliday  &  Company   for  your   next  order  for  Dyes, 
Colors,  etc.? 

The  following   is  a  list    of  our  products  which  are  of  particular  interest  to  the 
Leather  Trade  and  which  can  be  shipped  from'  Canadian  stocks. 

CHROME  LEATHER  BLACK  G  NEW  PHOSPHINE  R. 
CHROME  LEATHER  TAN  2G.         "     AURAMINE  O.  CONC. 

CHROME  LEATHER  BROWN  G.  ORANGE  11. 

BASIC  TAN  O.  PONCEAU  G.  i 

BASIC  DARK  BROWN  P.  BRILLIANT  BORDEAUX  2-B. 

MAGENTA  POWDER.  ACID  PRUNE  V. 

METHYL  VIOLET  2-B  CONC.  NAPHTHOL  BLUE  BLACK  10-B. 

FRENCH  BLACK  2938.  NAPHTHYLAMINE  BLACK  H. 

CHRYSOIDINE  R.  CONC.  LIGHT  ACID  BROWN  L. 

BISMARCK  BROWN  R.  CONC.  DARK  ACID  BROWN  L.  R. 

FAST  RED  A.  NIGROSINE  W.  S. 

Product  Samples,  Patterns  and  All  Particulars  from 

L.  B.  Holliday  &  Co.,  Limited 

Canadian  Office  and  Warehouse: 

27  St.  Sacrament  Street,  Montreal 

Orders  Supplied  Direct  from  Canadian  Slock.      New  Products  will  be  Added  from  Time  to  Time 
Gables,  "Dyewares,"  Montreal.  Telephone  Main  8105 
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In  the  eyes  of  Man 

-the  sales  power 
is  still  the  best 
TEST  of  VALUE 

The  sale  of  Tetrault  Shoes  leads  by  far  that 
of  all  other  Canadian  shoe  manufacturers. 
The  natural  conclusion  is  Buy  Tetrault  Welts, 
which  are  the  standard  men's  shoes  in  Canada. 

If  you  buy  quality,  not  discounts;  selling 
features,  not  prices;  you  will  naturally  look  to 
Tetrault  for  your  supply  of  men's  Welt  Shoes. 

To  be  imitated  is  the  sincerest  compliment. 

Many  factories  are  trying  .  to  make  shoes  like 
Tetrault,  but  they  fail  in  working  out  those 
essential  details,  which  characterize  our  shoes 
and  make  them  the  acknowledged  standard 
of  Men's  Goodyear  Welts  in  Canada. 

The  leading  Jobbers  throughout  Canada  carry 
an  extensive  range  of  our  lines. 


The  Tetrault  Shoe  Manufacturing  Company 

Limited 

MONTREAL  -  CANADA 
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The  Leather 
for  Fine  Shoes 


Would  you  like  to  have  your 
styles  run  uniform  as  to  color? 

Specify  VODE  KID.  By  an  improve- 
ment in  the  coloring  process,  each  skin  is 
colored  so  uniformly  that  danger  oi  color- 
mis-matching  is  reduced  to  a  minimum. 

VODE  KID  is  not  only  uniformly — but 
also  thoroughly-colored.  Every  color  in 
VODE  KID  is  a  penetrating  color  that 
does  not  become  streaky  in  wear. 

Specify  VODE  KID 


THE  STANDARD  KID  CO. 

Boston,  Mass. 

Branches  in  New  York,  Philadelphia,  Cincinnati, 
Chicago,  St.  Louis  and  Montreal. 
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Svs'C'em 


The 


AMES  HOLDEN 


11 


Brand  of 
Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,    St.  John,    Quebec,     St.  Hyacinthe,     Montreal,     Ottawa.    Toronto,     Kitchener,    London,    Winnipeg,  Regina 

Saskatoon,    Edmonton,    Calgary,  Vancouver. 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  256  Lemoine  St. 


TANNERS  AND  CURRIERS 

Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 

The  Robson  Leather  Co,  Limited 

MONTREAL  OSHAWA  QUEBEC 


Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 
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You  Pay  for  the  Goods 


-the  SERVICE  is  Free! 


And  yet  the  service  you  get  here 
is  of  inestimable  value.  It  enables 
you  to  keep  your  shelves  comfortably 
filled  with  the  newest,  most  profitable 
stock  at  all  times.  It  enables  you  to 
get  every  last  sale  that's  going — in 
short,  it  is  the  safe  and  sane  method 
of  modern  shoe  merchandising. 

You  could  test  it  right  now  on 
white  goods.  If  you're  short  on  cer- 
tain lines  send  us  a  hurry-up  call  for 
more.  You'll  get  them  quicker  than 
you  can  say  "James  Robinson!" 


'J. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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Bostonians  For  Fall 

Why  not  estimate  your  needs  now? 


'I 


Our  stocks  are  in  splendid  shape — 
were  never  better  in  fact. 

With  the  Fall  season  just  around  the 
corner  and  knowing  the  values  we 
have  to  offer  we  do  not  hesitate  to 
advance  a  suggestion.  It  is  to  estim- 
ate your  needs  now  and  send  in  your 
order.  Prices  can  go  no  lower  for 
some  time--a  sudden  rush  later  on 
might  even  stiffen  prices  somewhat. 

Think  it  over.  You  have  nothing  to 
lose  and  everything  to  gain  by  getting 
in  touch  with  us  now. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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SPAULDING'Q 
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m  ^^^^ 


NEWPORT  NEWS 


B     In  l)lack  Suc( 

le,  l)laek  Kid  ai 

id  Patent  Leathei' 

is  meeting  witli  f 

ivor  in  the  trae 

e.    In  Full  Louis 

and  Ba))y  Louis  li 

■els. 

QUR  New  Fall  and  Winter 
Samples  are  just  completed 
and  are  very  attractive,  in  Suede, 
Satin  and  Brocades,  with  beads 
of  various  designs  in  jet  and  steel 
effects. 


A  This  })articular  design  is  very  appropriate  in 
black  iuul  l)lue  Satin  in  bead  effects  for  evening 
wear.      In    Full   Louis   and   Babv   Louis  lieels. 


C  One  Strap  in  combinations,  patent  leather 
vamp  and  quarter  with  strap  and  vamp  inserting  in 
various  colors,  is  very  attractive  and  a  quick 
seller.  Comes  in  both  Full  Louis  and  Baliy  Louis 
heels. 


The  Newport  Shoe  Company,  Ltd. 

WOLSELEY  ST.,    at  Ryerson  TORONTO,  ONT. 
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When  School-Bells  Ring  Again 

There  Will  Be  a  Heavy  Demand  for  "RENOWN"  Juveniles 


1 


School  days  will  soon  be  here, 
when  the  demand  for  good  sturdy 
shoes  for  Fall  and  Witner  wear  will 
be  greatly  increased.  "Renown" 
Juveniles  have  won  their  popularity 
through  the  exceedingly  long  wear 
they  give. 


YOUTHS 


600— Gents  Gun  Met.  Blue. 
700— Youths  Gun  Met.  Blue. 
603— Gents  Brown  Calf  Blue. 
703— Youths  Brown  Calf  Blue. 


MISSES 


300— Glrla  Gun  Met.  Blue. 
400— Miss  Gun  Met.  Blue. 
310— Girls  Gun  Met.  Bal. 
4|<)— Miss  Gun  Met.  BaL 
Sl'3— Girls  Brown  Calf  Bal. 
413— Miss  Brown  Calf  Bal. 


Be  prepared  for  this  increased 
business  and  let  us  have  your  order 
now.  We  can  make  immediate  de- 
livery on  any  of  the  following  Ines. 
Stock  up — they  will  bring  new  trade 
to  your  store. 


GROWING  GIRLS 

900— Gr.  Girls  Gun  Met.  Bal. 
903— Gr.  Girls  Brown  Calf  Bal. 

BOYS 

800— Boys  Gun  Met.  Blue. 
810— Boya  Gun  Met.  Bal. 
813 — ^Boys  Brown  Calf  Bal. 


GALT         -         -  ONTARIO 
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ESTABLISHED  I903 


Are  You  the  Man? 


A  RE  you  making  an  effort  to  increase 
your  business?   Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often? 

If  you  can  say  "YES"  to  these  questions, 

and  if  there  is  no  STRIDER  SHOE  agency 

in  your  town,  you  will  be  interested  in  our 

IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 

Women's  Fine  Welts  in  High  Shoes  and 

Oxfords. 

"STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf,  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 


No.  6017.  As  above  on  Last 
34,  which  is  a  semi-recede 
toe. 


These  are  both  big  sellers. 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last  406, 
C  &  D  width,  sizes  2-7.  Price, 
$5.65. 
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Where  "ARROW"  Shoes  are  Made 


MEN'S  HIGH-GRADE 
GOODYEAR  WELT 

Travellers  will  be  on  the  Road  August  15th 

The  new  lines  of  Goodyear  Welts  our  salesmen  are 
showing  are  particularly  pleasing  and  priced  right, 
and  they  are  up  to  the  usual  high  standard  expected 
of  our  shoes — only  solid  leather  counters,  insoles  and 
box  toes  being  used. 

HOLD  YOUR  ORDERS  FOR  OUR  TRAVELLERS 

StandardWeltCo.Ltd. 

3  St.  Alexander  Street 
MONTREAL  :  :  QUEBEC 
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Goodrich  "Hi-Press" 
Rubber  Footwear 


for 

Farmers 
Fishermen 
Miners 
Lumbermen 


Almost  every  man  who  works 
or  lives  out  of  doors  has  need 
at  some  time  or  another  for 
Gooderich  ''Hi-Press"  —  "the 
rubber  footwear  with  the  red 
line  'round  the  top." 

We  carry  a  full  line  in  stock  at 
all  times.  Let  us  send  you 
samples  and  prices. 


Croskery  &  Company,  Ltd. 

IMPORTERS  AND  DISTRIBVTORS  FOR  ONTARIO 

220  King  Street  West      -  Toronto 


Mark  this — for  g'enuine  service,  com- 
fort   value,    there    is    not  another 
line  of  Rubber  Footwear  manufactured 
that    excells    Goodrich  "HiPress." 
That  is  the  conclusion  reached  after 
hearing  the  reports  of  both  dealers 
and  wearers  during  the  many  sea- 
\«Eo        ons   Goodrich    "Hi-Press"  have 
been  on  the  market. 

As  a  business  proposition  they 
prove  unusually  attractive. 
The  margin  of  profit  allowed 
is  very  liberal  and  yet  they 
sell  at  a  price  that  means 
a  brisk  turnover. 
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fur  Jfoi 


om&n 


ORDER  NOW 
Get  Early  Shipments 
For  FALL 


Be  prepared  to  show  your  trade  the  newest  creations 
early  in  the  season.  They  will  stimulate  your  sales 
— and  bring  you  good  profits. 

You  may  depend  upon  the  stability  of  the  styles  we 
are  showing  in  this  advertisment.  Note  the  pop- 
ular prices  and  remember  the  sterling  reputation  of 
our  house  for  making 

Smart  Footwear 
for  Women 

These  numbers  will  be  ready  for  early  fall  delivery. 
Descriptions 
No.  354 

Six  Eyelet  Lace  Oxford,  Welt  108  Last, 
One  Inch  Heel 

In  Cunmetal  Calf        ....  $5.25 

In  Grade  A  Russia  Calf       .        .        .  5.50 

In  Grade  B  Russia  Calf       .       .        .  5.25 

In  Patent  Colt   5.50 

Imitation  Ball  Strap,  10c  Extra 


New  York 
437  Marbridge  Bldg 


Chicago 
304  Lees  Bldg. 


Gun  Metal 
or  Russia  Calf 


T^tent  Colt 
with  plain  Tip 


iTiitation  Ball  Strap 


7>2eHOLTERS  COMPANY 
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Because  Summer  Is  Half  Over 


is  no  reason  why  FLEET  FOOT  SHOES  should  not  be  displayed 
and  pushed.  Right  now  is  vacation  time— lots  of  people  go  camp- 
ing, fishing  and  hunting  in  September  and  October—and  the  opening 
of  the  schools  next  month  means  a  big  demand  for  FLEET  FOOT 
from  the  boys  and  girls. 


Shoes  have  enjoyed  a  wonderful  sale  this  season.  We  have  created 
much  new  business  for  our  dealers  through  our  advertising,  store  cards 
and  window  trims,  backed  up  by  the  splendid  quality  of  these  stylish, 
comfortable,  serviceable,  economical  shoes.  We  have  made  FLEET 
FOOT  shoes  an  essential  part  of  the  summer  wardrobe  of  men,  wom- 
en and  children,  filling  every  summer  need. 

If  your  stock  of  FLEET  FOOT  is  not  complete,  the  nearest  Dominion 
Rubber  System  Service  branch  is  at  your  service  to  fill  "rush"  or  sort- 
ing orders  promptly. 


Service  ^ranches  are  located  at: 

Halifax,  St.  John,  Quebec,  Montreal,  Ottawa,  Toronto,  Hamilton,  Brantford, 
Kitchener,  London,  North  Bay,  Fort  William,  Winnipeg,  Brandon,  Regina, 
Saskatoon,    Calgary,    Edmonton,    Lethbridge,    Vancouver   and  Victoria. 
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Is  Unemployment  Inevitable  Next  Winter? 


Some  of  our  economists  are  prophesying  that  w^e  shall 
have  one  of  the  hardest  Avinters  Canada  has  ever  ex- 
perienced. Why  should  this  be  so?  There  does  not 
seem  to  be  any  essential  reason  why  times  should  be 
severe  in  Canada — indeed,  there  are  several  factors 
which  should  make  for  prosperity  and  optimism.  It 
was  pointed  out  by  Mr.  Norman  Summerville,  before 
the  recent  N.  S.  R.  A.  convention  in  Toronto,  that  there 
is  an  increase  in  wealth  of  the  Canadian  people  of  over 
$3,000,000,000,  as  compared  with  1914;  that  the  pros- 
pects are  for  a  crop  at  least  twice  as  large  as  in  1914; 
that  the  banks  of  Canada  have  no  money  tied  up  in 
long-date  securities  and  are"  ready  to  take  care  of  the 
country's  business;  that  Canada's  taxation  problem  is 
less  burdensome  than  in  any  other  war  country ;  that, 
in  the  matter  of  employment,  Canada  stands  two  to 
one  better  than  the  United  States,  the  best-situated 
country  that  has  been  through  the  war.  Now,  con 
sidering  all  these  favorable  factors,  why  should  our 
industries  not  be  operating  on  a  fairly  prosperous 
basis?  The  only  answer  we  can  give  to  the  question 
is  this :  because  of  the  mental  attitude  of  the  people. 

We  have  been  through  a  period  of  deflation,  during 
which  prices  have  been  reduced  on  the  average  about 
30  per  cent.  The  highest  point  to  which  the  index 
number  of  wholesale  prices  in  Canada  reached,  ac- 


cording to  the  statistics  of  the  Department  of  Labor, 
covering  271  commodities,  was  356.6  in  May,  1920. 
Since  then  there  has  been  a  steady  and  uninterrupted 
decline,  and  in  May,  1921,  which  is  the  last  month  for 
which  figures  have  been  published,  the  index  number 
had  sunk  to  247.3.  Why,  then,  when  commodities  are 
so  much  cheaper,  should  there  be  a  cessation  of 
demand? 

One  answer  which  will  be  given  is  the  shutting  off 
of  export  trade  on  many  lines  of  manufactured  prod- 
ucts due  to  the  exchange  situation.  But  that  alone 
should  not  suffice  to  create  such  a  depression  as  we 
have  been  experiencing.  If  the  domestic  demand  were 
normal  our  industries  would  have  sufficient  business  to 
keep  them  moderately  active. 

Someone  else  will  answer :  Our  commercial  stagna- 
tion is  the  result  of  unemployment.  Is  unemployment 
then  both  the  root  and  the  fruit  of  our  trouble?  Un- 
employment is  certainly  one  result  of  commercial  stag- 
nation;  is  it  also  the  cause  of  it?  Anomalous  though 
this  may  seem  to  be,  it  is  to  a  certain  extent  true.  Un- 
employment creates  commercial  stagnation,  and  com- 
mercial stagnation  creates  unemployment.  It  is  an- 
other instance  of  the  vicious  circle.  But  that  is  not 
the  whole  story.  As  pointed  out  above,  the  savings  of 
the  peoiile  of  Canada  are  about  $3,000,000,000  greater 
to-day  than  in  1914,  and  yet  there  seems  to  be  a  spirit 
of  hesitancy  and  a  lack  of  confidence  in  our  ability  to 
go  forward.  Each  branch  of  the  trade  is  holding  off 
and  refusing  to  buy  its  requirements,  and  by  this  very 
attitude  industry  is  being  still  further  hampered  and 
the  number  of  unemployed  is  being  increased,  with 
the  result  that  the  demand  is  being  throttled  at  its  very 
source,  the  ultimate  consumer.  The  vicious  circle 
again ! 

The  business  man,  of  course,  says  that  if  he  should 
buy  now  and  prices  should  further  recede  he  would 
find  himself  in  a  difficult  position.  But  if  business 
men  did  not  lack  confidence,  there  would  be  no  danger 
of  any  further  serious  drop  in  prices.  We  must  have 
faith  in  Canada  and  in  one  another  in  order  to  over- 
come our  difficulties.  Confidence  and  co-operation 
would  solve  our  problem.  There  must  be  a  readiness 
on  the  part  of  all  to  co-operate  in  fighting  the  Slump. 
Manufacturers  must  be  willing  to  operate  on  a  basis 
which  will  merely  take  care  of  their  overhead ;  work  ■ 
ers  must  be  ready  to  accept,  temporarily,  decreased 
wages,  in  order  that  their  fellow-workers  who  are 
walking  the  streets  may  find  employment;  retailers 
must  do  business  on  the  lowest  possible  margin.  The 
result  of  such  action  would  be  that  the  purchasing 
power  of  the  dollar  would  at  once  increase ;  business 
men  would  find  their  expenses  lowered  to  such  an  ex- 
tent that  profits  could  be  made  on  smaller  margins ; 
workers  would  find  that  their  decreased  earnings  would 
actually  be  worth  more  when  converted  into  the  nec- 
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essities  of  life;  the  morale  of  the  people  would  be 
advanced ;  demand  would  again  become  normal. 

Have  we  sufficient  faith  in  Canada  to  take  such 
action?  Is  it  impossible  that  capital  and  labor,  manu- 
facturer, wholesaler,  retailer  and  consumer,  landlord 
and  householder,  should  get  together  and  agree  on 
measures,  involving  the  temporary  reduction  of  earn- 
ings in  order  that  the  vicious  circle  in  which  industry 
at  present  seems  to  be  strangling  itself  should  be 
broken  and  that  we  should  again  set  out  feet  on  the 
path  of  prosperity?  Would  this  not  be  the  most  logi- 
cal and  effective  way  of  overcoming  our  difficulties? 

Shoe  Merchandising  Policy 

The  question  of  ' '  What  should  be  the  merchandising 
policy  of  the  Canadian  shoe  retail  trade  during  the 
readjustment  period"  is  one  that  must  be  occupying 
the  mind  of  every  live  shoe  merchant  in  the  country 
at  the  moment.  No  business  is  on  a  sound  basis  un- 
less the  directing  head  formulates  some  definite  policy 
and  pursues  it  until  such  time  as  he  finds  it  requires 
to  be  adjusted  to  new  conditions  or  that  it  was  wron^^' 
in  the  first  instance.  A  definite  i)olicy  is  a  measuring 
stick  by  which  to  gauge  the  situation  of  your  business ; 
it  furnishes  a  basis  on  which  to  estimate  progress  And 
never  before  was  more  careful  thought  required  to  de- 
cide what  policy  should  l)o  followed  in  the  shoe  retail 
business. 

It  is  a  question  that  would  seem  to  require  very 
general    discussion    by    the  members  of  the  trade 

throughout  Canada.  For,  while  local  conditions  must 
largely  govern  the  policy  of  the  individual  retailer, 
there  are  certain  phases  of  the  situation  on  which 
united  action  would  undoubtedly  be  more  effective. 
If  the  trade  in  general  were  to  decide  upon  some  one 
attitude  toward  the  public,  if  they  would  co-operate 
to  put  across  some  particular  idea  in  their  advertising, 
how  powerful  would  be  the  influence  upon  the  public 
mind.  Then,  too,  would  it  not  be  possible  to  adopt, 
to  a  certain  extent  at  least,  a  united  policy  in  the 
matter  of  relationships  with  the  manufacturers?  If 
the  retailers  as  a  whole  were  to  decide  upon  some  de- 
finite plan  as  regards  buying  periods  until  conditions 
readjust  themselves,  would  it  not  make  for  efficiency? 
The  old  idea  of  buying  twice  a  year,  six  months  ahead, 
has  been  set  aside,  but  no  other  definite  scheme  has 
been  established  in  its  place,  with  the  result  that  the 
manufacturers  are  working  in  the  dark,  to  a  large  ex- 
tent, and  the  trips  of  the  travelling  salesmen,  are  on 
a  more  or  less  haphazard  basis. 

These  remarks  will  perhaps,  furnish  some  food  for 
thought  on  the  part  of  Canadian  shoemen.  We  have 
already  put  the  question  of  the  merchandising  policy 
up  to  a  few  prominent  retailers,  and  a  number  of  in- 
teresting letters  have  been  received,  which  are  printed 


on  another  page  of  this  issue.  We  invite  a  general 
discussion  on  the  subject  by  our  readers. 

Put  Across  the  ''Walk-more"  Idea 

Last  month  we  printed  under  the  heading  "Why  Not 
a  'Walk-More'  Campaign?"  an  editorial  in  a  humor- 
ous vein,  referring  to  the  exploit  of  a  Halifax  couple 
who  walked  across  Canada,  and  in  doing  so  wore  out 
five  pairs  of  shoes.  We  made  the  jocular  suggestion 
that  shoemen  seek  to  make  these  trans-Canada  hikes 
fashionable  and  so  increase  the  annual  consumption  of 
footwear  per  capita  to  about  thirteen  or  fourteen 
pairs. 

However,  there  is  a  side  of  the  question  which  the 
Canadian  shoe  industry  should  take  seriously.  The 
most  logical  way  to  increase  the  demand  for  a  product 
is  to  increase  its  consumption  by  the  average  indi- 
vidual and  the  most  logical  way  of  increasing  the  con- 
sumption of  footwear  is  to  educate  the  individual  to 
wear  out  a  greater  number  of  pairs  by  walking 
more.  It's  a  great  deal  easier  to  sell  a  marf  a  new 
])air  of  shoes  when  the  soles  of  the  pair  he  is  wearing 
are  broken  than  when  he  has  a  perfectly  sound  pair 
of  shoes  on  his  feet  and  another  pair  on  the  shelf  at 
home.  That  is,  of  course,  if  he  has  the  money  to  buy 
them — and  we  have  not  gone  that  far  yet  in  Canada 
that  the  average  man  can't  afford  to  purchase  a  pair 
of  shoes  when  he  really  needs  them. 

The  proposition  sounds  reasonable,  doesn't  it?  Well, 
then,  who  should  start  this  campaign  to  educate  the 
public  to  walk  more?  Surely  the  shoemen  of  Canada, 
as  being  the  parties  most  directly  interested.  It  re- 
quires concerted  action  on  the  part  of  both  manufac- 
turers and  retailers,  and  this  can  be  secured  through 
the  co-operation  of  the  N.  S.  R.  A.  and  the  Shoe  Manu- 
facturers' Association.  Mr.  S.  Roy  Weaver,  manager 
of  the  latter  organization,  speaking  before  the  recent 
N.  S.  R.  A.  convention,  made  reference  to  a  "dress  up" 
campaign  for  men  which  had  been  proposed,  and  sug- 
gested that  the  manufacturers  and  I'etailers  should 
work  together  on  this  SQheme.  A  "dress  up"  cam- 
paign is  good  and  should  help  to  improve  the  demand 
for  footwear  as  well  as  other  articles  of  apparel  but 
under  the  present  commercial  and  economic  conditions 
its  appeal  is  limited.  "Dressing  up"  suggests  expense, 
and  the  idea  of  avoidable  expense  is  not  a  very  wel- 
come one  just  now.  "Walking  more"  doesn't  suggest 
any  monetary  outlay ;  on  the  contrary,  it  will  suggest 
to  some  economy  through  the  saving  of  car  fare,  and 
to  all  a  gain  in  health  and  physique.  As  is  pointed 
out  on  another  page  of  this  issue,  the  weather  durin? 
September  lends  to  the  out-of-doors  attractions 
scarcely  equalled  at  any  other  period  of  the  year.  Is 
it  not  therefore  an  auspicious  time  to  initiate  sudi  i 
campaign  as  has  been  proposed? 
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The  Sole  Leather  Situation 

Condition  of  the  Trade  with  regard  to  Stocks  in  Hand,  Prices  and  Demand, 
Reviewed  by  Mr.  W.  J.  Heaven  before  Recent  N.  S.  R.  A.  Convention 


At  the  convention  of  the  National  Shoe  Retailers' 
Association  in  Toronto  last  month,  Mr.  W.  J.  Heaven 
read  a  very  interesting  and  "valuable  paper  showing 
the  conditions  in  the  Canadian  sole  leather  tanning  in- 
dustry. Mr.  Heaven's  summing  up  of  the  situation 
was  very  clear  and  concise,  and  we  are  printing  it 
below  for  the  benefit  of  our  readers : 

I  think  I  am  safe  in  saying  in  the  first  place,  that 
there  is  a  great  deal  less  sole  leather  in  the  country 
now  than  normally,  or  even  a  few  months  ago.  We 
know  that  some  tanners  have  quite  a  little  leather, 
but  the  whole  of  the  leather  stocks  are  practically  in  the 
.hand  of  the  tanners — none  are  being  carried  by  the 
factories  or  the  jobbers  and  cutters,  who  are  all  buy- 
ing and  cutting  leather  in  a  hand-to-mouth  way. 
There  is  also  very  considerable  reduction  in  the  amount 
of  sole  leather  in  process  in  the  tanneries,  and  this 
amount  is  likely  to  be  considerably  less  in  the  near 
future.  The  reason  for  this  is  three-fold :  in  the  first 
place,  there  was  a  scarcity  of  tannery  labor  which 
compelled  tanners,  whether  they  wished  to  or  not,  to 
run  at  far  less  capacity  during  the  past  two  or  three 
years;  secondly  the  absence  of  demand  in  Canada  (we 
all  know  how  quiet  the  majority  of  shoe  factories  have 
been  during  the  twelve  months  or  so  from  the  spring 
of  1920  to  the  pring  of  1921)  and  the  third  very  im- 
portant reason  is  the  impossibility  of  exporting  leather 
at  the  present  time,  partly  because  there  is  little  or  no 
demand  either  in  Europe  or  ithe  United  States,  although 
some  enquiries  are  now  being  made  by  Great  Britain, 
(Great  Britain  and  the  United  States  are  the  two  main 
outlets  for  our  surplus  leather) ;  and  partly  because  ot 
the  financial  conditions  of  these  countries  which  do 
need  leather,  but  cannot  make  satisfactory  arrange- 
ments for  payment.  You  may  not  be  aware  that  the 
sole  leather  tanning  industry  of  Canada  has  developed 
to  a  point  where,  under  normal  conditions,  about 
twice  the  amount  of  leather  is  produced  that  is  con- 
sumed in  Canada,  so  that  one  half  of  the  output  of  sole 
leather  is  ordinarily  exported,  which  demonstrates 
two  or  three  facts :  firstly,  that  the  Canadian  sole 
leather  tanners  can  make  leather  good  enough  to  be 
in  demand  in  foreign  countries ;  secondly,  that  they 
can  make  it  at  a  price  that  permits  of  successful  com- 
petition in  these  markets ;  and  thirdly,  that  the  home 
trade,  owing  to  this  larger  output,  can  buy  at  more 
favourable  prices  than  would  otherwise  be  the  case, 
because  the  overhead  would  be  almost  the  same  to 
produce  half  the  quantity  as  it  is  to  produce  a  capacity 
output. 

Extreme  Weights  in  Demand — Middle  Weights 
Available. 

With  regard  to  the  stocks  of  leather  most  easily 
obtainable,  at  the  present  time  there  is  a  supply  of 
middle  weight  leather,  such  leather  as  has  in  the  past 
been  considered  the  most  desirable  weights  for  the 
average  manufacturer,  but  it  is  rather  curious  that 
quite  a  demand  exists  to-day  for  extreme  weights — 
either  extreme  lights  or  extreme  heavies,  and  these  are 
in  short  supply,  and  scarce.    It  would  be  well,  there- 


fore, for  the  trade  to  bear  in  mind  this  fact,  and  to  try 
and  encourage  the  sale  of  shoes  with  medium  weight 
soles  as  far  as  possible. 

With  regard  to  prices  :  this  is  a  point  in  which  every- 
one is  largely  interested,  and  which  is  perhaps  equally 
hard  to  predict.  In  fact,  we  know  that  individual 
members  of  some  of  the  firms  tanning  sole  leather, 
hold  almost  directly  opposite  views  on  this  point..  We 
know  also  that  some  people  who  consider  that  the  pre- 
sent low  prices  of  sole  leather  are  likely  to  remain, 
were  impressed  with  the  fact  a  year  or  so  ago  that 
the  then  current  high  prices  of  leather  were  also  there 
to  stay.  One  thing  of  interest  in  connection  with 
the  sole  leather  industry  is  the  fact  that  hides  have 
taken  one  of  the  largest  drops  in  the  basic  com- 
modities. There  is  only  one  other  of  these  com- 
modities which  is  now  lower  than  before  the  war — 
that  being  rubber,  in  which  also  the  shoe  trade  is  in- 
terested ;  but  we  must  not  forget  that  there  are  three 
main  factors  entering  the  cost  of  sole  leather ;  the  first 
is  hides,  the  second  is  tanning  material,  and  the  third 
is  wages,  which  will  also  include  overhead  at  present 
excessive  rates,  on  account  of  reduced  production. 
Taking  these  three  main  factors  into  consideration,  the 
present  cost  of  tanning  sole  leather  is  double  what  it 
was  before  the  war,  and  the  coniparitive  value  of  sole 
leather  is  one  third  greater  than  in  1914.  Imported 
tanning  materials  are  afifected  by  the  adverse  ex- 
change, high  cost  of  production  and  high  freight  rates. 
Leather  Prices  Below  Actual  Value. 
Freight  rates  on  raw  materias  to  the  tanneries  and 
on  shipments  of  finished  products  are,  as  we  all  know, 
over  100  per  cent,  greater  than  in  1914,  and  travellers' 
expenses,  both  railroad  and  hotel,  and  salaries,  all, 
say,  double  what  they  used  to  be.  Under  all  these  cir- 
cumstances, therefore,  even  if  hides  should  stay  below 
pre-war  prices,  how  is  it  possible  for  leather  and  shoes 
to  be  produced  at  pre-war  cost?  It  is  impossible  and 
is  not  to  be  looked  for.  Leather  prices  are,  and  have 
been,  much  below  actual  value,  but  with  a  supply  of 
any  commodity  in  excess  of  the  demand,  this  is  not  to 
be  wondered  at.  Canada,  as  I  have  stated,  is  a  compar- 
atively large  producer  and  exporter  of  leather  and 
sole  leather  tanning  is  an  industry  which  has  to  be 
operated  by  buying  months  and  months  ^head  of  the 
possibility  of  selling.  It  is,  therefore,  impossible  to 
forestall  such  a  condition  as  came  upon  us  in  the  spring 
of  1920,  and  no  matter  how  tanners  retrenched  at,  and 
after,  that  time,  it  was  impossible  to  prevent  a  certani 
accumulation  of  leather  from  stocks  then  on  iiand, 
leather  in  process  and  hides  and  materials  bought  and 
not  yet  arrived.  Who  is  to  say  that,  with  the  present 
reduced  production,  the  reverse  of  this  state  will  not 
take  place,  and  with  a  reasonable  demand  which  is 
even  already  beginning  to  show  itself,  we  shall  not  find 
that  there  will  exist  a  distinct  shortage  before  tanning- 
plants  can  be  brought  again  to  a  point  where  there 
will  be  sufficient  output  to  meet  such  reasonable  de- 
mand. It  would  certainly  look  as  though  the  bottom 
had  been  reached  in  prices  and  that  higher  prices  may 
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be  expected,  and,  in  fact,  are  already  beginning  to  show 
themselves. 

Outside  Conditions  Which  Affect  Industry. 

1  have  not  touched  on  outside  conditions  which 
also  have  their  effect  on  our  industry  ;  such  for  instance 
as  trade  conditions  in  the  United  States,  where  recent 
statistics  show  that  the  amount  of  finished  sole  leather 
on  hand  April  30th  was  only  about  11  or  12  times 
that  consumed  in  April  when  sales  were  abnormally 
small.  Stock  in  process  amounts  to  only  about  6/4 
or  7  times  that  consumed  in  April  and  less  than  five 
times  that  produced  in  April.  In  the  meantime  business 
has  increased  in  volume,  and  sales  to-day  probably 
fully  equal  the  output  of  finished  leather.  Production 
of  shoes  in  the  United  States  to-day  is  probably  50 
per  cent,  below  normal,  and  if  production  became  nor- 
mal or  better,  it  wouldn't  take  long  to  eat  into  the 
surplus  stock  now  on  hand.  On  the  basis  of  to-day's 
])roduction,  there  is  in  the  United  States  to-day  pro- 
bably a  six  months'  supply  of  hides.  If  production  in 
leather  increased,  the  supply  of  hides  would  be  suffi- 
cient for  a  less  time,  and  the  production  of  hides  is 
less  to-day  than  during  the  war;  the  United  States 
packers  take-ofif  is  20  per  cent,  less  this  year  than  to 
the  same  date  last  year,  and  Frigerifico  take-ofiF  is  also 
much  less — in  May  it  was  only  two  thirds  that  of  May 
1920,  and  there  is  possibility  of  Europe  taking  more 
hides.  The  world's  surplus  of  hides  and  leather  exists 
in  the  shape  of  a  block  of  finished  leather  held  in  the 
United  States,  and  any  general  return  to  more  normal 
conditions  and  demand  would  soon  eat  into  the  sur- 
plus, which  has  been  compared  as  being  more  nearly 
like  a  mole  hill  than  a  mountain. 

We  were  recently  offered  South  American  hides, 
and  the  price  was  hig'her  than  the  average  price  of  the 
same  or  better  hides  for  some  30  years  before  the  war. 
Leather  made  from  these  hides  would  have  to  bring 
several  cents  per  pound  more  than  we  are  getting  for 
the  same,  class  of  leather  to-day. 

The  reduction  in  the  bank  of  England  rate,  which 
it  is  rumoured  is  likely  to  be  still  further  reduced  in  the 
very  near  future,  the  settlement  of  the  coal  strike  in 
England,  and  the  posibility  of  the  settlement  of  the 
Irish  situation,  and  the  possibility  of  trading  again 
with  Russia  and  the  efifect  of  Germany  again  being 
one  of  the  great  manufacturing  and  trading  countries 
of  the  world — all  these  have  their  efifect  upon  condi- 
tions with  us. 

Canada's  Reasons  for  Optimism. 

But  what  of  Canada?  Where  on  the  face  of  the 
globe  is  there  a  country  as  favourably  situated  as  she 
is?  Few  of  us  grasp  the  wealth  of  her  natural  re- 
sources, her  fisheries,  forestry,  agriculture  and  min- 
erals, including  tremendous  coal  ond  oil  deposits,  and 
her  electrical  power,  developed  and  undeveloped.  We 
have,  generally,  sane  and  wise  legislation  and  we  have 
a  judiciary  and  courts  whose  findings  can  always  be  de 
pended  upon  to  hand  out  justice  to  our  citizenship, 
and  we  have  a  people  as  virile,  as  hardy,  as  energetic, 
as  upright  and  progressive  as  any  nation  in  the  world, 
a  people  capable  of  themselves  developing  all  these 
vast  natural  resources,  and  producing  manufactured 
goods  equal  to  anything  produced  anywhere ;  a  people 
capable  also  of  distributing  these  manufactured  goods 
among  those  who  required  them,  either  at  home  or 
abroad. 


Have  you  joined  the  N..S.R.A.  yet? 


Saskatchewan  Shoe  Merchants  Discuss 
Marketing  Conditions 

During  the  eighth  annual  convention  of  the  Retail 
Merchants'  Association,  Saskatchewan  Board,  June  15, 
a  meeting  of  the  boot  and  shoe  trade  section  was  held 
at  which  an  interesting  discussion  developed  on  "  Mar- 
keting Conditions."  The  principal  speakers  were  Mr. 
Garfield  Wray  (MacDonald  &  Wray,  the  Yale  Shoe 
Store,  Regina)  and  Mr.  Harley  Henry. 

Mr.  Wray  laid  particular  emphasis  on  two  points, — 
pioper  accounts  and  "  Buying."  From  the  retailer's 
point  of  view,  he  said,  the  cash  account  and  the  mer- 
chandise account  were  the  two  most  important  items 
that  the  merchant  had  to  keep  his  eye  on  and  it  should 
be  his  aim  to  keep  the  equilibrium  between  the  two 
so  as  to  always  have  liquid  assets  to  fall  back  upon. 

The  next  most  important  t'ling,  the  speaker  de- 
clared, was  buying.  The  retailer?  were  kept  on  their 
toes  all  the  time  exercising  their  judgement  as  to  the 
amount  and  variety  of  stock  they  should  purchase,  so 
as  not  to  have  difficulty  in  disposing  of  it.  If  they 
allowed  the  salesman  to  sell  them  everything  he  want- 
ed to,  their  stores  would  l)e  in  an  awful  state  in  a  very 
short  time. 

The  Question  of  Mark-Up. 

"  With  the  rapid  changing  of  styles  and  deprecia- 
tion in  values,"  continued  the  speaker,  "  we  are  tread- 
ing on  thin  ice  to  know  just  what  margin  of  profit  we 
should  have.  We  have  got  accustomed  to  making  a 
certain  amount  of  profit,  but  is  it  enough?  Our  over- 
head costs  are  changing,  and  we  have  to  provide  for  in- 
flation, and  if  we  do  not  readjust  our  mark-up  to  cover 
such  contingencies  we  are  going  to  find  at  the  end  of 
of  year  that  there  isn't  any  profit.  Take  tennis  shoes, 
for  instance.  You  have  these  shoes  marked  in  your 
store  at  $1.60.  Your  competitor  says  that  he  dosen't 
figure  on  making  anything  on  tennis  shoes,  and  he 
marks  his  at  $1.25,  and  you  are  put  at  a  disadvantage. 
We  are  not  making  too  much  at  $1.60,  and  he  is  not 
making  enough  at  $1.25.  I  am  not  in  business  for  my 
health,  but  my  living,  and  can  see  that  we  will  have 
to  readjust  our  mark-up  in  this  trade  section  whether 
it  is  done  right  now  or  not. 

Changing  Styles. 

Mr.  Wray's  remarks  regarding  the  changing  oi 
styles  were  interesting  as  presenting  the  view  point 
of  the  western  retailer.  "  Something  will  have  to  be 
done,"  he  said,  "  in  the  merchandising  of  our  shoes  in 
Canada  to  keep  us  more  in  touch  with  the  changing 
of  styles.  We  must  get  down  to  the  market  more  often 
or  the  samples  must  come  to  us.  One  manufacturers' 
agent  told  me  that  they  could  not  deliver  shoes  more 
quickly  than  they  were  making  them  at  the  present 
time,  and  I  drew  his  attention  to  the  U.  S.  firm  which 
delivered  shoes  within  thirty  days  from  the  receipt 
of  the  order.  This  is  the  point  I  am  trying  to  make. 
We  must  get  our  factories  to  deliver  goods  within 
four  weeks  from  order. 

"  Many  of  our  citizens  are  travelling  east  and  south 
these  days,  and  it  is  the  height  of  their  ambition  to 
bring  back  a  pair  of  new  shoes,  and  their  neighbors 
come  right  down  to  buy  a  similar  pair.  To  compete 
successfully  with  this  we  must  have  those  styles  in 
stock.  Our  citizens  have  been  educated  to  American 
shoes,  and  we  are  forced  to  follow  their  styles  or  have 
Canadian  styles  that  will  make  people  buy  at  home, 
and  that  is  a  long  row  to  hoe.    We  must  get  better 
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co-operation  from  our  manufacturers." 

Mr.  Harley  Henry,  speaking  from  the  wholesalers' 
viewpoint,  declared  that  the  fall  in  prices  had  placed 
them  in  a  worse  predicament  than  the  retailers.  They 
could  do  nothing  only  sit  back  and  mark  time  until  the 
purchaser  was  ready  to  buy.  When  they  went  to  the 
manufacturer,  particularly  in  women's  lines  he  had  no 
grist  in  the  mill,  and  the  result  was  the  present  drastic 
styles. 

Referring  to  Mr.  Wray's  remarks  on  tennis  shoes, 
Mr.  Henry  asserted  that  this  was  the  most  profitable 
line  in  the  retailer's  store,  if  they  were  sold  at  a  fair 
price.  It  would  be  worth  while,  he  said,  for  the  re- 
tailer to  try  for  one  year  to  buy  only  25  per  cent,  of 
his  usual  stock.  Some  sales  would  be  missed,  but  pro- 
bably the  sales  lost  would  not  begin  to  reach  the  losses 
from  the  other  extreme  at  this  time. 

Resolution  re  Travellers'  Trips  and  Deliveries. 

A  keen  discussion  developed  on  the  various  points 


brought  up,  and  the  following  resolution  expresses  the 
consensus  of  opinion  of  the  meeting  as  to  the  action 
needed  to  facilitate  the  operations  of  the  Western 
Canadian  Shoe  retailers. 

We  Saskatchewan  Shoe  Merchants  realizing  the 
handicap  under  which  western  shoe  dealers  are  operat- 
ing because  of  rapid  changes  of  style  and  the  continued 
downward  tendency  of  prices,  feel  that  our  difficulties 
would  be  considerably  minimized  if  we  were  permitted 
to  view  samples  more  frequently  and  greater  efforts 
were  made  on  the  part  of  our  Womens'  Shoe  Manu- 
facturers to  handle  our  immediate  requirements  with, 
greater  promptness  and  we  recommend  that  all  Boot 
and  Shoe  Locals  in  Western  Canada  enter  upon  an 
active  agitation  to  require  Canadian  Womens'  Shoe 
Manufacturers  to  readjust  their  system  whereby  West- 
ern Canada  will  be  covered  at  least  four  times  a  year 
and  to  give  more  strict  adherence  to  the  specified  de- 
livery time  as  arranged  with  salesman. 


distinction 

to  the 
costume 


HERE  is  a  feeling  of  genuine  satisfaction  in 
the  possession  of  stylishly  clad  feet.  Whether 
at  home  or  on  the  vacation,  CLASSIC  Shoes 
will  give  you  the  service  you  should  have  and  the 
smartness  that  is  admired. 


(Space  for  dealer's  name) 


An  effective  form  of  co-op- 
eration between  the  manufac- 
turer and  retailer,  which  has 
been  greatly  developed  in  re- 
cent years  in  practically  every 
line  of  trade,  lies  in  the  assis- 
tance rendered  by  the  manu- 
facturer to  tlie  retailer  in  his 
advertising.  The  advertisement 
reproduced  herewith  is  a  sample. 
Getty  &  Scott  recently  supplied 
matrices  of  this  and  other  sim- 
ilar advertisements  to  the  re- 
tailers who  handle  their  goods. 
All  that  remains  for  the  dealer 
to  do  is  to  have  his  firm  name 
inserted.  The  advertisement  was 
prepared  for  Getty  &  Scott  by 
the  Art  Department  of  "  Foot- 
wear in  Canada."  A  similar 
service  is  given  any  other  manu- 
facturer who  may  desire  it. 

The  advertising  of  the  aver- 
age retailer  is  not  as  attractive 
and  effective  as  it  might  be. 
Team  work  of  this  kind  should 
have  an  appreciable  influence 
in  improving  it. 


The  new  "CLASSIC" 
Ball  Strap  Oxford,  with 
pprfnrated  toe. 
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Shoeman's  Merchandising  Calendar 

Time  to  Sell  Kiddies'  Shoes  -  Prepare  for  Fall  Opening  - 
And  Secure  Your  Share  of  Trade  from  Fall  Fair 
Visitors  -  Help  Get  the  Public  Walking 


September  is  ;i  month  that  is  rich  in  events  for 
the  shoe  merchant  and  his  window  dresser.  There 
are  many  happenings  in  the  life  of  the  community 
which  can  be  turned  to  commercial  advantage  bv 
the  use  of  a  little  foresight  and  expert  salesman- 
ship. 

The  first  week  of  the  month  is  the  time  to  sell 
children's  shoes.  School  reopens  on  Sept.  6,  and 
for  the  week  |)rovious  the  shoe  merchant  should 
push  footwear  for  the  youngsters  to  the  limit.  It's 
absolutely  necessary  to  have  live  window  displays 
and  as  much  publicity  as  the  business  can  afford. 
Don't  expect  that  parents  are  just  going  to  happen 
into  your  store  to  have  their  kiddies'  feet  shod, 
except  you  let  them  know  that  you've  got  the  kind 
of  shoes  they  want  and  that  you're  right  on  the 
job  to  serve  them  to  their  utmost  satisfaction. 

Sept.  5 — Iiabor  Day 

It  was  suggested  in  our  last  issue  that  Labor 
Day  should  be  anticipated  by  an  appropriate  win- 
dow trim  around  the  end  of  August,  so  as  to  sug- 
gest new  footwear  to  those  who  may  be  taking  part 
in  parades.  On  Labor  Day  itself  a  special  trim 
should  also  be  put  in,  with  window  cards  that  will 
appeal  to  the  great  element  in  the  community  which 
is  included  in  the  term  "Labor." 

Then,  be  prepared  for  the  Fall  Fair,  if  there  is 
one  held  in  your  locality.  The  fairs  begin  in  Can- 
ada at  the  end  of  August  and  continue  right 
through  the  fall  months.  September  is  the  most 
popular  month  for  these  fairs,  and  they  offer  an 
excellent  opportunity  to  the  shoe  merchant  to  se- 
cure some  out-of-town  business.  As  is  always  the 
case,  advertising  is  required  to  take  advantage  of 
the  occasion.  We  are  told  of  one  live  shoe  mer- 
chant last  year  who  manned  the  entrance  to  the 
fair  grounds  in  his  own  town  and  had  neat  folders 


distributed  representing  a  shoe.  On  the  inside  of 
the  folder  was  printed  the  following  message:  "In 
.September  'tis  tiine  to  think  of  new  Fall  Shoes. 
Suminci-  lias  bid  us  good-bye  and  the  cooler  days  are 
ahead  when  sturdier  footwear  is  required.  At 
M  's  you  can  buy  good-looking  shoes  with  ex- 
cellent wearing  qualities — at  a  price  you  can't 
quarrel  with.    Visit  us  during  the  Fair." 

The  most  effective  appeal  can  probably  be 
made  to  the  farming  element  who  make  the  fairs 
an  opportunity  at  once  for  business  and  pleasure. 

Do  you  have  a  Fall  Opening?  If  not  why  not? 
Any  merchant  who  carries  anything  in  the  nature 
of  style  footwear  ought  to.  It  acquaints  the  pub- 
lic with  the  fact  that  the  new  season  has  begun 
and  with  it  have  come  new  shoe  styles.  The  change 
in  the  season  is  the  merchant's  best  chance  for 
jiushing  new  goods  and  why  should  he  not  take  the 
fullest  advantage  of  it?  If  the  opening  is  prop- 
erly staged  it 's  a  big  drawing  card. 

September,  generally  speaking,  is  one  of  the 
most  pleasant  months  in  the  whole  year.  It  is  mid- 
way between  summer  and  fall  and  has  many  of 
the  beauties  of  both.  The  country  is  particularly 
beautiful  and  the  weather  and  atmosphere 
are,  as  a  rule,  most  favorable  for  "hikes."  In 
the  city,  too,  the  idea  of  walking  will  be  accepted 
more  readily  than  at  any  other  time  of  the  year. 
Why  not  put  across  that  idea  in  your  own  commun- 
ity—"Walk  More."  People  who  walk  much  wear 
out  shoes  more  quickly  and  they  require  better 
shoes.  It  is,  therefore,  to  the  shoeman's  interest 
that  the  greatest  possible  amount  of  walking 
should  be  done  by  his  customers  and  prospective 
customers,  and  it's  up  to  him  to  help  get  them  into 
the  mood  for  it.  Think  this  suggestion  over  and 
sec  how  you  can  incorporate  it  in  your  advertising 
and  window  displays. 
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What  Improvements  Are  Possible  in 
Canadian-made  Footwear? 

Criticism  of  the  Home  Product  Evokes  Interesting  Comment  from  Shoe 

Manufacturers  and  Retailers 


The  letter  dealing  with  petty  faults  in  Canadian 
shoes  which  appeared  in  our  last  issue  has  been  the 
subject  of  considerable  discussion  among  shoemen,  both 
manufacturers  and  retailers.  Mr.  S.  Roy  Weaver, 
Manager  of  the  Shoe  Manufacturers'  Association  of 
Canada,  has  replied  at  some  length  to  the  criticisms 
made  in  Mr.  Halpenny's  communication,  and  his  letter 
is  printed  below,  together  with  letters  from  two  in- 
dividual manufacturing  concerns.  The  matter  was  also 
brought  specially  to  the  attention  of  a  number  of 
prominent  retailers,  and  we  have  had  comments  from 
them  which  present  the  matter  from  the  retail  view- 
point.  These  will  be  found  on  subsequent  pages. 

The  Manufacturer's  Viewpoint 

Toronto 

Editor,  Footwear  in  Canada  : 

In  your  July  issue  you  published  a  letter  from  a 
correspondent  who  criticized  Canadian-made  shoes  on 
account  of  petty  faults  and  we  Avelcome  your  invita- 
tion to  reply.  We  believe  that  you  will  always  find 
that  the  manufacturers  are  ready  to  listen  to,  and  pro- 
fit by,  fair  and  honest  criticism  of  their  products. 
While  some  of  your  correspondent's  charges  appear  to 
be  exaggerated  and  certain  of  the  defects  to  which  he 
refers  are  not  as  general  as  his  letter  seems  to  indi- 
cate, nevertheless  it  must  be  admitted  that  too  often 
Canadian  manufacturers  have  been  lax  in  looking 
after  the  smaller  details.  For  this  reason,  it  is  desir- 
able that  any  defects  which  there  may  be  should 
be  brought  to  their  attention.  We  know  that  more 
than  one  Canadian  manufacturing  company  have  called 
the  attention  of  their  departmental  heads  to  your  cor- 
respondent's letter  and  have  urged  upon  them  the  nec- 
essity of  the  utmost  vigilance  in  regard  to  matters  of 
detail. 

Most  Canadian  retailers  will  admit  that,  grade  for 
grade,  Canadian-made  shoes  are  equal,  or  superior,  in 
respect  of  material  and  good  workmanship,  to  the  best 
produced  in  any  country  in  the  world.  It  is  recognized 
generally  also  that  the  Canadian  manufacturers  have 
put  forth  special  efforts  during  the  last  two  or  three 
years  to  correct  any  petty  defects  in  respect  of  finish 
or  details  of  construction.  A  most  gratifying  improve- 
ment has  been  effected  in  this  connection  and,  while 
there  still  may  be  little  annoyances,  shoes  are  now  be- 
ing made  in  Canada  which  in  every  respect  are  equal 
to  the  world's  best.  We  do  not  believe  that  the  faults 
to  Avhich  your  correspondent  refers  are  to  be  found  in 
the  finest  lines  of  Canadian-made  shoes,  for  the  manu- 
facturers have  a  strict  system  of  inspection.  Occasion- 
ally a  shoe  may  get  by  even  the  keenest  inspection,  but 
your  correspondent's  suggestion  that  these  faixlts  occur 
regularly  is  not  true  of  the  best  grade  Canadian  foot- 
wear at  least. 

It  is  stated  that  the  manufacturers  often  fail  to  match 
the  color  of  laces  with  the  color  of  the  uppers  of  the 
shoes  in  which  such  laces  are  to  be  used.    This  does 


not  occur,  we  are  sure,  in  the  best  grade  of  Canadian 
footwear  and,  indeed,  some  of  the  Canadian  manu- 
facturers are  particularly  careful  in  this  regard.  On 
the  other  hand,  it  is  not  always  easy  to  get  an  exact 
match.  Two  lots  of  coloured  leather,  produced  in  the 
same  factory  and  under  conditions  as  nearly  alike  as 
they  can  be  made,  are  rarely  of  exactly  the  same  shade, 
and  this  statement  applies  to  all  leather,  whether  made 
in  Canada  or  the  United  States.  Most  laces  are  im- 
ported and  the  manufacturer  has  to  estimate  his  re- 
quirements. Laces  unquestionably  should  be  matched 
with  the  uppers  of  the  shoes,  just  as  closely  as  it  is 
possible  to  match  them,  but  in  practice  the  manufac- 
turer has  to  use  the  nearest  shade  that  he  has  or  can 
obtain.  When  the  difference  in  shade  between  laces 
and  uppers  is  marked,  it  is  the  result,  we  feel  sure,  of 
carelessness  of  someone  in  the  shipping  room,  and  a 
letter  to  the  manufacturer  would  result  in  prompt  cor- 
rection of  such  practice.  We  believe  that  your  corre- 
spondent's complaint  in  this  connection  is  altogether 
too  sweeping  and  that  the  situation  of  which  he  com- 
plains is  not  general. 

While  some  wooden  heels  are  being  made  now  in 
Canada,  most  of  those  used  up  to  the  present  time  by 
the  Canadian  manufacturers  have  had  to  be  imported 
from  the  United  States  and  have  been  the  same  as 
heels  used  on  boots  and  shoes  manufactured  in  United 
States  factories.  It  is  true  that  Louis  heels  have  caused 
a  lot  of  trouble  to  manufacturers  and  retailers  alike. 
The  manufacturers  of  fine  Canadian  shoes  are,  however, 
buying  the  best  quality  of  heels  obtainable  anywhere 
in  the  world  and  those  persons  Avho  buy  shoes  with 
such  heels  must  recognize  their  limitations  and  the  pos- 
sibility of  breakage. 

All  Canadian  manufacturers  of  better  grade  shoes 
range  the  sizes  of  heels  with  the  different  sizes  of  shoes 
and  do  not,  as  your  correspondent  charges,  use  the 
same  size  throughout.  We  are  informed  that  many  of 
the  manufacturers  of  medium  grade  shoes  also  range 
the  size  of  heels  to  the  sizes  of  the  shoes  but  in  some 
of  the  cheaper  lines  a  uniform  size  of  heel  may  be  used 
throughout.  It  is,  of  course,  not  to  be  expected  that 
the  cheaper  grades  of  footAvear  will  be  beyond  criti- 
cism, because  the  prices  at  Avhich  such  boots  and  shoes 
are  sold  will  not  permit  the  same  care  as  is  given  to 
more  expensive  footwear. 

Referring  to  your  correspondent's  statements  rela- 
tive to  lack  of  colour  uniformity  in  different  lots  of 
standard  lines  of  shoes  carried  in  stock,  Ave  would  point 
out  that  the  shoe  manufacturer  is  not  responsible  for 
the  shades  or  variety  of  shades  of  tan  calf  or  kid.  As 
slated  above,  even  in  two  lots  of  colored  leather  pro- 
duced in  the  same  factory,  some  dift'ereuce  in  shade 
g?ncrally  will  be  found.  Moreover,  the  manufacturer 
has  to  folloAV  the  fashion  and  style.  No  manufacturer 
can  afford  to  ignore  the  shades  in  popular  domand. 
For  example,  light  tan  shoes  which  were  No,  502  were 
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f^radually  changed  to  mahogany,  then  to  nigger  head 
and  tlien  to  light  brown.  If  a  manufacturer  had  en- 
deavored to  maintain  the  old  502,  light  tan,  in  order  to 
meet  the  demand  of  a  few  of  his  customers,  he  would 
soon  find  that  he  was  losing  trade.  Aside  from  chang- 
ing popular  demands,  the  manufacturers  are  anxious 
to  keep  to  the  same  shade  of  tan  in  duplicating  orders 
as  they  had  previously  supplied,  but  long  experience 
shows  that  quite  often  it  is  difficult  to  get  exactly  the 
same  shades. 

We  agree  with  you  that  there  is  reasonable  objection 
to  highly  colored  carton  labels,  but  we  do  not  believe 
that  such  objectionable  labels  are  in  general  use.  Of 
course,  opinions  will  differ  as  to  what  is  objectionable 
in  this  connection. 

We  would  point  out  to  your  correspondent  that 
manufacturers  in  other  countries  are  confronted  with 
problems  and  difficulties  just  as  great  as  those  before 
the  Canadian  manufacturer.  Manufacturers  in  the 
United  States  tell  of  their  troubles,  which  are  exactly 
similar  to  those  of  the  Canadian  shoemaking  com- 
panies. The  fact  is  that  shoes  of  United  States  manu- 
facture, comi)ared  with  the  same  grades  of  Canadian 


Mr.  Fred  R.  Foley,  Ontario  Vice-president  of  the  N.  S.  R.  A. 

shoes,  have  just  as  many  defects  as  the  Canadian  prod- 
ucts and  are  open  to  just  as  severe  criticisms  on  this 
account.  The  Canadian  shoe  manufacturers  are  doing 
their  utmost  to  satisfy  their  customers.  No  one  pre- 
tends that  Canadian  footwear  is  perfect,  but  we  do 
believe  that  in  all  respects  the  Canadian  boots  and 
shoes,  grade  for  grade,  compare  favorably  with  those 
made  in  any  other  country,  and  we  believe  that  it 
is  the  desire  and  ambition  of  the  Canadian  shoe  manu- 
facturers to  overcome  any  "petty  faults"  which  may 
still  be  found  in  their  products. 

Shoe  Manitfacturers'  Association  of  Canada, 

(Signed)  S.  Roy  Weaver,  Manager. 
*       *  * 

Editor,  Footwear  in  Canada  : 

Regarding  the  letter  dealing  with  some  of  the  petty 
faults  of  Canadian  footwear. 

If  the  writer  has  received  shoes  or  merchandise  such 
as  explained  by  him,  he  is  certainly  justified  in  making 
a  complaint,  as  we  personally  believe  that  it  is  the 
little  details  that  count,  and  it  is  the  little  details  that 
sell  the  merchandise,  backed  up  with  the  proper  ma- 
terial. Maybe  some  of  the  manufacturers  in  Canada 
have  been  lax  in  the  details  as  explained  by  him,  but 
l.iese  very  details  are  the  ones  which  we  watch  very 
closely. 


In  regard  to  the  la.sts  being  standardized.  This  is 
something  that  we  are  unable  to  overcome,  and  you 
will  find  it  in  all  lasts.  A  5D  last  in  one  style  is  not 
the  same  in  measurement  as  a  5D  in  another  style,  es- 
pecially if  they  have  been  made  by  two  different  last 
manufacturers. 

I  note  his  remarks  in  regard  to  adopting  a  standard 
shoe  box.  This  indeed  is  very  gratifying,  as  we  have 
always  tried  to  advocate  a  standard  shoe  carton,  and 
I  am  sure  that  the  manufacturers  desire  to  co-operate 
with  the  retail  men  in  every  way.  I  do  not  see  the 
strength  of  his  argument  in  regard  to  a  standard  label, 
as  by  the  use  of  a  standard  label  the  manufacturer  of 
a  trade-mark  shoe  loses  the  money  that  he  has  ex- 
pended in  getting  out  a  trade-mark ;  the  trade-mark 
on  the  carton  attracts  the  customers'  eyes  when  they 
walk  through  the  store. 

The  Corson  Shoe  Manufacturing  Co.,  Ltd., 

(Signed)  C.  S.  Corson. 
*       *  * 

Toronto. 

Editor,  Footwear  in  Canada. 
Dear  Sir : 

Ten  years  ago,  we  were  making  shoes  with  Ameri- 
can stamps  on  them  and  they  filled  the  bill  The  public 
l)reference  for  the  U.  S.  shoe  was  a  matter  of  prejudice, 
which,  fortunately,  is  now  almost  removed.  Condi- 
tions since  the  war  have  allowed  the  Canadian  manu- 
facturer to  secure  leather  as  cheap,  or  cheaper,  than 
the  American  firms  could,  with  the  result  that  they 
produced  shoes  at  a  price  as  low,  or  even  lower,  than 
the  American  price. 

However,  the  manufacturer  who  started  during 
the  war  to  make  sfhoes  to  replace  the  grades  that  had 
formerly  been  imported  from  the  States  had  certain 
handicaps  to  work  under.  Had  he  started  before  the 
war,  he  would  have  been  able  to  obtain  a  better  grade 
of  help,  as  the  immigration  regulations  made  it  difficult 
in  many  cases  to  bring  in  the  class  of  labor  that  was  re- 
quired for  the  best  work.  War  conditions  also  created 
a  scarcity  of  many  products  used  in  the  manufacture  of 
shoes,  and  the  manufacturer  often  found  it  impossible 
to  get  just  what  he  wanted  in  the  way  of  findings,  trim- 
mings and  so  on. 

It  is  now  a  matter  of  getting  the  help  trained  to  the 
highest  efficiency,  in  order  that  the  finish  of  the  goods 
may  be  altogether  faultless.  Every  manufacturer  has 
good,  keen  competion  to  work  against,  and  every  one 
of  them  is  undoubtedly  trying  to  turn  out  the  best  poss- 
ible quality  of  footwear — and  they  are  getting  there. 

Referring  specifically  to  the  various  points  brought 
up  in  the  article  in  question : 

As  regards  the  ofif-color  laces,  during  the  war  it 
was,  as  every  one  is  aware,  almost  impossible  to  secure 
dyes,  and  it  is  quite  likely  that  manufacturers  who 
supplied  laces  that  did  not  match  the  shoes  had  to  be 
satisfied  with  what  they  could  get  and  not  what  they 
wanted. 

Your  correspondent  makes  reference  to  trouble 
with  Louis  heels.  Canadian  manufacturers  are  now 
using  in  their  wood  heels  a  steel  peg  or  dowell  which 
goes  right  through  the  heel  and  the  result  is  a  firmer 
and  more  satisfactory  job.  However,  it  may  be  said 
that  ninety  per  cent,  of  the  breakages  of  wood  heels 
have  occurred  through  abuse.  A  great  deal  of  the 
trouble  is  caused  through  the  heels  catching  in  the  slats 
of  street  cars  and  getting  twisted.  The  Louis  heel,  is  of 
course,  essentially  a  heel  for  a  dress  shoe  and  cannot 
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be  expected  to  stand  up  under  the  sort  of  wear  to 
which  they  are  sometimes  subjected,  but  I  believe  the 
Canadian  shoe  manufacturer  to-day  will  guarantee 
his  wood  heels  to  give  service  equal  to  any  that  can  be 
secured  in  any  other  country  in  the  world. 

As  to  the  so-called  "  solid-leather  "  Louis  heel,  the. 
writer's  opinion  is  that  it  is  not  a  fit  heel  to  be  used 
on  any  shoe.  I  believe  it  has  been  proven  by  exper- 
ience both  in  Canada  and  elsewhere  that  a  satisfactory 
Louis  heel  cannot  be  built  by  this  process. 

L  oose  linings  will  no  doubt  be  often  found  in  cheap 
McKay  shoes  which  are  not  second-lasted,  but  not  in 
the  high  grade  goods  to  any  extent.  In  the  turn  shoe 
there  is,  of  course,  some  difficulty  on  account  of  the 
method  by  which  the  shoe  is  made  with  lining  on  the 
outside  in  the  first  instance,  but  in  the  hig'her  class  of 
footwear  not  much  trouble  of  this  kind  will  be  found. 

The  use  of  extra  small  eyelets,  to  v/hich  the  writer 
of  the  article  refers,  may  have  been  due  to  the  inability 
of  the  manufacturer  to  obtain  eyelets  of  the  proper  size. 

It  certainly  is  not  practicable  to  use  blind  eyelets  in 
cheap  shoes. 

As  regards  trouble  through  receiving  shoes  of  the 
wrong  shade.  If  the  retailer  ordered  a  case  of 
mahogany  shoes  and  received  light  tan,  it  must  simply 
have  either  been  a  case  of  error  in  the  Avay  in  which  the 
order  was  sent  in,  or  on  the  part  of  the  manufacturer 
who  filled  it. 

In  the  matter  of  sizes  there  are  three  sizes  to  the 
inch  on  the  lasit-maker's  stick,  which  is  the  standard 
by  which  all  sizes  must  be  determined.  Manufac- 
turers of  style  shoes  will  always  allow  a  little  leeway 
for  the  elongation  of  the  toe, — some  half  a  size,  some 
three-quarters,  and  some  even  more  than  that,  depend- 
ing on  the  shape  of  the  shoe— but  whatever  the  shape 
or  styl'e  may  be,  in  any  given  size  of  shoe  there  is 
always  the  irreducible  minimum  of  footspace,  as 
gauged  on  fhe  stick,  and  while  one  shoe  of  the  same 
size  may  be  longer  than  another,  the  extr?  length  is 
due  to  the  shape  of  the  toe,  and  the  actual  foot  space 
will  be  equal,  if  the  last  has  been  accurately  made. 

The  writer,  believes,  with  your  correspondent,  that 
standard  shoe  cartons  would  be  a  very  fine  thing,  and 
would  be  glad  to  co-operate  if  such  were  adopted. 
Yours  very  truly, 

Newport  Shoe  Co., 
(Signed)  Wm.  Chamberlain. 

The  Retailer's  Viewpoint 
Geo.  St.  Le^er,  St.  Lesrer  Shoe  Co.,  Toronto : 

"I  quite  a2:ree  with  your  correspondent  with  regard 
to  his  complaint  about  laces.  My  experience  is  that 
our  Canadian  manufacturers  invariably  supply  laces 
that  are  an  off-shade  to  the  leather,  and,  as  a  rule,  too 
short. 

"As  regards  the  heels,  our  Canadian  concerns  have 
not  been  able  to  make  proper  Louis  heels,  especially 
of  the  covered  type.  Their  other  classes  of  heels  are 
just  as  good  as  any,  but  the  Louis  heels  they  produce 
are  open  to  criticism. 

"It  seems  to  me  that  in  a  case  where  the  manufac- 
turer supplies  shoes  that  are  not  of  the  shade  required 
and  do  not  fill  up  the  retailer's  broken  line,  it  is  up  to 
the  retailer  to  refuse  to  accept  them.  The  manufac- 
turer, no  doubt,  finds  it  advantageous  to  vary  his  colors 
of  leather  to  suit  the  trend  of  the  demand. 

"I  do  not  agree  with  Mr.  Halpenny  with  regard  to 
the  standardization  of  lasts.  The  more  variety  we  have 
in  the  lasts  of  the  different  manufacturers,  the  wider 


is  our  selection  and  the  keener  is  the  competition.  In 
the  ease  he  mentions  I  consider  that  the  salesman  who 
originally  sold  the  customer  the  ill-fitting  shoes  was 
entirely  to  blame.  He  should  have  supplied  her  with 
shoes  that  fitted  her  feet,  regardless  of  the  size  marked 
on  them.  I  do  think,  however,  it  would  be  wise  to 
have  all  shoes  marked  in  some  kind  of  French  sizes. 

"In  conclusion,  I  may  say  that  the  principal  feature 
that  the  U.  S.  shoes  have  to  recommend  them  is  their 
style  and  finish.  American  shoes  have,  as  a  rule,  more 
snap  to  them  than  Canadian  shoes  in  the  same  class. 
I  know  of  two  U.  S.  concerns  who  manufacture 
women's  McKay-sewn  shoes  only,  and  their  product 
can  be  placed  alongside  a  welt  or  a  turn  shoe  without 
suffering  by  comparison  of  the  finished  appearance.  It 
is  in  the  attention  to  detail  that  they  win  out,  and  with 
a  small  extra  expenditure  get  a  better-looking  shoe. 
One  feature  that  might  be  mentioned,  in  passing,  is  the 
linings.  Canadian  shoes  in  this  class  are  black-lined  in 
the  quarter,  but  not  so  with  the  American  goods ;  they 
have  grey  or  white  lining,  which  certainly  adds  to  the 
value  of  the  shoe,  particularly  in  the  warm  weather 
when  white  or  light-colored  stockings  are  being  largely 
worn. 

"However,  it  is  fair  to  say  that  I  have  bought  noth- 
ing but  Canadian-made  shoes  for  the  past  two  years, 
and  our  business  has  certainly  not  suffered  as  a  result. 
As  a  matter  of  fact,  it  has  increased  considerably."  ■ 

Howard  Blachford,  H.  &  C,  Elachford,  Ltd.,  Toronto. 

"Your  correspondent's  complaint  about  off-color 
laces  being  supplied  is  quite  justified,  and  the  same  ap- 
plies to  his  criticism  of  Louis  heels.  We  have  also  had 
some  annoyance  with  defective  linings,  but  this  has 
not  been  at  all  common. 

"With  reference  to  small  eyelets  and  eyelets  of  the 
invisible  type  pulling  out,  in  my  experience  no  trouble 
of  this  kind  has  developed,  except  in  cheap  lines  of 
shoes.  I  have  never  seen  the  unbalanced  heels  to  which 
reference  is  made,  and  do  not  think  it  is  at  all  a  gen- 
eral practice  with  Canadian  shoe  manufacturers  to  fit 
their  shoes  with  heels  that  do  not  correspond  to  the 
size  of  the  shoe. 

"LTndoubtedly  there  is  trouble  at  times  due  to 
changes  in  the  shades  of  leather  in  standcird  lines  car- 
ried in  stock  by  the  manufacturers,  but  it  is  probably 
something  that  is  hard  to  remedy  on  the  part  of  the 
manufacturer. 

"The  complaint  about  variation  in  standard  of  sizes 
is  quite  right.  Shoes  similarly  marked  do  vary  in 
actual  size,  and  this  is  a  cause  of  difficulty  at  times ; 
say,  if  a  customer  sends  in  a  mail  order  for  a  pair  of 
shoes. 

"It  would  probably  be  difficult,  if  not  impossible, 
to  satisfy  all  in  the  matter  of  standard  cartons  and 
labels. 

"In  conclusion,  I  might  say  that  all  perfections  are 
a  matter  of  time.  We  all  know  that  the  U.  S.  manu- 
facturers have  the  same  difficulty  as  the  Canadian 
manufacturers,  although  they  have  been  in  the  game 
much  longer,  and  we  find  that  even  with  our  highest 
priced  American  goods  we  still  have  these  petty 
grievances." 

*       *  * 

A  Toronto  retailer  states:  "The  enclosed  article  is 
quite  correct  and  not  too  far-fetched.  Would  like  to 
also  add  two  other  grievances  of  a  somewhat  minor 
nature,  but  nevertheless  very  troublesome.  One  is 
carelessness  in  leaving  tacks  in  the  insoles  of  welted 
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shoes,  particularly  men's;  and  the  other,  the  use  of 
very  spongy  suede  for  heel  linings  in  Oxfords  and 
pumps  which  invariably  stretches  away  larger  thaii 
the  heel  seat  of  the  shoe." 

*  •  * 

E.  A.  Stephens,  Ottawa. 

"I  think  this  gentleman  is  rather  severe  on  the  Can- 
adian shoe  manufacturer  and  most  of  his  complaints 
are  very  petty,  indeed. 

"I  have  run  across  most  of  his  complaints  in  Ameri- 
can, as  well  as  Canadian,  shoes,  and  I  am  strongly  of 
the  opinion  that  our  product  will  compare  most  favor 
ably  with  any  other  shoes  in  the  world.  No  doubt 
small  defects  will  creep  in,  but  I  have  found  American 
manufacturers  just  as  much  to  blame  as  our  own. 
When  it  gets  down  to  the  cheaper  lines,  the  defects 
may  be  more  glaring,  but  I  am  referring  to  the  product 
of  our  high-grade  factories.  Canadian  shoes  are  get- 
ting better  all  the  time,  and  I  think  our  citizens  are 
appreciating  them  more  and  more.  In  fact,  I  think  our 
industry  has  got  to  the  point  where  we  do  not  need 
shoes  from  foreign  countries  as  all  our  requirements 
can  now  be  supplied  from  onr  own  factories,  and  the 
shoemaking  is  of  the  highest  order." 

*  *  * 

Arthur  Wilson,  Hamilton,  Ont. 

"I  really  must  agree  with  what  the  writer  has  to 
say,  but  if  Mr.  Halpenny  were  to  compare  the  s^me 
grade  of  American  shoe  with  the  Canadian  product,  he 
would  have  about  the  same  complaint. 

"Shoes  have  come  into  our  store  with  that  lace 
trouble;  heels  have  broken  just  as  he  states;  there  has 
been  much  annoyance  with  loose  linings,  and  not 
enough  care  has  been   taken  with   the  selection  of 


leather  facings.  Size  of  heels  is  really  the  only  point 
with  regard  to  which  we  have  not  had  much  trouble. 
The  change  of  color  of  leathers  in  lines  of  same  num- 
ber has  made  us  swear  more  times  than  any  other 
trouble.  The  cause  of  the  different  makers  having  dif- 
ferent fitters  in  the  one  size  really  lies  with  the  maker 
in  his  choice  of  lasts  and  sizing.  (The  female  referred 
to  in  the  letter  in  question  must  have  wanted  a  size  five 
and  refused  to  take  larger,  or  she  would  not  have  had 
sore  feet.) 

"Yes,  that  item  of  standard  cartons  should  be  drawn 
to  the  attention  of  the  makers  at  once,  as  we  have  in 
men's  alone  four  different  sizes  of  cartons. 

"That  detail  which  makes  American  shoes  ready  sel- 
lers is  certainly  lacking  in  a  great  many  Canadian 
shoes.  At  the  same  time  I  must  say  that,  while  we 
never  did  buy  many  American  shoes,  and  today  we  buj' 
practically  none,  our  business  shows  a  big  increase  over 
last  year." 

*       *  • 

Another  shoeman  writes : 

"I  have  carefully  gone  over  Mr.  Halpenny 's  article 
and  can  assure  you  that  Mr.  Halpenny  has  just  hit  it 
right.  These  petty  and  apparently  paltry  defects  in 
Canadian  shoes  are  far  too  prevalent.  We  are  con- 
tinually pointing  them  out  to  the  different  houses  with 
whom  we  deal  and  are  somewhat  tired  of  their  reply 
that,  'nobody  else  sees  anything  wrong,'  and  that  we 
'are  the  only  people  that  complain.' 

"These  little  defects  as  outlined  by  Mr.  Halpenny, 
are  in  some  shape  or  form  practically  always  present 
in  all  Canadian  shoes,  and  it  is  with  great  difficulty 
that,  from  time  to  time,  we  are  able  to  get  one  elimi- 
nated, only  to  find  its  place  taken  by  another  in  the 
next  lot  of  goods  which  comes  along." 
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A  few  examples  of  recent  productions  (reprinted  from  'Boot  and  Shoe  Recorder') 
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Show  Card  Writing  —Talk  No.  6 

4.,,  .,,  m  »  ,n  nr.  m  .a  m,  „.  m.  no  »  1,.  m  rm  m,  nn  m  ip  m  ...  u.  n«  •■  »  <■  »  •>  in  

}  This  is  the  .sixth  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ-  } 

j  ing.    The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  we  f 

I  know  our  readers  will  take  keen  interest  in  the  talks  as  they  appear.    Inquiries  to  I 

1  our  card-writing  department  will  be  welcomed  and  questions  pertaining  to  show  card  s 

!  work  will  be  promptly  answered.    We  suggest  that  these  talks  be  preserved  and  filed  i 

■  1  together  for  future  reference.  1 


For  our  next  step  in  the  art  of  card-writing  we  will 
study  letter  shading.  With  a  little  practice  shading 
will  be  found  the  easiest  part  of  card-writing,  and  here, 
as  well  as  in  executing  the  letters  themselves,  we 
should  remember  that  absolute  precision  is  not  neces- 
sary. With  the  best  card  writer's  work,  mistakes  can 
be  readily  seen  when  each  individual  letter  is  scruti- 
nized, while  the  general  effect  of  the  card  will  have  a 
smart,  dashy  look  that  is  quite  attractive. 

As  our  aim  is  to  produce  cards  that  have  a  compel- 
ling and  attractive  appearance  with  the  least  amount 
of  effort  and  in  the  least  time,  we  will  find  great  oppor- 
tunity for  the  use  of  the  shade. 

To  execute  a  shade  correctly  on  some  letters  (or  ex- 
actly as  the  rule  would  call  for)  would  take  too  much 
time.  We  aim  to  get  a  good  effect  without  unnecessary 
work.  It  will  be  noticed  in  referring  to  the  shading 
on  the  card  illustrated  that  the  shade  between  the 
letters  "M"  and  "A"  in  the  word  "MADE"  is  dis- 
connected. Practically  all  shading  is  done  with  a  flat 
brush  in  one  stroke,  and  it  will  be  seen  that  to  make 
the  shading  join  a  number  of  small  strokes  would  have 
to  be  made,  thus  making  necessary  the  use  of  the  point, 
instead  of  the  side  of  the  brush. 

It  is  quite  permissible  to  break  the  rules  in  cases 
like  that,  as  we  lose  the  dashy  effect  if  too  much  care 
is  put  on  the  details.    Shading  should  always  be  done 


with  shingle  strokes,  if  at  all  possible,  using  the  side 
of  the  brush  after  it  has  been  spread  to  a  flat  or  square 
edge.  Sometimes  space  will  not  permit  of  the  full 
width  of  the  brush ;  in  this  case  do  as  has  been  sug- 
gested. 

All  vertical  and  horizontal  shades  should  be  made 
with  a  continuous  one  stroke.  In  cases  such  as  the 
letter  "I"  the  shade  is  made  complete  without  lifting 
the  brush.  In  our  examples  it  will  be  noticed  that  we 
have  shaded  our  letters  only  on  the  left  side.  This  has 
become  the  standard  practice  chiefly  due  to  the  fact 
that  the  left  side  of  the  various  letters  is  more  un- 
broken than  the  right  allowing  of  greater  speed. 

It  will  be  noted,  too,  that  considerable  space  is  left 
between  the  letter  and  the  shade.  This  can  be  varied 
according  to  circumstances,  though  the  effect  of  plac- 
ing the  shade  at  a  good  distance  from  the  letter  is  more 
pleasing  and  attractive  than  when  it  is  placed  more 
closely.  This  will  be  readily  appreciated  by  glancing 
at  the  accompanying  illustration. 

Shading  will  be  found  a  great  help  in  "toning  up" 
a  card  that  has  not  been  lettered  just  as  well  as  might 
be  desired,  as  it  serves  to  hide  a  great  many  minor 
imperfections  that  otherwise  would  be  very  noticeable. 
However,  it  should  always  be  remembered  that  shading 
is  secondary  to  the  lettering  and  consequently  must  be 
made  in  a  neutral  and  inconspicuous  tone. 


TOoClosb 

■             '       ■  , '      i ! 

i 

MADE  IN 

CANADA 

l/se  the 

SHOES  1 

Uve  first  plac€  here. 

■  ;  

one  stroke 

X 
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Shoe  Merchandising  during  the 
Readjustment  Period 

What  shall  be  the  Retailer's  Policy?  —  How  some  Prominent  Members  of 

the  Trade  Answer  the  Question 


Below  are  a  number  of  interesting  letters  which 
"  Footwear  "  has  received  from  prominent  shoe  mer- 
chants in  reply  to  the  question,  "  What  should  be  the 
merchandising  policy  of  the  shoe  retail  trade  during 
the  readjustment  period?"  On  three  points  there 
appears  to  be  unanimity,  that  economy,  careful  buy- 
ing and  live  publicity  are  essential.  Read  the  letters 
and  also  the  editorial  at  the  beginning  of  the  book,  and 
think  the  matter  over.  Then  write  the  editor  and  let 
him  have  your  opinion  on  the  subject. 

The  letters  follow : 

Winnipeg,  Man. 

Editor,  Footwear  in  Canada, 
Dear  Sir, 

I  have  given  nearly  20  years  to  retail  shoe  merc- 
handising and  while  during  that  period  there  have 
been  difficult  times  when  one  would  hardly  know  what 
to  do,  I  consider  to-day's  problem  is  as  great  or  greater 
than  ever. 

In  order  that  the  ship  of  busines  may  be  piloted 
safely  across  this  period  its  captain,  the  merchant, 
must  take  into  consideration  several  things,  so  that 
no  obstruction  will  be  met  or  if  it  is  will  be  safely 
passed  by. 

There  is  the  financial  problem  that  each  individual 
business  must  consider  for  itself,  and  whether  the  busi- 
ness be  large  or  small  I  think  it  the  best  policy  to  de- 
pend on  their  own  resources,  rather  than  to  depend  on 
loans  to  run  the  business  or  buy  merchandise  for  the 
future. 

The  Buying  Policy. 

This  is  of  first  imj)ortance  and  on  account  of  de- 
preciated values,  rapid  change  of  styles,  which  is  not 
only  stimulated  by  the  style  makers,  and  followed  by 
the  manufacturers,  but  eagerly  sought  after  by  the 
public,  it  is  necessary  to  buy  with  caution,  but  not 
with  fear.  Each  retailer  must  buy  according  to  the 
requirements  of  his  business  and  judge  his  particular 
trades'  wants,  and  also  take  into  consideration  stock 
on  hand.  If  the  merchant's  stock  on  hand  is  heavy  it 
should  be  reduced  at  the  earliest  possible  date,  and  the 
buying  should  be  well  planned  so  that  the  stock  will 
not  be  increased  over  the  amount  that  the  merchant 
wants  it  to  be. 

There  is  the  store  that  has  few  patrons  for  fancy 
footwear  and  latest  styles.  To  that  merchant  it  would 
be  policy  to  keep  closely  to  the  staple  lines. 

Then  there  is  the  store  that  has  a  demand  for  latest 
styles  and  novelties  and  of  course  the  buying  for  that 
store  should  be  extremely  careful  and  cautious,  so  that 
when  the  goods  come  in  they  will  be  passed  out  in  a 
short  period  and  before  any  new  styles  can  come  on 
the  market  to  further  depreciate  those  in  stock. 

From  experience  I  find  that  styles  and  novelties 
come  in  for  the  season  and  pass  out  as  something  else 
is  developed,  and  the  style  customer  wants  a  new 


thing  instead  of  wh^t  she  and  her  friend  wore  last 
season. 

I  do  not  see  any  chance  for  decrease  in  prices,  nor 
do  I  see  any  chance  for  increase  in  manufacturers 
prices.  One  thing  that  would  help  to  decrease  prices 
and  also  help  to  boost  business  for  the  manufacturer 
in  Canada  would  be  a  reasonable  reduction  in  labor 
costs  which  have  risen  too  high  in  the  last  five  years. 
Since,  as  we  know,  we  must  meet  the  competition  of 
the  world,  it  a  good  thing  not  only  for  the  raw  material 
man,  the  tanner,  the  manufacturer,  but  also  the  man 
that  makes  the  goods  .namely  labor,  to  bring  about  a 
reasonable  adjustment  so  that  Canadian  trade  will  be 
able  to  compete  in  the  world's  markets,  or  that  outside 
countries  will  not  be  able  to  export  their  goods  into 
Canada,  thereby  bringing  idleness  to  our  workmen. 
Bigger  Business  with  Fewer  Retailers  Manufacturer's 
Best  Policy. 

The  relation  of  the  retailer  to  the  manufacturer 
should  be  very  close  to-day,  as  each  one  depends  on  the 
other.  I  find  a  good  many  manufacturers  are  linking 
up  with  certain  accounts,  whom  they  favor  because 
their  merchandise  possibly  suits  that  account,  and 
vice  versa.  By  confining  themselves  to  a  reasonable 
number  of  retail  customers  it  will,  I  believe  work  out 
better  for  each  one  concerned,  including  the  traveller. 

Anyway  this  is  a  time  when  manufacturer  and  re- 
tailer must  exchange  views  and  if  they  study  each 
others'  interests,  as  well  as  their  own,  there  will  be  a 
depreciation  of  losses  in  making  merchandise,  which 
the  trade  is  not  demanding,  and  I  particularly  see  that 
the  live  retailer,  who  is  closely  following  his  business, 
is  in  a  position  to  assist  the  manufacturers  at  this  time. 
Retailer  Must  Keep  in  Closest  Touch  With  the  Public. 

The  selling  policy,  or  the  relation  of  the  retailer  with 
the  public,  is  next  in  importance  to  a  successful  retail 
shoe  business.  The  merchant  must  closely  follow  his 
customers'  preferences,  or  the  public,  as  to  their  wants 
in  certain  grades  and  kinds  of  shoes.  He  must  also 
see  that  the  public  is  fairly  dealt  with  if  he  wishes  a 
continuation  of  satisfactory  business,  and  in  order  that 
this  be  done,  if  the  merchant  is  running  a  fairly  large 
business  in  which  he  does  not  come  in  contact  with  the 
public  as  much  as  if  his  business  was  small,  he  must 
gain  that  knowledge  through  his  salesmen  and  sales- 
women. In  other  words,  there  must  be  the  fullest  co- 
operation between  the  retailer  and  the  public  through 
his  sales  force,  as  there  is,  or  should  be.  betwen  the 
manufacturer  and  the  retailer  through  the  commercial 
traveller. 

I  do  not  feel  there  is  any  reason  to  be  pessimistic, 
but  rather  a  time  for  being  optimistic,  with  caution, 
and  run  your  business  by  a  policy  of  '  Safety  First.' 
No  merchant  should  do  a  thing  because  he  finds  his 
competitor  is  doing  '  such  and  such.'  He  should  figure 
his  business  from  every  angle,  taking  into  considera- 
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tion  the  amount  of  trade  he  is  getting  in  comparison 
with  a  year  ago,  the  prospects  for  the  future,  judging 
the  prosperity  of  the  City,  Town,  or  farming  district 
-he  is  in  and  the  state  of  his  business  at  the  present 
time. 

If  he  is  running  practically  a  cash  business  then  he 
will  have  no  great  difficulty  at  this  time,  but  I  believe 
that  the  merchant  who  concentrates  his  time  and  atten- 
tion to  his  business,  studying  it  from  every  angle,  will 
be  able  to  pilot  his  ship  safely  across  the  balance  of 
1921  and  enter  the  harbor  of  1922. 

Yours  sincerely, 

(Signed)  C.  F.  Rannard. 
*       *  * 

Windsor,  Ont., 

Editor,  Footwear  in  Canada. 
Dear  Sir, 

In  answer  to  your  question  "  What  should  be  the 
merchandising  policy  of  the  Canadian  Shoe  Retail 
Trade  during  the  readjustment  period,"  it  seems  to  me 
there  can  be  but  one  answer.  Our  attitude  in  this  is  to 
reduce  the  price  of  goods  we  have  on  hand  to  a  point 
where  we  can  get  rid  of  them,  not  necessarily  to  make 
money,  but  that  we  must  reduce  our  stock  to  the  low- 
est possible  minimum,  being  careful  to  watch  new, 
faddish  ideas,  making  a  fair  profit  on  these  and  reduce 
the  price  of  them  as  soon  as  they  show  signs  of  slipp- 
ing and  get  from  under. 

My  personal  opinion  from  everything  I  see  in  the 
United  States,  which  is  so  near  the  Border  to  us  here, 
is  that  prices  will  have  to  come  down.  As  soon  as 
readjustments  of  present  stock  will  have  taken  place, 
I  feel  that  another  20%  will  have  to  be  taken  of  the 
price  of  shoes.  The  sooner  the  shoe  retailers  are  pre- 
pared for  this,  the  better  it  will  be.  If  shoe  retailers 
will  reduce  their  stocks  to  the  lowest  possible  amount, 
standardizing  as  much  as  possible  they  will  then  be  in 
a  position  to  take  advantage  of  the  lower  market  when 
it  is  offered,  and  as  I  have  said  above  so  far  as  selling 
is  concerned  our  past  experience  in  the  sale,  which  we 
have  recently  finished  has  been  most  successful,  in  fact 
the  best  we  have  had  since  our  fire  sale  a  year  ago, 
some  days  being  equal  to  our  past  fire  sale  days.  Of 
course,  we  have  advertised  it  well,  spending  a  good 
deal  of  money  in  this  way.  People  are  looking  for 
lower  prices.  They  are  watching  for  them  and  they 
want  them.  They  require  shoes  and  the  one  who  sells 
them  cheap,  is  the  one  who  is  going  to  get  the  business. 

Since  women  have  quit  munition  making  they  have 
got  down  to  more  reasonable  salaries  and  earning 
powers  and  it  is  therefore  my  opinion  that  a  very  small 
quantity  of  the  real  high  priced  footwear  will  be  sold 
in  future. 

Yours  very  truly, 
(Signed)  G.  H.  Wilkinson. 
*     *  * 

Kingston,  Ont., 

Editor,  Footwear  in  Canada. 
Dear  Sir : 

We  started  buying  such  goods  as  evening  slippers, 
fine  oxfords,  fine  boots,  both  men's  and  women's,  some 
time  ago,  and  to  date  have  bought  quite  a  lot,  but  in 
about-  half  the  quantities  that  we  purchased  last  year. 
We  are  going  very  carefully  on  everything,  but  are 
buying  anything  that  is  new  and  not  in  our  stock. 

We  find  the  trade  to-day  demands  the  new  styles 
and  the  man  that  refuses  to  buy  strap  shoes  and  other 
novelties  because  his  shelves  are  filled  with  boots  and 


oxfords,  is  not  doing  the  right  thing,  as  you  cannot  sell 
an  oxford  or  a  tie  to  lady  who  has  made  up  her  mind 
to  have  a  strap  shoe. 

We  have  bought  sparingly  for  fall  in  men's,  but  we 
have  bought,  and  in  this  city,  on  account  of  the  college, 
we  expect  to  sell  quite  a  few  mens  boots  in  the  snappy 
styles. 

As  regards  sales  policy,  lots  of  advertising  is  re- 
quired to-day  to  sell  goods.  We  change  our  windows 
often,  use  good  snappy  show  cards,  and  push  the  goods 
that  are  saleable — that  is  we  are  pushing  white  goods 
now.  I  was  in  a  store  this  week  where  no  white  goods 
were  shown,  but  tables  loaded  with  oxfords  and  pumps 
were  being  pushed  with  very  poor  results.  We  are 
taking  every  means  to  boost  trade  at  the  present,  and 
fairly  good  business  has  resulted. 

Yours  very  truly, 

A  Kingston  Shoeman. 

*  *  * 

Peterboro,, 

Editor,  Footwear  in  Canada. 
Dear  Sir, 

With  regard  to  "  Merchandising  Policy  during 
Readjustment  Period." 

In  the  last  year  there  have  been  so  many  disappoint- 
ments that  I  really  believe  that  we  have  all  been  work- 
ing in  the  dark  and  having  to  do  a  certain  amount  of 
guessing.  I  certainly  think  that  people  to-day  are 
warranted  in  going  carefully  in  buying  exactly  what 
they  require,  as  it  is  hard  to  anticipate  our  wants  very 
far  ahead.  In  doing  this,  no  doubt  there  will  be  a  cer- 
tain amount  of  sales  lost  but  I  believe  that  actual  losses 
would  be  considerably  less  than  to  buy  freely  at  this 
particular  time.  Also,  for  the  present,  I  do  not  think 
that  adhering  to  the  policy  of  buying  twice  a  year  is  a 
very  wise  system  until  things  get  considerably  more 
settled. 

R.  Neill,  Limited, 
(signed)  R.  J.  Kidd. 

*  *  * 

London,  Canada. 

Editor,  Footwear  in  Canada. 
Dear  Sir, 

As  we  recall  the  slump  in  manufacturing  and  buying 
towards  the  close  of  last  year,  results  have  proven  that 
it  was  the  best  thing  that  could  have  happened  to  the 
shoe  and  leather  business.  It  allowed  the  merchant 
to  unload,  and  gave  the  manufacturers  as  well  as  the 
supply  men  an  opportunity  to  study  conditions,  as  well 
as  to  plan  how  best  to  meet  the  changes  that  were  being 
made.  We'll  admit  many  merchants  unwisely  went 
to  the  extreme  and  bought  nothing,  consequently  find- 
ing themselves  short  of  shoes  when  the  spring  selling 
came  on.  But  the  merchant  who  placed  a  fair  amount 
of  business  and  then  bought  for  immediate  need  as 
soon  as  the  new  styles  appeared  was  the  man  who  made 
money. 

Consequently  for  the  average  retailer  the  buying 
policy  being  pursued  as  at  present,  is  the  best  policy 
for  the  reconstruction  period.  However  it  should  be 
remembered  that  a  reasonable  amount  of  business 
should  be  placed  in  advance,  first  to  give  the  manu- 
.acturers  an  opportunity  to  keep  up  a  steady  output, 
and  secondly  that  the  retailer  mig"ht  have  a  stock  of 
staples  to  meet  the  continuous  demand. 

While  prices  seem  to  be  more  or  less  staple  the 
factor  of  style  is  of  such  importance  that  it  is  absolutely 
necessary  to  buy  on  shorter  notice  than  in  the  old  days. 
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We  very  much  doubt  that  the  old  system  of  buying 
six  months  in  advance  will  ever  be  popular  again.  The 
present  buying  policy  allows  the  merchant  to  do  his 
business  on  a  smaller  stock,  turn  his  stock  oftener,  and 
leaves  him  in  a  position  to  pick  up  any  real  novelties 
as  they  appear. 

The  manufacturers  are  adapting  themselves  to  a 
great  extent  to  these  conditions,  by  sending  their  sales- 
men roimd  oftener,  with  the  new  goods  as  they  apear, 
as  well  as  stocking  many  lines  which  were  always 
made  to  order.  fl 

As  for  the  selling  policy  we  find  that  the  buying 
public  will  buy  and  buy  in  quantities,  when  the  newest 
styles  are  shown  at  the  prices  they  are  willing  to  pay. 
For  the  store  catering  for  the  masses  the  only  profit- 
able course  is  to  keep  right  on  the  jump  for  popular 
styles  at  popular  prices. 

(Signed)  Rowland  Hill,  Jr. 


Preparations  for  Chicago  Convention 

The  National  Convention  Committee  of  the  N.  S. 
R.  A.  of  the  United  .States  is  working  on  plans  which, 
when  put  into  effect,  will  produce  a  great  business 
building  convention  and  convert  the  Coliseum  and 
adjoining  building  in  Chicago  into  a  vast  clearing  house 
for  ideas  in  modern-merchandising  methods. 

General  Chairman,  John  O'Conner,  announces  the 
shoe  producng  centres  that  have  arranged  for  joint 
group  displays  in  the  National  Shoe  Retailers'  Expos- 
ition to  be  held  in  Chicago,  January  9,  10,  11  and  12  are 
as  follows:  Brooklyn,  Cincinnati,  New  England,  Phil- 
adelphia, Rochester,  St.  Louis  and  Wisconsin.  The 
group  displays  have  taken  the  major  portion  of  space 
in  the  mammoth  Coliseum.  Besides  the  group  dis- 
plays, scores  of  individual  manufacturers  have  already 
filed  their  application  for  space.  With  the  applica- 
tions now  in  hand,  it  is  thought  that  very  little  space 
will  be  available  as  soon  as  the  Committee  has  alloted 
space  to  those  who  have  already  made  their  application 

The  entertainment  features  are  to  be  unique  in 
many  ways  and  will  constitute  one  surprise  after 
another,  all  of  which  will  be  clean  and  wholesome  and 
the  kind  the  ladies  will  enjoy  equally  with  the  men. 
Great  secrecy  is  maintained  among  members  of  the 
Committee  as  to  what  they  propose  in  the  way  of  enter- 
tainment. 


The  Boston  Style  Show 

Many  Canadian  shoemen  took  advantage  of  the 
big  shoe  and  leather  exposition  at  Boston  last  month 
to  get  a  line  on  the  probable  trend  of  style  during  the 
coming  months.  Certain  definite  fashion  tendencies 
were  clearly  indicated:  First,  patent  is  achieving  a 
rapidly  growing  popularity ;  second,  strap  effects  con- 
tniue ;  third,  low  heels  seem  likely  to  predominate. 
With  regard  to  the  last  mentioned  feature,the  displays 
revealed  the  fact  that  the  full  Louis  XV  heel  is  being 
relegated  to  the  background,  and,  while  the  Spanish 
and  Junior  Louis  types  will  be  popular,  the  first  choice 
of  the  fashionable  woman  for  fall  wear  will  be  a  cuban, 
military  or  walking  heel. 

Upper  trimmings  are  divided  between  perforations 
and  fancy  trimmings,  cut-outs  and  underlays  also  being 
very  much  in  evidence. 

As  to  colors,  black  is  in  increased  demand,  both  in 
calf  and  kid,  as  well  as  in  patent.  In  tans,  the  medium 
shades  have  the  call.    Lighter  tones  are  ])redicted  to 
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come  later. 

In  men's  shoes,  wing  tips  are  again  strongly  in  the 
foreground,  replacing  ball  straps.  Soft  toes  are  al.so 
seen,  and  perforation  continues  popular. 


Ahrens  Picnic 

Chas.  A.  Ahrens,  Ltd.,  Kitchener,  held  their  annual 
picnic  at  Conestogo  Park.  Motor  trucks  and  cars 
were  provided  to  make  the  trip.  A  baseball  game  was 
a  feature  of  an  afternoon  of  sports,  not  forgetting  a 
delightful  line  of  refreshments.  Mr.  Markie  was 
master  of  ceremonies,  ably  assisted  by  Mr.  Fred  Ahrens 
and  other  members  of  the  staff. 


Shoe  Industry  Facts 

The  Shoe  Manufacturers'  Association  of  Canada 
has  issued  in  leaflet  form,  an  interesting  statement  of 
shoe  industry  facts.  This  relates,  primarily,  to  the 
prices  of  hides  and  footwear.  The  association  will  be 
glad  to  supply  copies,  free  of  charge,  in  any  quantity 
required  to  retail  shoe  merchants  who  indicate  their 
willingness  to  assist  in  their  distribution.  Applica- 
ton  should  be  made  to  the  association  at  6  Jordan  St., 
Toronto. 


Those  One-cent  Hides 

In  reply  to  the  charges  being  made  in  many  quart- 
ers that  the  prices  of  boots  and  shoes  have  been  kepi 
deliberatey  at  a  high  level,  while  hides  have  declined 
in  some  cases  below  pre-war  levels,  vigorous  denials 
have  been  registered  by  Mr.  S.  Roy  Weaver,  on  behalf 
of  the  Shoe  Manufacturers'  Association.  Dealing  with 
the  statement  of  Dr.  Michael  Clark  that  his  shoes  still 
$10.00  per  pair  while  hides  were  selling  at  1  cent  per 
pound  in  Western  Canada,  Mr.  Weaver  points  out  that 
if  a  shoe  manufacturer  had  a  billion  bids  of  the  quality 
of  those  to  which  Dr.  Clark  referred  he  would  be  un- 
able to  produce  from  them  one  pair  of  the  $10.00  shoes 
Dr.  Clark  wears,  and  indeed  if  the  manufacturers  were 
given  the  leather  for  nothing,  it  is  doubtful  whether 
they  could  manufacture  fine  shoes  under  present  con- 
ditions at  pre-war  prices. 


Report  on  Felt  Footwear  Industry 

At  the  request  of  the  Shoe  Manufacturers'  Associa- 
tion of  Canada,  the  Dominion  Bureau  of  Statistics  has 
prepared  a  special  report  on  the  felt  boot  and  shoe 
industry  of  Canada,  the  information  being  for  the  year 
1919.  It  shows  seven  boot  and  shoe  manufacturing 
plants,  all  of  which  are  located  in  the  Province  of 
Ontaro.  They  represented  an  investment  of  $2,218,709 
in  1919  and  employed  1007  persons,  of  whom  473  were 
males  and  534  females,  the  number  of  female  em- 
ployees, however,  including  135  outside  piece  workers. 
The  felt  footwear  industry  in  1919  used  materials  to 
the  value  of  $1,403,945  and  to  this  extent  provided 
a  market  for  the  products  of  other  industries.  The 
products  of  the  felt  boot  .  and  shoe  manufacturing 
plants  in  1919  represented  a  value  at  the  factories  of 
$2,851,741,  the  production  including  794,345  pairs  of 
boots  and  shoes,  1,086,367  pairs  of  slippers,  39,199 
pairs  of  infants  shoes  and  slippers,  and  3,000  pairs  of 
larrigans. 


iia\e  you  joined  the  N.S.R..A.  yet? 
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Ontario  Shoe  Repairers'  Convention 


Many  Interesting  Discussions 

J  Report  will  be^Gontinued  in^Subscqu 


t  Provincial  Federation  Formed 

ii 


The  first  convention  of  Ontario  shoemakers  ana 
repairers  was  held  in  the  Arlington  Hotelon  the  morn- 
ing of  Wednesday,  July  27.  Mr.  S.  Burnett,  of 
Toronto,  chairman  of  the  convention  committee  re- 
sponsible for  the  arrangements  (and  also  of  Toronto 
local  association)  occupied  the  chair.  There  were 
some  fifty  or  sixty  out-of-town  men  in  attendance. 

The  first  item  of  business  after  the  convention  had 
been  declared  open  was  the  appointment  of  a  resolu- 
tions committee,  consisting  of  Mr.  F.  H.  Revell,  of 
Hamilton,  and  Mr.  Jesse  Merchant,  of  Toronto. 

Mr.  W.  S.  Pettit,  of  Brantford  was  then  called  upon 
to  deliver  the  first  paper  on  the  programme,  dealing 
with  "  The  Possibility  of  Impossibility  of  Universal 
Prices."    This  will  appear  in  full  in  a  later  issue.. 

Mr.  Walter  BurniU,  of  Toronto,  complimented  Mr. 
Pettit  on  the  very  thorough  manner  in  which  he  had 
covered  the  situation.  He  said  there  was  one  phase 
of  the  question  of  prices  which  deserved  emphasis, 
that  was,  the  quality  of  shoe  being  handled.  One 
could  not  charge  the  same  amount  for  repairing  a 
rough  workman's  shoe  as  for  a  fine  high-priced  shoe 
requiring  very  careful  attention.  If  universal  prices 
meant  a  standard  price  for  all  grades  of  work,  then  they 
were  quite  impracticable  and  impossible.  The  speaker 
thought  the  different  cities  should  get  together  and 
fix  schedules  of  prices  for  one  or  twO'  grades  of  work, 
but  this  should  serve  merely  as  a  standard  and  not  as 
any  iron-clad  agreement  to  which  all  must  adhere. 

Mr.  F.  H.  Revell  said  that  in  Hamilton  there  was 
quite  a  difference  in  the  prices  charged  for  different 
grades  of  work.  The  list  drawn  up  by  the  association 
was  only  to  serve  as  a  minimum  and  not  considered  as 
a  fixed  standard  from  which  none  should  vary. 

A  paper  was  then  presented  by  Mr.  S.  Burnett,  on 
"  The  need  for  Competent  Help  and  How  to  Obtain  it." 

The  Need  for  Competent  Help 
and  how  to  Obtain  it 

The  need  for  competent  help  is  to-day  a  question 
that  has  a  great  bearing  upon  the  future  of  the  repair 
trade  in  Canada.  The  future  of  the  repair  trade  will 
depend  to  a  great  extent  on  the  quality  of  the  work 
that  is  turned  out,  and  the  quality  of  the  work  urned 
out  will  depend  on  the  efifiiciency  of  the  help  employed. 

I  am  quite  prepared  to  admit  that  the  prosperity  of 
the  repair  trade  during  the  past  few  years  has  been  due 
very  largely  to  what  we  may  term  factory  methods. 
The  use  of  up-to-date  machinery;  the  specializing  of 
work;  the  use  of  modern  systems  of  advertising; 
attractive  and  well  fitted  store ;  modern  systems  of 
account  keeping,  etc.  Many  successful  repair  men 
have  adopted  factory  systems  of  costing  labor  and  mat- 
erials.   Old-time  methods  of  repairing  have  been  dis- 


continued to  a  great  extent  as  being  too  slow  to  be 
profitable.  Many  men  who  were  formerly  workers  in 
factories  have  come  into  the  repair  business  either  as 
workers  or  as  proprietors  of  shops. 

But  with  all  these  changing  conditions  most  of 
which  I  think  are  for  the  best — we  have  not  yet  arrived 
at  the  point  where  we  can  dispense  altogther  with  old- 
time  methods  or  with  the  old-time  workman.  What 
is  termed  the  "  all  'round  "  man  is  still  considered  an 
essential  in  most  repair  shops.  It  may  be  the  proprie- 
tor himself,  or  it  may  be  the  foreman,  but  there  is 
always  a  certain  number  of  jobs  that  must  be  done  in 
the  old-fashioned  way  if  they  are  to  be  done  properly. 
The  old-itime  shoemaker  or  repairer  has  in  a  general 
way  adapted  himself  very  largely  to  the  changed  con- 
ditions. He  can  usually  operate  a  sole  stitcher  or  a 
finishing  outfit  and  he  has  adopted  quicker  methods 
of  handling  the  work.  The  former  facory  hand,  how- 
ever, though  he  may  be  quite  a  skillful  operator  on  the 
machines  and  often  a  quick  bench  hand,  rarely  troubles 
to  learn  the  older  or  more  tedious  branches  of  the 
trade  such  as  hand  sewing,  and  the  supply  of  really 
competent  men  is  getting  less  and  less.  Many  men 
quit  the  trade  a  few  years  ago  owing  to  the  poor  re- 
muneration they  received  and  have  taken  up  more 
attractive  work  in  other  industries  or  have  joined  the 
ranks  of  unskilled  labor.  The  supply  of  competent 
help  who  came  from  the  old  country  has  almost  ceased 
altogether.  The  old  system  of  apprenticeship  where 
a  boy  took  five  or  seven  years  to  learn  the  trade 
thoroughly  has  about  died  out.  Boys  or  young  men 
refuse  to  go  through  the  drudgery  that  some  of  us 
went  through  in  the  old  days.  There  are  no  schools 
of  instruction,  such  as  there  are  in  many  other  trades 
or  in  our  own  trade  in  the  old  country.  And  more  and 
more  repair  shops  are  opening  up  in  the  large  towns 
and  cities. 

Wages  Must  Equal  Those  Paid  in  Other  Skilled 
Trades. 

Briefly,  that  is  the  position  to-day,  and,  naturally, 
as  I  have  outlined  the  position,  I  am  expected  to  sug- 
gest a  remedy.  It  is  a  difficult  thing  to  do,  but  I  have 
my  own  ideas  on  the  subject  and  I  give  them  for  what 
they  are  worth,  and  I  hope  in  the  debate  which  follows 
this  address  the  exchange  of  ideas  may  result  in  some 
solution  of  the  difficulty.  The  main  idea  that  I  have 
is  that  if  you  are  to  attract  a  good  type  of  men  or 
boys  into  the  trade,  or  to  keep  in  those  who  are  in,  you 
will  have  to  make  it  worth  while.  You  will  have  to 
look  forward  to  paying  them  at  the  same  rates  as  ob- 
tain in  other  skilled  trades.  It  is  a  reflection  on  our 
industry  to  assume  that  it  can  be  learned  in  a  haphaz- 
ard or  unsystematic  way  or  that  a  boy  who  is  a  hope- 
less failure  at  everything  else  will  make  a  good  shoe 
repairer.  He  won't.  The  skill  and  intelligence  that 
is  required  to  make  an  efficient  repairer  is  at  least 
equal  to  that  required  in  the  building  trade  or  the  metal 
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trades  or  the  printing  or  bookbinding  trade,  and  I 
think  that  in  the  years  which  are  to  come  they  will 
be  paid  at  the  same  rates. 

I  don't  want  to  teach  any  of  you  your  business. 
You  all  know  best  what  your  men  are  worth  to  you, 
but  cheap  labor  is  usually  incompetent  labor,  and 
there's  no  money  in  employing  incompetent  labor. 

Skilled  Work  Always  in  Demeind. 

We  may,  by  specializing  and  division  of  labor, 
utilize  unskilled  labor  to  a  great  extent  in  the  future, 
but  skilled  labor  will  have  to  be  paid  at  skilled  labor 
rates  if  we  wish  to  retain  it,  and  those  who  employ  the 
most  skilled  workmen  will  always  get  the  pick  of  the 
work,  and  they  will  make  it  pay.  A  reputation  for 
good  work  is  a  valuable  asset  in  business.  A  good 
workman  well  treated  will  increase  your  business  and 
help  to  lift  the  trade  to  better  level.  The  cost  will 
have  to  be  borne  by  the  business  just  the  same  as  your 
advertising  is  charged  to  it,  and  prices  will  have  to  be 
maintained  accordingly. 

How  Associations  Can  Help. 

Much  can  be  done  by  associations  in  the  way  of  tech- 
nical instruction,  arrangements  for  lectures  and  instru*"- 
tion  classes,  such  as  are  held  in  the  boot  centres  in 
England.  Visits  to  shoe  factories  might  be  arranged — 
a  knowledge  of  shoemaking  is  essential  to  be  a  good 
repairer.  Every  facility  should  be  given  for  an  un- 
skilled man  to  qualify  for  a  skilled  man's  position  and 
to  improve  his  position. 

Now  briefly  I  have  given  you  my  ideas.  They  may 
appear  rather  crude  to  some  of  you,  but  at  least  they 
are  the  result  of  at  least  fifty  years  of  experience  as 
master  and  man.  I  have  always  considered  the  shoe- 
maker just  as  good  as  any  other  man  and  never  could 
see  why  he  should  not  be  as  well  paid  if  he  is  to  be  as 
good  a  citizen. 

Discussion. 

Mr.  P.  Smith,  of  Brantford,  declared  that  the  only 
way  to  solve  the  problem  of  competent  help  was  to  get 
apprentices  who  serve  their  time  and  learn  the  trade 
properly.    Six  months  would  not  make  a  mechanic. 

Mr.  Leyland,  of  Hamilton,  said  he  believed  the 
average  shoemaker  was  worth  at  least  75  cents  per 
hour.  He  himself  had  served  seven  years  apprentice- 
ship to  his  trade,  while  a  bricklayer  who  served  four 
years  received  a  wage  of  $1.25  and  hour.  He  cited 
instances  where  skilled  shoemakers  had  been  offered 
$9.00  and  $16.00  a  week. 

Mr.  Linden,  of  Collingwood,  told  how  he  had  start- 
ed a  boy  in  his  shop  at  $1.00  a  day,  giving  him  leave 
to  do  anything  he  thought  he  could  tackle,  and  in- 
creasing his  wages  as  his  work  warranted  it.  Before 
four  m(jnths  the  boy  was  receiving  $14.00  a  week  and 
when  he  had  been  in  the  shop  a  year  he  made  a  pair 
of  boots  which  the  Hon.  M.P.  Burns  was  wearing  to- 
day. The  great  thing,  Mr.  Linden,  said  was  to  get  a 
boy  who  is  really  interested  n  the  shoemaking  game. 

Mr.  Miller,  of  Hamilton,  remarked  that  the  fact 
that  repair  shops  were  open  so  late  at  night  gave  boys 
a  bad  impression  and  was  one  reason  why  there  were 
not  many  who  wished  to  enter  it.  In  order  to  appren- 
tice boys  tathe  shoe  repair  business,  the  shops  must  be 
shut  in  decent  time, 

Mr.  Everist,  of  Cobalt,  said  the  real  essential  was 
to  get  men  who  had  a  liking  for  the  trade.  As  to 
hours,  he  had  been  closing  at  5.45  all  summer,  while 
all  the  other  shops  in  the  town  kept  open  till  nine  or 
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ten  o'clock,  and  yet  he  had  got  all  the  business 
he  wanted. 

Mr.  Henderson,  of  Hamilton,  said  that  to  place  the 
repair  business  on  the  same  level  with  other  trades  in 
the  opinion  of  the  public  it  was  necessary  that  they 
should  shut  shop  at  a  reasonable  hour.  Early  closing 
would  raise  the  status  of  the  trade. 

Following  the  discussion  on  Mr.  Burnett's  paper, 
and  interesting  adress  on  "  Organization  methods " 
was  made  by  Mr.  S.  Roy  Weaver,  manager  of  the  Shoe 
Manufacturers'  Association  of  Canada.  This  will 
appear  in  a  later  issue. 

A  resolution  was  then  brought  forward  dealing  with 
the  question  of  the  formation  of  a  federation.  Objec- 
tion was  raised  to  the  resolution  on  one  point,  namely, 
that  it  provided  that  a  committe  should  draw  up  a  con- 
stitution and  by-laws  and  present  them  to  the  conven- 
tion. It  was  therefore  referred  back  to  the  resolutions 
committee  to  bring  back  in  amended  form  at  the  next 
session. 

The  meeting  then  adjourned  for  luncheon. 

Wednesday  P.  M.  Session. 

The  first  matter  to  come  up  at  the  afternoon  session 
was  the  resolution  regarding  the  proposed  federation, 
which,  as  amended  by  the  resolutions  committee,  read 
as  follows : 

"  Whereas  there  are  now  a  number  of  separate 
organizations  in  the  shoe  repair  trade  at  various  cen- 
tres that  are  performing  useful  service  to  the  trade 
locally. 

"  And  whereas  there  are  many  issues  and  questions 
coming  up  from  time  to  time  upon  which  it  is  necessary 
to  take  united  action  in  the  interests  of  the  entire  trade, 

"  It  is  therefore  resolved  that  a  federated  organiza- 
tion be  here  and  now  formed  for  the  purpose  of  deal- 
ing with  such  matters  and  issues  from  time  to  time  as 
occasion  may  arise  and  in  other  ways  to  promote  the 
interests  of  the  shoe  repair  trade  of  Ontario  or  of  the 
Dominion, 

"And  it  is  also  resolved  that  the  chairman  of  this 
meeting  be  authorized  to  apoint  a  nominating  com- 
mittee to  report  to  this  meeting  at  this  afternoon  sess- 
ion a  list  of  nominations  for  the  positions  of  president, 
vice-president,  secretary-treasurer,  and  executive,  for 
the  current  year." 

This  resolution,  moved  by  Mr.  Revell,  of  Hamilton, 
and  seconded  by  Mr.  Stephens,  of  Brantford,  was  un- 
animously carried. 

Messrs.  Legg,  Dainty,  Pettit,  Grayson,  Thorne, 
Linder,  Butterworth  and  Canning,  were  named  as  a 
committee  to  bring  in  the  nominations 

Toronto  Repairers'  Experience  in  Old  Land. 

This  business  having  been  disposed,  Mr.  Arthur 
Butterworth,  who  has  recently  returned  from  a  trip 
to  the  Old  Land,  where  he,  along  with  other  Toronto 
repairers,  received  a  warm  welcome  and  most  hospit- 
able treatment  at  the  hands  of  the  British  associations, 
v.'as  called  upon  to  relate  some  of  his  experiences. 

Mr.  Butterworth  told  how  he  had  attended  the  con- 
ference of  the  boot  and  shoe  trades  of  Lachashire  and 
Cheshire  and  was  also  presnt  at  an  impromptu  meeting 
which  was  gotten  up  in  London.  The  Lancashire  and 
Cheshire  conference  was  held  at  Blackpool,  where 
over  300  delegates  were  present  from  all  over  the 
country.  They  were  received  by  the  mayor  and  had 
their  meetings  in  the  council  chamber,  and  in  the  even- 
ing again  there  was  a  reception  by  the  Mayor  and 
Mayoress.    There  was  a  motor  ride  to  Windermere, 


on  the  following  day,  and  a  pleasant  sail  on  the  lake 
which  completed  a  round  of  business  and  pleasure. 

The  manner  in  which  the  business  of  the  convention 
was  handled,  Mr.  Butterworth  said,  was  quite  remark- 
able for  its  orderliness  and  system.  The  committee 
in  charge  was  ranged  around  large  tables  at  the  end 
of  the  hall,  and  the  rest  of  the  delegates  were  arranged 
in  groups  by  districts.  Each  speaker  was  allowed  only 
so  many  minutes  to  deal  with  a  subject  and  no  one 
was  allowed  to  speak  more  than  once  on  the  same 
subject. 

Mr.  Butterworth  related  how  he  had  just  arrived  in 
Blackpool  after  landing  in  England  when  he  received 
a  card  from  the  Mayor  and  Mayoress  to  attend  the 
reception  in  the  evening  and  another  from  the  Lan- 
cashire and  Cheshire  council  inviting  him  to  attend  the 
conference.  When  he  arrived  in  London,  in  company 
with  Messrs.  Hendry  and  Skilling  (also  of  Toronto), 
they  were  met  by  Mr.  Bedford,  one  of  the  officials  of 
the  National  Federation  of  Boot  and  Shoe  Trades' 
Associations,  who  was  among  those  who  visited  Tor- 
onto last  year,  and  found  that  their  hotel  accomodation 
had  already  been  arranged  for.  Mr.  Bedford  also 
entertained  them  at  his  own  home.  They  spent  one 
day  on  a  motor  trip,  and  on  the  day  following  attended 
a  picnic  of  the  association,  when  they  were  taken  up 
the  Thames  and  visited  the  grounds  of  Windsor  Castle. 

Finally,  Mr.  Butterworth  said  he  was  asked  to 
bring  to  the  shoe  repair  men  of  this  province  the  frater- 
nal greetings  and  best  wishes  of  the  London  District 
Council,  The  Lancashire  &  Cheshire  Council,  and  the 
National  Federation  of  Boot  &  Shoe  Trades  of 
England. 

An  interesting  paper  was  read  by  Mr.  Frank  H. 
Revell  dealing  with  "  Shoe  Repairing  for  Retail  Shoe 
Stores." 


Shoe  Repairing  for  Retail  Stores 

There  is  a  decided  change  in  the  repairing  of  boots 
and  shoes.  Thirty  years  ago,  a  properly  equipped  store 
for  the  exclusive  business  of  boot  and  shoe  repairing 
was  unknown.  The  usual  method  in  those  days  was 
for  a  boot  and  shoe  store  to  employ  one  to  four  men 
to  make  boots  to  measure  and  repair  such  work  as  was 
assigned  them  to  do.  Generally  speaking  these  men 
used  to  work  in  a  back  room  with  dirt  enough  to  grow 
onions  in,  badly  ventilated  and  with  poor  light,  usually 
working  twelve  to  fifteen  hours  per  day  for  the  mag- 
nificent sum  of  seven  to  twelve  dollars  per  week.  And 
it  was  hard  laborious  work  indeed  and  the  highest 
wage  that  it  was  possible  for  a  good  mechanic  to  earn 
was  the  poorest  paid  to  any  man  on  this  continent.  I 
have  no  doubt  that  the  men  were  chiefly  to  blame  for 
the  condition  they  found  themselves  to  be  in.  To-day 
we  are  enjoying  exactly  the  opposite  conditions  and 
we  find  all  over  the  land  well-equiped  stores,  good 
ventilation,  good  light,  men  working  seven  and  a  'half 
to  nine  hours  a  day  with  good  living  wages — thanks 
to  the  press  and  the  origination  of  the  several  assoc- 
iations of  boot  and  shoe  makers  and  repairers. 

Strange  to  say  there  seems  to  be  a  decided  prejudice 
in  some  quarters  against  the  taking  of  boots  from  a 
boot  and  shoe  store  to  repair. 

Prejudice  Against  Store  Work. 

One  afternoon  about  five  years  ago  when  I  was  de- 
livering my  work  to  the  stores  that  I  did  work  for  1 
was  met  by  an  old  friend  in  the  trade.    He  asked  me 
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what  I  was  doing  with  all  those  parcels.  I  told  him 
I  was  delivering  my  work  to  the  several  stores  that  1 
worked  for.  He  was  very  bitter  in  denouncing  my 
methods  of  working  for  boot  stores  and  among  other 
things  he  stated  it  was,  or  should  be,  beneath  the 
dignity  of  any  bootmaker  to  patch  boots  for  a  store. 
1  smiled  at  him  and  told  him  that  I  had  done  thousand 
of  dollars  worth  of  work  for  stores  and  had  made  a 
little  out  of  it  as  well.  He  simply  turned  on  his  heel, 
tossed  up  his  head  and  left  me  to  wonder  what  was 
wrong  with  that  good  man. 

I  want  to  say  that  to-day  that  same  man  is  working 
in  a  two  by  four  shop,  paying  rent  for  the  same  ana 
making  a  miserable  living.  I  am  pleased  to  say  that 
with  me  the  opposite  is  the  case,  and  I  continue  to  be 
honoured  with  the  work  from  seventeen  stores  in 
Hamilton,  and,  furthermore,  I  consider  it  just  as  hon- 
orable to  call  and  deliver  work  to  a  store  as  it  is  for 
a  commercial  traveller  to  call  upon  any  merchant  to 
ofifer  to  sell  him  a  bill  of  goods. 

Taking  Advantage  of  the  Discounts. 

The  question  that  naturally  arises  is :  how  do  you 
make  this  working  for  stores  a  success  and  yet  give  a 
discount  on  all  store  work?  My  reply  is  :  First  I  supply 
to  each  store  tickets  that  call  for  work  that  is  required 
to  be  done  to  be  written  down,  the  time  when  the  work 
is  wanted  and  if  there  is  any  special  work  such  as  alter- 
ations in  size  for  one  boot ;  the  legs  and  boots  to  be 
made  larger  or  smaller  or  extension  sole  on  one  boot, 
(these  instructions  being  written  down,  it  is  imposs- 
ible to  make  a  mistake  as  far  as  I  am  concerned). 
The  sole  leather  that  I  use  is  of  the  very  best  quality, 
but  not  as  heavy  as  the  majority  of  shoemakers  and 
repairers  use.  I  use  chiefly  oak  half  soles  four  and 
one  half,  and  five  inches  to  the  dozen,  for  men's, 
three  and  one  half  inches  to  the  dozen,  for  ladies,  and 
I  buy  not  less  than  one  hundred  dozen  of  these  goods 
at  any  time,  pay  cash  for  same  and  get  all  the  discounts 
that  the  law  allows.  The  same  applies  to  rubber  heels. 
1  buy  in  such  quantities  as  to  get  a  good  discount ;  in 
fact.  I  figure  these  discounts  that  I  obtain  cover  the 
discount  of  ten  per  cent.  I  give  of  our  association 
price  to  all  stores.  I  never  buy  leather  by  the  side 
because  I  have  found  cut  stock  is  far  the  better  and 
easily  kept  track  of.  You  know  exactly  what  a  job 
costs  and  what  the  labor  costs,  and  you  should  know 
what  your  overhead  expenses  are  and  what  profits 
you  get  on  every  job. 

I  don't  use  any  royalty  machines.  I  have  no  use 
for  them. 

As  to  alteration  work:  this  work  calls  for  special 
care,  and  I  figure  that  $1.50  per  hour  plus  the  material 
is  a  fair  price  for  this  work.  This  I  charge  and  find  to 
be  satisfactory  to  all  parties  concerned. 

Extension  Soles. 

For  this  special  alteration  work  we  receive  $5.00 
for  the  first  inch  of  addition  and  the  same  rate  for  every 
inch  or  part  of  an  inch  added  there  to. 

Mr.  Chairman,  before  I  leave  this  subject  I  wrin*^ 
to  advise  my  fellow  craftsmen  about  complaints  I 
have  from  some/  of  the  stores,  and  some  old  repair 
men's  attitude  towards  boots  that  have  been  sold  by 
shoe  retailers.  It  has  been  said  several  times  to 
people  who  have  brought  boot  repairs  to  a  repair  shop  ; 
"  Oh  these  boots  are  made  of  paper  and  are  no  good. 
Where  did  you  get  them?  You  have  been  robbed  or 
cheated.    I  wont  fix  them  (the  chances  are  they  don't 


know  how  to  make  a  good  job  of  them).  Go  and 
demand  a  new  pair  of  boots  or  get  your  money  back." 
I  claim,  gentlemen,  this  kind  of  criticism  is  most  un- 
just. Don't  knock  the  other  fellow,  for  these  tradesmen 
without  a  doubt  buy  their  boots  in  good  faith  and  sell 
at  a  small  margin  of  profit  to  the  general  public. 

When  Store  Work  Does  Not  Pay. 

In  conclusion  I  would  like  to  say  where  and  how 
boot  repairing  for  stores  does  not  pay.  (1)  When  a 
proprietor  or  manager  of  a  store  peddles  his  work 
among  three  or  four  shoe  repairers.  (2)  when  a  store 
wants  to  supply  soles  or  rubber  heels  for  the  job.  No 
man  should  ask  his  fellow  man  to  discount  his 
labour  and  any  man  who  discounts  his  labour  to  the 
profit  of  his  employer  is  nothing  short  of  beig  a  fool. 
Finally  I  must  state  I  have  found  my  association  with 
the  dif¥erent  proprietors  and  managers  of  the  several 
stores  I  have  worked  for  during  the  last  twenty-five 
years  very  pleasant  and  profitable,  as  every  successful 
business  man  I  have  found  to  be  a  gentleman  possessed 
of  sterling  qualities,  of  a  generous  heart,  not  easily 
oflfended,  and  I  trust  to  continue  to  enjoy  the  esteem 
and  confidence  of  these  gentlemen  while  I  continue  to 
be  in  the  business. 

Discussion. 

Following  Mr.  Revell's  paper,  one  of  the  delegates 
asked  why  it  was  possible  to  do  work  for  shoe  stores 
at  10  per  cent,  less  than  for  the  general  public.  His 
contention  was  that  if  a  repair  man  could  afford  to  do 
work  10  per  cent,  cheaper  for  a  shoe  retailer,  he  should 
also  be  able  to  do  it  for  the  individual  customer. 

Mr.  Revell  said,  in  reply,  that  the  10  per  cent,  did 
not  more  than  cover  the  expense  and  trouble  the  re- 
tailer was  put  to  in  handling  the  goods  and  dealing 
with  the  customer. 

Mr.  Walter  Burnill  made  a  comparison  between 
the  doing  of  store  work  by  a  shoe  repairer  and  the 
operation  of  a  factory  which  sold  to  the  jobbing  trade. 
A  plant  selling  goods  in  large  quantities  to  jobbers 
could  afford  to  allow  a  jobber's  discount  and  stijl  do 
profitable  business,  as  was  the  case  with  a  number 
of  factories  in  Lower  Canada ;  so,  too,  the  repairer  who 
was  receiving  work  in  some  quantity  from  shoe  stores 
and  did  not  have  to  waste  his  time  dealing  with  indiv- 
idual customers  could  accept  a  lower  price  and  yet 
make  money. 

If  this  organization,  continued  the  speaker,  were  to 

take  the  position  that  none  of  its  members  should  take 

in  store  work,  the  result  would  be  that  the  stores  would 

run  repair  departments  of  their  own. 

*     *  * 

The  next  item  on  the  programme  was  an  address 
oTi  "  Easy  Methods  of  Keeping  Accounts  for  Repair 
Men,"  by  Mr.  J.  Herrio.t  (Gutta  Percha  <!t  Rubber, 
Ltd.).    This  will  appear  in  full  in  another  issue. 

Then  followed  a  very  interesting  address  bv  Mr. 
Chas.  Tilley  (Chas.  Tilley  &  Sons)  on  "  Findines 
ings  and  Accessories  as  Revenue  Producers."  This 
will  be  printed  in  another  issue. 

Election  of  Officers 

At  this  stage  of  the  proceedings,  the  report  of  the 
Nominations  Committee  was  presented  by  Mr.  Butter- 
worth.  The  election  of  twelve  council  men,  in  addition 
to  a  president  and  vice-president,  was  recommended 
and  the  following  is  the  complete  slate  as  passed  by 
the  unanimous  vote  of  the  convention  (the  nomination 
for  secretary-treasurer  was  brought  up  in  a  latter  sess- 
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ion  but  is  included  here:  President,  F.  H.  Revell,  of 
Hamilton;  vice-president,  A.  Butterworth,  Toronto; 
secretary-treasurer,  Arthur  R.  Wilton,  Hamilton ; 
Councilmen— W.  S.  Pettit,  Brantford;  Walter  Legg, 
St.  Catherines ;  T.  Linder,  Collingwood ;  Alf .  Miller, 
H.  Henderson,  Hamilton;  W.  H.  Thorne,  London; 
T.  Dalby,  Oshawa;  W.  A.  Greenslade,  Peterboro ; 
E.  H.  Dickson,  Port  Arthur ;  J.  W.  Hendry,  A.  Cann- 
ing, S.  Burnett,  Toronto. 

Thursday  A  M.  Session. 

Owing  to  some  confusion  between  standard  and 
daylight  saving  time,  the  convention  had  been  delayed 
an  hour  past  the  appointed  time  on  Wednesday  morn- 
ing, and  this  had  interfered  with  the  tendering  of  the 
ofificial  welcome  by  Mr.  W.  H.  Alderson,  president  of 
the  Board  of  Trade,  at  the  opening  session.  Mr. 
Alderson,  however,  was  present  at  the  Thursday  morn- 
ing session  and  made  an  address  of  welcome  to  the 
delegates.  Mr.  Alderson  congratulated  the  repair 
men  on  their  having  gotten  together  and  started  the 
work  of  organization.  Meetings  of  this  kind,  he 
said,  promoted  trade  harmony  and  created  a  better 
feeling  throughout  the  industry.  The  Toronto  Board  of 
Trade — which,  he  pointed  out,  was  the  largest  in  the 
in  the  British  Empire — was  very  anxious  to  bring  con- 
ventions to  this  city,  having  recently  decided  on 
a  publicity  scheme  for  this  purpose,  and  they  were  very 
much  pleased  that  the  repairers  had  chosen  Toronto 
as  their  meeting  place. 

Mr.  Pettit,  in  making  reply,  said  that  he  hoped  this 
convention  would  take  Mr.  Alderson's  remarks  in  the 
spirit  in  which  they  were  offered,  and  that  they  should 
feel  greatly  honoured  that  they  had  to  welcome  them 


the  president  of  the  largest  board  of  trade  in  the 
British  Empire. 

On  motion  of  Mr.  Walter  Legg,  a  hearthy  vote  of 
thanks  was  tendered  to  Mr.  Alderson. 

The  first  paper  presented  was  by  O.  M.  Brooks, 
(of  the  United  Shoe  Machinery  Co.  of  Canada).  It 
dealt  with  the  question  "  Is  it  more  advantageous  to 
buy  or  lease  machinery?"  There  was  a  keen  debate 
on  this  subject,  which,  however,  unfortunately  devel- 
oped into  a  discussion  of  the  relative  merits  of 
machines  made  by  different  manufacturers. 

The  next  item  on  the  programme  was  a  paper  by 
Mr.  Jas.  Fisher,  of  the  Jas.  Fisher  Advertising  Agency, 
on  "  Practical  Advertising  Methods  for  Repair  Men." 
This  will  be  printed  in  a  later  issue. 

At  this  point  in  the  proceedings  a  resolution  of 
thanks  to  the  Toronto  Association  for  the  splendid 
way  in  which  they  have  entertained  the  visiting  repair 
men  was  moved  by  Mr.  F.  H.  Revell.  The  motion 
was  seconded  by  Mr.  Walter  Legg  and  carried  enthus- 
iastically. 

Mr.  Burnett,  in  reply,  said  that  the  pleasure  had 
been  on  the  side  of  the  Toronto  men.  They  had  been 
glad  to  do  what  they  could  to  make  their  stay  in 
Toronto  pleasant  as  well  as  profitable  for  the.  visiting 
delegates,  and,  while  they  realized  they  had  much  to 
learn  in  the  matter  of  arrangements,  they  hoped  every- 
one would  go  away  feeling  they  had  a  good  time. 

Mr.  Henderson  introduced  a  resolution  that  the 
secretary  be  instructed  to  write  the  various  wholesale 
and  manufacturing  concerns  \Vho  gave  their  assis- 
tance toward  making  the  convention  a  success  and 
that  the  thanks  of  the  federation  be  tendered  to  them. 


Group  of  officer's  and  councilmen  of  the  newly-forme(i  Federation.  Back  row  -  A.  H.  Dainty,  Toronto;  W.  A. 
Greeiislade,  Peterboro.    Second  row  -  T.  Under,  Collingwood;  Alf-  Miller,  Hamilton;  Walter  Lt^gg, 

St. Catharines;  S.  Burnett,  Toronto;  H. Henderson,  Hamilton;  W.  S.  Pettit,  Brantford; 
•        ■      A.  Canning,  Toronto;  W.  H.  Thorne,  London.  Front  row  --  Arthur  Butterworth, 
■    ■  vice-president;  F.  H.  Revell,  president;  Arthur  Wilton,  Secretary-treasurer. 
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Seconded  by  Mr.  Legg,  and  carried. 

Mr.  P.  M.  Smith,  of  Brantford,  was  then  called  upon 
for  his  paper  on  "  Manufacturers'  Methods  as  They 
Affect  the  Shoe  Repair  Trade." 

Manufacturers'  Methods  as  they 
Affect  the  Repair  Trade 

This  is  a  subject  which  af¥ects  every  repairman  to- 
day and  one  which,  to  say  the  least,  causes  the  repair- 
man more  trouble  than  any  other  one  thing. 

In  discussing  this  question  at  this  convention  I 
wish  to  make  myself  plain  that  it  is  without  prejudice 
to  any  and  all  shoe  manufacturers,  but  on  the  other 
hand,  with  a  view  to  drawing  their  attention  to  an  un- 
fortunate condition. 

Without  a  doubt  the  worst  condition  we,  as  repair- 
men, have  to  contend  with,  is  the  extensive  use  of 
fibre  and  exceptionally  poor  leather  in  the  manufacture 
of  shoes. 

Fibre,  as  used  today  by  the  shoe  manufacturers,  is 
the  one  great  trouble  maker  for  retailer,  repairman 
and  public  at  large  and  is  a  thing  which  in  my  opinion 
is  absolutely  uncalled  for. 

In  the  first  place  fibre  as  a  counter,  is  absolutely  of 
no  use,  and  causes  an  endless  amount  of  trouble  to 
all  concerned.  New  shoes  will  come  to  the  repairman 
very  often  after  having  been  in  use  not  more  than  a 
week,  with  the  counter  absolutely  broken  ofif.  As  an 
outcome  the  repairman  is  up  against  a  tough  job  ;  the 
retailer  looses  a  customer  and  in  a  great  many  cases 
the  manufacturer  looses  a  customer  also.  In  other 
cases  we  find  shoes  after  having  been  in  use  for  some 
little  time,  will  come  to  the  repairer  with  the  heel 
linings  w(jrn  out  and  the  fibre  counter  absolutely 
rubbed  to  pieces,  while  the  rest  of  the  shoe  will  be  in 
very  good  shape. 

In  the  second  place  fibre  as  an  insole  is  practically 
useless.  How  many  times  it  becomes  necessary  for  the 
repairman  to  insert  leather  insoles  in  shoes  that  he  is 
repairing  in  order  to  make  the  shoes  hold  together 
and  at  a  loss  to  himself,  inasmuch  as  he  is  unable  to 
make  an  additional  charge  on  the  customer  for  this 
service. 

Heels  Should  Have  Four  Lifts  of  Leather. 

Again  we  find  fibre  used  extensively  in  the  manu- 
facture of  heels.  The  efifect  of  the  use  of  fibre  in  this 
particular  case  is  not  so  bad,  but,  may  I  take  this 
opportunity  of  drawing  to  the  attention  of  manu- 
facturers the  fact  that  four  lifts  of  leather  to  the 
ordinary  heel  would  be  a  very  great  improvement  in- 
asmuch as  about  75%  of  the  heels  that  are  repaired 
to-day  are  repaired  with  rubber  heels  which  as  a  gen- 
eral rule,  necessitates  the  removal  of  three  ordinary 
lifts  of  leather  or  fibre  to  bring  the  finished  job  to  the 
correct  height  and  if  four  lifts  of  leather  were  used,  it 
would  leave  the  heel  in  proper  condition  to  receive  the 
rubber  heel. 

From  a  stand-point  of  cost  I  firmly  belive  that  there 
is  absolutely  no  argument  in  favour  of  the  use  of  fibre. 
Allow  me  to  suppose  for  instance  that  by  using  leather 
instead  of  fibre  a  manufacturer  increases  the  cost  of 
his  product  by  an  amount  of  say  15c  at  the  outside 
and  have  this  shoe  placed  on  the  shelf  in  competition 
with  the  usual  fibre  production  selling  at  a  reducion  in 
cost  of  say  as  much  as  50c.    There  is  absolutely  no 
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doubt  which  shoe  will  be  sold  to  the  customer,  and  in 
selling  the  lether  shoe  you  immediately  create  a  profit- 
able relationship  between  manufacturer,  jobber,  re- 
tailer and  customer  which  can  create  nothing  else  but 
increased  trade  and  at  the  same  time  lighten  the  load 
of  the  repairman  to  an  unmeasurable  extent. 

After  considering  the  above  facts  and  a  great  many 
more  which  I  am  unable  to  take  time  to  enumerate  at 
this  Convention,  let  us  resolve  that  the  one  great 
trouble  maker  of  to-day  in  the  Modes  of  Shoe  Manu- 
facturing and  how  it  affects  the  repairman  is  fibre. 

Discussion. 

Mr.  Walter  Burnill  pointed  out  that  if  all  leather 
had  been  used  during  the  war  there  would  not  have 
been  enough  to  go  round.  He  thought  that  the  use  of 
fibre  counters  and  heels  had  since  been  greatly  lessened 
but  he  did  not  believe  the  day  would  come  when  fibre 
would  not  be  used  in  shoes  to  some  extent.  Fibre 
insoles,  however,  would  likely  be  done  away  with. 

Mr.  Henderson  said  he  thoug'ht  the  voice  of  the 
meeting  with  regard  to  the  use  or  fibre  should  be 
brought  to  the  ears  of  the  manufacturers.  He  thought 
it  was  a  shame  in  a  Goodyear  welt  shoe  to  use  an  in- 
sole of  this  kind.  It  was  impossible  to  repair  it  pro- 
jierly  in  most  cases  unless  by  putting  in  a  new  insole. 

Mr.  Miller,  of  Hamilton,  recalled  the  fact  that  a 
number  of  years  ago  a  bill  had  been  introduced  at 
Ottawa  to  make  it  compulsory  for  the  manufacturer 
to  attach  a  tag  showing  the  materials  used  in  it.  but  it 
had  been  squashed. 

Mr.  Arthur  Wilton,  of  Hamilton,  spoke  about  the 
difficulty  of  repairing  children's  stitchdowns.  The 
way  they  were  made  at  present  made  it  almost  imposs- 
ible to  repair  them  unless  by  hand  methods.  The 
staples  used  to  hold  them  together  caused  endless 
trouble  through  breakage  of  needles. 

/  Another  thorn  in  the  flesh  of  the  repairer  was  the 
McKay  shoe  Avith  a  canvas  insole.  It  would  always 
be  necessary  when  repairing  a  shoe  with  this  class  of 
insole  to  replace  it,  unless  it  were  made  with  a  selvedge 
ed^,  which,  apparently,  was  not  practicable. 

The  chairman,  Mr.  Burnett,  said  that  Mr.  Smith's 
paper  suggested  to  him  that  this  matter  was  one  that 
could  be  very  fittingly  handled  by  the  Federation. 
They  already  had  the  promise  of  the  co-operation  of 
the  Manufacturers'  Association  and  this  was  one  of 
the  first  questions  that  might  be  dealt  with. 

Place  of  Next  Convention. 

Mr.  Thos.  Grayson,  president  of  the  Hamilton 
Association,  moved  that  the  cext  convention  should  be 
held  in  Hamilton,  stating  that  the  local  organization 
extended  to  all  associations  a  hearty  invitation  to 
meet  in  that  city  next  year.     Carried  unanimously. 

On  the  motion  of  Mr.  Burnill,  seconded  by  Mr. 
Pettit,  it  was  resolved  that  the  next  meeting  of  the 
Federation  should  be  held  in  February.  This  was, 
however,  reconsidered  and  the  decision  changed  at  a 
special  session  held  later  in  the  evening  objections 
being  raised  on  the  grounds  that  some  who  were  not 
repair  men  had  voted. 

After  having  visited  the  plant  of  Gutta  Percha  & 
Rubber.  Ltd..  and  having  made  a  motor  trip  around 
the  city,  a  final  sesson  was  held  on  Thursday  evening. 
At  this  session  the  discussion  regarding  the  date  of  the 
convention  next  year  war  reopened,  and  by  an  unani- 
mous vote  it  was  decided  that  the  Federation  should 
next  meet  on  July  26-27,  1921. 
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At  this  session  also  the  cermony  of  installng  the 
new  officers  was  performed  by  Mr.  Burnett,  and 
speeches  were  made  by  Mr.  F.  H.  Revell,  president- 
elect, and  Mr.  Arthur  Butterworth,  vice-president- 
elect. Some  of  the  visiting  delegates  also  had  interest- 
ing comments  to  make,  the  concensus  of  opinion  being 
that  the  convention  had  been  a  great  success  and  a 
credit  to  those  who  had  charge  of  the  arrangements. 
Mr.  Everist,  of  Cobalt,  who  came  as  a  representative 
of  the  repairing  trade  in  that  town,  said  he  was  going 
to  bring  back  with  him  the  good  things  he  had  heard 
at  the  convention  and  would  call  a  conference  of  his 
fellow-repairers  with  a  view  to  forming  a  local  associa- 
tion. He  was  anxious  to  keep  in  close  with  the  feder- 
ation, in  order  that  the  trade  in  his  locality  might  get 
the  full  benefits  of  the  larger  organization. 

Mr.  Leyland,  of  Hamilton,  Ontario,  a  returned 
soldier,who  practised  his  calling  overseas  on  behalf  of 
the  Canadian  troops,  and  has  since  been  active  in  con- 
nection with  vocational  training,  brought  to  the  shoe 
repairers  in  convention  the  hearty  thanks  of  the  re- 
turned men  who  have  had  their  assistance  both  in 
vocational  training  and  in  setting  up  shop. 


The  Banquet 

It  was  a  great  time  they  had  at  the  banquet  on 
Wednesday  night.  The  repair  men  sure  gathered  in 
for  that  event  and  did  full  justice  to  the  festive  board 
spread  before  them.  Yes,  the  eats  were  fine,  and  were 
enjoyed  right  down  to  the  last  morsel.  There  was  sir- 
loin of  beef  with  oak  trimmings,  spring  chicken  with 
suede  dressing,  Neapolitan  ice  cream,  three  in  one 
style,  and  a  host  of  other  delicacies,  all  specially  pre- 
pared to  suit  the  palates  of  shoemakers.  And  then 
there  were  speeches — and  Music.  The  professional 
entertainment  was  high  class,  but  the  real  hit  of  the 
evening  was  Brother  Inglis'  rendering  "  Loch 
Lomond."  Footwear's  musical  critic  has  never  heard 
the  grand  old  Scotch  song  sung  with  such  feeling,  and 
the  purity  of  tone,  clearness  of  enunciation  and  faith- 
fulness in  interpretation  were  indeed  remarkable.  The 
choral  work,  too,  was  of  unusual  excellence,  and  if  the 
volume  might  have  indicated  that  the  repairers  have 
lungs  of  leather,  the  sweetness  surely  proved  that  their 
voices  are  as  mellow  as  the  finest  oak  tannage. 

Mr.  S.  Burnett,  who  was  in  the  chair,  made  a  few 
brief  remarks,  He  said  that  the  Toronto  Association, 
had  done  its  best  to  provide  suitable  entertainment 
for  visiting  delegates  and  to  make  the  most  efficient 
arrangements  possible.  However,  they  were  more  or 
less  novices  on  the  job,  and  he  hoped  the  outside  men 
would  forgive  any  shortcomings. 

The  applause  which  followed  indicated  that  the 
visitors  were  very  well  satisfied  indeed  with  the  way  in 
which  they  had  been  treated. 

Mr.  F.  H.  Revell,  the  newly-elected  president  of 
the  Federation,  also  spoke.  It  was  one  of  the  great 
joys  of  his  life,  he  said,  to  be  able  to  come  together 
with  his  fellow  shoemakers,  as  at  this  convention.  No 
man  could  live  unto  himself,  and  the  more  harmon- 
iously they  worked  with  each  other  and  for  each  other, 
the  better  it  would  be  for  all. 

Mr.  Warburton,  of  the  Toronto  Association,  added 
to  the  enjoyment  of  the  promgramme  with  an  excellent 
song. 

A  unique  feature  of  the  evening  was  a  little  exhibi- 
tion of  boxing,  which  was  given  in  the  rotunda  of  the 
hotel  by  two  trained  exponents  of  the  art. 


Visit  to  Gutta  Percha  and  Rubber  Plant 

One  of  the  interesting  features  of  the  convention 
was  the  visit  to  the  plant  of  the  Gutta  Percha  &  Rubber 
Limited.  Starting  at  shortly  after  2  o'clock  on  Thurs- 
day afternoon,  the  delegates  were  motored  to  the  big 
rubber  factory.  Once  there,  they  were  split  in  groups, 
and  guides  took  them  through  the  several  departments 
having  to  do  with  the  manufacture  of  rubber  footwear 
and  heels,  explaining  to  them  the  various  processes. 
When  the  tour  of  the  factory  was  completed,  all  as- 
sembled in  the  company's  cafeteria  (maintained  for  the 
benefit  of  their  employees)  and  were  there  regaled 
with  some  light  refreshments.  Afterwards  the  party 
made  an  automobile  trip  round  the  city. 


Hamilton  Repairers'  Picnic 

The  Fifth  Annual  Picnic  of  the  Hamilton  Shoemak- 
ers and  Repairers'  Association  was  held  in  Dundas 
Park  on  Wednesday,  July  20.  The  weather  was  fine 
and  about  150  took  advantage  of  the  opportunity  to 
spend  a  very  enjoyable  day.  There  were  races  for  the 
boys  and  girls,  for  single  ladies  and  married  ladies, 
open  races ;  races  for  employees ;  a  race  for  men  over 
sixty,  etc.  In  the  last-mentioned  event  Messrs.  A. 
Charlesworth,  J.  Thornton  and  T.  Grayson  showed  that 
the  years  have  not  greatly  impaired  their  agility,  run- 
ning first,  second  and  third,  respectively.  Mr.  R.  Vine 
ran  first  in  the  men's  open  race  and  Mr.  Walmsley,  in 
the  men's  race  for  members  only.  The  wheelbarrow 
race  was  won  by  Mr.  Leyland  and  Mr.  Barnes.  All  the 
races  had  a  large  number  of  entries  and  all  caused  a 
great  deal  of  fun,  but  the  big  feature  of  the  afternoon 
was  the  baseball  match  between  the  East  End  shoe 
repairers  and  the  West  End  shoe  repairers,  the  West 
being  victorious. 

As  might  be  expected,  the  watermelon  contest  for 
men  and  boys  attracted  the  greatest  number  of  con- 
testants and  doughty  deeds  were  done,  both  as  to 
quantity  and  rapidity,  in  the  demolition  of  the  juicy 
fruit.  The  scene  was  indeed  a  picturesque  one  and 
many  members  of  the  association  exhibited  a  grace  of 
attitude  and  a  Samsonian  dexterity  with  the  jawbone, 
of  which  their  best  friends  had  not  suspected  they 
were  possessed.  In  the  men's  event  Mr.  Walmsley  was 
the  first  to  reach  the  rind ;  Mr.  Leyland  ate  a  good 
second,  and  Mr.  Lails  was  just  a  mouthful  or  two  be- 
hind. By  way  of  consolation  these  gentlemen  were 
presented,  respectively,  with  a  pipe,  a  box  of  tobacco 
and  a  tobacco  pouch,  though  someone  suggested  that 
a  bottle  of  castor  oil  ought  to  have  been  included.  How- 
ever, the  winners  had  the  unanimous  and  sincere  sym- 
pathy of  the  gathering,  which  no  doubt  was  something 
of  a  comfort  to  them  in  the  hours  which  followed. 

All  assembled  under  the  shade  of  the  trees  at  five 
o'clock  for  tea,  which  even  the  melon-eaters  appeared 
to  enjoy.  Visitors  there  were,  too,  including  Messrs. 
Burnett,  Merchant,  Wallace  and  Beal  from  Toronto, 
also  Mr.  Angus  of  Tilley  &  Sons,  Mr.  Ingram  of  P.  B. 
Wallace  &  Sons  and  Mr.  Van  Stone  of  the  Landis  Ma- 
chine Co.  The  following  firms  contributed  toward  the 
prizes :  Chas.  Tilley  &  Sons,  P.  B.  Wallace  &  Sons, 
I.  T.  S.  Rubber  Co.,  Philip  Jacobi,  United  Shoe  Ma- 
chinery, C.  Parsons  &  Sons,  Adams  Bros.,  Gutta  Percha 
&  Rubber,  Ltd.,  Dunlop  Tire  &  Rubber  Co.,  Leacock  & 
Bush,  Canadian  Polishes,  Ltd.,  C.  S.  Hyman  Co.,  Breith- 
aupt  Leather  Co.,  Universal  Shoe  Machinery,  Ltd., 
A.  E.  Angus. 
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Changes  in  N.  G.  R.  Directorate 

AiuiouiJceinent  has  just  been  made  of  three  impor- 
tant changes  affecting  leading  executives  of  the  Na- 
tional Cash  Register  Company.  John  H.  Patterson 
has  resigned  as  president  and  general  manager  of  the 
company,  but,  as  chairman  of  the  board  of  directors, 
will  continue  actively  in  directing  the  affairs  of  the 
company.  His  son,  Frederick  B.  Patterson,  was  elected 
to  succeed  him  as  president,  while  J.  H.  Barringer  was 
made  general  manager. 

John  H.  Patterson,  one  of  the  outstanding  figures  in 
world-wide  business,  has  been  president  of  the  National 
Cash  Register  Co.  for  thirty-seven  years,  and  the  insti- 
tution he  has  built  up  in  Dayton  is  often  spoken  of  as 
the  world's  model  factory.  His  son  who  succeeds  him 
is  2!)  years  old  and  has  been  connected  with  the  N.  C. 
R.  for  eleven  years,  having  started  as  a  workman  in 
the  foundry.  J.  H.  Barringer  the  new  general  mana- 
ger, has  also  risen  right  from  the  ranks.  He  started 
with  the  company  14  years  ago,  holding  a  minor  posi- 
tion. He  earned  promotion  very  rapidly,  and  in  1918 
was  made  first  vice-president  and  assistant  general 
manager. 


Brantford  Repair  Men  Elect  Officers 

At  the  annual  meeting  of  the  Brantford  Shoi'  Re- 
pairers' Association  on  June  23,  1921,  the  following 
were  elected  officers  for  the  ensuing  year:  President, 
A.  Johnson;  vice-president,  J.  W.  Farnden;  secretary- 
treasurer,  S.  Hall.  Executive  Committee,  S.  Rogers,  T. 
Smith,  W.  Clarkson,  W.  Pettit. 


United  Last  Company's  Picnic 

The  employees  of  the  United  Last  Company  Limited, 
Maisonneuve,  P.Q.,  held  their  first  annual  picnic  on 
July  23  at  Bout  d'Isle.  The  party  wa-s  conveyed  to 
and  from  the  ground  in  special  cars.  A  full  program 
of  sports  was  arranged ;  these  included  100  yards  dash, 
fat  man's  race,  hop,  step  and  jump  and  two-legged 
race.  The  chief  event  was  a  baseball  match  between 
married  and  single,  won  by  the  former  by  11  to  2.  The 
feature  of  this  was  the  pitching  by  Schultz,  a  home  run 
by  Hoyt,  and  a  three-base  hit  by  Algeo.  Luncheon  was 
partaken  of  at  the  hotel. 

Harry  L.  Taylor,  formerly  of  the  International  Sup- 
ply Company,  Montreal,  is  now  representing  the 
United  Last  Company  in  the  Province  of  Quebec. 


A  New  Type  of  Cash  Register 

Announcement  has  been  made  by  The  National  Cash 
Register  Company  that  a  new  cash  register,  designed 
to  fill  a  long  felt  want  of  thousands  of  merchants,  has 
been  placed  on  the  market.  The  new  machine,  which 
is  called  the  Class  1100,  is  a  low-priced,  high-grade 
register  that  issues  a  receipt  with  evei'y  transaction. 

In  the  past  many  merchants  who  were  starting  in 
business,  while  realizing  the  great  value  of  receipt 
printing  cash  registers,  felt  that  they  could  not  afford 
machines  of  that  type  because  of  their  higher  price. 
To  fill  the  needs  of  these  merchants.  The  National  Cash 
Register  Company  determined  to  put  a  receipt  printing 
register  on  the  market  at  a  price  that  would  be  within 
the  reach  of  every  one. 

The  new  register  is  built  in  several  different  models, 
adapted  for  use  in  varied  lines  of  business.  At  each 
operation  of  the  register  a  receipt  is  printed  and  issued. 


This  receipt  shows  the  merchant's  name  and  address, 
the  amount  and  number  of  the  transaction,  and  the 
date. 

The  new  register  has  other  valuable  features  that  are 
to  be  found  in  all  high-grade  cash  registers.  When 
money  is  registered  on  the  Class  1100  machine  the 
amount  is  immediately  shown  on  the  indication  at  the 
top  of  the  register.  A  bell  also  rings  each  time  the 
register  is  operated.  At  the  same  time  the  register 
prints  on  a  paper  roll,  called  the  detail-strip,  a  per- 
manent record  of  every  sale  in  the  order  in  which  it 
occurs.  This  gives  the  merchant  a  history  of  the  day's 
business — a  permanent  record  of  everything  that  hap- 
pens in  his  store.  Adding  wheels  within  the  register 
show  the  amount  of  money  that  has  been  taken  in. 
These  figures  are  under  lock  and  key,  available  only 
to  the  proprietor,  and  can  be  reset  at  the  end  of  the 
day,  week,  or  month,  as  the  merchant  desires. 


Arthur  L.  Evans  Honored 

Syracuse  University  has  given  distinguished  honor 
to  one  of  her  sons,  Arthur  L.  Evans,  president  of  the 
Retail  Shoe  Salesmen's  Institute  of  Boston.  At  the 
annual  commencement  of  the  University  held  in  Syra- 
cuse, New  York,  Monday,  June  13,  Mr.  Evans  had  con- 
ferred upon  him  the  honorary  degree  of  Master  of  Arts 
in  recognition  of  his  scientific  and  literary  efforts  and 
his  spirit  of  unselfish  interest  in  the  cause  of  higher 
education  for  retail  salespeople. 


French  "Sample  Train"  to  tour  Canada 

A  French  "  sample  train  "  is  to  tour  Canada  in  the 
near  future.  One  section  of  it  will  be  of  direct  interest 
to  Canadian  shoe  and  leather  men,  the  fourth  car  being 
devoted  to  the  leather  industries.  This  car  will  con- 
tain samples  of  the  French  goods  from  the  raw  mat- 
erial to  the  glove  and  highest  grade  product.  It  will 
be  under  the  presidency  of  Mr.  Poulain,  president  of 
the  General  Association  of  dealers  in  skins,  hides  and 
leather,  of  France. 


Shoeman  Visits  Home  in  Belgium 

Mr.  L.  C.  van  Geel,  manager  Tillsonburg  Shoe 
Company,  left  on  Saturday,  July  16,  with  his  family, 
for  a  two  months'  trip  to  Belgium,  where  he  will  visit 
his  parents  in  Antwerp.  Mr.  van  Geel  expects  to 
return  to  Canada  about  the  middle  of  September. 


A  Correction 

In  a  recent  issue  of  "  Footwear,"  we  referred  to  Mr. 
Edward  Sait,  Box  876,  Victoria,  B.C.,  as  British  Col- 
umbia representative  of  the  Hydro  City  Shoe  Manu- 
facturers. There  was  an  error  in  the  address  given. 
It  should  be  Box  866,  Victoria,  not  Box  876,  as  shown. 


Protect  Machines  from  Dust 

When  sweeping  the  floor  of  your  repair  shop  be 
careful  to  have  your  machines  covered  up  as  dust  and 
other  matter  is  liable  to  fly  into  the  working  parts  of 
intricate  machinery.  The  clogging  of  various  parts  of 
machines  is  ofttimes  due  to  this  neglect,  and  could 
easily  be  avoided  if  a  few  minutes'  time  and  an  ounce 
of  foresight  was  given  to  this  small  but  important 
matter. 
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MELTONIAN 

Boot 
Polishes 
and  Creams 


A  splendid  line  of  first  class  polish  for  you  to  carry,  Mel- 
tonian  finds  favor  with  the  public  wherever  it  is  featured. 
It  is  attractively  put  up  in  the  most  convenient  packages  for 
your  trade.  Samples  and  prices  will  be  cheerfully  given.  We 
can  quote  you  attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 

TORONTO 


Agents  for  sole  manufacturers 
E.  BROWN  &  SON,  LTD.  LONDON  &  PARIS 


FOOTWEAR    IN  CANADA 


i    FOOTWEAR   FINDINGS  j 

B  Happenin[{s  in  the  Shoe  and  Leather  Trade  § 
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Geo.  Coombs  of  Haven's  shoe  store,  St.  Thomas,  Ont.,  ha.i 
recently  graduated  and  received  his  diploma  from  the  American 
Scliool  of  Practipedics. 

The  Portage  Boot  Shop,  Limited,  Winnipeg,  has  recently 
been  incorporated.  The  authorized  capital  of  the  concern  is 
$50,000. 

Letters  patent  of  incorporation  have  been  issued  to  W.  A. 
Coulson,  Limited,  Winnipeg,  with  authorization  to  carry  on 
business  as  dealers  in  footwear  of  all  kinds.  Capital  stock 
$40,000. 

New  Toronto  Leatlier  Works,  Limited,  has  surrendered  its 
charter. 

Levey  &  Levey,  Limited,  have  been  granted  a  charter.  The 
concern  is  authoT-ized  to  carry  on  business  as  shoe  dealers  and 
to  operate  general  stores  throughout  the  province  of  Ontario. 
Their  headquarters  are  at  St.  Catharines. 

The  Arch-Support  and  Insole,  Limited,  Montreal,  has  taken 
out  letters  patent  of  incorporation.    Capital  stock  $25,000. 

The  Sibley  Shoe  Shop  has  been  opened  at  178  Sparks  St., 
Ottawa.  The  feature  of  the  new  store  is  its  tasteful  furnish- 
ing and  decorations.  The  walls  and  woodwork  are  of  buff,  while 
Gretchen  blue  rugs  add  the  deeper  touch  of  color  and  soften  the 
effect  of  the  buff  trim.  The  refined  and  luxurious  effect  is 
further  emphasized  by  numerous  pier  glasses  and  inset  base 
wall  mirrors,  which  also  permit  of  the  customer  seeing  her  shoes 
from  every  angle.  Another  interesting  feature  is  a  small  tele- 
phone desk  and  a  writing  table  placed  at  the  entrance  for  the 
convenience  of  customers.  These  are  also  finished  in  buff.  The 
color  scheme  in  the  display  windows  is  in  ivory  and  blue. 
Among  the  lines  which  they  will  carry,  the  firm  will  give  prom- 
inence to  Gotham  shoes  for  ladies  and  Stattler  and  Talbot  shoes 
for  men. 

Friends  of  Jack  Eobitaille,  formerly  salesman  with  Singer 
Fit  Rite  Shoe  Co.,  will  now  find  him  at  Gold's  new  shoe  store, 
Montreal,  at  370  St.  Catherine  St.  West. 

The  Ideal  Shoe  Manufacturing  Co.,  Limited,  Montreal,  has 
taken  out  letters  patent  of  incorporation,  with  authorized  capi- 
tal stock  of  .t45,000. 

Mechanical  Leather,  Limited,  has  been  incorporated,  with 
a  capital  stock  of  $40,000.    Head  office  at  Toronto. 

O.  Goulet  &  Fils,  Limitee,  have  taken  out  letters  patent  of 
incorporation,  and  are  authorized  to  carry  on  business  as  manu- 
facturers of  boots  and  shoes,  tanners  and  curriers. 

John  Fingland,  for  some  years  a  retailer  in  Brampton,  Ont., 
died  recently  at  his  residence  on  John  St.  in  that  town. 

Alfred  H.  Smith,  who  has  been  a  partner  in  the  shoe  firm 
of  Chester  and  Smith,  Owen  Sound,  Ont.,  has  sold  out  his  in- 
terests in  the  business  to  his  partner,  W.  R.  Chester,  who  will 
continue  to  operate  the  store  under  his  own  name.  Mr.  Smith 
underwent  an  operation  recently  and  has  decided  to  take  two 
or  three  months'  rest  before  going  back  into  business. 

In  a  big  blaze  which  razed  three  business  blocks  in  Quebec 
City,  the  Jos.  Tanguay  shoe  factory  was  destroyed. 

A  new  store  has  been  opened  in  Preston,  Ont.  It  is  known 
as  Malleck's.  The  Preston  silver  band  gave  a  concert  on  the 
day  of  the  opening. 

Robert  Walker,  shoemaker,  of  Perth,  Ont.,  was  drowned  in 
the  Rideau  Lake  recently,  while  fishing.  The  late  Mr.  Walker 
was  changing  seats  with  a  friend  in  a  boat,  when  it  overturned. 
Mr.  Walker  attempted  to  swim  to  shore  and  sank,  while  his 


friend  clung  to  the  up  turned  boat  and  was  rescued. 

E.  E.  Donovan,  of  the  Talbot  Shoe  Co.,  St.  Thomas,  Ont., 
has  recently  recovered  from  a  five-week  siege  of  sciatica. 

Mr.  Jarvis,  of  the  Murray  Shoe  Co.,  has  been  on  a  trip  to 
Boston  and  other  New  England  shoe  centres. 

Hugh  White,  of  the  White  Shoe  Co.,  Toronto,  is  on  a  two 
months'  trip  to  Britain  and  the  continent. 

A.  Brandon,  of  the  Brandon  Shoe  Co.,  has  recently  returned 
from  a  two  weeks'  automobile  trip  in  the  Eastern  states,  dur 
ing  which  he  visited  the  Boston  Style  Show  and  the  various 
shoe  centres  of  New  England. 

Mr.  J.  H.  Gee,  sales  manager  of  the  Rannard  Shoe  Limited, 
is  leaving  for  a  trip  East,  visiting  London,  Toronto  and  Mont- 
real, returning  via  Chicago. 

Mr.  C.  F.  Rannard  and  family  are  motoring  to  Detroit 
Lakes,  Minnesota,  for  a  month 's  holiday. 

John  Dickenson,  of  Hamilton,  Ont.,  has  bought  the  bank- 
rupt stock  of  R.  J.  Johnston  and  has  secured  the  lease  of  a 
store  at  .'H7  Ouellette  Ave.,  Windsor,  which  was  opened  for 
business  on  July  14,  under  the  management  of  his  son,  E.  H. 
Dickenson. 


Despite  the  fact  that  he  has  lost  both  eyes  as  a  result  of 
wounds  received  in  the  war,  C.  A.  Glasspool,  a  returned  soldier, 
who  has  been  trained  at  St.  Dunstan's  School  for  the  Blind, 
has  opened  a  shop  at  1424  Delage  St.,  Mile  End,  Montreal, 
where  he  carries  on  business  as  a  shoe  repairer  and  hammock 
maker. 

A  burglary  was  committed  at  the  Astoria  Shoe  Store,  235 
St.  James  St.,  Montreal,  recently,  a  quantity  of  fancy  footwear 
being  removed  by  the  burglars. 

La  Parisienne  Shoe  Co.,  Montreal,  have  work  under  way 
on  a  new  factory  building  at  614  Lasalle  St. 

Roy  E.  Wilson,  sales  manager  for  the  Newport  Shoe  Co., 
Limited,  who  was  a  recent  visitor  at  the  Brooklyn  Shoe  Style 
Show,  brought  home  with  him  many  new  and  attractive  novel- 
ties, which  are  now  being  displayed  in  the  new  fall  line  of 
Newport  samples. 
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ADAM  &  POMPEIAN   SHOE  FIXTURES 

Finish — Old  Ivory  or  Roman  Gold 

The  beauty  of  design  and  appearance  of  Clatworthy  fixtures 
lends  an  air  of  distinction  to- the  display  wherever  used.  Sales 
are  increased  because  the  shoes  appear  to  better  advantage. 

Write  for  Our  New  Illustrated  Catalogue 

CLATWORTHY  &  SON 

Limited 

TORONTO  CANADA 
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Canadian  Shoe  Dealers ! 


Style  No.  1300 


WE  ARE  STYLE  ORIGINATORS 
AND  MANUFACTURERS  OF  HIGH 
GRADE  SHOE  ORNAMENTS  and 
can  furnish  straps  in  any  leathers  in  any 
color,  either  beaded  or  unbeaded. 

We  are  especially  equipped  to  make 
quick  delivery  on  straps  and  buckles  for 
white  shoes. 

Samples  and  prices  will  be 
sent  on  request. 


Parisian  Beading  Works 

207  Manhattan  Building 
Philadelphia,  Pa. 


\ 


When  Placing  Your  Fall  Orders 

Don't  forget  our 

CHILDREN'S  SIZE 

A  new  line  much  in  demand  and 

A  STRONG  SELLER 

Complete  Stocks  and  Prompt  Shipments  Guaranteed 

Canadian  Phillips  Company 

60  St.  Paul  St.  East,  Montreal 


Fortify 
your 
Boots! 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess, but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

lla  St.  James  Street 
SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


Patented 
1919 


THE  Wfflr 

the  Child's  Foot  is  grbwing 

OBE  PILLOW  WELT 


The  Result  of  30  Years  Experience. 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 


We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  at) 
any  time. 


Eureka  Shoe  Co.,  Limited 

THREE  RIVERS,  QUE. 
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RESULTS! 


The  inethodH  at  the  coiiimaiHl  of  the  .shoe  re- 
ailer  for  i)rocuriii<i;  u  thoroiij^hly  reHable. 
mailing  lint  are  often  expensive  and  uncertain 
For  instance,  the  dead  letter  matter  encoun- 
tered when  lists  have  been  compiled  from 
telephone  and  city  directories  or  voters'  lists 
would  sometimes  pay  for  one-third  of  the  ad- 
vertising. 

The  best  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  annually  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  low  when  comparing 
the  cost  of  direct  advertising  and  results  with 
other  advertising. 

No  extra  office  staff  required,  your  printing, 
addressing  and  mailing  handled  at  very  small 
cost. 

Let  us  send  full  particulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


The  Lincoln  Paper  Mills 

Company,  Limited 

can  supply 
your  requirements 
in 

GLASSINE 


Super -Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

Tlie  above  are  thoroughly 
Canadian-made  products  of 
the  highest  quality  and  at 
the  attractive  prices  quoted, 
should  appeal  to  every  Can- 
adian  shoe  manufacturer. 

Will  you  get  in  touch  with 


lis 


LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch —  112  Bay  St.,  Toronto. 


w 

BUCK  EL  ON 

INSTEP  PROTECTOR 
PAT.  NOV. 25. 1919 


What  Are  You  Looking  For 

When  You  Buy  Shoe  Ornaments? 

First  of  all— QUALITY— Up-to-date  styles  and 

durable  merchandise. 
Then — PRICE — which  means  readiness  to  pay 
value  for  value  received. 
Last,  but  by  no  means  least,  you  want 
SALEABLE  MERCHANDISE 
ornaments  and  novelties  that  the  public  will  buy 
for  their  beauty,  comfort  and  attractiveness. 


BUCK-EL-ON 


The  Right  Place  to  Look  is  the 

The  Reynold^s  Line 

SHOE  ORNAMENTS     NOVELTIES  SUPPLIES 


William  Reynolds  Inc. 


PROVIDENCE 


RHODE  ISLAND 
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Merchants  need  National  Cash  Registers 
now  more  than  ever  before 


(1)  They  stop  mistakes. 

(2)  They  stop  losses. 

(3)  They  decrease  expenses. 

(4)  They  improve  trade. 

(5)  They  increase  profits. 

We  make  cash  registers  for  every  line  of  business. 

Price  $110  and  up. 

Easy  payments.  Liberal  allowances  for  old  registers. 
Old  registers  bought,  sold,  repaired,  and  exchanged. 

We  make  cash  re^istets  for  every  line  of  business 

NATI  ON  AL 

CASH  REGISTER  CO. 

OF   CANADA.  LIMITED 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  l.\nn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes— a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landit  No.  12  Shoe  Stitcher. 

[       ;  1    -  I      o    I  c  /. 


Don't  Fail  to  See  Our  Exhibit  at  the  Canadian 
National  Exhibition,  Toronto 


Landis  Machine  Co.,  isis  n.  25thst,  St.  Louis,  U.S.A. 
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WE  CAN  HANDLE 

RUSH  ORDERS 

FOR 

CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

The  most  Up-to-Date  Plant  In  Canada  and  expert  die  makers  in- 
sure High  Grade  work  and  Expeditious  Service,  NO  DIE  TOO 
LARGE  OR  TOO  SMALL  FOR  US  TO  MANUFACTURE. 

All  Estimate  Work  Free.  A  Trial  Order  Will  Convince. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

TORONTO  QUEBEC  KITCHENER 

90  Adelaide  Street  West  28  Demers  Street  179  King  Street  West 
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STANDARD 
SCREWED 
SHOES 


IN 

MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

A.  A.  COTE  &  SON 

LIMITED 


miiii 


McKAY 
SEW  ED 
SHOES 


IN 


MEN'S  BOY'S  YOUTH'S 
LITTLE  GENT'S 
AND  CHILDREN'S 

ST.  HYACINTHE 

QUE. 


^t"'^h^l^'^J"fy°'*^r^^^  ^"-^^^  '"t  Youth's.  Little  Gent's,  and  Childreti's,  as  well  as  a  Strong  Line  of  Heavy  Work- 

FinJct.H  R.»Lc  .„  A,  ^hrome  Tanned  Side  Leathers  on  Foot  Fitting  Lasts,  at  reasonable  prices,  Standard  Screwed  Soles.  Stitch  Aloft,  Natural 
finished  ijottoras,  so  that  buyer  can  see  the  nature  of  leather,  and  know  what  he  is  buying.     THAT'S  THE  LINE  FOR  YOU. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        ^  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :   The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  Well  known  lines  always  on  hand. 
Call  and  inspect  them. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  to  Pack 
It"  explains  all — write  for 
it. 


CLASSIC  ^l^y^  I 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 


Shoe  Manufacturers'  Supplies 

We  shall  be  pleased  to  quote  prices  and  give  any  information  desir- 
ed on  any  of  the  following:  Steel  Dies,  Shoe  Stamps,  Shoe  Lining 
Markers,  Stencils,  Marking  Inks  and  Supplies,  Numbering  Machines, 
and  Rubber  and  Brass  Stamps  for  all  purposes. 

Write  us  today 

MONTREAL  STENCIL  WORKS,  LIMITED 


ESTABLISHED  1875 


221-223  McGill  St.  Montreal 


Tel.  Main  1434  &  6616 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


Tfie  Greatest 

Dancers 

o/"  i^ie  Day 

jjllj      insist  on  wearing  Arth- 
\       ur  Franks' Ballet  Shoes. 
No  other  shoes  afford 
the    same    amount  of 
comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  KaralH,  and 
Messieurs  Novikoff,  \'''3linini, 
Adolph  Bolm.  etc.  ^ 

Arthur  FrankM] 


3  Cotton  Street,  Australian  Avenue, 
London,  E.G.  1,  England. 


"It  Pays" 


Trying  to  operate  a  profit  paying  repair  shop  with 
half  a  dozen  machines  of  as  many  different  makes 
is  just  like  trying  to  assemble  an  automobile  from 
a  Ford  Chassis,  a  Buick  Body,  and  a  Packard  Twin 
Six  Engine. 

In  the  building  of  an  automobile,  each  part  must 
fit  in  with  the  next  one,  and  all  of  them  must  fol- 
low a  plan  or  design  worked  out  by  competent 
engineers. 

In  equipping-  a  Shoe  Repair  Shop,  or  in  adding  to 
original  equipment,  it  is  best  to  follow  the  same 
practise  and  let  all  your  machines  and  tools  be  of 
some  one,  dependable  make,  rather  than  a  hap- 
hazard variety  which  "don't  fit." 

And  in  selecting  that  one  dependable  make  of  equip- 
ment that  will  pay  the  biggest  profits  in  your  shop, 
it  is  best  to  be  guided  by  the  company  with  the 
most  experience  in  solving  shoe  repairmen's 
problems. 

Progressive  Products,  comprising  as  they  do  the 
most  comprehensive  line  of  Shoe  Repair  Shop 
equipment  made  to-day,  are  logically  the  products 
on  which  you  can  most  profitably  concentrate  your 
purchases. 


Progressive  Shoe  Machinery  Co.,  Minneapolis,  Minn.,  U.S.A. 
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"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  *'La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell  h.  n.  Lincoln 

International  Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  M  M  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses  :  — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  III. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting  Die  Co.,   Cincinnati,  Ohio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  O. 

Shoe  machinery. 
E   L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Compounds,  Inks,  etc. 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines, 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

lilectric  Heating  Equipment. 
The  S.   M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather   and    Imitation   Leather   Facing,    Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  Street  S.,  KITCHENER  »  »  566  St.  Valier  Street,  QUEBEC 
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SEE  FOR  YOURSELF 

at  the 


TORONTO  and  QUEBEC 
EXHIBITIONS 

The  Very  Latest 

GOODYEAR 

and 

SHOE  REPAIR  OUTFITS 

MADE  IN  CANADA 

There  is  a  Size  and  Style  to 

Fit  Your  Requirements  Exactly 

Full   Explanation   and   Particulars  at  Our  Exhibits 

TORONTO  EXHIBIT  QUEBEC  EXHIBIT 

Machinery  Hall  Main  Building 

United  Shoe  Machinery  Co.  of  Canada,  Limited 

Montreal 

TORONTO  KITCHENER  QUEBEC 

90  Adelaide  St.  West  46  Foundry  St.  South  28  Demers  St. 
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TPHE    effectiveness  of  your  window  dis- 
play  may  be  greatly  increased  by  the 
use  of  attractive  display  fixtures. 

It  is  not  possible  to  excel  in  appearance 
or  workmanship  the  fixtures  which  are  de- 
signed and  made  in  our  workshops. 

Our  catalog  contains  a  variety  of  designs 
from  which  to  make  your  choice.  May  we 
mail  you  one? 

Decorative  Fixture  Company 

1600  South  Jefferson  Street, 
CHICAGO,  ILL. 


THE  \iir;isti(.n(l  Lacer  with  the  Nu- 
fashond  Fabric  Tip  is  the  one  laeer 
that  lias  a  legitimate  excuse  for  its  ex- 
istence. 

In  designing  the 
original  Nufashctnd 
Fabric  Tipped  Lacer 
we  tred  to  thiidt  of 
everything  that  the 
i  d  c  a  1  shoe  laeer 
should  have  —  then 
we  made  Nufashond 
Laeers. 

We  gave  them  a  tip  tliat  couldn't  wear 
ofit' — break  oft'  or  tear  at  fine  hosiery. 
Xufashond  Fabric  Tipped  Laeers  stay 
put.  There  is  a  profit  suggestion  for  you. 
Then,  loo,  there  are  display  cards,  signs 
and  selling  hel])s  aplenty  for  you. 
Ask  your  jobber  for  samples  and  prices. 

NUFASIIOISED 

Reading,  Pa. 


THE  FABRIC  TIP-IT  CANT  COME  OFF 
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HUMBERSTONE 


99 


Recommend  Himiber- 
Htoiie  Sandals  for  they 
always  give  satisfac- 
tion. Made  in  two 
colors — black  and  tan. 


NON-RIP  SANDAL 

i  I  innl)erHtone  Sandals  are 
built  to  wear.  Solid  leather 
is  used  throughout  with  ex- 
tra stronji-  stitchinir.  They 
won't  ri]). 


Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR 

QUEBEC 


FOOTWEAR    IN  CANADA 


63 


Penny-wise  Saving 


Of  course  you  can  get  cheaper  box  toes  than  Vulco-Units — 
but  does  it  pay?  Any  manufacturer  who  has  ever  used  them 
will  say,  no.  In  fact  Vulco-Units  are  to  be  considered  as 
something  which  yields  large  returns,  not  as  an  added  expense. 
They  not  only  preserve  the  appearance  of  the  shoe  but  give  greater  com- 
fort to  the  wearer.  Being  waterproof  and  perspiration  proof  they  are 
the  most  durable  box  toes  made. 

Be  sure  of  the  genuine  by  getting  in  touch  with  us  direct. 


BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 


Sound  Merchandise 


at  rock  bottom  prices 


THE  jobber  will  find  ample  opportunity  for  pro- 
fitable turn-over  in  our  splendid  line  of  Men's, 
Youths'  and  Boys'  shoes. 

There  is  no  better  time  than  right  now  to  get  in 
touch  with  us.  We  believe  we  can  make  you  very 
attractive  quotations. 

Ask  us  about  our  Women's  McKays. 


No.  46 


LAGACE  &  LEPINAY 

QUEBEC 


No.  60 
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Judge  It  by  Its  Users'' 

New  Castle  Kid 


BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders  too  \a.rge  or  too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


Jhrfana 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Anklh 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortuna   Machine  Co. 

147-153  Waverly  Place       -       NEW  YORK 


S.  Desrochers  F.  X.  Leblanc 

HECTOR  SHOE  CO.,  Montreal 

331  Demontigny  St.  East 


Manufacturers  of  a 

Complete 
Line  of 
Turns 

We  also  Specialize  in 
Children's  McKays 
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Reputation  and  Character 

The  high  character  of 

Maltese  Cross  Rubbers 

and 

Outing  Brand  Footwear 

has  given  this  line  its  envied  reputation.  For  twenty-five  years 
we  have  held  up  QUALITY  as  the  big  thing  before  the  eyes  of 
our  workers,  and  QUALITY  never  had  a  truer  meaning  than 
when  applied  to 

Maltese  Cross  Rubbers 

and 

Outing  Brand  Footwear 

Dealers  who  sell  Maltese  Cross  lines  always  have  satisfied 

Customers. 

Write  for  prices  and  terms. 


Gutta  Percha  &  Rubber,  Limited 

Head  Office  and  Factory,  Toronto 

Branches  in  leading  cities  of  Canada. 
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PAPER 

BOXES 


We  manufacture  paper  boxes  of 
every  description  for  Boots  and 
Shoes.  Send  us  your  enquiries 
stating  sizes  and  quantity. 

THE  HOUSE  OF  SERVICE 

THE 

King  Paper  Box  Co. 

Limited 
Everything  in  Paper  Boxes. 

864  LASALLE  AVENUE,  MONTREAL 

PHONES:    LASALLE  440—2085 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  E.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYRT'LTD.''^«o'W^^FArQu'^^ 


DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 

by  specifying 

Barbour's  Xm"  Linen  Threads 


You  can  pay  less;  but  you'd  better  not; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


locksiirchTlirei 


Toronto 


Quebec 


FRANK  &  BRYCE,  LIMITED 
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There^s  Only  One  Way 
to  Reach  These  People 

and  it  helps  to  reach  the  others,  too! 

Think  of  the  hundreds  of  Union  men  and  Union  women 
in  your  town — are  you  ignoring  their  business  entirely? 
There's  only  one  way  to  reach  them,  and  that  is  to  carry 
the  Union  Stamp  on  the  shoes  you  have  to  sell.  They'll 
surely  look  for  it  and,  not  finding  it,  they  will  go  out. 

There  are  any  number  of  manufacturers  making  any  num- 
ber of  grades  and  styles  of  shoes  that  carry  the  Union 
Stamp.  You  have  a  wide  field  to  choose  from— so  why 
not  be  sure  of  appealing  to  ALL  the  people  all  the  time,  by 
having  the  Union  Stamp  on  your  stock. 


Boot  and  Shoe  Workers'  Union 

Affiliated  with  the  American  Federation  of  Labor 
246  Summer  Street  Boston,  Mass. 

COLLIS  LOVELY,  Gen' 1  President        CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas. 


.WORKERS  Wm/ 


-^VJ-  <3^_ 

vWORKERs  mm. 
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The  Coming  Season  Will  Experience 
a  Strong  Demand  for  Patents 

This  is  the  opinion  held  by  many  prom- 
inent shoemen  who  attended  the  Con- 
vention. If  this  is  true -and  there  is 
every  indication  of  its  being  so  -  the  alert 
manufacturer  will  immediately  see  that  his 
trade  is  adequately  supplied. 
Of  course,  the  Patent  Leather  used  must  be 
of  the  finest  to  ensure  complete  success  — 
which  in  other  words  mean:  CLARKE'S 

There  is  no  better  time  than  now  to  write 
for  samples  and  prices. 

A.  R.  CLARKE  &  CO.,  LTD. 

MONTREAL   TORONTO  QUEBEC 


.  XI.-No.  9 


Toronto,  September,  1921 


A  Better  Shoe  in  Every  Way  by  the 
Use  of  Bennett  Counters 


A  better  looking,  better  wearing  and  a  more  comfort- 
able shoe  is  made  possible  by  the  use  of  Bennett 
Counters— which  in  other  words  merely  means  a  more 
saleable  shoe. 

[f  you  have  never  examined  samples,  why  not  write  us 
now  ? 

Made  by  the  largest  shoe  fibre  manu- 
facturers in  the  British  Empire. 

BENNETT  LIMITED 

CHAMBLY  CANTON      -      -      -  QUEBEC 

BENNETT 

DEPENDABLE  COUNTERS 
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Panco  Sta-Tite  Heels 
Need  No  Cement 


A  new  product  entirely  different  from  anything  else  now  on  the  mar- 
ket. Note  its  features:  Guaranteed  to  outlast  leather  two-to-one,  ab- 
solutely waterproof,  non-conductor,  relieves  calloused  feet.  Worn  by 
every] )ody — men,  women,  ciiildren.  for  every-day  wear,  also  for  golfing, 

hiking,  etc. 


That  it  is  proving  immensely  popular  with  l)oth 
rcpaii'iiK^n  and  the  public  is  shown  by  the  hun- 
dreds of  unsolicited  testimonials  we  have  re- 
ceived. ITndoui)tedly  it  is  making  for  better 
business  wherever  used. 


Panco  Soles  Avill  not 
break  away  or  split  in 
the  stitches.  The  pat- 
ented reinforced  fabric 
insertion  prevents  sole 
pulling  over  the  nails  at 
the  shank.  No  skiving 
of  shank  is  necessary. 
:\rade  in  both  black  and 
tan. 


A  Boon  to 

Letter  Carriers, 
Policemen, 
Firemen, 
Milkmen, 
Conductors, 
Railroad  Men 
and  all  Outdoor 
Workers. 


PANTHER  RUBBER  CO.,  LIMITED 

General  Offices  and  Factory: 

SHERBROOKE        :  :  :  QUEBEC 
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The  modern  daylight  factory  where  Dupont  &  Frere  footwear  is  made 


Samples  are  now  ready  in  **Stand- 
ard  Goodyears"  in  Men's  and 
Women's,  also  Men's,  Women's 
and  Boys'  McKays. 

Our  travellers  will  be  on  the  road 
after  September  1st  with  a  full 
range  of  the  latest  models. 

May  we  ask  that  you  hold  your 
orders  until  you  have  seen  them? 

It  will  pay  you  to  keep  your  order 
until  you  see  our  lines,  on  account 
of  their  special  low  prices. 


Dupont  &L  Frere 

Makers  of  Good  Shoes 
301  Aird  Avenue  Montreal 
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QUALITY 

Is  the  true  test 
of  cheapness 


We  have  the  best  hnes  at  the  price  in 

Women's 

Standard  Welts  and  McKays, 
Canvas,  both  White  and  Brown 

Men's 

Welts  of  all  kinds — White  and 
Brown  Canvas,  Goodyear  and 
McKays. 

Complete  Lines  in  Boys',  Youths', 

Misses'  and  Children's  McKays. 

Men's  turn  Slippers.        Women's  turns  with  cushion  soles. 

Dufresne  &  Locke,  Limited 

Montreal 
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ST,  HYACINTH E. 
CANADA. 


Include  these  three  models 
in  your  Fall  buyin 


It  is  only  necessary  to  see  the  Yamaska  sam- 
j)les  for  Fall  to  realize  that  the  wliole  range  is 
one  of  unusual  merit. 

That  they  are  going  to  be  big  sellers  there 
is  no  doubt.  Yamaska  workmanship,  style 
and  value  will  make  them  so.  Don't  wait, 
send  your  order  at  once  for  sorting  up  your 

stock. 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our  side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-11. 

No.  311.  Women's  and 
Growing  Girls'  McKay, 
Bal.  Made  in  Gunmetal 
Calf,  Dongola,  Mahog- 
any Velour  side  or  pat- 
ent vamp  and  dull  top. 
Sizes  3-7. 

No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metalf  Calf,  Dongola, 
Mahogany  Velour  side, 
and  Patent.    Sizes  3-7. 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  -  Quebec 


« 
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The  Little  Touch  of  Style 

that  makes  the  whole  world  buy 


D 


O  you  fully  realize  the 
part  style  is  playing  in 
today's  business?    Do  you 
^  know  what  effect  the  added 

touch  of  style  would  have 
on  your  sales?  And  do 
you  know  that  it  is  our  bus- 
iness to  supply  that  style  ? 

No  matter  what  your  output 
or  where  you  happen  to  be 
located,  this  service  can  be 
yours. 

Let  us  talk  the  matter  over. 


United  Last  Company,  Limited 

MONTREAL,  P.  Q. 


When  in  Toronto  make  our  office  your  headquarters,  64  Wellington  Street  West, 
Room  212,   Telephone  Adelaide  4499 
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Style-the  Powerful  Factor 
in  Feminine  Footwear 


JJ/HATEVER  may  be  said  upon 
rr     the  subject,  most  merchants 
will  agree  that  style  sells  the  biggest 
majority  of  feminine  customers. 


Some,  no  doubt,  demand  a  shoe  that 
will  give  the  greatest  wear  —  all  ex- 
pect a  reasonable  length  of  service. 
But  style  is  the  powerful  factor.  It 
is  the  drawing  card  which  makes 
people  pause  in  front  of  your  window 
and  enter  your  store  to  buy. 

Think  what  a  showing  a  group  of 
'*  Classics  "  would  make  in  your 
window  !  Think  of  the  business 
that  would  be  yours,  and  then  get  in 
touch  with  us  for  your  spring  re- 
quirements. 


A  Getty  &  Scott  two-strap. 
All  leatliers 


GETTY  AND  SCOTT  LIMITED 

Makers  of  '■'^  Classic  "  Shoes  for  Women  &  Childien 

GALT      -  ONTARIO 
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The  Autumn  Months 

bring  a  return  of  better 
business 


Summer  is  over.  Vacations  have 
been  spent  and  folks  are  flocking  back 
to  their  homes — and  work.  • 

From  now  on  the  merchant  may 
safely  look  for  more  lively  business. 
He  should  be  ready  for  it  with  a 
stock  that  is  complete  from  end  to 
end.  He  should  be  able  to  show  his 
trade  something  new  and  tempting. 
(This  is  a  time  of  the  year  when  such 
goods  are  most  appreciated.) 

Let  us  help  you  get  this  extra  busi- 
ness the  Autumn  Months  bring. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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East  or  West,  you  can  have  the 
newest  styles  delivered  while 
they  are  still  new 

Distance  make  no  difference  to  the 
"House  of  Robinson.  " 

You  may  be  situated  in  the  largest 
eastern  city  or  the  smallest  prairie 
town.  The  same  styles,  the  same 
service,  the  same  prices,  the  same 
satisfaction  will  be  yours. 

Just  now  would  be  an  excellent  time 
to  test  the  truth  of  this.  Why  not 
send  us  a  trial  order? 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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ESTABLISHED  I903 


Are  You  the  Man? 


\  RE  you  making  an  effort  to  increase 
your  business?   Are  you  determined 
to  keep  down  your  inventory?    Are  you 
anxious  to  turn  over  your  capital  more 
often? 

If  you  can  say  "YES"  to  these  questions, 

and  if  there  is  no  STRIDER  SHOE  agency 

in  your  town,  you  will  be  interested  in  our 

IN  STOCK  department. 

We  carry  in  stock  over  30  lines  of  Men's  and 

Women's  Fine  Welts  in  High  Shoes  and 

Oxfords. 

"STRIDER  SHOES"  ARE  THE  MOST 
PROFITABLE  WELTS  YOU  CAN  SELL 


SAMPLE  PAIRS  OF  ANY  LINE  ON 
REQUEST 

EAGLE  SHOE  CO.  LIMITED 

587  BEAUDRY  STREET  MONTREAL 


By  Every  Standard  of 
Comparison  "STRIDER 
SHOES"  are  Better 


Now  Ready  to  Ship. 

No.  6016.  Men's  Duchess 
Brown  Calf,  Ball  Strap  Ox- 
ford. On  Last  No.  60.  A 
smart  square  French  Toe. 
Carried  in  stock  C  width, 
sizes  5-10. 


No.  6017.    As  above  on  Last 
'34,  which  is  a  semi-recede 
toe. 


These  are  both  big  sellers. 


No.  5014  Royal  Purple  Rena 
Oxford,  Single  sole,  last  406, 
C  &  D  width,  sizes  2-7.  Price, 
$5.00. 
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The  Beauty  of  the  Toe 

Keep  it  there  with  a 

VUIiCO-UNIT 
BOX  TOE 

Sold  only  by 

BECKWITH  BOX  TOE  LIMITED 

SHERBROOKE,  QUEBEC 
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In  the  eyes  of  Man 

-the  sales  power 
is  still  the  best 
TEST  of  VALUE 


The  sale  of  Tetrault  Shoes  leads  by  far  that 
of  all  other  Canadian  shoe  manufacturers. 
The  natural  conclusion  is  Buy  Tetrault  Welts, 
which  are  the  standard  men's  shoes  in  Canada. 

If  you  buy  quality,  not  discounts;  selling 
features,  not  prices;  you  will  naturally  look  to 
Tetrault  for  your  supply  of  men's  Welt  Shoes. 

To  be  imitated  is  the  sincerest  compliment. 

Many  factories  are  trying  to  make  shoes  like 
Tetrault,  but  they  fail  in  working  out  those 
essential  details,  which  characterize  our  shoes 
and  make  them  the  acknowledged  standard 
of  Men's  Goodyear  Welts  in  Canada. 

The  leading  Jobbers  throughout  Canada  carry 
an  extensive  range  of  our  lines. 


The  Tetrault  Shoe  Manufacturing  Company 

Limited 

MONTREAL  -  CANADA 


FOOTWEAR    IN  CANADA 


13 


NEW  WAREHOUSE 

of 

The  Breithaupt  Leather  Co.,  Limited 

and 

Lucien  Borne 

in 

QUEBEC  CITY 


BETTER  SERVICE  in  BETTER  LEATHER 

The  increased  demand  for  a  sole  leather  of  exceptionally  high  wearing  quality,  necessitates  increased  facilities 

for  service  in  the  Qneliec  district. 


Mr.  Lucien  Borne  and  Staff 
welcome  the  Trade  to  our  new  quarters. 


The  Breithaupt  Leather  Company,  Limited 

Manufacturers  of  "The  Standard  of  Canadian  Sole  Leather" 
Sales  Offices:    KITCHENER,  TORONTO,  VANCOUVER,   MONTREAL,  QUEBEC 
Tanneries  at:    PENETANG,  HASTINGS,  KITCHENER,  WOODSTOCK,  BURK'S  FALLS 
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Brand  of 
Rubber  Footwear 
Canvas  Rubber-Soled  Shoes 
Felt  Shoes  and  Slippers 


IS  NOW  ON  THE  MARKET 


Manufactured  and  sold  by 


Ames  Holden  McCready,  Limited 

Halifax,    St.  John,    Quebec,     St.  Hyacinthe,     Montreal,    Ottawa,    Toronto,    Kitchener,    London.    Winnipeg,  Regina 

Saskatoon,    Edmonton,    Calgary,  Vancouver. 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  256  Lemoine  St. 


TANNERS  AND  CURRIERS 

Chrome  Patent  Sides 
Dull  Chrome  Sides 
Bright  Boarded  Sides 
Retan  Storm  Leather 
Chrome  Tongue  Splits 

The  Robson  Leather  Co.  Limited 

MONTREAL  OSHAWA  QUEBEC 


Tan  Chrome  Sides 
Mahogany  Chrome  Sides 
Royal  Purple  Chrome  Sides 
Elks,  various  colors 
White  Buck 
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The  Man  Who  Dared— 

I  feel  that  if  I  had  not  taken  the  Training  Course  I  would  never  have 
dared  try  for  this  position.  " 


HENRY  BROSELL,  a  retail  shoe 
salesman  in  Hibbing,  Minnesota, 
wrote  the  above  printed  words  to 
the  Retail  Shoe  Salesmen's  Institute, 
after  he  had  finished  the  Training 
Course  and  received  his  diploma. 
He  has   just   been   made  assistant 
manager  and  buyer  in  that  city. 
He  secured  this  advancement,  with 
the  accompanying  increased  emolu- 
ments, and  the  enlarged  opportunity, 
because   he   prepared   for    it— the 
Training  Course  was  the  basis  of  that 
preparation  and  that  advancement. 
He  says  so. 

Do  you  think  it  paid  Henry  Brosell 

to  take  our  Course? 

Do  you  think  it  paid  him  to  put  in 

some  time  studying  the  Training 
Course  ? 


The  Training  Course  is  a  light  that 
helps  retail  shoe  salesmen  to  find 
their  way  to  advancement. 


Every  year  the>e  are  10,000  ])romo- 
tions  in  the  shoe  trade. 
Every  year  several  thousand  retail 
shoe  salesmen  are  advanced. 
Every  year  several  thousand  retail 
shoe  salesmen  increase  their  earn- 
ings, increase  their  prestige,  increase 
their  opportunity. 

But  alas,  not  every  retail  shoe  sales- 
man is  advanced  in  any  of  these 
things. 


"It  is  really  remarkable  to  me 
the  knowledge  gained  from  the 
Course.  To'  my  mind  the  shoe 
salesman  not  taking  the  Course 
is  working  in  the  dark  and  like 
a  fish  out  of  water.  I  feel  proud 
to-day  to  think  that  less  than  12 
months  ago  I  was  handed  those 
Retail  Shoe  Salesmen's  papers 
by  the  general  manager  of  the 
Hudson's  Bay  Co.  here.  It  was 
the  start  of  my  aiming  higher, 
M'hich  I  hope  to  continue 
through  your  guidance." 

Percy  Plowman, 
Alberta,  Canada. 

Are  you  "working  in  the  dark,"  like 
"a  fish  out  of  water?" 


"I  would  not  be  without  the 
Course  for  a  thousand  dollars. 
There  is  not  a  day  that  some- 
thing does  not  turn  up  in  which 
it  has  helped  me." 

G.  J.  Kramer, 

Tulsa,  Okla. 


The  Training  Course  helps,  every 
day. 


"Want  to  say  that  I  am  very 
well  pleased  with  the  Course 
aiul  would  not  take  five  times 
the  cost  of  it  and  do  without  it. 
You  can  refer  any  one  to  me 
that  wants  to  ask  about  the 
Course,  would  be  very  glad  to 
tell  them  how  much  it  has  been 
worth  to  me  so  far,  and  I  still 
feel  that  I  have  only  touched  on 
the  possibilities  of  it." 

J.  R.  Warren, 

Altus,  Okla. 


It  isn't  what  v/e  say  about  the  Train- 
ing Course,  nor  what  we  think,  it  is 
the  opinion  and  testimony  of  those 
who  are  enroled  in  the  Course  that 
must  be  the  final  judgment.  What 
Mr.  Warren  says  is  based  on  his  own 
experience.    He  knows. 


Thonuis  M.  Stickley,  with  Hanan  & 
Son,  in  their  Boston  store,  has  been 
selling  shoes  for  sixteen  years. 
Listen  to  what  he  says : 

"It  gives  me  great  pleasure  to 
give  a  word  of  praise  to  your 
well  planned  and  instructive 
Course  of  training  for  retail 
shoe  salesmen.  The  best  way  to 
secure  that  knowledge  is  in  tak- 
ing the  Course  that  your  Insti- 
tute has  so  carefully  mapped 
out  for  the  retail  shoe  salesmen. 
Day  by  day  it  is  helping  me  to 
improve  my  selling  ability.  I 


N.   ^'!'  J 


If  I  couUI  Hay  just  on«>  thing  to  »Tery 
rcluil  HhiMt  Halesnian,  b«'Binner  or  ve:- 
eran,  it  woultl  be  this,  the  words  of 
Fxluarrt  K.  .Stout,  Indianapolis  retail  shoe 
merchant:  "The  quality  of  your  work 
depends  upon  the  quality  of  your 
thought."  The  business  brain,  like  the 
body,  must  be  fed  goml  food  anil  be  ex- 
ercised if  it  In  to  develop. 

.VKTHLR  I..  EV.VNS, 

Presiden.. 


shall  always  praise  your  fine 
work  and  recommend  it  to  the 
selling  force." 

Listen  to  what  a  Canadian  retail 

shoe  dealer  says: 

"The  salesmen  show  a  real  in- 
terest and  each  one  takes  his 
full  share  in  the  discussion. 
Many  little  personal  habits  and 
failings  have  been  discussed  and 
joked  over  in  a  friendly  way 
with  the  boys.  In  this  way  the 
effect  of  the  meetings  gets  right 
down  to  'brass  tacks'  and  the 
fellows  get  pulled  out  of  the 
ruts. 

"Well-known  customers  have 
been  discussed  and  methods 
suggested  on  the  best  way  to 
handle  such  people. 
' '  The  boys  keep  on  checking 
one  another  up  in  the  store 
with  'the  book  doesn't  tell  you 
to  do  it  like  that'  in  a  joking, 
friendly  way — but  which  'gets 
there'  with  results  in  impressing 
the  need  for  adopting  improved 
methods. " 

S.  Rowland  Hill,  Jr., 

London,  Ontario. 

Every  retail  shoe  salesman  will  ben- 
efit by  reading  our  free  60-page 
booklet  "The  Road  to  Advancement 
for  Retail  Shoe  Salesmen."  Fill  out 
and  mail  the  coupon  to-day. 

KETAII,  SHOE  SALES>IEN'S  INSTITUTE 
727  .Xtlantio  Ave.,  Boston,  Mass. 
Please  send  without  oblieation  complete  infor- 
mation on  the  Training  Course  for  Retail  .Shon 
Salesmen. 

Name  

Address  

With  what  firm  

F.C. 


RETAIL  SHOE  SALESMEN'S  INSTITUTE 

"  The  College  oj  the  Retail  Shoeman  " 

BOSTON,  MASSACHUSETTS 


727  ATLANTIC  AVENUE 
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ECLIPSE 


School  Days 

— are  here  again,  and  with 
them  comes  the  call  for  juv- 
eniles that  will  stand  up  day 
in  and  day  out. 

The  careful  parent  buyer  is 
looking  for  Eclipse  Shoes. 
The  wise  dealer  will  be  able 
to  supply  the  demand. 

There  issimply  nothingbetter 
than  this  sturdy  Hygienic 
Footwear  for  school  wear. 
Its  sound  satisfaction  makes 
it  a  steady  repeater  for  sales 
season  after  season,  and  the 
goodwill  which  has  been  in- 
separably linked  with  the 
Eclipse  name  should  be  an 
asset  to  every  retailer. 

The  Gait  Shoe  Manufacturing  Co, 

Limited 

Gait      -      -  Ontario 


Representing  the 
highest  grade  and 
most  complete  line 
of  juvenile  footwear 
made  in  Canada. 
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LIFE-BUOY 

Outing  Shoes 
for  1 922 


Life-Buoy  Styles  are  consis- 
tent with  the  popular  demand. 
Our  models  represent  the  choice 
of  the  buying  public. 

If  Quality  and  Wearing  Re- 
sults count,  you  cannot  do  bet- 
ter than  stock  Life-Buoys. 

An  inferior  quality  is  dear  at 
any  price. 


Women's  MILAN 
A  popular  Life-Buoy  line 


WAIT  for  the 
LIFE-BUOY  MAN. 


The  Kaufman  Rubber  Co.,  Limited 

Head  Office  and  Factory   —   KITCHENER,  ONT. 


LONDON  :    342  Richmond  Street  TORONTO  ;     80  Bay  Street 
OTTAWA:  282  Wellington  Street       MONTREAL  :  137  McGill  Street 
QUEBEC  :  615  St.  Valier  Street 
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Our  Specialty 

Boys',  Youths',  Little  Gents',  Growing  Girls',  Misses', 
Children's  and  Infants'.   Also  medium  grade  Women's 
McKays,  and  Imitation  Welts. 


Charbonneau  and  Degruise 

636  Craig  St.  East  MONTREAL,  P.  Q. 
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Step  on  this  accelerator  if  you  want  to 

speed  up  your  sales 

You'll  say  it's  some  accelerator,  too.  A  new  colored  calf  Ball  Strap 
Oxford  showing  the  semi-square  toe.  An  in-stock  model,  which  means 
shipment  as  soon  as  your  order  is  received. 

Just  try  it  once  and  we  know  that  speedmeter  on  your  sales  'bus  will 
climb  to  new  heights. 

This  is  the  shoe  to  tone  up  your  stock 

Daoust,  Lalonde  &  Co.,  Limited 

Montreal,  Que. 
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Men^s  "HAND-LASTED^^  High-Grade 
Goodyear  Welt 

Travellers  are  now  on  the  Road 

The  new  lines  of  "  HAND-LASTED  "  Goodyear  Welts 
our  salesmen  are  showing  are  particularly  pleasing  and 
priced  right,  and  they  are  up  to  the  usual  high  stand- 
ard expected  of  our  shoes — only  solid  leather  counters, 
insoles  and  box  toes  being  used. 

HOLD  YOUR  ORDERS  FOR  OUR  TRAVELLERS 

Standard  Welt  Co.  Ltd. 

3  St.  Alexander  Street 

MONTREAL  :  :  QUEBEC 


24 


FOOTWEAR    IN  CANADA 


Smart  Window  Displays  Made  Possible  by 
the  Use  of  Clatworthy  Fixtures 


In  the  various  period  designs  these  fixtures 
present  a  charming  appearance  that  never 
fails  to  attract  people  to  your  store. 
They  are  obtainable  in  two  finishes  -- 
Old  Ivory  and  Roman  Gold. 


Now  is  the  time  to  order  before  the  busy 
Fall  season  sets  in. 

If  you  have  not  yet  received  our  new 
illustrated  catalogue,  write  for  it  today. 


Clatworthy  &  Son,  Limited,  Toronto,  Canada 


HALIFAX  :-  D.  A.  Gorrie,  Box  273. 
QUEBEC  :-  Nap.  Debigare,  205  Des  Fosses  St. 
VANCOUVER  :-  M.  E  Hatt  &  Co.,  315  Homer  St. 


Western  Representative 
S.  J.  Barley. 
Royal  Alexandra  Hotel,  Winnipeg. 
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Fall  Trade  Sellers-Patent  Leather-Black  Suedes 
Browns — Satins— Made  Especially  for  Each 
Material  —  A  Griffin  Guaranteed  Preparation 


"  French 
Dressing'' 

Self-Shining 

Contains  no 

Harmful 
Ingredients 

A  BIG  SELLER 

Profitable 


A  PROFITABLE 
GUARANTEED 
LINE  SOLD  BY 
THE  BEST  SHOE 
STORES 

Prices  and  Samples 
gladly  on  request 


"Bronze" 

A  Real  Fine 
Natural 
Bronze 

BLACK 
SHOES  MADE 
BRONZE 

Two  Sizes 


C.  S.  F.  Co.  Greater  Service— Now  Open 
MONTREAL  WAREHOUSE 

In-Stock  Department  shipping  Maritime  Provinces.  All  buying  and  correspondence  through  Toronto  office 
2  WAREHOUSES  IMMEDIATE  SERVICE  2  WAREHOUSES 


Griffin  Lotion 
Cream 

For  Patent  Leather,  Kid 
or  Calf  Shoes 
Easily  Applied 

Softens  -  Cleans  -  Polishes 

CoLOKs— Tan,  Dark  Brown, 
Black  or  White. 


Black  and  Grey  Suede  Liquid 

Will  not  lay  the  nap 
Used  by  finest  shoe  factories 


22  Colors— Suede  Sifter  Powders 

To  Match  Every  Shoe 

PATENT  BOTTOM 


TRADE  1^^^^  M»BK  '''ii 

liffin  Suede  Powi 

Ipl-EANS  AND  RECOLOp-  . 


^PE  AND  NAPPY  LEATHER  fOO'lP' 
Ij  PUT  UP  IN  ALL  COLORS 


III  iiiiiii  mi}}}^ 


Saili 


Also  put  up  in 
BAGS 
and  magical  form 

Same  grade  powder, 
cheaper  form 
containers 


Quick  Cleaning 
Fluid 

"UNBURNABLE" 

Cleans  Silk,  Satins 
Shoes  and  Gaitors 


<iHm  iws 

QUICK 

/'I 

1 

CLEANING 

FLUID 

n !  \\> 

,  Silkj,  S«f(lis,l««s.|J|j,„ 
Wp  Dull  KkI  JlOTsT,;^, 

■ 

Clippers 
,  **ile  aid  Cstwd  qotf,  Top 
Ositers  affll  Sp^ 

■  Ni«ll  0»s,  sliM  Stops  and 
wpflrtoetn  Store* 

Canadian  Shoes-Findings-N ovelty  Co, 

2  Trinity  Square,  Toronto,  Canada  Branch  No.  1—153  Peel  St.,  Montreal 
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IN  STOCK 

for  immediate  delivery 


School  days  are  once  more 
here,  which  always  mean  a 
quickening  of  "  Renown  " 
sales.  Do  not  be  caught 
with  empty  shelves,  but 
send  in  your  orders  right 
away.  At  the  prices  now 
being  quoted  you  cannot 
possibly  do  better.  The 
quality  is  there. 


MISSES 


300— Girl»  Gun  Met.  Blue, 
400— Milt  Gun  Met.  Blue. 
310— GitU  Gun  Met.  Bal. 
410— Miss  Gun  Met.  Bal. 
313— Girls  Brown  Calf  Bal. 
413 — Miss  Brown  Calf  Bal. 


R 
E 
N 
0 
W 
N 


GROWING  GIRLS 

900 -Gr.  Girls  Gun  Met.  Bal. 
903— Gr.  Girls  Brown  Calf  Ba'. 


YOUTHS 

600— Gents  Gun  Met.  Blue. 
700— Youths  Gun  Met.  Blue. 
603  -  Gents  Brown  Calf  Blue. 
703— Youths  Brown  Calf  Blue 


BOYS 


800— Boys  Gun  Met.  Blue. 
810— Boys  Gun  Met  Bal. 
813— Boys  Brown  Calf  Bal. 


ILamatedl 

ONTARIO 


GALT 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
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A  Species  Fast  Disappearing 


One  of  Footwear's  subscription  solicitors,  a  man 
by  the  way,  who  has  a  wide  knowledge  of  the  in- 
dustry and  many  friends  among  its  operators  and 
who,  in  addition,  rarely  finds  it  necessary  to  accept 
"  No"  for  an  answer,  recently  struck  a  snag  and  re- 
ported as  follows:  "Would  not  even  look  or  talk 
about  'Footwear'— did  not  want  it.  No  use  to  keep 
this  firm  on  the  prospect  list— they  are  forty  years 
behind  the  times." 

Of  course  you  would  naturally  expect  one  of  our 
subscription  solicitors  to  consider  a  man  who  was  not 
interested  in  "Footwear"  about  forty  years  behind 
the  times,  but,  joking  aside,  it  is  a  fortunate  thing 
for  the  industry  there  are  comparatively  few  speci- 
mens of  this  species  still  extant.  A  man  who  will 
not  look  at  a  trade  magazine,  or  talk  about  it,  is 
either  very  busy  or  very  hopeless.  The  man  who 
does  not  want  information  about  his  own  business 
is  a  draw-back  in  that  business. 

This  question  of  refusing  to  discuss  with  a  sol- 
icitor or  salesman  the  product  he  represents,  though 
it  touches  us  intimately  in  the  present  instance,  has 
a  very  general  application.  We  have  even  heard  of 
retailers  refusing  to  see  travellers'  samples,  refusing 
to  sit  back  in  an  arm-chair  and  discuss  the  gossip  of 
the  trade — refusing  to  go  to  school,  so  to  speak,  to 
the  best  teacher  a  retail  shoeman  could  possibly  find 
—the  shoe  traveller.      Surely  this  is  a  mistake.  We 


have  thought  and  said  so  many  times,  and  we  believe 
there  are  comparatively  few  retailers  today  who  do 
not  look  forward  with  eagerness  to  the  arrival  of  the 
travelling  salesman  with  his  fund  of  valuable  inform- 
ation. 

The  most  important  thing  from  the  salesman's 
viewpoint  is  not  so  much  whether  he  makes  a  sale 
as  whether  he  is  received  as  one  man  should  receive 
another.  We  are  all  human  beings,  made  of  the 
same  clay.  We  live  about  the  same  length  of  time, 
and,  within  narrow  limits,  develop  about  the  same 
number  of  bad  habits.  Why  should  we  not  be  de- 
cent to  one  another? 

We  are  pleased  to  believe  that  this  self-satisfied 
type  of  shoe  retailer  ---this  man  who  feels  he  knows 
enough  about  his  business — is  fast  disappearing-. 
The  industry  will  be  so  much  the  better  when  the 
species  becomes  extinct. 

Advertising  Progress  in  Periods  of  Depression 


A  striking  article  has  recently  come  to  our  attention, 
headed,  "  It  is  Easier  to  Make  Advertising  Progress 
during  Periods  of  Business  Depression."  The  writer 
draws  a  comparison  between  military  tactics  and 
advertising  tactics,  pointing  out  that,  as  the  victories 
of  NaJpoleon  were  largely  due  to  his  ability  to  take  his 
adversaries  by  surprise  by  striking  hard  at  the  proper 
moment,  so  too  the  biggest  conquests  in  the  world  of 
business,  have  been  made  by  men  who  took  prompt  and 
decisive  action  while  the  others  were  hesitating. 
"  Great  advertisers,"  says  the  author,  "  are  always  out- 
flanking their  comipetitors,  usually  taking  them  by  sur- 
prise. Particularly  is  this  true  during  periods  of  busi- 
ness depression,  when  men  of  little  courage  think  it 
is  no  use  to  advertise.  It  is  also  true  to  a  lesser  degree 
during  times  of  great  prosperity  when  men  of  no 
vision  imagine  that  it  is  unnecessary  to  advertise." 

"It  is  this  bivouacking  tendency  of  his  competitors," 
he  continues,  "  that  gives  the  seasoned  advertiser  his 
best  opportunity.  By  attacking  the  market  when  his 
comipetitors  are  at  rest,  he  is  usually  able  to  conquer  it 
and  drive  them  from  their  positions  before  they  are 
aible  to  assemble  their  forces  to  resist  the  onslaught- 
Advertising  forces  cannot  be  mobiliz'cd  quickly.  It 
takes  time  for  advertising  to  attain  its  object.  The 
advantage,  therefore,  is  entirely  with  the  aggressor. 
In  playing  cards,  in  playing  tennis  or  golf  or  baseball, 
in  love — in  fact,  in  all  the  afifairs  of  life — w'hether  per- 
sonal or  business,  the  fellow  who  gets  the  bulge  on  his 
antagonist  is  the  one  who  follows  up  his  advantages 
the  hardest." 

The  writer  goes  on  to  cite  a  number  of  firms  whose 
reputations  are  continent-wide,  and  points  out  that  it 
is  when  competitors  are  going  into  permanent  winter 
quarters  that  these  concerns  prepare  to  take  the  field. 
The  usually  increase  their  appropriations  just  at  the 
time  when  others  are  curtailing-  their  advertising. 

In  answer  to  the  question,  "  How  can  these  com- 
panies afford  to  increase  their  investments  in  the 
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market  in  periods  of  business  stagnation?  Are  they 
not  paying  more  for  sales  than  the  business  is  worth?" 
this  authority  declares  that  "  there  is  no  business  de- 
pression in  the  affairs  of  the  aggressive  operator."  It 
has  been  asserted  that  even  in  times  of  panic,  the 
country  does  80  per  cent,  of  its  normal  business.  Of 
course  all  industries  do  not  keep  their  sales  up  to  that 
level ;  some  may  drop  to  sixty,  or  fifty,  or  even  forty  per 
cent.  But  on  the  other  hand  some  do  not  suffer  at  all — ■ 
they  may  actually  show  an  increase  during  the  depress- 
ion. The  average  concern  does  but  a  very  small  per- 
centage of  the  business  in  its  line.  What  difference, 
then,  does  it  make  if  the  entire  industry  should  fall  off 
20  or  30  per  cent,  An  aggressive  and  efficient  organ- 
ization need  not  lose  any  of  its  share  just  !)ecause  the 
industry  is  lagging. 

The  article  from  which  we  have  quoted  fefeis  par- 
ticularly to  the  manufacturing  industry,  'but,  in  a  gen- 
eral way,  the  remarks  apply  to  the  retail  trade  with 
equal  force.  There  is  no  doubt  whatever  that  it  is 
under  such  conditions  as  exist  at  present  that  the 
real  business  man  makes  the  greatest  gain  over  his 
less  active  and  resourceful  competitors,  it  is  when  the 
general  tendency  is  to  mark  time  that  the  forced  march 
is  most  likely  to  be  effective  is  seizing  an  advantageous 
position.  This  is  no  time  to  cease  advertising,  no  time 
to  make  a  halt  and  rest ;  it  is  the  psychological  moment 
for  aggressive,  decisive  and  carefully-planned  action- 

Wear  a  Good  Pair  Yourself 

It  was  a  good  slogan  they  had  at  the  National  Shoe 
&  Leather  Exposition  held  in  Boston  some  weeks  ago : 
"  Wear  a  good  pair  yourself."  That  is  a  sound  piece 
of  advice,  which  obvious  though  it  may  seem,  strangely 
enough  requires  to  be  emphasized  in  some  quarters- 
More  than  once  we  have  seen  salesmen  in  shoe  stores 
wearing  shoes  that  might  have  been  alright  if  they 
were  hidden  underneath  a  desk  during  the  day  and 
only  displayed  on  hoard  an  8  o'clock  or  5.30  street  car, 
but  which  had  certainly  no  place  in  a  footwear  estab- 
lishment unless  on  the  feet  of  a  customer  needing  a 
new  pair. 

It  is  quite  natural  and  logical  on  a  customer's  part, 
to  judge  the  shoeman's  knowledge  of  footwear  and  his 
discrimination  in  the  matter  of  style  by  the  shoes  he 
wears.  Doubtless,  too,  the  same  consideration  will, 
in  many  instances,  influence  her  in  the  formation  of 
an  opinion  regarding  the  quality  of  product  the  store 
carries.  And,  certainly,  she  would  be  quite  justified 
in  a  lack  of  confidence  in  the  good  taste  of  a  salesman 
who  was  himself  shabbily  and  unattractively  shod,  and 
would  have  good  reason  to  doubt  his  ability  to  serve 
her  satisfactorily. 

Moreover,  to  a  sensitive  and  refined  woman,  shabby 
footwear — or  shabby  apparel  of  any  kind — ^wom  by 
one  from  whom  she  is  making  a  purchase,  constitutes 
something  like  a  breach  of  etiquette.  When  you  invite 
guests  to  your  home  to  entertain  them,  you  make  it  a 
point  to  greet  them  clothed,  if  not  in  the  height  of  fash- 
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ion,  at  least  with  that  degree  of  elegance  or  attractive- 
ness which  your  circumstances  in  life  may  reasonably 
allow.  You  make  diligent  use  of  shaving  brush,  hair 
brush,  nail  brush,  clothes  brush  and  boot  brush,  until 
you  feel  you  have  attained  that  condition  which  i> 
jxjpularly  termed  well-groomed."  And  if  you  take- 
such  care  with  your  toilet,  so  that  you  may  appear  at 
your  best  to  visitors  in  your  own  home,  why  should 
you  show  less  consideration  for  the  critical  eye  of  the 
guest  you  invite  to  your  store  in  order  that  you  may 
sell  her  your  wares  and  thereby  make  a  profit  for  your- 
self. 

Her  object  in  coming  to  the  store  is,  of  course,  to 
procure  footwear,  and  not  merely  to  enjoy  the  society 
of  the  mechant  or  salesman.  Nevertheless  she  does 
want  to  make  her  shopping  transactions  as  pleasant 
and  pleasurable  as  possible,  and  if  she  sees  anything  to 
offend  her  eye,  her  mood  will  be  less  favourable  to 
■'  sale-suggestion" 

Finally,  there  is  the  effect  of  the  clothes  he  wears 
upon  the  man  himself.  Wearing  apparel  has  a 
psychological  influence.  A  soiled  collar  or  an  un- 
polished pair  of  shoes  will  give  the  average  man  a  feel- 
ing of  uneasiness  or  inferiority — unconsciously  per- 
haps, but  sitill  it  iis  there.  To  be  at  his  best  in  contact 
with  the  public,  he  must  have  the  confidence  that  he 
is  faultlessly  clothed.  He  must  be  so  satisfied 
with  his  apparel  that  he  can  forget  about  it.  For  n(^ 
one  is  this  quite  so  important  as  for  the  salesman.  In 
that  line  of  endeavour,  clothes  and  success  have  a  much 
more  definite  connection  with  one  another  than  many 
imagine.  A  millionaire  can  afford  to  dress  how  he 
likes,  well  or  ill — not  so  the  man  w4io  has  to  earn  his 
living  by  selling  goods  to  the  public.  He  can  afford 
only  to  dress  well. 

All  this  applies  to  you  Mr.  Shoe  Salesman-  And 
while  your  suit,  your  shirt,  your  neckgear  and  your 
headgear  all  are  important,  there  is  nothing  quite  so 
necessary  as  that  you  should  be  well  shod.  Your 
shoes  reflect  your  taste  in  footwear  and  the  quality 
of  the  product  you  sell.  Therefore,  "  W^ear  a  good 
pair  yourself." 


The  Secret  of  Progress  in  Salesmanship 

Remember  that  there  is  an  opportunity  for  you  to 
learn  something  every  day.  Anxiety  to  learn  is  the 
only  means  of  travel  on  the  pathway  of  knowledge,  and 
knowledge,  plus  the  energy  to  apply  it,  places  the  goal 
of  your  ambition  within  your  reach. 

When  you  are  not  actually  engaged  in  selling 
goods,  there  is  no  need  to  loaf,  even  if  you  have  the 
opportunity.  You  can  be  making  yourself  acquainted 
with  the  stock  ;  you  can  help  see  that  it  is  in  such  shape 
that  every  style  and  size  of  shoe  can  be  located  with- 
out any  hesitation  or  delay;  you  can  be  calculating 
what  is  required  to  be  brought  forward  from  the  re- 
serve stock ;  you  can  be  figuring  out  the  selling  points 
of  new  goods ;  you  can  be  chasing  dust,  etc. 
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Milady  Favors  Black  Footwear 

for  Fall  Wear 


That  black  footwear  would  predominate  was  the 
prediction  of  Irving  Grossman,  of  I.Miller  &  Sons 
in  an  address  before  a  recent  meeting  of  New  York 
state  merchants:  Mr.  Grossman  reviewed  the  style 
situation  in  a  thorough  manner,  and,  as  an  authority 
on  style,  his  remarks  will  be  of  interest  to  the  readers 
of  "  Footwear".  They  are  therefore  abstracted  be- 
low:  Taking  into  consideration  the  trend  of  fashions 
and  colors  in  the  dress  and  fashion  industries,  black 
footwear  will  predominate,  followed  by  a  substant- 
ial call  for  brown  and  tan,  and  a  limited  amount  of 
tints  of  brown  and  dark  grey. 

Brown  and  tan  are  colors  that  will  always  be  in 
popular  demand,  for  there  is  a  continued  and  ever- 
lasting call  for  these  shades  in  sturdy  models.  The 
lighter  shade  of  tan  will  be  principally  shown  in  the 
delicate  novelty  slippers,  and  some  plain  walking 
oxfords,  while  the  darker  tone  of  mahogany,  etc.,  will 
be  used  in  the  making  of  sport  and  brogue  effects. 

Although  the  demand  for  grey  has  decreased  con- 
siderably, I  feel  that  this  color  has  good  prospects, 
principally  in  beige  and  dark  gray  of  the  zinc  color. 
These  leathers  will  apear  to  some  extent  in  combinat- 
ion pumps  and  oxfords,  with  the  darker  shades  of 
brown,  tan  and  octasionally  black  calf. 

Silver,  Gold  and  Embroidered  Cloths  for  Evening 

Wear. 

Materials  for  eveing  slippers  will  point  favorably 
to  silver  and  gold,  with  the  usual  minimum  call  for 
white.  Black  and  henna  colors  are  coming  to  life 
considerably — more  so,  of  course,  in  the  bigger  cities, 
where  new  colors  schemes  are  taken  up  immediately. 
Embroidered  cloths  will  seen  to  some  extent. 

Brown  and  black  satin  will  also  have  some  call, 
especially  when  pleasantly  ornamented  with  steel 
beading.  This  latter  class  is  appropriate  for  both 
afternoon  and  evening  wear. 

For  afternoon  wear,  style  indications  suggest  that 
the  leather  will  be  called  for  in  the  following  order : 
patent  leather,  black  satin,  black  kid,  a  medium  shade 
of  tan  calf,  black  ooze,  and  the  brown  ooze.  With 
the  'late  improvements  in  the  construction  of  satin 
that  have  eliminated  the  inconveniences  previously 
experienced,  satin  pumps  will  maintain  their  popular- 
ity if  not  increase  it,  especially  so  when  pleasantly 
trimmed  with  contrasting  stitching  and  designs. 

You  may  have  noticed  that  we  have  not  encour- 
aged to  any  great  extent  brown  kid.  It  is  because  of 
difficulty  to  obtain  a  good  quality,  and  we  have 
planned  to  meet  the  brown  demand  in  style  pumps 
with  both  satin  and  ooze. 

For  street  wear  calf  skins  will  be  principally  used, 
in  both  plain  boarded  elTects  in  tan,  mahogany  and 
black.  Boarded  leathers,  in  sport  effects,  both  com- 
binations and  solid  colors,  with  Cuban  heels,  prefer- 
ably 8/8  and  12/8,  are  being  much  shown. 

Straps  Still  Good. 

Strap  pumps  are  in  to  stay  for  some  time,  and 
unless  some  sudden  change  affects  the  style  sit- 
uation, retailers  can  safely  buy  straps  for  several 
months  to  come.    We  also  feel  that  oxfords  will  pay 


an  important  part,  in  conjunction  with  leather  Cuban 
heels. 

For  afternoon  and  street  wear  we  now  have  sever- 
al classes  of  strap  styles  to  select  from :  the  one,  two, 
three  and  Grecian  sti"aps — the  one  and  two  strap 
will  be  featured  mainly  with  Louis  heels,  either 
trimmed,  stitched  with  contrasting  colors,  or  lightly 
perforated.  The  three  straps  that  have  late  come  to 
life  with  the  rntrodviction  of  sandals  will  play  an 
important  part  in  the  fall  selling.  These  sandal 
effects  call  for  centre  buckles,  and  will  be  built 
maily  on  semi-French  toes  with  covered  12/8  or  14/8 
heel.  A  good  part  of  them  will  be  sold  with  baby 
and  high  Louis  heels,  especially  in  patent  leather 
and  calf.  Simultaneosuly  with  the  introduction  of 
the  three-strap  sandal  we  feature  the  Grecian  effect, 
which  is  the  one  strap  over  the  instep  carrying  an- 
other from  the  throat  of  the  vamp  to  the  strap ;  in 
many  cases  calling  for  triangular  cutouts  on  the 
quarters.  This  pattern,  we  feel,  will  play  favorite 
in  high  Louis  afternoon  and  evening  slippers. 

Straps  for  evening  wear  will  be  popular,  and  for 
such  shoes  we  recommend  only  the  Grecian  sandal 
strap  and  the  popular  one-strap  in  both  baby  and  high 
Louis  heels. 

Cuban  Heel  Oxfords  An  Important  Factor 

Cuban  heel  oxfords  are  to  play  a  very  important 
part  in  our  fall  selling,  and  from  reports  obtained 
throughout  the  country,  and  spending  considerable 
time  in  watching  the  style  trend  of  Cuban  heels  in 
our  shop,  it  looks  as  though  brogue  effects,  centre  per- 
forated toes,  conspicuous  perforations  around  vamp, 
top  and  up-eyelet  stay,  are  logical  seillers.  We  do 
not  feel  favorably  inclined  toward  ball-straps. 

We  must  not  forget  boots-I  think  it  would  be  ad- 
viseable  for  the  retailer  to  centre  his  thoughts  mainly 
on  Cuban  heel  shoes,  such  as  brown  and  black  kid 
and  some  tan  calf.  Nothing  points  to  the  possibility 
of  Louis  heel  boots. 

As  to  Lasts 

From  our  experience  we  have  determined  that  a 
certain  length  of  vamp  or  shape  of  toe  cannot  be  de- 
termined for  countrywide  use.  The  bigger  cities, 
such  as  New  York,  Chicago,  etc.,  have  been  selling  for 
months  the  modified  French  last,  which  is  not  the 
square  toe,  bulky  appearing  pump  that  was  first  in- 
troduced to  the  retailer  as  the  French  model,  but  a 
toe  having  some  touch  of  Americanism,  slighty  re- 
ceded and  shaped.  With  such  a  last  both  the  Span- 
ish and  covered  Cuban  heel  heights  will  be  called 
for.  Although  this  French  demand  is  creating  quite 
some  consideration  throughout  the  country,  we  sug- 
gest to  the  average  retailer,  for  safe  buying,  the  pop- 
ular in.  pointed  toe  vamp  in  both  the  Louis  and 
walking  heels. 

Patterns  such  as  Grecian  sandals  and  three-strap 
sandals,  should  be  considered  first  for  the  modified 
French  toe. 

Baby  Louis  and  Walking  Heels  on  the  Increase 

In  walking  heel  models,  the  8/8  and  12/8  heel 
lasts  show  a  decided  increase.       Such  lasts  beino- 
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used  mainly  for  brogue  and  sport  effects,  and  vamps 
to  be  about  Sj/j  in.  There  is  a  possibiHty  that  on  the 
14/8  heel  we  may  experience  a  call  for  slightly  longer 
toes.  It  is  ?afe  to  suggest  that  the  average  woman 
leans  to  the  regulation  Louis  heel  for  her  style  pumps. 
As  mentioned  before,  it  is  only  in  the  larger  cities 
where  the  demand  for  more  elaborate  pumps  is  pre- 
valent tliat  the  Spanish  and  covered  Cuban  heels  are 
of  importance.  'i'he  sale  of  pumps  made  with  baby 
Louis  and  walking  heels  have  shown  a  marked  in- 
crease in  the  past  few  months ;  the  retailer  should 
watch  very  carefully  this  part  of  his  stock  and  make 
certain  that  he  has  a  sufficient  amount  on  hand  and 
coming  through  to  meet  an  increased  demand.  The 
l)aby  Louis  heel  has  been  featured  mainly  in  patent 
pumps,  and  has  helped  to  increase  the  novelty  trade 
considerably. 

Novelty  Stitchings 

Attractively  designed  stitchings  on  (quarters  are 
a  feature  which  helps  to  add  to  the  strap  patterns  the 
touch  of  newness  which  the  average  woman  requires ; 
also  the  plain  contrasting  double-row  stitch  around 
the  vamp,  top  and  straps,  and  then  the  perforations 
applied  heavily  to  walking  heel  models  and  lightly 
to  the  Louis  heel  models.  In  some  cases  under- 
lays are  suggested,  but  as  this  effect  has  been  carried 
to  the  cheaper  grades  to  a  great  extent,  it  is  wise  to 
order  underlays  as  little  as  possible.  Colored  bind- 
ings have  also  been  used  the  past  season,  but  in  this 
case  also  it  has  been  overdone  by  use  in  the  cheaper 
lines. 

Call  for  Beaded  Slippers 

Beaded  slippers  have  great  possibilities  for  fall 
selling— in  fact  we  have  already  sold  from  stock  a 
quantity  of  black  and  brown  beaded  slippers  not  too 
heavily  ornamented  but  delicately  strung  around 
throat  and  strap.  Jet  beds  should  be  bought  mod- 
erately. 

With  evening  slippers,  jewelled  pendants  attach- 
ed to  a  strap  pattern  to  fall  over  the  instep  creates  a 
very  effective  showing. 


August  Business  in  Shoe  Factories 
Shows  Marked  Improvement 

Reports  to  the  Shoe  Manufacturers'  Association  of 
Canada  from  the  boot  and  shoe  factories  in  the  Mari- 
time Provinces  indicate  that  the  average  size  of  orders 
is  increasing  somewhat.  Most  of  the  factories  have  a 
moderate  volume  of  business  on  their  books,  but  the 
larrigan  and  shoepack  trade  is  light-  No  reduction 
in  wages  are  reported  as  yet  and  no  considerable 
change  is  expected  in  the  Spring  price  lists.  Most  of 
the  companies  are  finding  it  difficult  to  get  sufficient 
skilled  female  help.  One  manufacturer  writes:  "The 
tendency  of  the  trade  of  late  has  been  to  buy  in  very 
.small  quantities  and  ask  for  very  quick  deliveries, 
which  makes  it  extremely  difficult  for  the  manufac- 
turers, especially  in  the  case  of  high  grade  lines,  which 
shoes  have  to  remain  on  the  lasts  for  some  consider- 
able length  of  time." 

Quebec  City  manufacturers  report  that  new  busi- 
ness in  August  was  about  on  the  same  level  as  during 
Augut  of  a  pre-war  year  and  a  distinct  improvement 
is  shown  as  compared  with  July  of  this  year.  Aver- 
age orders  are  increasing  in  size  and  colored  leathers 
and  fancy  footwear  especially  are  in  demand.  Most 
of  the  factories  in  this  district  report  that  they  have 
not  any  large  volume  of  unfilled  orders  on  their  books, 


but  the  numerous  rush  orders  indicate  that  customers' 
stocks  are  unusually  low.  Some  of  the  leading  fac- 
tf)ries  mention  that  they  are  experiencing  difficulty  in 
obtaining  good  grade  leathers. 

Manufacturers  in  the  Montreal  district  say  that 
business  in  August  was  much  better  than  during  the 
month  of  last  year,  although  most  of  the  travellers 
were  ofif  the  road,  arranging  for  their  new  samples. 
Orders  are  showing  a  marked  tendancy  to  increase  in 
size.  Most  of  the  shoe  factories  in  the  Montreal  dis- 
trict are  said  to  have  orders  ahead  which  alone  are 
sufficient  to  keep  them  operating  for  from  two  to  three 
months.  No  further  important  wage  reductions  are 
reported  and  manufacturers'  prices  appear  now  to  be 
on  a  sta'ble  basis.  A  continued  shortage  of  female 
help  is  mentioned.  Manufacturers  elsewhere  in  the 
Province  of  Quebec  report  that  their  trade  is  improv- 
ing weekly  and  that  there  is  increasing  evidence  that 
stocks  of  footwear  in  the  hands  of  wholesale  and  re- 
tail merchants  are  short. 

Some  of  the  factories  in  the  Toronto  district  have 
their  production  already  sold  up  to  October  15  and 
there  is  every  expectation  that  a  fair  volume  of  busines 
will  be  placed  for  Fall.  No  wage  reductions  are  re- 
ported by  the  plants  making  returns,  nor  have  their 
been  recent  reductions  in  manufacturers'  prices.  Good- 
grade  calf  leathers  are  costing  more  and  high  quality 
kid  leathers  are  difficult  to  obtain,  with  prices  reported 
at  5  to  10  cents  per  foot  higher  than  these  which  pre- 
vailed last  Spring.  Experienced  shoe  operators  are 
scarce.  The  principal  factories  in  Western  Ontario 
are  operating  at,  or  close  to,  capacity,  as  compared 
with  about  60  per  cent,  production  at  this  time  last 
year,  and  they  have  a  fair  volume  of  orders  ahead. 
No  further  wage  reductions  are  reported  and  manufac- 
turers' prices  of  boots  and  shoes  are  firm  and  steady. 

In  Brit'sh  Columbia  factories  are  operating  approx- 
imately at  capacity  in  men's,  boy's,  and  children's  lines. 
Ordinary  business  has  recently  been  in  small  orders, 
but  the  more  important  buyers  have  been  buying  in 
larger  volume  than  is  usual-  Men's  fine  w^elts  and 
staples  are  in  good  demand  and  the  largest  factory  in 
the  di.strict  has  orders  on  its  books  sufficient  to  keep  it 
operating  at  capacity  until  the  end  of  the  year-  Some 
labor  disputes  arising  from  wage  readjustments  are 
reported. 


Use  of  Antiquated  Advertisement  Guts 

In  our  July  issue  we  printed  an  item,  "  It  Dosen't 
Pay  to  Advertise — This  Way."  along  with  which  we 
reproduced  the  illustrations  used  in  a  footwear  ad. 
taken  from  an  Eastern  Canadian  newspaper.  We  used 
this  as  an  example  of  the  all-too-frequent  misuse  of 
cuts  by  shoe  retailers,  pointing  out  that  in  this  case 
the  cuts  did  not  correspond  in  any  detail  with  the  cap- 
tions supposed  to  describe  them,  and  at  the  same  time 
they  were  quite  out-of-date.  It  was  of  course  a  case 
of  absolute  carelessness  on  the  part  of  the  dealer  who 
inserted  the  ad.,  and  in  verification  of  our  criticism  we 
have  received  a  letter  from  the  Brown  Shoe  Co.,  of  St. 
Louis,  whose  name  was  shown  on  three  of  the  cuts, 
stating  that  the  cuts  were  made  prior  to  1908  and,  not 
having  had  any  of  them  in  their  possession  during  the 
past  eight  or  ten  years,  they  are  at  a  loss  to  know 
where  the  dealer  managed  to  get  them  and  why  he  used 
them.  The  company  further  state  that  it  has  always 
been  their  policy  to  supplv  newspaper  cuts  of  the 
latest  styles  to  their  retail  customers,  so  that  all  ad- 
vertisements will  be  correct  in  every  detail. 
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Maritime  Wholesalers  Behind  Movement  for 

National  Organization 


The  members  of  the  Maritime  W'holesale  Shoe 
Association,  at  its  semii-annual  convention  held  in 
Moncton,N.B.,on  August  16, after  hearingan  address 
by  Mr.  S.  Roy  Weaver,  Manager  of  the  Shoe  Manu- 
facturers' Association  of  Canada  on  the  possibility  of 
a  closer  wonking  together  of  shoe  wholesalers  and 
shoe  manufaicturers,  for  the  protection  of  their  comm- 
on interests,  and  in  constructive  efforts  in  the  inter- 
ests of  the  industry  as  a  whole,  deoi'ded  to  take  the 
initiative  in  the  formation  of  a  national  association. 
The  Maritime  Wholesale  Shoe  Association  was  or- 
ganized labout  2^  years  ago  and  comprises  in  its 
members'hi'p  the  follo'wing  firms : 

Ames  Holden  McCready  Ltd.,  Amherst  Boot  & 
Shoe  Co.  Ltd.,  J.  W.  Boyer  &  Co.  Wm.  Cook  Shoe 
Company,  H.  H.  Crosby  Co.  Ltd.,  The  Dominion 
Rubber  System,  E.  J.  Fleetwood,  Hartt  Boot  & 
Shoe  Company,  L.  Higgins  &  Co.,  J.  M.  Humphrey 
Co.  Ltd.,  Kaufman  Rubber  Company,  John  Palmer 
Co.  Ltd.,  The  Robt.  Taylor  Co.  Ltd..  Turner  &  Co., 
Waterbury  &  Rising  Limited. 

Akhough  the  Association  has  been  a  factor  of 
importance  an  bringing  about  a  better  understanding 
and  more  friendly  relations  between  wholesale  shoe 
dealers  in  the  Maritime  Provinces,  the  members  have 
realized  that  the  scope  of  a  sectional  organization 
necessarily  is  limited  and  that  such  sectional  organ- 
izatiion,  lacking  any  afiliation  or  direct  connection 
with  other  wliolesalers  thfoughout  the  Dominion, 
is  unable  to  take  effective  action  in  correcting  trade 
abuses  or  dealing  with  matters  where  the  co-oper- 
ation of  the  entire  wholesale  shoe  trade  is  involved. 

The  officers  of  the  Association  are  as  follows: 
S.  C.  Mitchell,  President;  C.  S.  Sutherland,  Vice- 
President  for  Nova  Sicotia ;  P.  L.  Higgins,  Vice- 
President  for  New  Brunswic'k ;  P.  W.  Turner,  Vice- 
President  for  Prince  Edward  Island;  H.  W.  Rising, 
Secretary-Treasurer;  J.  H.  Codner,  Assistant  Secre- 
tary-Treasurer, 

The  membership  was  well  represented  at  the 
meeting  and  the  folloiwing  resolution,  moved  by 
Mr.  R.  T.  Hayes,  M.P.P.,  and  seconded  by  Mr.  Card, 
was  passed  unaniimously : 

Resolved,  that  we,  the  members  of  The  Maritime 
Wholesale  Shoe  Association,  and  also  the  individual 
firms,  the  names  of  which  'have  been  signed  below, 
believe  that  the  formation  of  a  (National)  Whole- 
sale Shoe  Association  o-f  Canada  is  needed,  and 
pledge  our  support  to  such  project : 

That  we  appoint  Mr.  C.  S.  Sutherland,  of  The 
Amherst  Boot  and  Shoe  Co.  Ltd.,  and  Mr.  S.  C. 
Mitchell,  of  Ames  Holden  McCreadv,  Ltd.,  to  repre- 
sent the  wholesale  shoe  firms  in  the  Maritime  Pro- 
vinces on  the  provisional  Executive  Committee  of 
such  Wholesale  Association,  and 

That  'w'e  instruct  the  Executive  Committee  of  the 
Maritime  Wholesale  Shoe  Association  to  suggest  the 
names  of  representatives  from  the  other  parts  of 
Canada  where  no  wholesale  shoe  associations  already 
exist. 

(Sgd)  The  Maritime  Wholesale  Shoe  Association. 
S.  C.  Mitchell,  President  H.  W.  Rising,  Secy.Treas. 
Members    Signatures:     Ames    Holden  McCready, 


Ltd.  The  J.  M.  Humphrey  Co.  Ltd.  L.  Higgins  & 
Co.  Waterbury  &  Rising,  Ltd.  The  Amherst  Boot 
&  Shoe  Co.  Wm.  Cook  Shoe  Co.  The  H.  H.  Crosby 
Co.  Ltd. 

The  Executive  Committee  of  the  Maritime  Ass- 
ociation is  now  securing  advice'  from  whole'salers 
in  various  parts  oi  Canada,  with  a  view  to  inviting 
representative  men  (from  each  of  the  principal  dis- 
tricts to  serve  on  the  provisional  Executive  Comm- 
ittee. In  this  way,  every  effort  is  being  made  to 
secure  representatives  who  will  have  the  confidence 
of  their  associates  in  the  districts  which  they  will  be 
asked  to  represent.  It  is  only  proposed,  of  course, 
that  the  Provisional  Executive  should  outline  pre- 
liminary plans  for  the  National  Association  and  at  the 
first  general  meeting  after  organization  the  members 
of  the  Association  will  be  given  an  opportunity  to 
confirm  the  Provisional  Executive  Committee  as  the 
Executive  for  the  coming  year,  or  to  re-elect  other 
members.  The  Maritime  Association  wishes  it  under- 
stood that,  in  attempting-  to  organize  a  Provisional 
Executive  Committee  for  the  proposed  National  Ass- 
ociation, it  is  taking  the  initiative  only  for  the  reason 
that  no  other  local  organizations  exist,  and  everything 
possible  is  being  done  to  ensure  that  the  men  invited 
to  serve  on  such  committee  will  be  acceptable  to  the 
wholesale  dealers  for  the  sections  Which  such  men 
will  represent.  The  Maritime  Association  has  in- 
vited the  co-ioperation  oi  Montreal  wholesale  dealers 
who  are  now  organizing. 

Resolution  re  Freight  Classification  No.  17. 

The  following  resolution  was  passed  at  the 
Moncton  meeting  on  a  motion  by  Mr.  C.  S.  Sutherland 
and  seconded  by  Mr.  P.  L.  Higgins : 

Resolved,  that  this  Association  protest  to  the 
Freight  'Classification  Committee,  and  also  to  the 
Board  of  Railway  Commis'sioners  for  Canadia-  against 
the  proposed  Freight  Classification  No.  17,  insofar 
as  it  applies  to  Boots  and  Shoes,  inasmuch  as  such 
Classilfication  would  discriminate  heavily,  unfairly, 
and  unnecessarily,  against  the  use  of  fibreboard  con- 
tainers which  are  now  in  almost  universal  use,  and 
are  generally  satisfactory  to  the  trade,  and  also, 

Resolved,  that  this  Association  protest  to  the 
Board  of  Railway  Commissioners  for  Canada  against 
withdrawal  by  the  Railway  of  the  privilege  of  ship- 
ping Footwear  of  any  kind  in  straigiht  or  mixed  car- 
loads, under  third  class  rating. 

Mr.  Hayes  was  appointed  to  present  the  above 
re.-'Olution  on  behalf  of  the  Association,  at  a  meeting 
to  be  arranged  by  appointment  with  the  Freight 
i ']a<^cification  Committee. 

This  business  was  followed  by  a  discussion  of 
general  matters  of  interest  to  the  wholesale  trade. 


The  Bureau  of  Business  Research  of  Harvard  Uni- 
versity are  sending  out  a  cjuestionnaire  relative  to  the 
cost  of  doing  business  in  the  shoe  retail  trade  during 
the  year  1920.  This  is  being  distributed  to  shoe  re- 
tailers all  over  the  continent  and  from  the  replies 
received  it  is  the  intention  to  publish  a  sum'mary 
showing  the  expense  of  shoe  retailing  in  the  United 
States  and  Canada  as  in  the  year  1920. 
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The  Need  for  More  Complete  Organization 

in  the  Shoe  Industry 

S.  Roy  Weaver,  before  the  Maritime  Wholesale  Shoe  Association,  points  out 
Advantages  to  be  Gained  by  National  Organization  of  Shoe  Jobbers 


My  direct  connection  with  the  boot  and  shoe 
industry  has  been  of  but  a  few  months'  duration  and 
[  am  devotinj'-  only  a  part  of  my  time  to  this  work 
under  a  tem,/orary  arrangement  witli  the  Shoe 
M'anufacturers'  Association  until  tlie  next  annual 
meeting,  which  wil'l  be  held  probably  in  January.  Rut 
my  study  of  the  problems  of  the  industry  already  has 
shown  me  that  a  tremendous  amount  of  valuable 
work  needs  to  be  done  and  can  be  done.  With  your 
permission,  I  shall  outline  a  few  of  the  activities  which 
already  have  been  undertaken.  These  perhaps  fall  in 
three  main  groups,  although  there  is  necessarily  some 
overlapping. 

Combatting  New  Freight  Classification. 

First,  we  have  our  protective  work.    'J"he  Associ- 
ation has  been  active  in  seeking  to  protect  the  industry 
against   action   by  igovernments  or   semi-public  or 
private  organizations  which  threaten  the  interests  of 
the  shoe  manufacturers,  and  I  shall  mention  only  one 
or  two  examples.    As  most  of  you  know,  the  railway 
companies  bave  prepared  a  new  freight  cla.s'sifi'cation 
m  which  they  propose  a  Ij^  class  rating  on  boots  and 
sHoes  when   shipped  in  any  containers  other  than 
wooden  boxes  with  metal  strappings.     This  would 
mean  practially  a  50  per  cent  increase  on  all  shipments 
of  boots  and  shoes  in  unstra4>ped  cases  and,  if  it  forced 
the  use  of  strapped  wooden  boxes,  it  would  mean  a 
considerably  bigher  charge  not  only  for  the  cost  of  the 
shipping  cases  but  also  for  additional  freight  on  acc- 
ount of  the  heavier  weight  of  the  wooden  containers 
as  Compared  with  fibre-board.    Our  Association  has 
^prepared  what  I  believe .  is  a  strong  case  in  oppos- 
ition to  such  proposal  and  we  expect  to  go  with  it 
before  the  Freight  Classification  Committee  early  this 
Fall.    In  preparing  to  fight  the  proposal  of  the  rail- 
ways, our  Association  recognised  that  the  interests  of 
the  wholesale  and  retail  trade  were  involved  to  an  even 
greater  extent  than  were  those  of  the  manufacturers, 
and  have  taken  steps  to  secure  the  co-operation  with 
us  of  retailers  and  wboles'alers. 

Reply  to  Criticisms  of  the  Industry. 

We  have  also  fought  withdrawal  by  the  railways 
of  the  third  class  carload  ratin'g  on  mixed  shipments  of 
footwear.    The  railways  issued  an  amendment  to  their 
tariff  providing  that  the  carload  rating,  third  class, 
should  apply  only  on  straight  carloads  of  leather  boots 
and  shoes,  whereas  formerly  it  was  permissible  to  mix 
leather,  felt,  canvas  and  rubber  footwear  in  carloads 
The  Railway  Board  tes  not  yet  given  a  decision,  but 
the  Chairman  frankly  recognised  the  justice  of  our 
contention  and  we  are  satisfied  that  when  the  decision 
is  announced  it  will  be  in  our  favour    Of  course  only  a 
few  companies  are  able  to  ship  in  carload  lots,  but  some 
of  our  members  and  certain  of  your  members  were  con- 
cerned and  I  mention  this  case  only  to  show  the  value 
o'f  an  oirganizatjion  which,  among'sit  its  other  duties 
stands  ready  to  protect  the  interests  of  its  members 
and  oif  the  industry  as  a  whole,    Likevvise  there  is 


value  in  an  Association  through  which,  if  deemed  ad- 
visable, collective  action  may  be  taken  in  dealing  with 
any  other  organizations  with  which  the  shoe  manu- 
facturers may  have  relations.  Tiesides  much  can  be 
done  to  o^btain  removal  or  modification  of  harassing 
governmentail  regulations  affecting  the  industry. 

Replies  to  Criticisms  of  the  Industry. 
The  Association  is  making  an  effort  to  reply  to  all 
criticism  of  the  industry,  in  Parliment,  through  the 
newspapers,  or  otherwise.  We  have  a  clipping  service 
which  furnishes  us  with  references  to  the  industry 
which  appear  in  the  principal  newspapers  and  our 
members  send  in  to  us  for  reply  not  only  clippings  from 
local  newspapers  but  also,  in  some  cases,  individual 
letters  from  customers  or  other  'CDrre-spondents. 
DWring  recent  months  we  have  secured  a  surprisngly 
large  amount  of  publicity  at  small  co.st. 

Educational  Activities 

Our  efforts  to  protect  the  shoe  industry  from 
undeserved  reproach  and  unfair  criticism  merge  with 
our  educational  activities,  which  are  the  second  of  the 
three  groups  to  which  I  have  made  mention. 

We  are  getting  out  statements  to  the  newspapers 

and  through  various  other  channels.  We  are  also 
publishing  and  distributing  a  considerable  amount  of 
literature  and  I  expect  that  our  activities  in  this  dir- 
ection will  be  extended.  The  three  shoe  trade  papers 
are  co-operating  with  us  splendidly  and  are  a  useful 
means  of  reaching  both  wholesale  and  retail  trade.  I 
am  particularly  impressed  with  the  fact  that  the  retail 

trade  is  close  to  the  buying  public  and  that,  if  the  retail 

merehants  throughout  the  D'ominion  are  kept  advised 
of  the  facts  and  if  they  can  be  made  well-informed 

allies,  they  will  be  in  a  position  quickly  to  correct  mis- 
understandings with  regard  to  the  position  of  the  shoe 
maufacturers  or  that  oif  the  wholesale  trade.  It  is 
very  largely  true  that  the  retail  trade  is  the  key  to  the 
whole  educational  problem. 

"Better  Business"  Prapaganda 

Our  Association  has,  I  believe,  been  effective  in 
helping  to  correct  the  very  serious  and  dangerous  mis- 
understandings which  existed.    In  addition  to  reviving 
to   our   critics    through    the    newspapers,    we  have 
commenced  the  publication  of  a  series  of  leaflets  under 
the  heading  "Shoe   Industry   Facts."     Of  the  first 
issue,  we  shall  distribute  50,000  or  more  through  manu- 
facturing concerns  and  otherwise.   Early  in  September, 
we  expect  to  publish  the  second  of  these  leaflets  and 
are  planning  to  embody  in  it  "Better  Business"  pro 
paganda  with  a  view  to  assisting  to  create  an  attitude 
on  the  part  oi  the  trade  and  the  public  more  favourable 
to  Fall  and  Winter  buying  of  boots  and  shoes.  We 
intend  as  far  as  po.ssible  to  prepare  all  such  material  as 
a  means  of  propaganda  and  education,  not  only  in  the 
direct  interests  of  the   shoe  manufacturers,  but  on 
behalf  of  the  entire  industry.     Combined  with  the 
educational,   there   is   a   complementary  intelligence 
branch  oi  our  work,  and  in  this  connection  I  refer 
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particularly  to  the  dissemination  and  exchange  of  in- 
formation aimongst  our  members- 
Promotion  Work. 

The  third  m'ain  division  of  our  activities  is  our  pro- 
motion work,  and  I  use  this  term  to  indicate  generally 
our  constru'Ctive  efforts.  In  this  connection  the  Asso- 
ciation is  endeavoring  to  utilize  to  the  besft  advantage 
the  services  of  Government  Departments,  the  Canadian 
Manufacturers'  Association  and  other  organizations. 
I  have  referred,  in  passing,  to  certain  (plans  for  "'better 
business"  propaganda.  A  detailed  scheme  in  this 
connection  is  only  just  being  developed,  but  we  believe 

that  we  can  do  something-  towards  the  cultivation  of  an 
attitude  more  favotiria:ble  to  better  business  during  this 
Fall  and  Winter.  We  have  been  working  on  a  plan  for 
the  standardization  of  shoe  carton.  Some  time  ago, 
a  standard  list  was  prepared  but  was  not  adopted  gen- 
erally, and  the  liist  has  ibeen  revised  recently  in  colla- 
boration with  the  Paper  Box  'Manufacturers'  Assoc- 
iation. We  expect  to  make  an  arrangement  with  the  box 
companies  whereby  a  -special  discount  will  be  given  on 

all  purc'hases  of  containers  in  the  standard  sizes. 
While  the  discount  on  ea'ch  dndividual  order  probably 
will  not  be  large,  in  the  aggregate  it  should  represent 

a  very  considera'ble  saving  and  there  will  be  other 
benefits.  Standardization  of  cartons  will  make  possible 
the  standardization  of  shipping  cases  and  also  of  mer- 
chants s'helves. 

The  Association  is  in  touth  at  the  present  time  with 
representatives  of  othe'r  groups  of  manufacturers  of 
mens'  wear  with  a  .view  to  securing  their  co-operation 
in  arranging  a  dress-iup  cam'paign  for  men-  We  feel 
that  much  useful  wor'k  can  be  done  in  this  connection 
In  fact,  I  am  looking  forward  to  the  time  wihen  I  hope 

we  s'hall  have  advisory  cotmcils  for  both  the  men's 
wear  and  women's  wear  and  perhaps  also  the  children's 
wear  trades.  Oo-operation  within  these  closely  related 
groups  would  make  possible  effective  efforts  in  the 
advancement  of  those  interests  which  they  have,  in 
common. 

Proposal  to  Form  Shoe  Wholesalers'  Organization. 

I  have  gone  far  afield  from  the  principal  purpose 
of  my  visit  to  you,  which  is  to  attempt  to  outline  a 
practical  plan  for  more  effective  organization  of  the 
s'hoe  industry.  But  in  straying  frioom  my  main  theme 
I  have  done  so  deliberately.  Almost  all  the  activities 
to  which  I  have  referred  are  as  much  in  the  interests 
of  the  wholesale  tr^ade  as  they  are  of  advantage  to  the 
shoe  manufacturers  and  I  fbelieve  that  you  would 
benefit  Iby  close  connection  with  and  actual  participa- 
tion in  such  work. 

A  number  of  the  membens  of  the  Shoe  Manufact- 
urers' Association  combine  a  wholesale  business  with 
their  manufacturing  operations  and  the  suggestion  has 
been  made  that  the  wh'olesalers  sbould  'be  invited  to 
become  members  of  our  Association.    I  am  satisfied, 
however,  that  more  effective  work  can  Ibe  dtone,  at  first 
at  any  rate,  if  you  have  an  associatin  of  your  own, 
through  which  you  can  work  in  harmony  with  the 
manufacturers  on  matters  in  relation  to  which  you  have 
interests  in  common  and  throug'h  wbich  organization 
you  could  deal  with  matters  which  involve  the  interests 
of  the  wholesalers  alone.    It  is  best  to  recognize  that 
occasionally  there  may  be  a  divergence  of  interests  and 
for  this  reason  I  'believe  that  senarately  organized,  but 
closely  co-operating,  associations  are  preferiable  to  a 
single  body  of  mixed  membership. 
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Benefits  of  a  National  Association. 

I  do  not  minimize  the  importance  of  local  or  sect- 
ional organization  such  as  yours,  but  you  are  in  com- 
petition with  wholesalers  elsewhere  in  Canada  w'ho  are 
not  members  of  your  Association  and  over  whom  you 
have  no  direct  influence.    I  do  not  doubt  that  useful 
work  has  been  done  by  the  Maritime  AA^holesale  Shoe 
Association,  but  I  am  satisfied  that  yo'ur  officers  agree 
with  me  that  the  possibilities  through  a  sectional 
organization  are  limited,  and  that  you  are  practically 
ipowerless  to  p'ut  into  operation  important  policies  even 
although  their  desirabiiTiity  may   be  obvious.    On  the 
other  band  your  association  could  exert  a  very  great 
influence  if  allied  with  and  woiiking  through  a  national 
organization  of  the  wholesale  'Sinoe  ^rade.  Attempts 
have  been  made,  I  believe,  to  orgaiiiz«  an  association 
jn  Montreal  and  possibly  similar  oi-iganizations  else- 
,1'nere,  but,  so  far  as  I  know,  no  serious  effort  has  Deeu 
made  to  organize  the  wholesale  sboe  triade  of  the  entire 
Dominion.   At  the  suggestion  of  some  of  the  wholesale 
companies  and  after  a  talk  with  your  President,  1 
brougiht  up  the  question  at  the  last  meeting  of  the 
E.xecutive    Committee   of   the    Shoe  Manufacturers' 
Association,  pointing  out  the  advantage  of  a  closer 
working  together  with  the  wholesale  trade.   The  desir- 
ability of  such  closer  relationship  was  recognised  and 
the  Association  Offered  my  services  to  the  wbolesalers 
if  I  could  be  of  any  assistance  in  the  forming  of  a 
National  W^holesale  Shoe  Association.    It  seemed  to 
me  that,  if  anything  was  to  be  done  in  this  connection 
the  Maritime  Wholesale  Shoe  Association  was  the 
organizition  which  properly  should  take  the  initiative 
iu  an  effort  to  form  a  national  wholesale  association. 
The  matteir  has  already  been  considered,  I  believe,  by 
your  Executive  Committee  and  I  understand  that  a 
res'olution  will  be  submitted  for  your  consideration. 
If  the  general  projdot  'be  approved  by  you  and  if  you 
endorse  it  colleOtively  through  your  Association  and 
as  individual  firms,  Iw'ould  suggest  that  you  appoint 
twio  members  to  represent  the  Maritime  Provinces  on 
a  provisional  Executive  Committee  of,  say,  twelve 
members.    SOme  such  basis  of  represetation  as  the 
following  miglht  be  adopted  tentativeily : 

2  from  Martime  Provinces 
4  from  Ontario 

3  from  Quebec  Provicue 
1  from  Manitoba 

1  from  British  Cilumbia 
1  from  Saskatchewan  and  Alberta 

Initiative  Should  be  Taken  by  Wholesalers 

If  you  will  name  the  two  representatives  from  the 
Maritime  Provinces  your  Executive  Committee,  I  am 
sure,  will  be  able  to  suggest  representatives  from 
other  parts  of  Canada  in  accordance  with  the  plan 
of  representation  which  I  have  proposed,  or  some 
other  plan  which  they  may  consider  better.  The  first 
mOve  appears  to  be  to  get  a  provisional  executive 
commattee  of  leading  representative  w'holesalers  to 
sponsor  the  project,  and  it  is  of  importance  that  care 
be  exercised  in  selecting  men  who  will  see  that  the 
plan  is  carried  through.  After  the  provisional  Exe- 
cutive is  formed  details  of  organization  will,  of 
course,  have  to  be  handled  by  such  committee. 
Meetings  could  be  arranged  in  the  Montreal. 
Toronto,  and,  possibly,  London  districts  at  which  the 
provisional  directors  can  place  the  plan  before  the 
other  wholesalers.  I  should  be  glad  to  attend  such 
meetings,  if  such  should  be  the  pleasure  of  your 
Committee,  and  assist  in  any  way  that  I  could  in 
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pointing  out  the  possibilities  of  association  work. 
The  Shoe  Manufacturers'  Association  is  thus  pre- 
pared to  lend  its  services  until  an  organization  of  the 
wholesale  trade  is  formed,  but  we  believe  that  the 
iniative  ought  to  'be  taken  by  the  wholesalers  them- 
selves. 

Close  Relationship  Should  Exist  Between 
Branches  of  the  Industry 

Details  of  a  scheme  of  co-operation  between  the 
proposed  Wholesale  Shoe  Association  of  Canada  and 
the  Shoe  Manufacturers'  Association  of  Canada 
would  have  to  be  worked  out  by  the  executive  com- 
mattees  of  the  two  Associations,  but  I  believe  that  a 
close  relationship  would  Ibe  feasible  as  well  as  desir- 
aJble.  The  two  organizations  at  least  could  work  to- 
gether, possibly  through  a  Doominion  Footwear 
Council,  on  which  both  the  Shoe  Manufacturers 
Association  of  Canada  and  the  Wholesale  Shoe 
Association  of  Canada  or  the  Wholesalers'  Organ- 
ization, under  whatever  designation  may  'be  adopted 
would  be  represented.  It  is  even  possiljle  that  the 
same  office  staff  might  serve  the  two  associations  and 
that  in  this  way  better  results  could  be  obtained  than 
by  each  association  attempting  to  have  its  own  secre- 
tarial organization-  That,  however,  is  a  matter  of 
detail,  and  our  assistance  is  preferred  without  condition 
of  any  kind.  Whatever  form  your  organization  may 
take,  yo'U  may  be  sure  th'at  the  Shoe  Manufacturers" 
Association  is  anxious  to  co-operate  with  you  and  will 
assist  in  every  possible  way. 

(3ur  Association  already  is  on  record  as  favouring 
an  Advisory  Council  for  the  entire  Industry,  such 
Couiicil  to  consist  of  representatives  of  the  existing 
organizations  of  shoe  manufacturers  and  shoe  retailers 
and  representatives  of  a  national  organization  of  shoe 
wholesalers  if  and  when  such  is  formed.  I  am  satis- 
fied that  much  can  be  done  if  we  succeed  in  bringing 
the  three 'bt^anches  of  the  trade  into  closer  relationship, 
united  for  mutal  benefit  and  the  advancement  of  their 
common  good. 

Possible  Results  of  Organization 

In  suggesting  for  your  consideration  the  formation 
of  a  national  association  of  the  wholesale  shoe  trad'e, 
it  is  important  that  we  should  not  over-estimate  what 
can  'be  done.  In  speaking  in  Toronto,  recently,  at  the 
convention  of  the  Ontario  Shoe  Repairers,  I  ventured 
to  express  the  opinion  that  no  organization  could  hope 
for  success  except  as  it  recognized  economic  laws  and 
worked  along  siound  ecomonic  lines.  It  is  safest  to 
build  slowly  and  above  all  your  organization  should  be 
founded  and  conducted  on  iproved  economic  prin- 
ciples. I  am  convinced  that  no  price-fixing  associ- 
iation  or  any  other  organization  of  the  wholesale 
shoe  trade  based  on  the  idea  of  arbitrary  measures  or 
coercion  could  be  successful  in  any  large  way.  The 
emphasis  must  be  placed  on  service  and  efficiency 
and  information,  education  and  publicity  are  the 
means  by  which  you  are  most  likely  to  obtain  results. 
I  believe  that  the  first  step  after  you  have  an  organiz- 
ation ought  to  be  a  careful  and  comprehensive  survey 
by  your  secretarial  depiartment  of  the  conditions  and 
problems  of  the  wholesale  trade.  You  will  have 
n'oticed  that  I  have  been  careful  to  avoid  suggesting 
any  definite  programme  of  wor'k  for  a  national  orgau- 
ization  of  shoe  wholesalers.  In  planning  your 
activities  you  will  be  able  to  draw  upon  the  experien- 
ce of  the  Shoe  Distributors  Assiociation  in  the  United 
Kingdom  and  of  the  Niational  Association  of  Shoe 


Wholesalers  in  the  United  States.  In  (jreat  Britain 
important  work  has  been  done  in  standardizing 
terms  of  trade  and  conditions  of  sale  and  remedying 
vanious  trade  abuses.  While  agreeing  that  such 
things  as  style  and  prices  in  general  are  matters 
which  belong  to  each  individual  manufacturer,  the 
Boot  land  Shoe  'M|anufactiurei1s'  Federation  of  the 
United  Kingdom, — and  I  believe  the  Shoe  Distributors 
Association  is  joining  in  the  move — is  w^orking  on 
a  plan  for  a  F"ashfions  Committee  for  the  industry,  to 
study  and  suggest  main  lines  of  shoes  for  each  season 
and  perhaps  to  bring  about  a  greater  uniformity  in 
the  public  demand  in  respect  of  colors  and  styles.  I 
only  refer  to  the  very  large  range  of  styles  and  com- 
plete lack  of  restraint  in  respect  of  novelities  as  one  of 
the  matters  which  might  well  receive  joint  consider- 
ation by  shoe  manufacturers  and  wholesalerr.  ,n 
Canada.  And  there  are  a  multitude  of  other  problems 
ready  for  you  to  taickle.  Do  not  expect  too  much 
or  expect  results  too  soon,  ibut  if  you  build  on  a  sound, 
irreproachable,  economic  foundation,  there  can  be  no 
question  as  to  the  value  and  possibilities  of  assoc- 
iation work. 


Vancouver  Shoeman's  Observations  on 
Trade  Conditions 

"While  we  complain  of  business  conditions  here, 
1  think  that  Vancouver  is  better  oflf  than  most  of  the 
larger  cities,"  said  Mr.  William  Wood,  of  the  "K" 
Boot  Shop, Vancouver,  who  has  just  returned  from  a 
business  trip  covering  Eastern  Canada  and  U.S. 
points.  His  tour  included  Winnipeg,  Minneapolis, 
Chicago,  London,  Hamilton,  Toronto,  Montreal,  and 
Quebec,  among  other  centres  he  visited.  "'There  is 
much  unemployment  in  many  of  the  large  business 
centres  in  the  east,"  observed  Mr.  Wood,  "though 
condititous  appeared  better  in  Caniadian  cities  than 
those  of  the  U.S.  I  visited.  Trade  in  the  American 
cities  is  stagnant.  I  believe  that  the  premium  in  ex- 
chiange  on  Caniadian  money  instead  of  being  a  benefit 
to  American  trade  has  operated  against  it,  and  has 
m^de  Canadians  turn  more  to  home  products." 

Speaking  of  trade  prices  and  the  outlook  gener- 
ally, as  he  observed  them,  Mr.  Wood  noted  that  there 
was  more  activity  in  such  lines  of  merchandise  as 
shfiwed  price  reduction,  as  compared  with  lines  which 
had  held  prides  at  the  high  level.  He  found  Eastern 
Caniadian  shoe  factories  busy,  prices  having  dropped 
considerably.  From  what  he  could  gather  in  the 
course  'of  his  business  visits,  he  does  not  look  for  any 
radical  changes  in  .shoe  stVles,  The  fancy  styles  in 
women's  shoes,  inauguated  last  season,  are  in  his 
opinion  likely  to  remain  for  another  season,  while 
not  many  new  models  in  men's  lasts  were  being 
shown. 


British  Industries  Fair,  1922 

The  next  British  Industries  Fair  will  be  held  in 
London  and  Birmingham  between  27th  February  and 
10th  March,  1922. 

The  British  Industries  Fair  is  open  to  manu- 
facturers in  all  parts  of  the  British  Empire  and  buyers 
from  all  over  the  world  are  attracted.  It  affords  an 
excellent  medium  for  bringing  manufacturers  in 
direct  contact  with  buyers,  as  onlv  bona  fide  manu- 
facturers are  permitted  to  exhibit  and  buyers  are 
admitted  to  these  Fairs  by  invitations  only.  The 
general  |)ublic  are  not  admitted. 
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Shoeman's  Merchandising  Calendar 

With  Fall  Sports  commencing  and  the  Opening 
of  the  Social   Season,  October  suggests  many 
interesting  and  business-getting  ideas  to  the  Win- 
dow Trimmer  and  the  Ad  Man 


October  is  another  very  interesting  month  for 
the  window  trimmer.  It  brings  him  right  into  the 
fall,  and  offers  him  opportunity  for  many  very 
pretty  effects  in  keeping  with  the  season.  A  more 
attractive  decorative  material  than  fall  foliage 
would  be  hard  to  find. 

Perhaps  the  particular  class  to  which  the  sho''- 
man  can  most  effectively  appeal  in  October  is  the 
sportsmen.  The  Rugby  season  opens  around  the 
beginning  of  the  month,  and  any  retailer  who 
caters  to  this  trade  at  all  should  get  in  a  good 
strong  display  of  football  boots  right  at  the  start. 
Why  let  the  sporting  goods  stores  get  all  the 
business? 

October  a'so  finds  the  sportsman  preparing 
for  his  trek  to  the  northland  and  the  game  dis- 
tricts. Let  him  know  you  can  give  him  the  outfitt- 
ing service  he  requires  so  far  as  footwear  is  con- 
cerned. The  shrewd  retailer  will  maintain  his 
turnover  by  pushing  special  lines  to  the  limit. 

Then  the  social  season  opens  toward  the  end 
of  the  month,  and  this  is  the  psychological 
moment  for  the  retailer  to  show  the  best  he's  got 
in  the  way  of  fancy  slippers,  and  so  on.  Mi'ady  , 
will  be  replenishing  her  wardrobe,  and  she  wiU 
just  then  be  particularly  susceptible  to  the  appeal 
of  new  and  pretty  footwear. 


Hallowe'en  (October  31)  offers  the  oppor- 
tunity for  emphasizing  and  dramatizing  the  appeal, 
so  to  speak.  The  spirit  of  this  holiday  is  a  merry 
one,  and  everyone  wants  to  get  dressed  up.  Next 
to  Christmas  time  and  New  Year,  it  is  probably 
the  occasion  of  more  dances  and  parties  than  any 
other  day  of  the  year,  and  young  ladies,  and  older 
ones,  can  be  tempted  to  wear  new  shoes  at  the 
first  big  event  of  the  season. 

A  Hallowe'en  window  can  be  made  very  in- 
teresting and  attractive.  It  should,  of  course,  have 
a  spookish  look  about  it.  Burnt  orange  and 
black  is  the  recognized  color  scheme.  Cuts-outs 
of  witches,  cats,  moons,  pumpkins,  etc.,  are 
easily  obtainable  and  will  help  to  bring  out  the 
Hallowe'en  idea.  Never  forget,  however,  that 
it's  shoes  you  are  selling,  not  witches,  or  cats. 

Oct.  2.5  is  St.  Crispin's  Day.  It  may  be  of 
interest  to  mention  in  a  window  card  that  this 
day  is  chosen  to  honor  the  memory  of  the  Patron 
Saint  of  Shoemakers. 

October  should  of  course  see  fall  business  of 
all  kinds  at  its  height.  The  snap  in  the  air  will 
induce  people  to  purchase  new  wearing  apparel 
suited  to  the  change  in  the  season.  Be  on  the 
look-out  to  take  every  possible  advantage  of  the 
weather  to  boost  trade. 
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J.  I.  Chdiiinaiil  A.  T.aiulxTt  (Icd.  Rol)inf^i>n 

MEMBERS  OF  TEMPORARY  EXECUTIVE  APPOINTED  TO  FORM  NATIONAL  WHOLESALE  SHOE  ASSOCIATION 


Montreal  Wholesalers  Move  towards  Organization 
of  National  Wholesale  Shoe  Association 


A  meeting  of  shoe  jobbers,  attended  by  fifteen  rep- 
resentatives from  fifteen  wholesale  concerns,  was  held 
in  Montreal  on  Thursday,  August,  25.  at  which  it  was 
unanimously  decided  to  form  a  National  Wholesale 
Shoe  Association.  This  association  would  have  for 
its  object  the  organization  of  the  shoe  jobbing  trade 
throughout  Canada. 

In  order  to  set  about  the  establishment  of  the  assoc- 
iation, the  following  temporary  executive  was  appoint- 
ed with  full  power  to  act :  President,  Alfred  Lambert; 


J.  P.  (4uesnel,  Mwuber  Temporary  Executive. 


vice-president,  Geo.  Robinson ;  directors,  Nathan 
Cummings,  J  I.  Chouinard,  J.  P.  Quesnel.  The 
services  of  Henri  Viau  were  retained  to  act  as  sec- 
retary-treasurer. 

At  a  meeting  of  this  executive,  Messrs.  Robinson 
and  Cummings  were  appointed  to  go  to  Toronto  to 
confer  with  Ontario  jol)bers,  and  Messrs.  Chouinard 
and  Lambert  accepted  the  same  mission  to  the  Quebec 
wholesale  houses. 


London  Shoe  and  Leather  Fair 

The  London  Shoe  and  Leather  Fair  will  be 
held  rhis  year  in  the  first  week  in  October  (Monday 
to  Friday,  October  3  to  7)  at  the  Royal  Agricultural 
Hall,  London,  N.  Nearly  400  firms  will  show  their 
products,  consisting  of  leather  of  all  kinds,  boots 
and  shoes,  machinery  for  tanners,  leather  workers 
and  boot  repairers,  and  accessory  articles  of  all 
kinds  in  use  in  the  shoe,  leather  and  allied  industries 
Invitations  to  visit  the  Fair  can  be  obtained  by 
Canadian  business  men  interested  on  application  to 
the  British  Trade  Commissioners,  248  St.James 
Street,  Montreal ;  260  Oonfedration  Life  Building, 
Toronto ;  and  610  Electric  Railway  Chambers 
Winnipeg. 


Lady  Belle  Picnic 

Over  100  employees  of  the  Lady  Belle  Shoe  Co.,  Kit- 
chener, together  with  their  wives  and  families  gathered  at 
Puslinch,  some  weeks  ago,  for  their  annual  picnic.  They 
were  transported  to  the  lake  in  the  morning  by  trucks  and 
motors,  and  after  an  enjoyable  lucheon,  spent  the  greater  part 
of  the  afterdnoon  in  games  and  sports.  An  dance  in  the  even- 
ing brought  the  day's  pleasure  to  a  close. 
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Ideas  for  Hollowe'en  Window  Trims 

Hallow-e'en  offers  an  exceptional  opportunity  for 
novel  and  interesting  window  trims,  and,  if  the  trimer 
will  always  keep  in  mind  that  decoration  must  be  used 
not  for  itself  alone,  but  as  a  means  of  selling  goods, 
he  may  take  advantage  of  the  season  to  goiod  effect. 
Perhajps  it  might  be  no  harm  to  learn  a  little  of  wh'at 
was  done  last  year.  Below  are  described  a  number 
of  striking  displays  that  were  used  by  live  concerns 
during  the  Hallow-e'en  o'f  1920: 

Hallow-e'en  Pumpkin. 

A  Montreal  firm  made  a  feature  of  a  large  squash, 
cut  out  to  resemble  a  boy's  Hallow-e'en  pumpkin, 
with  the  firm  trade  mark  carved  on  same.  This 
squash  was  set  on  a  pedestal  drajped  with  black, 
odcupying  a  prominent  location.  A  showing  of  timely 
merchandise  comprised  the  remainder  of  the  display. 

Something  New  in  Brooms. 

One  of  Toronto's  most  interesting  windows  show- 
ed a  unique  broom,  suspended  in  the  centre  of  the 
display  'by  a  thin  wire.  The  handle  Was  of  wood,  but 
instead  of  straws,  strips  of  orange  crepe  paper  were 
used.  Orange  and  fclack  tissue  paper  ribbons  were 
strung  from  this  Hallow-e'en  broom  to  the  various 
articles  in  the  display. 

Starring  Mr.  Hobo. 

Another  Toronto  concern  ihad  a  hdbo  setting 
which  attracted  much  attention.  They  had  a  dummy 
figure  to  represent  a  tramp,  sitting  on  an  upturned 
packing  case  'before  a  fire.  The  fire  was  simulated 
with  charred  twigs,  placed  over  red  tissue  paper,  con- 
cealing an  electric  light,  whicih  made  it  appear  to 
glow  and  burn.  Corn  on  the  stalk  made  a  realistic 
'background,  and  cardboard  pumpkins,  electrically 
lighted,  were  placed  here  and  there. 

Pumpkin  Sculpture. 

One  live  window  dresser  carved  out  a  pumpkin 
to  represent  the  face  of  a  man,  placing  an  electric 
light  bulb  inside.    The  bulb  worked  with  a  flashing 


Examples  of  attractive  fall  show  cards  for  shoe  windows  -  Art  Sign  Studio,  Toronto,  designers. 


attachment,  so  that  the  face  lightened  and  darkened 
continuonsly.  This  feature  made  a  good  attention 
getter. 

A  Goblin  Display. 

A  faggot  fire  surrounded  by  goblins  was  the 
feature  of  the  Hallow-e'en  disipl'ay  in  a  large  Winnipeg 
store.  Broken  twigs,  red  tissue  paper  and  an  electric 
lig^ht  bulb  formed  the  materials  for  the  fire,  and  the 
goblins  were  made  with  pumpkin  heads.  Above  the 
fire  supported  by  four  posts,  'was  a  steel  rack,  upon 
which  corn  was  in  process  of  being  roasted.  Articles 
of  seasonable  interest  todk  up  the  foreground  of  the 
display. 

Pumpkin  Drawing  Contest. 

Another  store  placed  the  figure  of  a  pump'kin 
man  in  the  window  and  offered  two  prizes  to  boys 
and  girls  of  twelve  and  under  for  the  best  drawing 
of  the  pumpkin.  Riblbons  were  strung  from  .  the 
glass  of  the  'window  to  the  prizes,  which  were  on 
display,  and  some  of  the  drawings  already  entered 
were  exhibited. 

A  Party  Setting. 

A  live  concern  in  Vancouver  arranged  a  setting 
to  represent  a  Hallo'w-e'en  party.  They  had  a 
"fire"  in  the  middle,  over  which  was  suspended  a 
large  'black  'kettle  and  which  was  surrounded  by  a 
group  of  figures  of  boys  and  girls.  On  one  side  was 
the  figure  of  a  witch  sitting  on  a  three-legged  stool. 
In  her  rigiht  Wand  she  hiad  a  deck  of  cards,  on  which 
her  attention  was  bent,  as  though  she  were  telling  a 
fortune.  In  the  other  hand  she  held  a  black  wand  or 
sceptre,  surmO'unted  with  a  gold  star.  In  a  corner  of 
the  window  was  a  girl,  in  a  co'stume  belonging  to 
other  days,  trying  to  bite  an  apple,  which  a  male 
figure,  attired  like  a  tramp,  was  dangling  before  her 
from  behind  a  bench.  The  floor  of  the  window  was 
lined  with  black  crepe  paper,  with  a  'border  of  orange 
crepe.  In  front  was  a  single  file  of  black  plaster  cats, 
and  from  the  ceiling  were  suspended  a  number  of  min- 
iature witches  by  invisible  wires. 
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The  Brcitliauiit  Fjeathcr  Co.,  in 
con  jniictioii  witli  lju'ieii  Bfirne, 
liave  entablished  this  Hi)lendid 
new  warehoni^e  in  (.Quebec  City 


New  Leather  Warehouse  in  Quebec  City 

This  is  the  Breithaupt  I.eather  Company's  new 
warehouse  in  Quebec  City,  at  the  corner  of  Colomb 
and  Voltigeners  streets—one  block  from  their  former 
location  on  St.  Valier  St.— which  gives  this  company 
exceptional  facilities  for  suplying  the  leather  req- 
uirements of  the  Eastern  trade.  The  building  is 
very  conveniently  situated  for  handling  the  business 
of  the  local  manufacturers,  and  thecompany  state 
they  are  in  a  position  to  give  the  most  prompt  and 
efficient  service  possible. 

The  company's  action  in  thus  extending  their 
present  plant  evidences  their  confidence  in  a  speedy 
revival  of  demand  from  the  shoe  manufacturing  in- 
dustry and  indicates,  in  particular,  their  belief  in  the 
sound  condition  of  the  trade  in  Quebec  City. 

The  relationship  betwen  the  Breithaupt  Leather 
Company  and  Mr.  Lucien  Borne,  their  Quebec  rep- 
resentative—which has  always  been  a  pleasant  and 
satisfactory  one — continues  as  before.  The  ware- 
house is  a  joint  ownership  proposition  between 
the  two  concerns  for  the  handling  of  the  Breithaupt 
sole  leather  tannages  and  the  other  Borne  lines- 
Centaur  kid,  sheepskins,  chrome,  etc. 


Big  Doings  at  Wabasso  Park 

One  of  the  most  successful  picnics  in  the  shoe  in- 
dustry that  has  been  held  this  year  was  that  of  the 
Corson  Shoe  Mfg.  Company's  employees,  which  took 
place  in  Wabasso  Park,  on  Saturday,  August  13. 
Steamers  leaving  Yonge  St.  wharf  at  815  a.m.  carried 
the  greater  part  of  the  crow'ds  to  the  park.  Another 
boat  leaving  at  2.15  p.m.  conveyed  any  who  had  been 
prevented  from  leaving  in  the  morning.  The  gather- 
ing of  the  employees  and  their  relatives  certainly  in- 
dicated that  the  picnic  was  considered  an  occasion  of 
real  importance  and  enjoyment. 

Everybody,  even  the  fat  men,  joined  in  and  had  a 
good  time.     There  was  a  splendid  programme  of 


games  in  which  the  aforesaid  fat  men  took  a  prominent 
part.  Their  track  work  was  indeed  one  of  the  most 
interesting  features  of  the  proceedings-  The  three 
stars  were  C.  S.  Corson,  Ed.  Lynch,  and  H.  C.  Parker, 
of  the  Parker-Irwin  Co.  This  trio  staged  a  race 
which,  no  doubt,  will  go  down  in  shoedom's  history. 
Ed.  ran  first,  H.  C.  ran  second,  and  the  genial  pres- 
ident also  arrived.  It  may  be  mentioned,  in  passing, 
that  W.  A  Lane,  o£  Citadel  Kid  fame,  was  to  have 
taken  part  in  this  event,  but  it  would  seem  the  tem- 
perature of  his  feet  fell  so  low  that  he  found  it  imposs- 
ible to  run. 

There  was  a  ball  game,  in  which  Al.  Wallace  (P.  B. 
&  Sons),  figured  prominently  as  the  stern  and  un- 
relenting "  umps."Al.  stood  by  his  decisions  (right  and 
wrong)  despite  all  threats  of  mobbing,  and  it  was  a 
very  good  game  even  if  the  threats  were  not  carried 
out. 

Then  came  the  "eats,"  where  the  fat  men  were,  of 
course,  again  very  much  to  the  'fore.  Indeed  we  think 
they  appeared  to  better  advantage  in  this  event  than 
on  the  race  track-  Any  way  they  seemed  to  enjoy  it 
more  and  from  all  indications,  they  were  able  to  more 
than  make  up  for  any  weight  lost  through  their  athletic 
efforts. 

There  was  dancing,  too,  at  the  pavilion  in  the  park, 
and  on  the  boat  returning.  So  everyone  had  a  chance 
to  show  what  he  or  she  could  do,  and  if  feats  of  skill 
and  endurance  were  not  one's  forte,  why  then  he  dis- 
played his  nimbleness  and  grace  in  interpreting  the 
Terpischorean  art  (consult  the  lexicon  if  necessary). 
Finally  we  all  got  home  at  a  moderately  respectable 
hour,  happy  to  have  met.  sorry  to  part,  and  with  just 
enough  pep  left  to  pull  back  the  bed-clothes  and  crawl 
in. 

Our  congratulations  to  J.  Curtiss,  chairman,  C.  Sea- 
man, secretary,  J.  W.  Watson,  treasurer,  of  the  general 
committee,  and  all  other  members  of  committees  who 
took  part  in  the  arrangements. 
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"Danger  of  Shoe  Shortage"  Say  Manufacturers" 

Statement  issued  by  Shoe  Manufacturers  Associarion  of  Canada 


"As  there  was  a  temptation  when  business  was 
abnormal  for  merchants  to  buy  in  excess  of  their  re- 
quirements, there  is  an  equal  danger  now  that  they 
may  be  over^cautious  and  a  serious  shortage  of  boots 
and  shoes  is  threatened.  Those  who  fail  to  place 
ordelrs  ireasonablyin  ^advance  of  requlremdnts  will 
find  difficulty  in  getting  the  goods  they  want  when 
they  want  them  and  wilU  have  to  su'bstitute  inferior 
line's.  This  is  an  opinion  which  is  shared  not  only  by 
the  shoe  manufacturers,  ibut  by  the  wholesale  firms 
as  well,  and  the  danger  referred  to  is  being  recog- 
ized  now  by  the  retail  trade  also.  It  mWst  be  remem- 
bered that,  for  a  year  or  m'ore,  the  production  of  foot- 
wear in  Canada  has  been  consdder'albly  below  onr  nor- 
mal requirem'ents.  Boots  and  shoes  are  needed; 
the  considerfalble  reserve  stociks  which  were  in  the 
hands  of  the  manufacturers  and  the  trade  a  year 
ago  now  bavie  been  Hargely  absorbed;  and  the  manu- 
facturers cannot  supply  the  'seasonal  demands  unless 
they  are  given  time  to  do  so. 

"Reports  from  all  parts  of  the  Dominion  confirm 
the  opinion  that  present  stocks  of  footwear  are  not 
only  much  lower  than  last  year,  but  that  they  are 
very  considerably  below  normal  and  that  merchants 
are  not  prepared  witih  stocks  to  mieet  even  an  ordin- 
ary demand.  Buying  has  now  'been  resumed  on  a 
much  more  liberal  scale  and  it  is  hig'hly  significant 
that  sudh  ibuying  is  not  confined  to  specialties  but 
that  staplels  and  "all  lines  of  mens'  shoes  particularly 
are  in  mudh  stronger  demand  than  has  been  the  case 
for  some  months.  W^hile  the  industry  as  a  whole  is 
still  operating  'below  capacity,  nevertheless  many 
of  the  plants  are  operating  full  time  and  with  a 
complete  staff,  and  have  oiuer,-,  on  their  Ij'oaks  which 
will  keep  them  running  without  any  reduct  on  for 
three  months  or  longer. 

"As  long  as  there  were  heavy  surplus  stocks  of 
boots  and  s'hoes,  prices  were  influenced  largely  'by 
financial  considerations  other  than  the  cost  o'f  pro- 
duction and,  in  many  cases,  footwear  was  cleared  at 
prices  far  below  replacement  costs.'  But  obviouisly 
this  situlation  cannot  continue  indefinitely.  Manu- 
facturers cannot  be  expected  to  make  goods  to  sell 
below  cost.  Their  prices  are  on  a  production  cost 
basis  once  more,  and  are  now  from  30  to  45  per  cent 
below  those  'wlhich  prevailed  in  the  Spring  of  1920. 
Indeed  tbe  reduction  in  mlanufacturers'  prices  of  foot- 
wear has  been  much  gireater  than  the  drop  in  prices 
of  most  other  commodlities  and  it  represents  all  the 
saving  that  ha>s  taken  place  in  the  cost  O'f  product- 
ion. Manufacturers  cannot  make  'boots  and  shoes 
under  present  condition's  to  sell  at  lower  prices  than 
those  now  in  effect.  Indeed,  the  prices  \Vhich  the 
shoe  manufacturers  have  to  pay  for  high  grade 
leathers  have  advanced  during  recent  weeks  and,  un- 
less the  manufacturers  can  find  some  way  to  ofifset 
such  higher  cost,  prices  o'f  footwear  made  from  these 
leathers  also  may  advance.  Reports  received  by  the 
Shoe  Manufacturers'  Association  of  Canada  indicate 
that  the  manufacturers  are  finding  it  difficult  to  obtain 
good  quality  leathers  in  calf  and  kid  and  this  situation 
may  me'an  a  still  further  advance  in  prices. 

"I't  is  'believed  thaat  retailers'  prices  fairly  gener- 
ally now  have  fceen  reduced  to  a  replacement  basis 
and,  as  a  result,  shoes  shoul'd  now  be  selling  at  prices 
which  represent  a  very  substlantial  rediiction  from 
the  prices  which  prevailed   in  the   Spring   o'f  last 


year.  The  entire  industry  appears  to  be  once  more 
on  a  stable  basis  and  at  least  a  normal  volume  of  'bus- 
iness may  confidently  be  expected  during  the  Fall 
and  Winter  months. 

"Much  misunderstanding  has  arisen  from  the 
failure  of  the  public,  in  criticizing  the  boot  and  shoe 
industry,  to  differentiate  between  the  leather  'manu- 
factured from  cowhides,  wbich  is  usually  'known  as 
'slide'  leather,  and  the  finer  leathers  manufactured 
from  calfskins  or  go'ats'kins,  the  latter  providing  kid 
leathers.  It  is  true  that  'prices  of  cowhides  are  low, 
but  s'o  are  the  prices  of  footwC'ar  m'ade  from  'side' 
leather.  DuralMe  iboots  m'ade  of  'side'leather  are  'ob- 
tainable today  at  most  retail  stores  at  m'oderate  prices 
but  that  is  not  the  grade  'of  fo'otwear  whidh  the  public 
is  buying.  The  principal  demand  is  for  'boots  and 
shoes  of  calf  or  ikid  leathers.  There  is  a  universal 
shortage  of  goat  'skins.  all  of  which  have  to  be  im- 
ported, and  quotations  on  kid  leathers  still  are  from 
100  to  200  per  cent  hig^her  than  they  were  in  1915. 
High  grade  calf  leathers  also  cost  much  more  than 
before  the  war  and  prices  recently  have  tended  up- 
wards. M'oreover,  reports  from  the  shoe  manufactur- 
ing companies  advise  of  difficullty  in  getting  good 
quality  calf  and  kid  even  at  the  higher  quotations. 

"The  public  has  been  told  by  misinformed  persons 
that,  with  the  present  prices  of  hides,  the  manufact- 
urers get  their  leather  at  very  low  prices  and  that  the 
wages  cost  of  manufacturing  a  pair  of  shoes  is  only 
a  dollar  or  thereaibouts.  The  S'hoe  Manufacturers' 
Asso'ciation  'of  Canada  has  stated  that  the  item  of 
wages  cost  runs  up  to  $1.45  'or  more  per  'pair  of  fine 
shoes,  accordinig  to  the  pattern  and  s'tyle,  but  this  by 
no  means  represents  all  the  payments  to  s'hoe  fact- 
ory employes.  O'tiher  payments  of  this  character  are 
included  in  such  items  as  factory  "overhead",  selling 
costs,  and  general  office  expenses.  No  one  pretends 
that  shoe  operators'  wages  are  the  only  factor  of  im- 
portance in  the  cost  of  manufacturing  footwear,  -but 
they  are  an  important  faictor  and  many  of  the  shoe 
factories  rep'ort  that  their  wage  schedules  ' still  are  ai 
the  higlhest  'peak. 

"Such  is  the  situation  despite  the  fact  that,  as 
already  stated,  manufacturers'  prices  of  boots  and 
S'hoes  are  now  from  30  to  45  per  cent  he'ow  those 
w'hich  prevailed  in  t'he  S'pring  of  1920.  Not  only 
does  the  reduction  in  the  price  of  footwear  represent 
all  the  saving  that  has  talken  'place  in  the  cost  of  man- 
ufacture, but  als'o  in  many  cases  it  has  involved  the 
complete  disappearance  of  the  manufacturers'  profit. 

"There  never  has  been  a  time  when  profits  in  th'c- 
sh'oe  manufa'oturing  industry  in  Canada  were  immo- 
derate ,  for  competition  is  intense.  Since  the  end  of 
the  wiar,  an  average  of  one  O'Ut  of  every  six  or  seven 
shoe  factories  in  the  Dominion  has  been  forced  into 
ban'kruptcy,  obliged  to  discontinue  operations,  or 
compelled  to  undergo  finandial  reorganization.  Sure- 
ly these  facts  should  afford  convincing  pro'of  that 
the  shoe  manufacturers  are  not  pirates,  that  they  have 
'ta'ken  their  losses',  and  that  they  are  dealing  fairly 
with  the  trade  and  with  the  public  !" 


Swat  the  Pessimist. 


40 


FOOTWEAR    IN  CANADA 


Seen  at  The  Canadian  National  Exhibition 

Many  Displays  of  Particular  Interest  to  Shoe  Retailers  and  Repair  Men 


When  we  made  our  trij)  around  the  liig  Pair  last 
year,  one  of  the  things  that  struck  us  most  forcibly 
was  the  exhibit  oi  the  Dominion  Rubber  System. 
So  successful  did  it  prove  on  that  occasion,  that  it 
has  been  repeated,  and  thousands  of  visitors  have  been 
deeply  interesited  spectators  of  the  various  processes 
in  the  manufacture  of  rubber  footwear  and  other 
rubber  goods,  as  demonstrated  at  the  firm's  monster 
exhibit  in  tlie  Industrial  Building.  It  was  one  of  the 
largest  displays  at  the  exhibition,  occupying  one 
wh  ole  section. 

Besides  this  main  feature,  the  firm  also  had  an- 
other exhibit,  in  the  form  of  a  model  shoe  store,  which 
was  of  particular  interest  to  retail  shoemen.  The 
originality  and  artistic  arrangement  of  the  scheme 
made  it  quite  conspicious  among  the  surrounding 
displays.  The  store  had  a  centre  door  and  two 
windows,  without  glass — one  having  a  summer  trim 
and  the  other  a  winter  trim.  In  the  latter  the  floor 
of  the  window  was  covered  with  artiical  snow,  and  in 
one  corner  was  a  miniature  home,  also  snow-clad. 
The  display  consisted  of  the  various  lines  of  Dominion 
rubbers,  overshoos,  rubber  boots,  etc.,  suitaHjle  for 
winter  wear,  and  Kosey  Korner  felt  footwear.  The 
background  was  of  lattice-wofk  interlaced  with  twigs 
of  pine,  which  was  flecked  with  cotton  to  represent 
snow.  In  the  summer  disp'lay  were  shewn  the  Smart 
Step  and  Fleet  Foot  lines  of  canvas  footwear. 

In  the  interior,  the  booth  was  lined  with  show 
cases,  containing  samples  of  all  the  lines  i)roduced 
by  the  Dominion  Rubber  System. 

In  Machinery  Hall  "Footwear"  found  displays  of 
particular  interest  to  the  shoe  repair  man.  The 
United  Shoe  Machinery  Co.  was  of  course  represented 
and  was  showing  some  new  equipment  that  attract- 
ed considerable  attention  from  visiting  repairer^. 
One  feature  was  a  finishing  outfit  equipped  with 
ball  bearings.  This  is  the  first  time  that  a  ball-bear- 
ing outfit  has  been  shown  in  Canada,  if  not  on  the 
continent.  It  has  the  advantage  of  the  maximum 
silence  and  smoothness  in  operation  with  a  very  con- 
siderable reduction  in  the  required  power.  Less  att- 
ention is  also  needed  to  lubrication.  Another  inter- 
esting feature  was  a  gasoline  engine  of  a  type  spec- 
ially suited  to  the  requirements  of  a  shoe  repair  shop. 
In  numerous  small  towns  there  is  no  electric  power 
available  during  the  time,  and  it  is  for  the  use  of 
the.  repair  man  in  such  localities  that  the  engine  is 
particularly  designed.  It  is  a  .self-icontained  unit, 
frost-proof  dust-proof  and  guaranteed  against  ex- 
plosion. 

An  aid  to  efficiency  along  another  line  was  the 
Utility  Outfit  of  eyelets — a  simple  box  with  compart- 
ments in  which  the  various  sizes  of  eyelets  are  kept 
separate 

Mr.  Oliver  M.  Brodks  was  in  charge  of  the  exhibit. 


P.O.  \Vallace  &  .Son  had  a  quantity  of  new  and 
interesting  equipment  to  show  us.  There  was  the  new 
Nt'.  12  Landis  stitcher,  which  is  said  to  be  the  only 
machine  on  the  market  that  channels  before  it  stit- 
ches. This  stitcher  has  twenty  degrees  of  heat,  which 
allows  the  maximum  speed  in  starting  up  and  a  nice 
adjustment  to  the  requirements  of  the  job  when  in 
operation. 


Then  we  were  shown  a  new  skiver,  the  "Sure- 
Cut,"  a  cheaper  device  than  the  former  model,  from 
which  it  differs  in  the  fact  that  the  leather  is  fed  to 
it  flesh  side  up.  There  was  also  a  combination  cutter 
and  a  skiver,  which  was  noteworthy  for  its  compact- 
ness and  convenience.  Another  feature  of  particular 
interest  was  the  Progressive  heel  cutter,  a  piece  of 
equipment  particularly  suited  to  the  requirements  of 
the  large  while-you-'wait  establishments.  This  mac- 
hine has  a  cutting  wheel  which  with  surprising  ease 
and  rapidity,  cuts  right  through  nails  as  well  as 
leather,  and  leaves  a  clean  .smooth  surface,  ready  for 
the  aj)plioation  of  the  new  lifts. 

The  Progressive  11  ft.  10  in.  outfit  was  al.so 
exhibited. 


We  hope  no  .shoe  retailer  who  visited  the  Fair 
missed  seeing  the  Ross  &  Shaw  exhibit.  Being  dis- 
tinctively Canadian,  it  should  have  been  of  interest  to 
every  Canadian  shoeman.  The  firm  had  a  very  att- 
ractive display  of  moccasins,  the  product  of  Armand 
Bastien,  Indian  Lorette,  P.Q.,  and  this  picturesque 
and  serviealble  type  of  footwear  proved  an  object 
of  real  interest  to  the  sight-seers.  Another  feature 
was  a  showing  of  boudoir  slipper^  made  by  the  Ross 
&  Shaw  Mfg.  Co.  These  slippers  are  something  quite 
new,  having  only  been  gotten  out  within  the  last  few 
weeiks.  They  are  in  combinations  of  patent  leather, 
tan  and  grey  and  black  and  grey  being  prominent. 
They  are  made  both  with  heels  and  without.  These 
slippers  are  entirely  a  Canadian  product,  both  as  re- 
gards material,  workmanship  and  design.  Also  of 
exclusive  Canadian  manufacture  were  the  Lion 
Brand  sporting  boots  and  larrigans. 


At  the  booth  of  the  Anglo-Canadian  Leather  Com- 
pany, Ltd.,  we  saw  an  interesting  and  educative  ex- 
hibit. The  booth  was  lined  with  sides  of  leather  of 
the  company's  different  tannages,  and  in  show  cases 
in  front  were  glass  containers  from  the  raw  hide  to 
the  finshed  product.  There  were  also  containers 
with  samples  of  the  various  materials  used  in  the 
tanning  process.  Mr.  S.  Lamther  was  in  charge  of 
the  display. 


When  you  think  of  "  Patent,"  you  just  naturally 
think  of  "  Clarke's,"  and  when  we  saw  patent  leather 
on  display  at  the  Toronto  Exhibition,  we  didn't  need 
to  look  for  the  name  on  the  booth.  The  company  used 
it  partly  as  a  decorative"material,  and  it  is  decorative — 
smooth,  flexible,  darkly-shining  stuff  it  is,  that  you 
can  roll  between  finger  and  thumb  without  cracking. 
There  were  other  products  of  the  Clarke  plant  also  on 
display,  mocassins,  shoe-packs,  mitts,  etc.,  besides 
samples  of  the  different  raw  materials  from  which 
they  are  manufactured.  Mr.  Theodore  Trickey  was 
in  charge. 

There's  something  very  attractive  about  good 
leather — well-tanned,  smooth-grained,  long-fibred  and 
mellow.  The  discriminating  eye  rests  on  it  with 
pleasure,  and  sensitive  fingers  love  the  feel  of  it.  It 
was  its  fragrance,  however,  that  brought  "Footwear" 
to  a  halt  at  the  booth  of  the  Breithaupt  Leather  Co. 
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at  the  Toronto  Exhibition.  Our  nose  was  pleased  and 
we  decided  we  had  struck  the  right  scent.  We  tried, 
the  various  Breithaupt  tannages  by  the  eye-nose-and- 
finger  test,  and  were  satisfied.  The  company,  how- 
ever, also  had  concrete  evidence  that  their  product 
stands  the  wear  test.  They  had  on  display  a  pair  of 
shoes  worn  by  Private  Harris,  of  Kitchener,  Ont.,  who 
set  out  for  a  walk  one  day  from  the  faoresaid  city  to 
Washington.  He  got  there  and  back — 1,500  miles — 
and  returned  with  the  original  soles  on  his  shoes. 
They  were  Breithaupt  leather. 


The  Nugget  Polish  Company  had  a  complete  dis- 
play of  their  well  known  lines  of  shoe  polish.  Con- 
forming with  the  weather,  they  were  making  a  feat- 
ure of  white  shoe  dressing,  liquid  and  cake,  and  their 
exhibit  was  a  centre  of  interest,  particularly  with  the 
young  folk  who  wanted  to  secure  the  souvenirs  that 
went  with  every  box  of  polish  sold.  Mr.  Hart  was 
in  charge. 


"  Fit-All  "  Foot-Holds — the  name  sounds  alright, 
doesn't  it?  And  when  we  visited  the  Gutta  Percha 
&  Ru'bber  booth  at  the  Fair,  a  live  salesman  was  able 
to  convince  us  that  the  idea  was  alright,  too.  These 
Foot-Holds  are,  if  our  memory  serves  us  right,  the 
youngest  members  of  the  Gutta  Percha  footwear 
family.  Other  members  present  were  rubber  boots, 
Greyling  leather  tops,  artics,  canvas  goods  and  a  com- 
plete line-up  of  rubbers,  which  we  do  not  need  to  en- 
umerate. Maltese  Cross  rubber  heels  were  of  course 
also  on  the  job.  Just  in  passing,  we  may  say  for  the 
benefit  of  the  few  who  may  not  know — "Fit-All" 
Foot-Holds  were  so  named  because  they  are  only 
made  in  three  sizes,  which  adjust  themselves  to  fit 
all  sizes  of  women's  shoes.  They  were  in  charge 
of  Mr.  W.  E.  Stephenson. 


One  of  the  booths  that  attracted  us  within  its  gates, 
despite  the  fact  that  it  was  not  connected  with  the 
footwear  industry,  was  that  of  the  International  Busi- 
ness Machines  Company.  Any  merchant,  or  'business 
man  in  any  line,  could  scarcely  have  failed  to  be  inter- 
ested to  note  the  variety  of  time  recording  clocks 
gotten  out  for  varying  conditions  and  purposes. 


When  a  man,  or  a  wtoman,  is  wearing  a  pair  of 
dusty  shoes  and  then  he  sees  a  pair  that  he  can  use  as 
a  mirror  to  straighten  his  tie  in,  he  naturally  begins  to 
think  about  his  feet  and  his  footwear.  That,  no 
doubt  was  the  reason  the  booth  of  Chas.  Tilley  and 
Sons  was  such  a  busy  spot.  The  company  had  two 
displays — one  of  polishes,  and  another  of  shoes  and 
leather.  The  latter  was  in  charge  of  Mr.  J.  A.  Creech. 
It  consisted  mainly  of  a  showing  of  Nursery  shoes  for 
children  and  Medcalf  shoes  for  women,  artistically 
arranged  in  a  pyramid  display  One  of  the  features 
was  a  new  cushion-sole,  comfort  shoe  for  women. 
Conspicuous  in  the  polish  display  was  the  demonstra- 
tion of  a  new  product.  Tilley's  Nu-Black,  the  water 
proof  qualities  of  which  were  proven  by  dipping  a 
shoe  polished  with  it  in  a  pan  of  water.  An  attractive 
new  brown  dye  was  also  to  the  fore.  Both  of  these 
'  productions  are  to  the  credit  of  Mr.  E.  Higginson, 
who  joined  the  company's  staff  some  months  ago  as 
their  chemist  in  succesion  to  the  late  Mr.  Turner. 


It  goes  without  saying  that  the  National  Cash 
Register  Company  had  a  display  at  the  Exhibition. 


The  N.  C.  R.  is  ubiquitous.  Wherever  you  may  go, 
you're  almost  bound  to  find  some  -evidence  that  the 
N.  C.  R.  has  been  there  before  you — like  the  explorer 
who  thought  he  was  the  discoverer  of  the  North  Pole, 
and  found  an  Irishman  sitting  on  it.  The  Company 
had  a  largeandinteresting  exhibit,  including  the  new 
lower-priced  receipt  printing  registers  which  have  re- 
cently been  designed  and  gotten  out  for  the  benefit  of 
merchants  in  a  smaller  way  of  business. 


At  a  conspicuous  location  in  the  Industrial  Build- 
ing, we  happened  upon  the  Dunlop  Tire  &  Rubber 
Company's  booth.  "  Peerless  "  heels  formed  a  prom- 
inent feature  of  the  company's  display. 


Making  the  Public  Read  Advertisements 

One  of  the  most  novel  ideas  we  have  heard  of  lately 
for  creating-  interest  in  a  store's  advertising  was  as 
follows : 

The  merchant  took  a  telephone  directory  and  chose 
from  it,  more  or  less  at  random,  the  name  of  a  resident 
in  his  locality.  He  then  inserted  this  name  in  his 
advertisement  stating  that  if  the  person  to  whom  it  be- 
longed would  cut  it  out  and  bring  it  to  the  store,  she 
would  receive  a  prize.  This  he  did  with  each  advert- 
isement he  ran  in  the  local  newspapers,  offering  a  one- 
pound  box  of  candy  to  the  ladies  and  a  box  of  five 
cigars  to  the  men.  A  typical  announcement  read  like 
this:  "If  Mrs.  Thos  Johnson,  41,  Niagara  St.,  reads 
this  advertisement,  cuts  it  out  and  brings  it  to  our 
store,  she  will  receive  a  one  pound  box  of  candy,  with 
our  compliments."  This  scheme  was  undoubtedly 
effective  in  getting  a  large  number  of  people  watching 
his  advertisement  to  see  whether  their  name  happened 
to  appear. 

The  Foundation  of  the  Shoe 

Mr.  Shoe  Salesman,  you  who  minister  to  the  foot- 
wear needs  of  the  public.  How  much  do  you  know 
about  the  product  you  are  selling?  If  a  customer  asked 
you  a  simple  question  about  one  of  the  m.ethods  of  shoe- 
making  or  the  manufacture  of  leather,  or  the  produc- 
tion and  use  of  lasts,  could  you  answer  without  hesita- 
tion. You  should  be  able  to-  The  man  who  sells 
shoes  should  know  all  about  shoes  in  a  general  way. 

•  Here  is  a  little  information  about  lasts,  as  set  forth 
by  a  live  shoe  salesman  in  the  Canadian  middle  west, 
in  answer  to  one  of  a  series  of  queries  in  regard  to 
shoemaking : 

"  Most  kinds  of  shoes  used  by  mankind  are  fash- 
ioned, and  allowed  to  set  to  shape,  over  wooden  forms 
called  lasts.  In  fact  lasts  are  indispensable  in  the 
construction  of  shoes-  They  are  fashioned  into  shape 
to  represent  the  ideal  of  style  creation  and  to  please  the 
eye  in  the  finished  product.  Lasts  are  formed  and  pro- 
portioned according  to  a  measurement  system  that 
adapts  them  to  produce  a  foot  covering  afl^ording,  to 
a  degree,  more  or  less  pronounced,  comfort,  ease  and 
elegance.  Lasts  are  really  works  of  art,  for  it  demands 
the  adept  fingers  of  a  model  maker  to  fashion  the 
originals.  Invention,  the  child  of  necessity,  has  solved 
the  problem  whereby  the  master's  model  can  be  repro- 
duced in  absolute  likeness  from  solid  blocks  of  maple 
wood  in  an  incredibly  short  space  of  time. 

"  In  the  making  of  lasts  there  is  premilinary  treat- 
ment and  preparation  that  assures  the  requisite  of 
perfect  smoothness  in  finish  of  surfaces  and  also  pro- 
duces a  condition  of  the  wood  which  enables  it  to  with- 
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stand  a  maxinuim  of  mechanical  strain  in  the  course 
of  shoe  construction.  Skillful  dry  kiln  treatment  in- 
sures a  well  seasoned  firmness  which  is  essential.  A 
treatment  of  petrolatum  and  rosin  mixed  with  gasoline 
to  thin  it  and  cause  greater  penetration  prevents  all 
possibility  of  moisture  absorption,  which  is  a  deterrent 
to  the  best  results  obtainable  in  the  finished  last." 


Phillip  Jacobi  Organization  Guests  of 
Hurlbut  Company 

On  Monday  August  8,  the  Hurlbut  Co.  of  Preston, 
Ont.,  entertained  as  their  guests  the  Philip  Jacobi 
orgianization,  of  Toronto.  This  get-together  event 
was  held  with  the  object  of  promoting  the  idea  of  co- 
operation, and  of  creating  a  better  mutual  understand- 
ing of  the  problems  of  production  and  sales.  At  the 
initial  conference,  held  in  the  executive  of¥ices,  Mr-  C. 
E.  Hurlbut  presented  to  each  of  the  salesmen,  on  be- 
half of  the  company,  handsome  leather  jiortfolios. 
There  was  also  an  inspection  of  samples  and  a  con- 
ference on  some  of  the  new  models  at  this  juncture, 
after  which  a  luncheon  for  the  salesmen  was  served  at 
the  Kress  House.  The  afternoon  was  s])ent  in  a  tour 
of  inspection  at  the  factory. 

A  convention  dinner  was  held  in  the  evening  at  the 
Kress  House,  Mr.  Jacobi,  department  heads  and  sales- 
men of  Philip  Jacoibi,  and  department  managers  of  the 
Hurlbut  Co.  being  guests.  Mr.  C.  E.  Hurlbut  pre- 
sided, and  after  full  justice  had  been  done  to  an  elab- 
orate menu,  spoke  briefly  of  the  jjrogress  of  the  com- 
pany, its  procedure  during  the  months  of  general  busi- 
ness readjustment  and  its  ])lans  and  hopes  for  the 
future 


Mr.  C.  F.  Craigie,  vice-president  of  Dominion 
Advertisers,  Limited,  Montreal,  also  made  an  address. 
Each  of  the  salesmen  was  presented  with  a  portfolio 
showing  in  detail  the  Hurlt)Ut  campaign  of  advertising, 
and  Mr.  Craigie  explained  its  purposes  and  helpfulness. 


The  Chicago  Convention 

The  management  <jf  the  N.  S.  R.  ,\.  convention  to 
be  held  in  Chicago  in  January  state  that  on  this  occas- 
ion plans  are  being  made  along  different  lines  than  have 
been  followed  at  any  convention  in  recent  years. 
"  Business  building  "  is  the  ideal  for  which  they  are 
working,  and  it  is  declared  that,  while  the  intention  is 
not  to  hold  a  strictly  formal  business  get-together,  they 
propose  making  this  convention  more  serious,  more  in- 
formative for  the  retailer,  and  more  productive  of  mer- 
chandising ideas  and  suggestions. 

It  is  interesting  to  note  that  the  Bureau  of  Busi- 
ness Research  of  Harvard  University  has  consented 
to  send  ten  representatives  to  the  convention,  accom- 
panied by  Melvin  T.  Copeland,  who  will  explain  to  the 
individual  retailers  the  investigations  carried  on  in 
the  retail  shoe  trade  and  answer  questions  pertaining 
to  the  work  of  the  Bureau  in  its  practical  application 
to  the  every  day  problems  of  a  shoe  store. 


Oliver  M.  Brooks,  of  the  United  Shoe  Machinery 
Co.,  is  making  a  trip  East,  through  to  Halifax,  and 
will  visit  the  trade  in  the  more  important  centres  en 
route. 


Have  you  jtjined  the  N.S.R.A.  yet? 


The  Hurlbut  Get  Together 

Upper  row,  left  to  right:  Geo.  Henry,  E.  G.  Heise,  F.  Wragge,   Fred   Denham,   John   Denison.    Fred   Thompson,  .-Mbert 

Gorman,  Ben  Brown,  H.|  A.  Collins,  Wm.  Fox,  Geo.  Jacobi. 
Bottom  row,  left  to  right:  Chester  F.  Craigie,  Fred  Godfrey,  G.  P.  Hurlbut,  E.  T.  Jacobi,  Harry  Lewis,  Philip  Jacobi, 

Wm.  Lang,  Joseph  Calvert.  (. 
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Moral :  Show  the  Goods 

WHEN  one  of  our  salesmen  sells  a  women  a 
pair  of  shoes  he  immediately  follows  up  the 
sale  by  exhibiting  some  hosiery  for  the  cus- 
tomer's inspection,"  states  a  prominent 
shoe  merchant.  "This  is  usually  done  just  before  he 
takes  the  shoes  to  the  counter  to  be  wrapped.  He 
does  not  ask  whether  she  would  like  to  see  some 
hosiery  because  in  nine  cases  out  of  ten  she  would 
answer  'No.'  He  just  goes  and  gets  it,  places  it  next 
to  the  shoes  purchased  and  lets  her  know  that  it  is 
good  merchandise  and  that  the  value  is  worth  while. 
The  customer  probably  was  not  in  the  market  for 
hosiery  when  she  first  entered  the  store.  She  prob- 
ably had  made  up  her  mind  to  go  straightway  to  the 
counter  of  some  department  store  for  her  stockings. 
But,  on  seeing  right  before  her  eyes  the  hose  that 
matches  her  shoes,  she  realizes  immediately  that  she 
will  be  saved  considerable  time  and  inconvenience  and 
the  sale  is  closed.  This  is  equally  true  in  the  men's 
department.  The  average  man  is  nearly  always  in 
need  of  hosiery  and  if  it  is  suggested  to  him  in  the 
proper  way,  he  can  usually  be  counted  on  for  a  pair 
or  two." 


The  Installation  of  a  Small  Hosiery  Department 

T HE  shoeman  will  undoubtedly  find  hosiery  a 
profitable  side  line,  if  it  is  handled  right," 
states  a  well-known  London  retailer.  "After 
getting  in  touch  with  a  reliable  jobber,  at  first 
it  is  wise  to  buy  sparingly  and  fill  in  your  stock  as 
need  arises.  From  experience  we  have  found  that  it 
is  better  to  begin  by  handling  only  men's  hosiery.  To 
handle  both  men's  and  women's  hosiery  properly  calls 
for  quite  an  outlay  of  space  and  money.  Begin  with 
the  men's  hosiery,  and  when  you  have  made  a  success 
of  tbat,  add  the  women's.  A  woman's'  stock  calls  for 
considerable  more  care  in  buying,  as  more  variety  is 
necessary  to  obtain  a  popular  stock. 

"Suitable  show  cases  are  essential  in  handling 
hosiery.  Placed  near  the  door,  or  in  a  position  to 
command  attention,  the  silent  salesman  not  only  in- 
forms the  customer  that  you  handle  hosiery,  but  often 
invites  or  reminds  him  that  a  couple  of  pair  of  socks 
bought  just  now  will  save  him  a  trip  after  them  later. 
It  is  a  good  plan,  too,  to  use  hosiery  as  much  as  pos- 
sible in  your  window  displays.  Socks  must  be  intro- 
duced to  the  customer  if  you  want  them  to  sell.  En- 
courage the  sales'  force  by  giving  them  10  per  cent,  on 
the  sale  price.  Perhaps  you  say  it  will  eat  up  most 
of  the  profit  giving  10  per  cent.,  but  it  is  the  surest 
way  to  get  them  to  suggest  socks  to  the  customer,  and 
that  spells  success  for  your  venture  in  hosiery. 

"One  other  point  is,  do  not  charge  too  much. 
Remember  that  a  moderate  profit  in  hosiery  is  better 
than  dead  stock,  and  all  such  profits  are,  after  all, 


extra  gleanings  for  the  shoeman. 

"The  following  figures  will  give  a  general  idea  of 
how  to  stock  for  a  start  in  men's  lines : 

Cotton  hose  to  sell  at  40  or  50  cents,  costing  about 
$3.50  a  dozen. 

Lisle  hose  to  sell  at  75  cents,  costing  $6.00  doz. 
Silk  hose  to  sell  at  $1.00,  costing  $8.50  or  $9.00. 
"In  these  three  lines,  the  shoeman  can  make  a  fair 
start  by  stocking  as  follows  in  each  line,  in  brown,  in 
black  and  in  white : 

y2  Dozen    Size 

^  Dozen    "  10>4 

1  Dozen    "  11 


V2.  Dozen 


\\V. 


"Besides  these  he  should  have  a  fair  quantity  of 
black  cashmere  to  sell  at  85  cents,  and  of  fancy  silks 
to  retail  at  $1.35  or  $1.50,  say  doz.  size  IO3/2  and 
y2  doz.  size  11. 

"As  business  grows,  it  will  be  found  necessary  to 
add  a  line  of  heather  and  worsted  ribbed  socks,  ac- 
cording to  the  class  of  trade  handled. 

"A  very  fair  assortment  of  men's  hosiery  can  be 
put  in  with  an  investment  of  less  than  $250.00." 


Hosiery  Forms  Increase  Attractiveness  of 
Display 

IN  figuring  the  ways  and  means  of  increasing  the 
sale  of  hosiery,  the  show  windows  are  of  prime 
consideration,  but  since  most  merchants  have  a 
limited  show  window  space,  which  primarily  is 
intended  to  increase  the  sale  of  the  main  stock-shoes — 
and  since  in  a  'mixed  trim'  there  is  always  danger  of 
confusion  and  jumble,  it  becomes  a  problem  how  to 
show  a  kindred  line  without  disturbing  the  individ- 
uality of  the  principal  merchandise,"  states  a  manu- 
facturer of  display  fixtures. 

"It  is  manifestly  unnecessary,"  he  continues,  "to 
show  a  large  variety  of  the  hosiery — the  main  object 
to  be  attained  is  to  attract  the  attention  of  the  public 
to  the  hosiery  department  and  at  the  same  time  show  a 
few  attractive  styles. 

"First  class  display  men  find  that  a  few  hose  dis- 
played on  hosiery  forms  brings  the  best  results,  and 
that  they  increase  the  character  of  the  display. 

"The  individuality  is  distinct  and  clean  cut  and  in- 
stead of  detracting,  they  embellish  the  window  trim, 
and  by  showing  the  hose  on  a  leg  give  the  public  an 
exact  idea  of  how  the  article  looks  when  it  is  worn, 
forming  at  the  same  time  a  human  interest  feature, 
which  is  always  the  best  way  of  attracting  attention 
to  show  windows. 


Many  retail  merchants  hesitate  to  add  a  Hosiery 
Department  because  of  lack  of  knowledge  of  colors 
which  blend  properly  with  certain  shades  of  shoes, 
but  enlightment  along  these  lines  will  readily  be  ac- 
quired with  a  short  experience. 
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Up  to  the  minute  Hosiery  Depiirtiiietit  in  Stark's  Shoe  Store,  Vancouver 


Sport  Shoes  and  Sport  Hose 

The  sale  of  summer  sport  shoes  offers  a  particu- 
larly good  opportunity  to  the  shoeman  to  add  to  his 
profits  by  the  sale  of  hosiery  to  match.  There  are 
very  many  attractive  styles  in  sport  footwear,  which 
just  require  the  correct  combination  with  hosiery  to 
secure  the  complete  and  finished  effect,  which  every 
woman  who  calls  herself  "stylish"  wishes  to  accom- 
plish. If  the  shoe  merchant  is  going  to  go  into  the 
women's  hosiery  game  in  earnest,  he  should  be  sure 
to  select  lines  which  will  combine  with  his  various 
styles  of  sport  shoes  to  the  best  advantage.  There  is 
a  splendid  variety  of  sport  hose  available  in  silk,  lisle, 
fibre,  wool  and  mixed  fabrics,  designed  to  suit  all 
tastes,  and  judicious  selection  will  not  only  result  in 
profits  from  hosiery  sales,  but  also  help  to  make  your 
footwear  appear  at  its  best  both  to  your  customer  and 
her  friends,  and  thus  build  up  the  reputation  of  your 
store. 


Spiffs  Make  Hosiery  Move  Quickly 

The  method  followed  by  a  prominent  Toronto  shoe 
merchant  in  boosting  the  sale  of  hosiery  is  to  offer  the 
salesmen  a  15  cent  spiff  on  every  pair  sold.  This  re- 
tailer only  handles  men's  hosiery  and  has  only  been 
carrying  a  few  lines,  but  he  states  that  the  results 
obtained  confirm  him  in  the  opinion  that  hosiery  is  a 
profitable  proposition  for  the  shoe  merchant  and  that 
that  department  of  the  business  is  well  worth  de- 
veloping. 


An  Idea  for  Exactly  Matching  Hose  and 
Shoes 

Says  a  manufacturer  of  women's  high  grade  turn 
footwear:  If  I  were  a  shoe  merchant  and  were  carry- 
ing, or  proposing  to  carry,  hosiery,  I  would  confine 
myself  to  a  few  of  the  popular  and  staple  colors,  and 
would  have  the  main  portion  of  my  stock  in  plain 
white  silk.  Then  when  a  customer  purchased  a  shoe 
in  a  fancy  color,  I  would  suggest  to  her  that  I  could 
have  the  shoe  matched  exactly  with  hosiery  for  her 
within  twenty-four  hours.  If  she  were  agreeable  to 
the  suggestion,  which  in  nine  cases  out  of  ten  she 
would,  I  would  then  dispatch  the  shoes  to  some  reli- 
able firm  of  dyers  with  a  pair  of  the  white  silke  hose, 


and  have  the  latter  dyed  to  the  exact  shade.  The  dyers 
could  then  deliver  both  the  shoes  and  the  hosiery  to 
the  customer  without  returning  them  to  the  shoe  store. 
V^ery  excellent  results  could  be  obtained  in  this  way. 
The  extra  cost  would  only  be  a  matter  of  fifty  cents, 
and  the  most  customers  would  be  very  pleased  witl 
the  service. 


Parisienne  Likes  "Blonde"  Stockings 

"Blonde"  stockings,  as  she  calls  them,  are  very 
popular  with  the  Parisienne.  These  are  in  the  tan 
shade  and  sheer,  and  in  the  "best  society"  are  seen  in 
hand-woven  varieties.  With  black  satin  slippers  they 
form  a  particularly  pleasing  and  attractive  combi- 
nation. 

^.  ,  1 


There's  an  old  story  about  some  families  in  a 
country  neighborhood  who  planned  to  have  a 
camp  meeting  in  the  woods.  For  the  refreshment 
of  thirsty  palates,  a  large  keg  was  provided,  to 
which  all  were  supposed  to  make  contributions  of 
wine.  However,  as  it  happened,  each  and  every 
one  hit  upon  a  means  of  economizing  which,  as 
he  thought,  would  not  be  detected  by  his  fellows. 
"I'll  just  bring  along  a  measure  of  water,  instead 
of  a  measure  of  wine,"  each  said  to  himself,  "and 
in  such  a  large  quantity  of  wine,  no  one  will  ever 
notice  the  difference."  So  every  man  came  along 
with  his  measure  of  water,  inwardly  congratu- 
lating himself  on  his  own  cleverness.  But  when 
he  came  to  slake  his  thirst,  he  found  that,  while 
the  plan  was  no  doubt  a  cunning  one.  it  did  not 
work  out  so  very  well,  when  it  was  unanimously 
adopted. 

So  it  is  in  association  work.  Many  are  ready 
to  accept  the  benefits  which  others  secure  for 
them,  but  never  give  any  of  their  own  time  or 
money.  Like  the  parsimonious  peasants,  they 
bring  water  to  the  keg,  and  expect  it  to  give  forth 
wine. 


The  right  way  to  handle  a  sale,  according  to  the 
N.C.R.,  is  as  follows:  (1)  Collect  the  goods  at  the 
wrapping  counter  beside  the  register;  (2)  Tell  the 
customer  the  price  and  get  the  money ;  (3)  Register 
the  sale;  (4)  Wrap  receipt  in  parcel;  (5)  Give  parcel 
and  change  to  customer.  This,  states  the  N.C.R.,  pre- 
vents mistakes,  stops  losses  ,and  saves  money. 
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Are  Universal  Repair  Prices  Possible  ? 

Discussion  by  Mr.  W.  S.  Pettit  before  the  Recent  Convention 


I  have  been  asked  to  speak  to  you  on  "The  Possi- 
bility or  Impossibility  of  Universal  Prices  for  Repair 
Work."  Now  this  is  a  subject  of  vital  interest  to  all 
of  us.  Prices  are  something  in  which  we  are  all  inter- 
ested. Before  taking-  up  universal  prices  I  want  to  say 
a  few  words  about  prices.  The  dictionary  says.  Price 
— to  ask  the  price  of ;  to  set  a  price  upon ;  an  equivalent 
given  or  asked  in  exchange ;  valuation. 

We  set  a  price  upon  our  work.  Do  we  ask  enough, 
or  do  we  ask  too  much  from  our  customers?  Do  we 
as  a  trade  (and  shoemaking  and  repairing  is  a  trade) 
ask  enough  for  our  work?  How  many  of  us  here  can 
make  a  living  and  pay  for  some  of  the  comforts  of 
life  in  a  44-hour  week  ?  How  many  of  you  who  employ 
help  only  ask  44  hours  per  week  from  your  men?  Very 
few. 

Do  Repairers  Ask  a  Fair  Price? 

Do  we  ask  too  much  for  our  work?  We  all  know 
that  in  the  years  gone  by  the  poor  cobbler  was  an 
object  of  pity  among  men.  He  worked  from  early 
morning  till  late  at  night,  year  in  and  year  out,  and 
when  he  became  an  old  man  he  often  ended  his  days 
in  the  poor  house,  or  among  his  children,  or  friends, 
and  yet  he  was  a  tradesman.  Why  those  conditions? 
Because  of  no  organization  or  associations.  Because 
they  did  not  ask  enough  for  their  work.  Because  they 
cut  prices.  Because  they  did  not  trust  each  other,  and 
did  not  work  each  for  all  and  all  for  each. 

Do  we  to-day  ask  enough  for  our  work?  Do  we  ever 
stop  and  think  that  when  we  have  given  15  minutes 
of  our  time  to  a  customer  we  have  given  them  15  min- 
utes of  our  lives.  Oh  men,  get  paid  for  your  work ! 
Do  not  be  afraid  to  set  a  price  upon  your  labor !  Now 
I  want  to  tell  you  about  a  repair  man  I  once  met  in 
Brantford.  He  had  an  auto  and  was  asking  the  way 
to  London.  Said  he  was  going  there  to  a  funeral  and 
that  it  was  the  first  time  he  had  been  away  during 
working  hours  in  over  ten  years.  I  said  to 
him  what  is  the  difference  between  you  and  a  10-year 
man  from  Central  Prison,  and  he  said,  "Well,  the  other 
fellow  is  through  and  I  have  got  to  go  back." 

Yes,  we  all  go  back  and  keep  working  and  are  thank 
ful  when  we  have  lots  to  do,  but  I  would  like  to  see 
us  get  as  much  for  our  work  as  other  tradesmen  do. 
I  have  a  few  bills  here  that  I  want  to  read  to  you. 

[Mr.  Petit  read  items  on  bills  received  from  a  build- 
ing contractor,  a  plumber  and  a  garage  man  for  re- 
pairs. It  showed  wages  paid  as  follows  to  the  various 
trades :  Mason,  $1.00  per  hour ;  helper,  65c ;  cement 
worker,  80c ;  helper,  65c ;  garage  man,  $1.00 ;  plumber, 
$1.20;  helper,  65c.] 

Now  why  not  a  bill  like  that  to  our  customers.  I 
think  I  could  make  a  mint  of  money  if  I  hired  a  stock- 
keeper  and  demanded  an  itemized  bill,  plus  labor  and 
overhead  for  every  job.  Why  should  we,  as  men,  work 


longer  hours  and  for  less  money  than  other  trades — 
and  we  all  know  we  do.  Now  let  us  consider  the  next 
definition. 

When  we  ask  our  customer  for  a  certain  amount  of 
money  for  a  certain  job  are  we  giving  an  equivalent, 
are  we  giving  value?  Is  the  job  we  have  done  worth 
the  money?  I  am  sorry  to  say  that  in  our  line  of  busi- 
ness it  very  often  is  not.  We  have  too  many  men  do- 
ing, or  trying  to  do,  shoe  repairing  that  should  be  dig- 
ging ditches,  and  at  present  there  seems  to  be  no  way 
of  changing  this  condition.  We  have  our  electrical 
by-laws  and  our  plumbing  by-laws.  We  have  our 
printers'  union  and  our  railway  unions  and  our  street 
railway  unions.  We  have  our  dental,  medical  and 
ministerial  associations.  We  have  our  wholesale  and 
retail  associations.  We  have  a  few  shoe  repairers' 
associations,  but  they  are  not  big  enough  nor  far- 
reaching  enough  to  enable  us  to  require  a  standard  of 
efficiency  from  men  before  they  are  allowed  to  repair 
shoes.  I  am  afraid  we  cannot  expect  to  ever  attain 
that  goal,  but  we  can  improve  our  own  work  and  give 
such  value  for  the  money  that  the  poor  mechanic  will 
not  be  wanted. 

Therefore,  men,  try  to  give  a  good  job  and  good  ma- 
terial. Get  acquainted  with  your  opposition  and  make 
him  your  neighbor  for  your  mutual  benefit.  Form  an 
association,  because  only  through  organization  can  re- 
sults be  secured.  The  need  of  unity  is  more  than  ever 
to  be  desired  at  the  present  time  because  conditions 
and  prices  which  prevail  for  the  next  few  months  will 
possibly  be  the  basis  on  which  we  will  work  in  the 
years  to  come. 

Universal  Prices 

The  dictionary  says  "universal"  means:  relating  to 
the  entire  universe,  unlimited,  general  common  to  all 
in  any  specific  group,  entire,  suited  to  all  purposes  and 
conditions. 

We  do  not  expect  to  have  a  universal  price  for  re- 
pairing shoes  all  over  the  world,  but  would  it  not  be 
fine  if  we  had  it  all  over  Ontario?  If  the  price  was 
general  and  suited  to  all  condtions  and  purposes,  would 
we  not  have  a  fine  trade?  If  the  customers  knew  that 
they  would  have  to  pay  as  much  in  Woodstock  as  in 
Toronto,  what  a  lot  of  arguments  about  prices  we 
would  escape !  If  the  repair  man  in  the  village  asked, 
and  got,  the  same  price  as  the  man  in  the  city,  what 
a  lot  of  worry  would  be  lifted  from  our  shoulders !  We 
would  not  wonder  what  the  new  fellow  down  the  street 
was  going  to  ask  for  his  work;  all  we  would  need  to 
worry  about  was  who  could  do  the  best  job. 

Let  us  consider  the  possibility.  Some  people  say  all 
things  are  possible.  Then  why  not  universal  prices  for 
shoe  repairing.  Let  us  look  around  a  little.  We  find 
it  costs  3  cents  to  mail  a  letter  from  Toronto  to  Ham- 
ilton and  3  cents  from  Toronto  to  Vancouver.   We  find 
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the  railroads  have  a  universal  price  per  mile  for  carry- 
ing passengers.  If  these  things  can  be  run  with  uni- 
versal prices,  why  not  the  shoe  repair  business? 

Some  fellows  will  say,  "Why  my  rent  is  only  $10 
per  month.  In  Toronto  I  would  have  to  pay  $70  for 
this  shop.  I  can  work  cheaper  than  they  can."  I  say 
how  about  the  number  of  people  who  pass  these  re- 
spective places.  Will  the  Toronto  shop  not  have  seven 
times  as  many  people  pass  the  door  and  possibly  seven 
times  as  much  work? 

Then  again,  the  man  with  the  cheap  rent  has  the 
freight  and  express  charges  to  pay,  which  the  man  in 
the  wholesale  town  does  not.  He  also  has  the  stock  to 
carry  which  the  man  that  is  near  to  a  wholesale  house 
does  not  need  to  do.  Therefore,  if  the  Government  was 
to  issue  an  order  next  week,  that  the  prices  for  shoe 
repairing  must  be  universal  throughout  Ontario,  and 
if  they  gave  as  good  a  margin  of  profit  as  they  have 
given  to  other  lines  of  business,  I  say  we  could  all  con- 
tinue in  business  regardless  of  our  locations. 

Now  the  negative  side  of  the  question :  We  will 
not  say  universal  prices  are  impossible,  but  we  will  say 
they  are  impracticable  at  the  present  time.  It  wovdd 
not  be  good  practice  to  try  universal  prices  under  pres- 
ent conditions. 

Conditions  Make  Universal  Prices  Impracticable 

Each  town  and  city  has  a  problem  of  its  own  and 
what  would  be  good  for  Toronto  would  not  do  in 
Woodstock.    You  may  ask  why.     Because  of  poor 


organization  in  Woodstock;  because  they  have  not 
worked  together  and  they  are  getting  15  to  20  y)pr  cent, 
less  for  their  work  than  is  being  asked  in  Toronto. 
C'ould  they  increase  their  prices  now.  Not  without 
considerable  trouble  from  the  public.  Would  Toronto 
like  to  reduce  their  prices  to  Woodstock's?  Not  likely. 
Then  we  have  the  small  town,  a  couple  of  thousand 
people  and  a  couple  of  repair  men  ;  they  are  both  busy 
and  their  prices  are  the  same.  A  repair  man  from  some 
of  the  old  countries  comes  along  and  opens  up.  He  has 
not  been  accustomed  to  getting  such  prices  and  he  cuts 
them.  He  is  a  good  workman  and  he  gets  the  business. 
What  are  the  others  to  do?  If  they  are  members  of 
some  association,  what  can  the  association  do  for  them? 
Very  little,  under  present  conditions.  Then,  again,  we 
have  a  man  using  stock  XXX  and  another  using  XX 
and  another  using  X.  Can  we  ask  them  to  all  get  the 
same  price?  If  we  do  someone  is  going  to  lose — either 
the  customer  or  the  man  who  uses  the  XXX  stock. 

Most  of  the  men  I  have  talked  to  feel  that  universal 
prices  are  hopelessly  objectionable.  I  find  that  the  dif- 
ferent professions  do  not  try  to  control  prices  in  other 
cities.  It  does  not  matter  how  strong  they  are,  each 
county  or  city  association  is  independent  where  prices 
are  concerned.  I  do  not  say  that  this  is  the  best,  but 
it  seems  to  be  the  custom  and  until  we  can  have  laws 
to  govern  hours,  efficiency,  conditions  and  prices,  I 
think  it  would  be  hopelessly  objectionable  to  expect 
universal  prices  for  shoe  repair  work. 


Simple  Accounting  System  for  the  Repairer 

Methods  that  will  place  the  Shop  on  a  Business  Basis  Explained  by  Mr.  J. 
Herriot  before  Ontario  Repairers'  Convention 


In  order  that  any  system  of  keeping  accounts  coidd 
be  efficient,  Mr.  Herriot  first  emphasized  the  necessity 
of  using  businesslike  methods  in  the  care  of  the  store, 
the  handling  of  stock,  etc.  His  remarks  are  summar- 
ized below. 

There  is  no  business  that  can  be  carried  to  a  succ- 
essful result  unless  some  system  of  accounting  is 
adopted.  There  are  various  systems — the  larger 
companies  using  very  complicated  systems — but  what 
we  want  to  discuss  is  a  simple  method  for  the  man 
running  his  own  business,  who  doe's  not  want  to  employ 
a  book-keeper  but  does  want  to  know  if  he  is  making 
both  ends  meet  and  if  he  is  keeping  the  balance  on  the 
right  side.  No  man  can  make  a  success  if  he  does 
not  keep  a  record  of  his  income  and  expenditure. 

But,  before  setting  down  to  the  discussion  of  any 
system,  let  me  impress  upon  you  that  one  of  the  first 
requirements  is  to  have  a  clean  and  tidy  store — one 
wihere  everything  has  a  place  and  everything  in  its 
place.  You  will  agree  with  me  that  this  of  itself  is  a 
help  and  a  time-saver ;  to  be  able  to  lay  your  hand  on 
any  article  just  when  you  require  it  and  not  have  to 
sort  over  a  pile  of  articles  to  get  the  one  you  want. 
Keep  all  the  articles  of  the  same  kind  neatly  piled  to- 
gether, whether  on  shelves  or  in  a  special  store-room. 
You  will  find  that  this  will  enable  you  to  take  inven- 
tory quickly  and  correctly  and  will  be  of  great  assis- 
tance when  the  traveller  calls  for  an  order.  You  can 
tell  in  a  glance  just  how  your  stock  is  and  whether 
you  need  to  order  more.  Some  of  you  may  have  had 
the  experience  of  buying  a  fresh  stock  of  goods  of  which 


you  still  bad  a  quantity  on  hand  hidden  away  in  some 
shelf  or  cupboard.  It  is  a  good  policy  to  keep  old 
stock  to  the  front  so  that  your  stock  will  always  be 
fresh  and  not  shop-worn. 

There  is  another  point  I  would  like  to  impress  on 
all  of  you  and  that  is,  when  a  traveller  calls  on  you 
for  an  order,  insist  on  upon  his  leaving  a  copy  of  it 
with  you  so  as  to  avoid  future  complications  and  help 
you  to  know  just  where  you  stand.  The  salesmen  of 
our  own  concern  have  instructions  to  always  follow 
this  policy  with  our  customers,  and  the  repairer  should 
see  to  it  that  he  always  receives  these  duplicate  orders 
from  every  house  with  whom  he  may  deal-  Make  sure 
that  your  order  is  correctly  written;  that  the  proper 
prices  and  discounts  are  shown  and  proper  terms  and 
allowances  for  bulk  shipments,  etc.,  are  marked  in. 
This  may  seem  small  thing,  but  you  will  allow  that 
may  difficulties  arise  over  seemingly  small  matters. 

Check  up  Shipments. 

I  would  also  urge  upon  you  the  importance  of 
checking  up  shipments  as  soon  as  they  are  received 
and  before  you  sign  for  them.  If  you  sign  for  the  de- 
livery without  examining  the  goods,  you  are  laying 
yourself  open  for  trouble.  After  an  hour  or  so  you 
check  up  and  perhaps  find  a  shortage,  and  then  you 
call  up  your  wholesaler  and  raise  Cain  generally.  The 
sales  department  has  to  refer  the  matter  to  the  factory 
or  warehouse;  the  shipper  as  a  matter  of  principle 
claims  his  count  was  correct.  Then  there  is  a  good 
deal  of  letter-writting  and  telephoning  and  trouble 
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all  round,  and  in  the  end  it  is  only  as  a  matter  of  policy 
that  the  house  allows  you  the  shortage. 

Also,  when  receiving  express  or  railway  shipments, 
make  sure  that  packages  are  in  good  condition  and  not 
damaged.  If  there  are  any  signs  of  tampering,  or  if 
cases  or  carton  are  broken,  mark  the  bill,  "  In  Bad 
Order,"  so  you  will  have  a  come-back  if  the  goods  are 
damaged. 

Care  should  be  taken  in  the  filing  of  invoices,  state- 
ments, etc.  Some  men  are  very  negligent  in  this  con- 
nection— they  stick  them  in  any  hole  or  corner  in  a 
disorderly  fashion.  This  is  bad  practice ;  they  should 
be  filed  properly  away  where  you  can  locate  them  at 
once  when  you  want  them.  If  any  difference  is  found 
between  an  invoice  and  an  order,  make  your  kick  right 
away,  and  it  will  save  a  lot  of  bother ;  some  wait  till 


(3)  How  much  you  owe  on  store  furniture,  fixtures, 
etc. — how  much  you  pay  each  month  on  furniture. 

(4)  The  credit  you  give  to  customers — what  you 
collect  from  these  customers. 

A  Daily  Record  Necessary. 
If  you  have  not  got  a  cash  register,  keep  a  cash  slip 
each  day,  on  which  you  will  enter  each  sale  as  it  is 
made,  cash  received  for  work  already  done  to  be  treated 
as  a  cash  sale.  Do  not  forget  to  enter  all  receipts  and 
also  payments  as  they  are  made,  so  you  can  post  in  the 
evening. 

Now  if  you  are  going  to  start  using  this  book  on 
the  first  of  the  month  you  will  need  to  take  an  inventory 
on  the  last  day  of  the  previous  month,  of  all  material 
you  have  on  hand.  If  you  have  put  away  in  proper 
shape,  you  will  have  little  difficulty  in  doing  this 


Condition  of  Business. 


Date_ 


19 


ASSETS 

DEBTS 

Cash  in  Bank 

Owe  on  Machinery 

Cash  on  Hand 

"     "  Tools 

Fair  Value  on  Machinery 

"     "  Furniture 

"       "  Tools 

"  Materials 

"       "       "  Furniture 

Materials  on  Hand  (cost  price) 

Accounts  Due  from  Customers 

Finished  Work  (uncalled  for) 

Q        .  Ki  ..  i.<    >>.  r  Difference  between') 
Present  Net  Worth  1    ,     .       j  r,  1 
V  Assets  and  Debts  ) 

Total 

Total 

NOTE:    After  you  have  filled  in  the  various  items  of  ASSETS  and  DEBTS,  add  both  columns  and  DEDUCT  the 
DEBTS  from  the  ASSETS.   The  difference  will  show  your  NET  WORTH.    Enter  this  amount  on  the 
line  marked  "Present  Net  Worth."   Then,  add  the  two  columns  and  their  totals  must  agree. 

Fig.  1.— Thi.s  shows  present  condition  of  business. 


they  get  their  statement  at  the  end  of  the  month,  and 
then  it  is  pretty  hard  to  adjust. 

A  Simple  System. 
Here  is  a  very  simple  system  of  keeping  books  for 
a  one-man  store  where  it  is  not  practicable  to  have  a 
book-keeper. 

First,  get  a  rough  memorandum  book  and  divide  it 
into  four  parts,  to  be  used  as  follows : 

(1)  The  materials  you  buy — whether  for  cash  or 
credit.  Enter  them  on  the  debit  side,  deducting  allow- 
ances and  cash  discounts.  On  the  credit  side,  enter  the 
amounts  you  pay  for  materials  purchased. 

(2)  How  much  you  owe  on  machinery  and  tools — 
this  is  entered  on  the  debit  side.  On  the  credit  side 
you  enter  how  much  you  pay  each  month  on 
machinery  and  tools. 


neither  should  it  take  you  very  long.  Take  a  list  of  aill 
your  stock,  not  forgetting  the  articles  used  for 
"  window  dressing  "  or  show  purposes.  You  should 
enter  the  actual  net  prices  in  all  cases,  or  if  the  price 
has  dropped,  use  the  replacement  value — you  may  as 
well  take  your  loss  at  once  and  be  done  with  it,  for  you 
have  got  to  take  it  some  time. 

In  your  inventory  of  machinery  and  tools,  you 
should  use  the  present  value  of  these  articles-  Take  the 
actual  cost  to  you  at  the  time  purchased  and  deduct 
lOj/2  per  cent,  per  annum  for  depreciation,  or  1  per  cent, 
per  month  is  near  enough  for  all  practical  purposes. 

Treat  your  inventory  of  furniture  the  same  way 
as  you  treat  your  inventory  of  tools. 

When  you  have  gotten  your  inventory,  you  are  then 
in  a  position  to  get  at  the  condition  of  your  business.  I 
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Simplified  Accounting  System  for  Repairers 

Month  '  19  


way 

This  column  Is  for  cash  saiss  only.  Cash  received  for  work 
■Ireaiiy  done  Is  a  "Oash  Sale." 

Day 

This  column  Is  onlf  for  expense  Items  which  are  paid  In  cash 
o^^heck.  but  not  for  material 

1 

Total  Cash  Sales  for  this  day 

Paid  fop  Rent  for  Month 

2 



"    "  l-ight  and  Power  for  Month 

3 

•      <        t       •      11  • 

"     "   Heat  for  Month 

4 

•  •            >•              M                       <•  « 

Insurance  (one  month) 

6 

■  •                            li           tt  tt 

"  Tax  or  License 

6 

•  •           ••             <■          11  M 

"    "  Wages  1st  week 

7 

"           "            "          "        "  " 

"    "  ,      "     2d  week 

a 

«             «                41            II  M 

"    "     .  "     3d  week 

s 

*'    "        "     4th  week 

10 

•  •          II           ~ll         It        II  II 

"    "        "     6th  week 

II 

Express  or  Freight 

12 

II          II           II         II        II  II 

Postage 

13 

■  ■                       II         II        11  II 

Other  Expense  Items  on  lines  below 

14 

It          II           II         II        II  II 

1 6 

II          II           II         II  II 

le 

IT 

18 

10 

20 

21 

22 

II          II           II         ti        II  II 

23 

II          II           II  II 

'24 

25 

•  I          11           II         II        •«  II 

a« 

l«          11                      II  tl 

27 

II           11             11          II        11  M 

28 

28 

II           II            II          II        II  II 

Charge  off  on  Machinery,  \% 

30 

■  I           <l             11          11  «• 

••    "  Tools,  Ifo 

31 

"       "    "   Furniture,      | «{. 

This  total  Boes  In  Qain  or  Lou  column  ^ 
'                          on  line  2,  opposite  pace 

This  total  Koes  In  Gain  or  Loss  column 
on  line  7,  oppoette  pace 

Fig.  2.    The  sheet  on  which  you  enter  daily  sales 
and  monthly  expenses. 
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Simplified  Accounting  System  for  Repairers 

Month  ^  19  


NOTE:    This  space  is  intended  to  show  the  GAIN  or  LOSS  on  your  month's  business. 
Fill  it  out  at  the  END  of  each  month. 


1 

Material  on  hand  (see  Inventory  below) 

6 

Material  on  hand  1st  of  this  month 

2 

^  _u  o  1       /  See  total  in  first  column 
Cash  Sales   |  ^n  opposite  page 

6 

.        .  .  ...               f  See  your  memo- 
bought  this  month  |  randum  book 

3 

r^    j-»  o  1     /  Work  done  during  month 
Credit  Sales  \  ^^t  paid  for 

7 

F  r.one<>  i        total  In  second  column 
expense  ■^^      opposite  page 

4- 

Loss  for  this  month 

8 

Gain  for  this  month 

Total 

Total 

NOTE:  After  filling  in  the  items  on  lines  1-2-3-5-6-7,  add  the  two  columns.  The  difference  between  the  figures  will  show 
the  GAIN  or  LOSS.  If  a  loss,  place  the  difference  on  line  4.  If  a  gain,  place  difference  on  line  8.  Then  add  both 
columns  and  they  must  agree.  ■ 


NOTE:    This  space  is  intended  to  show  the  PRESENT  NET  WORTH  of  your  business. 
Fill  it  out  at  the  END  of  each  month. 


9 

r— u  i„  u««i,  /        balance  from 
Uash  In  bank  |  ^^^^^^  j„  ^^eck  book 

16 

Owe  on  Machinery  and  tools 

!0 

"    CP  naiid 

17 

"      "  Furniture 

1  1 

Machinery  ard  Tools  (see  inventory  below) 

18 

"      "  Materials 

12 

Furniture  (fair  valuation) 

(Get  above  amounts  amounts  from  your 
memorandum  book  ) 

13 

Materials  (see  inventory  below) 

14 

Accounts  due   /  See  your  memo- 
from-customers\  randum  book 

19 

Present  net  worth 

15 

Finished  work  uncalled  for 

Total 

Total 

NOTE:  Fill  in  the  above  items.  Then,  place  the  difference  between  the  totals  of  each  column  on  line  19.  Then,  add  both 
column,  and  they  must  agree.  Get  item  for  Hne  9  from  your  check  book.  Get  items  for  lines  14,  16,  17, 18  from 
your  memorandum  book. 


NOTE:    In  this  space  take  an  inventory  of  the  Materials 
you  have  on  hand  (cost  price). 

NOTE:    This  space  is  for  inventory  of  your  Machinery  and 
Tools.   Deduct  1%  each  month  for  wear  and  tear. 

Sole  Leather  Blocks  (cost  dHcp) 

Stitcher  (present  valued 

"     :  "       Bends  " 

Finisher       '*  " 

"      "        Scrips      "  •' 

Rollers        "  " 

Rubber  Heels,  Men's    "  " 

Skivers        "  " 

"        "      Women's  " 

Sole  Culfehs" 

Upper  Leather  Skins    '*  " 

Motor'          "  " 

"        J'  Patches 

Tools           "  *' 

Finishing  Materials    .   "  .  " 

Sundries      '<  <« 

Nails 

Thread                      "  ''' 

Ink 

"'otal 

Wax                          "  . 

DedMCt  1  %  for  wear  and  tear 

Sundries  " 

Place  this  total  on  lln*  13  above 

Place  this  total  on  line  II  above  , 

Fig.  3.    This  will  show  profit  and  loss  on  the  month's  business,  and 
also  net  worth  each  month. 
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have  here  some  forms  to  be  used  for  this  purpose. 
(These  forms  are  illustrated  herewith — Fig.  1. 

Now  you  can  start  with  the  monthly  record  (see 
Fig'.  2).  Your  cash  receipts  are  entered  each  day 
from  the  sales  sheet  or  your  cash  register.  On  the 
expense  side  you  enter  the  expenses  as  they  occur. 
Referring  to  "  rent,"  some  of  you  live  in  apartments 
a'bove  the  store  hut  the  store  should  bear  a  fair  share  of 
the  rent.  Light  and  power  should  be  treated  in  the 
same  manner,  as  should  also  heat,  or  fuel,  insurance, 
etc-  If  you  are  an  employer  of  help  you  will  of  course 
enter  u])  the  wages  paid,  but  how  about  your  own 
salary?  Do  you  charge  your  business  with  a  regular 
weekly  salary?  If  not  you  should,  because  you  can't 
keep  fair  and  accurate  records  otherwise.  Your 
household  cx|)enses  should  be  kept  separate  and  dis- 
tinct from  your  business. 

Another  form,  (see  Fig.  3)  is  intended  to  show,  at 
the  end  of  the  month,  the  gain  or  loss  on  the  month's 
business  and  also  your  net  worth  at  the  end  of  the 
month.  The  two  tables  at  the  bottom  of  the  page  are 
for  figuring  inventories  of  materials  on  hand  and  mach- 
inery and  tools. 

Credits. 

With  regard  to  credits,  the  credit  situation  at  the 
present  time  is  pretty  hard  to  manage.  Men  who  had 
good  credits  a  year  ago  have  not  got  them  to-day.  We 
try  to  be  as  fair  as  possible  in  giving  you  credits,  and  in 
many  cases  you  yourself  are  to  blame  if  your  credit  is 
lowered  without  adequate  reason.  In  some  cases  it  is 
due,  perhaps,  to  misunderstanding.  There  are  those 
who  are  dealing  with  four  or  five  different  houses  and 
are  using  their  credit,  based  on  their  rating,  to  the 
limit  with  each  house.  They  are  going  to  get  in  deep 
water. 

At  various  times  3'ou  are  called  upon  by  represent- 
ative of  various  mercantile  agencies  who  ask  for  infor- 
mation about  your  business.  It  may  seem  to  you  that 
it  is  none  of  their  concern,  but  if  you  refuse  it  to  them 
you  are  not  going  to  help  your  credit.  Another  impor- 
tant point  is  the  payment  of  your  bills.  The  house 
won't  bother  you  until  it  is  time  for  net  cash,  but  if 
vou  don't  come  across  then,  the  matter  goes  into  the 


The  Boss  rushed  out  to  fire  this  Clerk 


—  Uit  lite  mm  ml^aiymd 
Uiat  ill  Mm<,  w-aikniQ  an  hi  VUfB 


tl  itit  acknoivle€tgmentit  to  Fox 


hands  of  the  credit  department,  and  your  name  goes  on 
the  "  overdue  "  list,  which  again  doesn't  help  your 
credit.  I  Want  to  say  however  that  the  repairers  rank 
high  in  this  connection,  so  as  far  as  our  experience 
goes,  and  very  few  of  them  are  on  the  overdue  list. 

Regarding  costs,  I  might  just  drop  the  suggestion 
that  you  can't  get  any  standard  prices,  until  you  get 
a  standard  cost  keeping  system,  and  if  you  ever  get  a 
paid  secretary  fr  your  organization,  it  would  seem  wise 
to  pick  a  man  who  knows  accounting  and  can  give  the 
members  advice  and  assistance  in  that  connection. 


«ga>a3:TnKiiSM>{iigRfi^^ 


FOOTWEAR  FINDINGS 
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I'lanioiulon  &  Fcirtin  ("if,  Ltd..,  has  been  incorporated, 
head  offices  at  Montreal,  with  authorization  to  engage  in  the 
manufacture  of  footwear. 

Letters  patent  of  incorporation  have  recently  been  issued 
to  Chas.  Tilley  &  .Son,  Limited,  Toronto,  providing  for  a  cap- 
ital of  .$200,000. 

R.  Matchett,  manager  of  the  American  Shoe  .Store,  Van- 
couver, has  recently  been  making  a  trip  through  to  the  east 
to  follow  up  the  style  situation.  Mr.  Matchett  visited  Boston, 
New  York  and  Toronto,  buying  for  next  year. 

The  employees  of  the  Leckie  Shoe  Company,  Vancouver, 
held  a  very  successful  picnic  at  Kitsilano  Beach  recently. 
The  proceedings  began  about  noon,  and  after  an  impromptu 
lunch,  the  sports  programme  was  gotten  under  way.  The 
first  prize  for  ladies  awarded  to  those  amassing  the  greatest 
number  of  points  in  the  contests  went  to  Miss  E.  Howie,  with 
Miss  May  Hedges  and  Miss  Grace  McCombie  tying  for  the 


Happenings  in  the  Shoe  and  Leather  Trade 

KlISWWBLKllglEEBliaiaBBBBmiallHPlTO 

second  position.  Mr.  Fred  Digby  earned  the  first  prize  offered 
cd  for  gentlemen,  and  Mr.  W.  Greaves  was  awarded  second 
honours.  Swimming  and  baseball  added  to  the  pleasure  of 
a  most  enjoyable  day. 

Taplin  Shoes,  of  Peterborough,  Limited,  has  been  granted 
Letters  .Patent  of  incorporation,  with  a  capital  of  $40,000 
Head  ofifiice  at  Peterboro,  Out. 

Supplementary  letters  patent  have  been  issued  to  the 
Blachford  Shoe  Mfg.  Co.,  increasing  its  capital  stock  from 
$40,000  to  $300,000. 

In  the  Gavin  stores  in  the  Twin  Cities,  there  are  now  four 
graduates  of  the  Dr.  SchoU  E'cmentary  School  of  Practiped- 
ists.  Three  of  these  graduates  are  in  the  Fort  William  store 
and  one  in  the  Port  Arthur  store.  Named  in  order  of  receiv- 
ing their  diplomas,  they  are:  Fred  Horn,  Frank  Williams. 
Harold  R.  McGill,  Errol  R  Brunton.  With  this  aggressive 
ciuartettc  of  wideawake  shoenu-n  and  jjractipedists  to  run  the 
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MELTONIAN 

Boot  Polishes 

and 

Creams 


The  Polishes 
That  Get  Hold 
of  the  Public 


SAMPLES 
PRICES 
&  TER  M  S 

with 

PLEASURE 

from 

MR.  ROBT.  D.  AYLING 

23  Scott  Street 

Phone    Main  7613 

TORONTO 

Agent  for  the  sole  manufacturers : 

E.  BROWN  &  SON,  Ltd. 

LONDON  AND  PARIS 
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The  Money 
is  in  your 
Turnover 

apid  turnover  of  merchandise  is  the 
greatest  factor  on  the  success  of 
any  retail  business.  The  Hne  of  shoes 
which  is  most  in  demand,  sells  the  fast- 
est and  repeats  with  the  customer  is 
the  one  which  will  build  most  satisfac- 
tory profits  for  the  shoe  merchant. 
That  is  the  reason  for  the  success  which 
shoe  retailers  are  meeting  with. 

rHURLBUTn 

CUSHION-SOLE 

Lshoes/ Children^ 

Featured  by  the  leading  shoe 
retailers  in  all  parts  of  Canada. 
Highest  quality  shoes,  nationally 
advertised  and  in  increasing 
demand  with  buyers  of  children's 
shoes. 

We  carry  in  stock  the  Complete 
line  of  Hurlbut  Cushion  W ells 
and  the  Hurlbut  Pussy-foot 
shoes  for  babies. 

Salesman  or  Samples  on  Request 

PHILIP  JACOBI 

5  East  Wellington  St,,  Toronto 

Exclusive  wholesale  distributor  of 
Hurlbut  Shoes. 
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gauntlet  of,  very  few,  in  any,  customers  will  succeed  in  getting 
away  from  the  Gavin  stores  with  shoes  a  size  too  small  or 
limpinjr  witli  a  well-developed  Morton's  toe  case — so  Fred 
Horn  the  senior  salesman  says,  and  he  should  know. 

W.  G.  Fallen,  of  Getty  &  Scott.  Gait,  Ont..  spent  a  very 
enjoyable  and  well-earned  holiday  in  company  with  W.  B. 
Fryer,  of  Scott-Chamberlain,  London,  Ont.,  at  Mr.  Fryer's 
summer  Iiome,  Whalen's  Landing,  Georgian  Bay,  and  reports 
phenomenal  black  bass  fishing.  After  the  supply  of  bass  in 
the  vicinity  was  completely  exhausted,  he  joined  Mrs.  Fallen 
and  family  at  Southampton  for  a  few  days. 

J.  M.  (iray,  formerly  of  Toronto  Shoe  Co.,  150  King  St.,  \V.. 
Toronto,  has  opened  a  boot  and  shoe  business  at  2295  Yonge 
St.,  carrying  an  up-to-date  stock. 

A  modernly-equipped  shoe  store  has  been  opened  at  2423 
Yonge  St.,  Toronto,  by  A.  Crysler.  Mr.  Crysler  was  formerly 
located  at  1029  Gerrard  St. 

The  .\.  Button  C  ompany.  of  Belleville,  Ont..  has  moved 
its  repair  business  to  new  premises  on  Station  Street  and  is 
stocking  a  few  lines  of  shoes. 

Another  man  who  has  decided  that  the  journey  of  life  is 
made  more  smoothly  in  double  harness  is  Gus  Holt,  one  of 
Belleville's  live  shoe  repairers.  Mr.  Holt  has  just  recently  re- 
turned from  his  wedding  trip. 

Geo  Henley,  shoe  repairer,  of  Cobourg,  Ont..  was  greeted 
I)y  a  number  of  his  business  acquaintances  at  the  Toronto 
exhibition. 

F.  Eagle  recently  sold  out  his  repair  business  in  Cobourg, 
Ont.,  to  W.  Yeoman's,  of  Belleville,  and  moved  to  Toronto, 
where  he  has  opened  a  new  shop. 

E.  W.  Curry,  who  was  formerly  in  F.  Eagle's  repair  shop 
in  Cobourg,  Ont  has  recently  started  up  in  the  repair  busi- 
ness for  himself  in  that  town. 

John  Henley  has  recently  opened  an  up-to-the-minute 
repair  shop  and  shoe  shine  i)arlor  in  Belleville,  Ont..  on 
Victoria  St. 

Shomberg,  Ont.,  boasts  a  new  and  modern  repair  shop, 
which  has  been  opened  by  Mr.  Romlio,  formerly  of  Calgary, 
Alta. 

The  retail  footwear  business  has  recently  had  a  dis- 
tinguished addition  to  its  ranks  in  the  person  of  Col.  Anderson, 
of  Lindsay,  Ont.  Col.  Anderson  has  just  lately  opened  up  a 
shoe  store  in  his  home  town. 

.T.  lohnson,  of  Sunderland,  Ont.,  was  in  Toronto  during 
the  Fair  and  was  an  interested  visitor  at  the  various  displays 
connected  with  the  footwear  and  leather  industries. 

Chas.  Bigley,  shoemaker,  of  Bobcaygeon,  Ont.,  has  been 
on  a  trip  to  the  Old  Land,  accompanied  by  Mrs.  Bigley. 

A  new  and  well-equipped  repair  shop  has  recently  been  < 
established  by  Mr.  Asquith  on  Bloor  St..  near  Dovercourt  Rd..  < 
Toronto. 

The  first  exclusinve  shoe  store  in  Sunderland,  Ont..  has 
been  opened  by  M.  Thorburn. 

C.  R.  Tillbrook  has  esablished  himself  in  the  repair  busi-  I 
ness  in  Belleville.    His  store  is  on  Front  St..  West. 

The  Carey  Shoe  Co.,  of  Hamilton.  Ont..  has  purchased 
the  south  half  of  the  Vicker's  Block  on  2nd  .A.ve.,  Owen  Sound. 
Ont.,  The  company  obtains  possession  on  Oct.  1.  and  is 
planning  extensive  alterations  to  permit  of  the  installation  of 
a  modern  -shoe  store,  which  it  will  occupy  as  soon  as  com 
I)leted.  ' 

The  Frederick  Shoe,  Limited  (La  Chaussure  Frederick,  i 
Limitee)  has  been  granted  letters  patent  of  incorporation,  with 
authorization  to  establish  and  operate  a  factory  for  the  pro-  | 
duction   of  footwear.    Capital  stock   $49,000.    Headquarters  ' 
at  Saint  Pie-de-Bgot.  in  the  district  of  Saint  Hyacinthe.  Que.  i 

Henry  Strow,  manager  of  the  Graef's  boot  and  shoe  store, 
I'.lora.  Ont.,  suffered  serious  injuries  when  the  local  acetylene 
plant  blew  up  recently. 
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EAST  WEYMOUTH,  MASS.,  U.S.A. 


TRED-RITE  SHOES 


If  you  wish  to  serve  your  customers  well  you  can  do  so  by  giving  them  a  chance  to  buy 
TRED-RITE  SHOES  for  their  boys  and  girls.  They  wear  well,  they  fit  well,  they  look 
well,  and  they  keep  the  feet  warm  and  dry  in  the  cold,  wet  days  of  the  fall. 

If  you  have  not  got  them  in  stock  write  us  for  prices  and  samples. 

THE  TRED-RITE  SHOE  COMPANY  -  Otterville,  Ont. 
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The  Globe  Pillow  Welt 


For  fit,  style,  comfort  and  quality,  there  is  nothing 
like  our  Globe  Pillow  Welt  Shoe.  It  is  made  on  a 
nature  last,  which  gives  to  the  foot  all  the  room 
needed  and  still  is  of  the  very  best  style.  The  Pil- 
low Insole  insures  a  comfort  enjoyed  only  in  a  shoe 
made  under  the  Pillow  Welt  process.  The  best 
leather  that  money  can  buy,  used  under  the  best 
welting  process  known,  makes  the  quality  un- 
equalled. 

Our  Baby  Walk  shoes  are  made  on  the  same  pro- 
cess,  but  the  Out  Sole  is  soft  and  flexible,  such  as 
required  for  a  Baby's  foot.  The  Quality  and  Style 
are  of  the  Globe  Pillow  Welt  Standard. 

Globe  Shoe 

Limited 

Factory  TERREBONNE,  QUE. 

MONTREAL  OFFICE 

J.  A.  Bluteau,  Representative 

lla  St.  James  Street 
SELLING  AGENTS 

L.  H.  Packard  &  Co.,  Ltd. 
Montreal 


THE  WAT 

the  Child's  Toot  is  gr'owing 

>OBE  PILLOW  WELT 

The  Result  of  30  Years  Experience 


"EUREKA" 


There  is  Big  Demand  for  Brogues 
and  We  Can  Give  Quick  Delivery 

We  particularly  emphasize  our  No.  8339  calf  brogue  oxford  on  Last  55  in 
any  color.  Royal  Purple,  Mahogany,  and  Nut  Brown  are  the  popular  shades. 
Our  brogues  have  a  full  middle  sole  and  are  Goodyear  stitched. 

Strap,  Cross-Strap  and  Tie  Pumps  on  our  new  No.  100  Last  with  12/8  or 
13/8  Cuban  heel  are  big  sellers. 

Write  for  samples  and  quotations  of  Growing  Girls',  Misses'  and  Children's 
lines. 

If  you  demand  shoes  at  a  cheap  price  you  can  get  them,  but  if  you  want 
quality  buy  EUREKA  shoes. 

Do  not  fail  to  write  us  and  we  will  show  you  our  samples  in  Montreal  at 
any  time. 


Eureka  Shoe  Co.,  Limited 


THREE  RIVERS,  QUE. 


FOOTWEAR    IN  CANADA 


55 


Another  improvement  in  National  Cash  Registers. 
Low-priced  receipt  printer. 


To  all  merchants: 

When  you  press  a  key  on  this  register — 

(1)  It  shows  the  price  of  the  article. 

(2)  It  prints  a  record  for  the  merchant. 

(3)  It  prints  this  receipt  for  the  customer.   ^ 

(4)  It  opens  the  cash  drawer. 

(5)  It  adds  up  the  money  received  for  the  day. 

Copy  of  receipt  printed  for 
each  customer 

Now  there  is  a  receipt-printing  National  Cash  Register  for  every  line  of  business. 

Old  registers  bought,  sold,  repaired,  and  exchanged. 
Easy  payments.      Liberal  allowance  for  old  registers. 

We  make  cash  re^istets  for  every  line  of  business 

NATIONAL 

CASH  REOISTER  CO. 

OF  Canada  limited 


J.  BLANK 
2 1 4  Main  Street 
Blankville 


-.40 


Amount  of 
Purchase  Shown 
Above 


05    SEPT  10 


96 


FOOTWEAR    IN  CANADA 


A.  A.  COTE  &  SON 

 LIMITED  


jyj  en's  Boys'  Youths' 
Little  Gents'  and 
G  h  i  I  d  r  e  n's  Staple 
McKays.  Also  Men's 
Ghrome  Heavy  Work- 
ing Shoes. 

If  you  are  looking  for 
value  get  our  prices 
now. 


ST.  HYACINTHE  P.  Q. 


"HUMBERSTONE" 


NON-RIP  SANDAL 

Humberstone  Sandals  are 
built  to  wear.  Solid  leather 
is  used  tliroufjhout  with  ex- 
tra strong  stitchinii;.  They 
won't  rip. 


lleeoniniend  H  iimber- 
Htoae  Sandals  for  they 
always  give  satisfac- 
tion. Made  in  two 
colors — V)lack  and  tan. 


Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 


''The  Fabric  Tip- 
that  can't  come  off'' 

YOU'LL  find  the  Nufashond 
Fabric  Tipped  Shoe  Lacers 
a  profitable  line. 

Made  flat,  tubular  and  cord  in  all 
colors  and  in  sizes  tofitall  shoes. 

Excellent  selling  helps  and  dis- 
play cards  furnished. 

Nufashond,  Reading,  Pa. 


Shoe  Lacers 


Attk  your  jobber  for 
samples  and  prices. 


JOBBERS 
HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR 

QUEBEC 
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^  "Judge  It  by  Its  Users" 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  West,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders  too  large  or  too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


i^ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortuna   Machine  Co. 


147-153  Waverly  Place 


NEW  YORK 


Hector  Footwear  Much  Admired 
By  Well  Dressed  Women 

The  new  lines  for  Fall  are 
especially  captivating  and  no 
live  merchant   should  over- 
look their  possibilities. 

Get  in  touch  with  your  job- 
ber for  samples  or  write  us 
direct. 

We  also  specialize  in  Misses' 
and  Children's  McKays. 

Hector  Shoe  Co.  -  Montreal 

331  Demontigny  St,  East, 


S.  Desrochers 


F.  X.  Leblanc 
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The  Lincoln  Paper  Mills 

Company,  Limited 

can  siip])ly 
your  requirements 
in 

GLASSINE 


Super- Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

The  above  are  thoroughly 
Canadian-made  ))roduct,s  of 
the  highest  (juality  and  at 
the  attractive  prices  quoted, 
should  appeal  to  every  Can. 
adian  shoe  manufacturer. 

Will  you  get  in  touch  with 
us  ? 

LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener       ^  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Slock,  of  above  Well  known  lines  always  on  hand. 
Call  and  inspect  them. 


RESULTS! 


The  iriethfxls  at  the  commanfl  of  the  shoe  rp- 
niler  tor  |)rociiriii<^  a  thoroughly  rcjiahle. 
niaiHiig  liyt  are  often  expennive  and  uiK'ertain 
For  inHtance,  the,  dead  letter  matter  encoun- 
tered when  lists  have  been  compiled  from 
telephone  and  city  directories  or  voters'  lists 
would  sometimes  pay  for  one-third  of  the  ad- 
vertising. 

The  l)est  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  annually  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  low  when  comparing 
the  cost  of  direct  ailvertising  and  results  with 
other  advertising. 

No  extra  office  staff  required,  your  printing, 
addressing  and  mailing  handled  at  very  small 
cost. 

Let  us  sent!  full  particulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

againit  lois  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3— They     cannot     be  opened 
without  breaking  the  seal. 


4.  —  Ihcy  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  youi 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  U  ?ack 
It"    explains    all — write  for 


The  Hinde  &  Dauch  Paper 

of  Canada  Limited 
TORONTO  ONTARIO 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


I  VT'T   lM»n    I  '  I  M 


Tfie  Greatest 

Dancers 

o/"  tiie  Day 


insist  on  wearing  Arth- 
ur  Franks'  Ballet  Shoes 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. . 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Novikofif,  Volinini, 
Adolph  Bolm,  etc. 

Arthur  FrankM 


1 


3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


on 


ii 


It  Pays" 


Trying  to  operate  a  profit  paying  repair  shop  with 
half  a  dozen  machines  of  as  many  different  maltes 
is  just  lilce  trying  to  assemble  an  automobile  from 
a  Ford  Chassis,  a  Buick  Body,  and  a  Packard  Twin 
Six  Engine. 

In  the  building  of  an  automobile,  each  part  must 
fit  in  with  the  next  one,  and  all  of  them  must  fol- 
low a  plan  or  design  worked  out  by  competent 
engineers. 

In  equipping  a  Shoe  Repair  Shop,  or  in  adding  to 
original  equipment,  it  is  best  to  follow  the  same 
practise  and  let  all  your  machines  and  tools  be  of 
some  one,  dependable  make,  rather  than  a  hap- 
hazard variety  which  "don't  fit." 

And  in  selecting  that  one  dependable  make  of  equip- 
ment that  will  pay  the  biggest  profits  in  your  shop, 
it  is  best  to  be  glided  by  the  company  with  the 
most  experience  in  solving  shoe  repairmen's 
problems. 

Progressive  Products,  comprising  as  they  do  the 
most  comprehensive  line  of  Shoe  Repair  Shop 
equipment  made  to-day,  are  logically  the  products 
on  which  you  can  most  profitably  concentrate  your 
purchases. 


Progressive  Shoe  Machinery  Co.,  Minneapolis,  Minn.,  U.S.A. 
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High  Grade  Staple  &  McKay  Shoes 


Fall  and  winter  essentially  calls  for 
sturdy  shoes.   Everyone  needs  them. 

Every  dealer  should  have  them.  Not 
a  few  broken  sizes,  but  a  complete 
range  ready  to  gather  in  sale. 

HYDRO  CITY  SHOES  are  the  ones 
to  handle.  They  have  gained  a  repu- 
tation from  coast  to  coast  with  their 
business  getting  qualities. 


Travellers  now 
territories. 


in   their  respective 


Hydro  City  Shoe  Mfrs. 

Limited 

Kitchener  -  Ontario 


"The  tide  has  turned 

The  buyers^  strike  is  over 

— but  the  public  have  developed  sur- 
prising astuteness  for  getting  their 
money's  worth  in  shoes. 

Your  jobber  will  tell  you  that  the  Sisman 
**Best  Everyday  Shoe"  is  sound  value 
and    unvarying  quality  in  the 
whole  line. 

Sisman  Shoes  are  supplied  to 
dealers  who  are  building  busi- 
ness upon  a  firm  basis. 

All  the  best  jobbers  handle  them. 

THE  T.  SISMAN  SHOE  CO.,  Limited 

AURORA,  -  ONTARIO 
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*^La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  "La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS  . 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell 


H.  N.  LINCOLN 


International  Supply  Co 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  M  M  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses  :  — 


American  Lacing  Hook   Co.,  Walthara,  Mass. 

Lacing  Hooks  and   Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,   Cincinnati,  Ohio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  O. 

Shoe  machinery. 
E    L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines.  Compouiirls.  Inks,  etc. 
M.   H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines, 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The   S.    M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H 

Guaranteed   Fibre  Counters,   Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather   and   Imitation    Leather    Faiing,    Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  roundry  Street  S.,  KITCHENER  »  -  566  St.  Valier  Street,  QUEBEC 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 

Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landis  No.  12  Shoe  SUtcher. 


Don't  Fail  to  See  Our  Exhibit  at  the  Canadian 
National  Exhibition,  Toronto 


Landis  Machine  Co.,  isis  N.25thst,  St.  Louis,  U.S.A. 


FOOTWEAR    IN  CANADA 


63 


It^s  No  Longer  a  Question 

of  Can  You  Afford  a 

GOODYEAR 

SHOE  REPAIR 
OUTFIT? 

BUT 

Can  You  Afford  to  Do  Without  It? 

We  have  made  it  possible  for  every  Shoe  Repairer  to  install  one  of 
these  GOODYEAR  S^oe  Repair  Outfits  on  very  easy  terms.  Simply 
drop  us  a  line  and  we  will  tell  you  why  you  cannot  afford  to  delay 
installing  a  Shoe  Repair  Outfit. 

United  Shoe  MachV  Co.  of  Canada,  Ltd. 
MONTREAL 


Toronto 


Kitchener 


Quebec 
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WE  CAN  HANDLE 

RUSH  ORDERS 

FOR 

CUTTING  DIES 

CUTTING  DIES 

ARE  GUARANTEED  DIES 

The  most  Up-to-Date  Plant  in  Canada  and  expert  die  makers  insure 
High  Grade  work  and  Expeditious  Service, 
NO  DIE  TOO  LARGE  OR  TOO  SMALL  FOR  US  TO  MANUFACTURE. 

All  Estimate  Work  Free.  A  Trial  Order  Will  Convince. 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

TORONTO  QUEBEC  KITCHENER 

90  Adelaide  Street  West  28  Demers  Street  179  King  Street  West 
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Reputation  and  Character 

The  high  character  of 

Maltese  Cross  Rubbers 

and 

Outing  Brand  Footwear 

has  given  this  line  its  envied  reputation.  For  tv^enty-five  years 
v^e  have  held  up  QUALITY  as  the  big  thing  before  the  eyes  of 
our  v^^orkers,  and  QUALITY  never  had  a  truer  meaning  than 
when  applied  to 

Maltese  Cross  Rubbers 

and 

Outing  Brand  Footwear 

Dealers  who  sell  Maltese  Cross  lines  always  have  satisfied 

Customers. 

Write  for  prices  and  terms. 


Gutta  Percha  &  Rubber,  Limited 

Head  Office  and  Factory,  Toronto 

Branches  in  leading  cities  of  Canada. 
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LA-RITA 


A  New  Number 
in  this 
Popular  Line 


**Young 


Misses 


■'La-Rita"  Babies',  InfantH',  and  children's  high  grade 
stitchdowns  have  long  been  a  popular  line  with  the  trade. 
Because  of  their  poinilarity  we  have  addee  a  new  number 
"Young  Missen"  wtitchdowns  which  are  of  the  same  high 
(|nality. 

Write  us  for  particulars. 

The  Rita  Shoe  Co. 

Limited 

St.  Hyacinthe  Que. 


Edwards  &  Edwards 

LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Haad  Office  and  Sale  Rooms 

27  Front  E.  Toronto 


Tanneries 

Woodbridge,  Ont. 


Quebec  and  Maritime  Province* 

JOHN  McENTYRT*LTD.''^«a^T^^FAr^^^^ 


DON'T  TAKE  CHANCES! 


Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 

by  specifying 

Dependable 
Quality 


Barbour's 


Linen  Threads 


Toronto 


You  can  pay  less;  but  you'd  better  not; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


USB  URN   +  IRELAND 

^^^^^^^ 

"'"f  MachTnel 


Quebec 


FRANK  &  BRYCE,  LIMITED 


FOOTWEAR    IN  CANADA 


Stamped  with  Approval 

Four  million  workers,  representing  a  tremendous 
buying  power,  are  affiliated  with  the  American  Fed- 
eration of  Labor.  They  are  pledged  to  give  prefer- 
ence, when  buying,  to  merchandise  bearing  the 
Union  Label. 

Shoes  are  bought  only  after  close  inspection,  and  the 
label  of  the  Boot  and  Shoe  Workers'  Union  in  a 
conspicuous  place  on  a  shoe,  influences  many  a  man 
and  woman  to  buy  that  shoe. 

Gain  the  reputation  of  selling  footwear  with  the  label 
which  represents  these  four  million  buyers  and  your 
balance  sheet  figures  will  not  worry  you. 


Boot  and  Shoe  Workers^  Union 

Affiliated  with  the  A  merican  Federation  of  Labor 
246  Summer  Street  Boston,  Mass. 

COLLIS  LOVELY,  Gen'l  President       ,CHAS.  L.  BAINE,  Gen'l  Sec'y-Treas. 


FOOTWEAR    IN  CANADA 


The  Coming  Season  Will  Experience 
a  Strong  Demand  for  Patents 

This  is  the  opinion  held  by  many  prom- 
inent shoemen  who  attended  the  Con- 
vention. If  this  is  true -and  there  is 
every  indication  of  its  bein^  so  -  the  alert 
manufacturer  will  immediately  see  that  his 
trade  is  adequately  supplied. 
Of  course,  the  Patent  Leather  used  must  be 
of  the  finest  to  ensure  complete  success  — 
which  in  other  words  mean:  CLARKE'S 

There  is  no  better  time  than  now  to  write 
for  samples  and  prices. 


A.  R.  CLARKE  &  CO.,  LTD. 

MONTREAL    TORONTO  QUEBEC 


Fol  Xl.-No.  10 


Toronto,  October,  1921 


DYQ 
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PAN 


Panco  Sta-Tite  Heels 
Need  No  Cement 


A  new  product  entirely  different  from  anything  else  now  on  the  mar- 
ket. Note  its  features:  Guaranteed  to  outlast  leather  two-to-one,  ab- 
solutely waterproof,  non-conductor,  relieves  calloused  feet.  Worn  by 
everybody— men,  women,  ciiildren.  for  e very-day  wear,  also  for  golfing, 

hiking,  etc. 


That  it  is  proving  immensely  popular  with  both 
repairmen  and  the  public  is  shown  by  the  hun- 
dreds of  unsolicited  testimonials  we  have  re- 
ceived. Undoubtedly  it  is  making  for  better 
business  wherever  used. 


Panco  Soles  will  not 
break  away  or  split  in 
the  stitches.  The  pat- 
ented reinforced  fabric 
insertion  prevents  sole 
pulling  over  the  nails  at 
the  shank.  No  skiving 
of  shank  is  necessary. 
Made  in  both  black  and 
tan. 


A  Boon  to 

Letter  Carriers, 
Policemen, 
Firemen, 
Milkmen, 
Conductors, 
Railroad  Men 
and  all  Outdoor 
Workers. 


PANTHER  RUBBER  CO.,  LIMITED 

General  Offices  and  Factory: 

SHERBROOKE        :  :  QUEBEC 


FOOTWEAR    IN  CANADA 


To  the  Shoe  Trade:-- 

On  the  following  pages  are  offered  a  few  Fleet  Foot  suggestions  for  1922. 
They  merit  the  thoughtful  attention  of  every  shoe  dealer,  because  : — 

1.  Fleet  Foot  is  the  most  complete  line  of  rubber-soled 
fabric  footwear  offered  the  trade  in  Canada. 

2.  Fleet  Foot  is  the  only  NATIONALLY  ADVER- 
TISED line  of  summer  footwear  in  Canada. 

3.  Fleet  Foot  is  recognized  all  over  Canada  as  a  sum- 
mer need  and  as  giving,  in  wear  and  service,  the 
HIGHEST  VALUE  PER  DOLLAR  spent  for  sum- 
mer footwear. 

4.  When  your  customers  come  to  buy  rubber -soled 
fabric  shoes  they  invariably  ask  for  Fleet  Foot. 

5.  Fleet  Foot  is  a  money-maker  during  summer 
months  for  the  shoe  dealer  who  is  farseeing  enough 

~  to  put  into  stock  a  REPRESENTATIVE  ASSORT- 
MENT. 

These  few  suggestions  are  worthy  representatives  of  a  line  that  embraces  over  ninety 
distinct  styles  for  men,  women  and  children  who  recognize  that  Fleet  Foot  is  a  genuine 
summer  economj^ 

Fleet  Foot  salesmen  will  tell  the  trade  the  particular  styles  that  are  to  be  nationally 
advertised.  It  will  pay  the  trade  to  order  liberally  of  such  lines  and  so  get  the  benefit 
of  this  national  advertising. 

A  Fleet  Foot  salesman  will  see  you  shortly  and  it  will  paj'  big  to  see  what  he  has  to  offer 
before  placing  your  order. 


DOMINION  RUBBER  SYSTEM  LIMITED 


HEAD  OFFICE 


Service 

Branches 

at 


ST.  JOHN,  N.B. 
Halifax,  N.S. 

MONTREAL,  QUE. 
<iiiebec,  Que. 
Ottawa,  Out. 

TORONTO,  ONT. 
BeUeville,  Ont. 
Hamilton,  Ont. 


MONTREAL 


Brautiord,  Ont. 
London,  Ont. 
Windsor,  Ont. 
Kitohener,  Ont. 
North  Bay,  Ont. 
Fort  William,  Ont. 

WINNIPEG,  MAN. 
Brandon,  Man. 


REGINA.  SASK. 
Saskatoon,  Sask. 

CALGAHV,  ALTA. 
Lethbrid«e,  Alta. 
Edmonton,  Alta. 

VANCOUVER,  B.C. 
Victoria,  B.C. 
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ATHLETE 

A  popular,  low-priced  shoe  for  general  every-day  wear 

— Made  in  Avhito,  tan  or  hliic-hlack  duck. 
— Iloavv  black  lioiicvconib  sole. 

» 

— Inside  toe-cap  and  i'ul)l)er  toe-tij)  to  ji'ive  strenj^tli 
\\hcre  wear  is  gTeatest. 

— T*>a linoi-a Is  and  Oxfords,  Hlucher  cul. 

All  sizes  for  Men,  Boys,  Youths,  Women,  Misses  and  Children 

Buy  a  representative  assortment  oj 
Fleet  Foot  for  1922  aid  watch  results 

DOMINION  RUBBER  SYSTEM  LIMITED 

HEAD  OFFICE         -  MONTREAL 

RK<iINA.  SASK. 
Saskatoon,  Sask. 

«  .\I,(;ARV.  ALTA. 
I.ethhridgv,  Alta. 
Kiliiioiiton,  \lta. 

VA!V(  OI  VKK,  H.<:. 
Vic'toriii,  B.C. 


Service 

Branches 

at 


ST.  JOHN,  N.B. 
Halifax.  \.S. 

>H>\'I  RF'.AI.,  Ql  K 
•  tiiebef.  ((lie, 
OUai\a.  Out. 
'I'OKON'IO.  OIVT. 
li<-ll<-\ nic.  Out. 
lluHiilloii,  Out. 


lirautford.  Out. 
l.on<lon.  Out. 
Windsor.  Out. 
i\ itcheuer.  Out. 
\<irtb  Kay,  Out. 
I'orl   William,  Out. 

W  I.\  1\  IPKG,  MAIV. 
ilraii<l<r<i.  Man. 


noMiNioN; 
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ROVER 


ROVER 

A  sturdy  hard-wearing  tan 
duck  shoe  with  a  heavy 
red  rubber  sole.  Rein- 
forced with  inside  toe- 
cap  and  rubber  toe-tip. 
Balmorals  and  Oxfords. 

All  sizes  for  Men,  Boys, 
Youths  and  Children. 


STANTON 


STANTON 

A  tan   duck  Balmoral 
with  a  heavy  smooth  red 
sole  and  heel. 
Red  rubber  toe-cap. 
Leather    re-inforced  in- 
step and  ankle. 
All  sizes  for  Men,  Boys, 
and  Youths. 


Buy  a  representative  assortment  of 
Fleet  Foot  for  1922  and  watch  results 


DOMINION  RUBBER  SYSTEM  LIMITED 


HEAD  OFFICE 


ST.  JOHN,  IV.B. 
Halifax,  N.S. 


MOIVTREAI.,  QUE. 


Service 

Branches  \  mtawa.  ont 

TORONTO,  ONT. 
Belleville,  Ont. 
\,  Hamilton,  Out. 


at 


MONTREAL 


Brautford,  Out. 
liOuAon,  Out. 
Wiud.sor,  Out. 
Kitclieuer,  Out. 
North  Bay,  Out. 
Fort  William,  Ont. 

WINNIPEG,  MAN. 
Braudoia,  Muu. 


REfJllVA,  SASK. 
Saskatoon.  .SaMk. 

CAIiGyVRY,  ALTA, 
i^ethbridj^e,  Alta. 
Edmonton,  Alta. 

VANt  Ol  VEU,  B.t:. 
\  ictoria,  B.C. 
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WOMEN'S  SPECIALTIES 


SONIA 

White  fabric,  two-strap 
slipper,  sport  style,  with 
black  leather  trimmings, 
white  rubber  sole,  imi- 
tation welt,  low  solid 
heel.    Women's  sizes. 


DELTRY 

One  -  strap,  two  -  but- 
ton, white  fabric 
s  1  i  ])  p  e  r  ,  imitation 
welt,  1 2-8  Cuban 
heel,  rubber  heel  tip. 
Women's  sizes. 


DORCAS 

A  new  sport  shoe  in 
white  duck  with  black 
leather  trimmings  and 
toe-cap.  White  rubbeir 
sole,  imitation  welt,  low 
rubber  heel.  Women's 
sizes. 


The  fine  white  specialties  in  Fleet  Foot  for  women  are  made 
with  double  linings  at  heel  and  toe  to  prevent  wrinkling. 

Buy  a  representative  assortment  of 
Fleet  Foot  for  1922  and  watch  results 


DOMINION  RUBBER  SYSTEM  LIMITED 

HEAD  OFFICE  -  MONTREAL 


Service 

Branches 

at 


ST.  JOHiV,  N.n. 
Hulifu.v,  N.S. 

MONTRKAI>,  QUE. 
<luehep.  <lue. 
Ottjuva,  Out. 

rOKOM'O.  ONT. 
liolleville,  Unl. 
Hamilton,  Ont. 


iiruiitforil.  Out. 
Iioiidon.  Ont. 
\Vin<l,xur,  Ont. 
Kitohmer,  Ont. 
\«rth  Bay,  Ont. 
Fort  WiUiam,  Ont. 

VV  IIVIVIPK<;,  MAN. 
Branilon,  Man. 


RKtilN A,  SASK. 
Saskatoon.  Satuk. 

C  ALGARY.  ALTA. 
L/ethbridge,  Alta. 
Kdmonton,  Alta. 

VAIVCOUVER,  B.C. 
V  iotoria,  B.C. 


t)0MiNlO]J 

^  RUBBER 
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The  Spring  Range  is  More 
Attractive  than  ever  Before 

Style,  fit,  materials,  workmanship— all  have  been  combined  in  a  way  that  makes  the  most 
attractive  footwear  imaginable.  With  such  a  range  of  shoes  the  success  of  your  Spring  season 
would  be  assured. 

As  in  the  past,  Eureka  Shoes  have  been  made  up  to  a  standard  not  down  to  a  price,  yet  present- 
day  quotations  are  much  lower  than  many  other  lines  of  inferior  quality. 

Write  to  us  for  samples  and  prices  of  our  complete  range  of  Women's,  growing  Girls',  Misses' 
and  Girls'. 

EUREKA  SHOE  COMPANY  LIMITED 

Three  Rivers  ^  Quebec 
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INDIVIDI  ALITY  is  an 
attrilmtt,'  of  chaiactcr  in 
sliocs  as  ill  all  else. 

'l"hc  cliaractcr  that  creates 
i  n  <1  i  V  i  rl  II  a  I  i  t  y  in  these 
"  NEWPORT"  models  is 
inouldcd  in  a  determination 
to  fjive  tlu'  public  what  they 
want  in  a  shoe  which  has 
inherent  flood  style  com- 
lined  with  the  principles  of 
better  shoemaking. 


FOOTWEAR    IN    CANADA  9 
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The  modern  factory  where 
Vulco-Unit  Box  Toes  are  pro- 
duced. 

The  Vulco-Unit  Box  Toe  pre- 
serves the  shape  of  the  toe, 
gives  greater  comfort  to  the 
v^^earer,  is  waterproof  and 
perspiration  proof,  and  gives 
longer  life  to  the  shoe  itself. 

Samples  are  gladly  forwarded 
on  request. 


Beckwith  Box  Toe  Limited 


FOOTWEAR    IN  CANADA 
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The  Beauty  of  the  Toe 


Keep  it  there  with  the  genuine 

VULCO-UNIT 
BOX  TOE 

Sherbrooke,  Quebec 
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The  Kind  of  Shoe  You  Would 
Like  Your  Own  Boy  to  Wear 


Tred  Rite  Shoes 

Real  Goodyear  Welts 
Easy  Fitting  and  Comfortable 
Durability  Built  Right  in  Them 

Regular  Lines  in  Stock 
In  Price  They  are  Right 
They  are  sure  Repeaters 
Every  Pair  a  Trade  Getter 

Skuffer  Welts  Too 
Have  Hard  Wear  Built  in 
Oak  Soles  All  Through 
Easily  the  Best 
Send  for  Quotations 


Our  Growing  Girls 

in  Brown  and  Black  Calf 
Goodyear  Welts  only, 
sizes  2  1-2  to  7  are  double 
barrel  repeaters. 

Ask  us  for  samples 
or  a  salesman. 


The  Tred-Rite  Shoe  Company,  Ltd. 

Otlerville,  Ontario 
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Reach  these  Children  with  Adams  Shoes 

To-day*s  Children  are  to-morrow's  Men 
and  Women — pleasing  them  now  is  the 
sure  method  of  building  future  trade 

The  shoe  must  be  made  of  first-class 
materials  and  the  workmanship  both 
inside  and  out  of  unquestionable  merit. 

The  style,  too,  should  be  neat  and 
graceful  yet  designed  so  the  foot  may 
grow  as  Nature  intended. 

These  essentials  we  have  developed 
in  the  Adams  lines. 

Do  not  fail  to  look  them  over  when 
our  traveller  calls. 

For  next  Spring  and  Summer  they 
are  wonderfully  attractive  and  would, 
we  believe,  meet  with  your  approval. 

Misses',  Ghildrens',  Infants',  Youths' 
and  Little  Gents'. 


The  Adams  Shoe  Company,  Limited 

Toronto 
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The  New 
"Regal" 
Ball  Strap 


y\  N  atmosphere  of  style  and 
elegance  is  created  by  this 
shoe.  Not  in  «// footwear, nor 
in  all  good  shoes  is  this  distinct- 
iveness found.  They  must  be 
backed  by  a  manufacturing 
knowledge  born  of  long  exper- 
ience and  constant  effort.  The 
mind  of  the  maker  must  show 
in  his  product. 

We  present  this  New  Regal 
Ball  Strap  with  confidence 
that  the  character  of  the 
product  will  be  a  powerful 
factor  in  its  sales  promotion. 


Manufactured  Under 
Licence, 


THE  CORSON  SHOE  MFG.  CO.,  Ltd 

100  STERLING  RD.,  TORONTO 
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Profit  Producers 

Getting  down  to  brass  tacks,  that 
is  what  every  merchant  wants  — 
profit  producers.  Shoes  with  the 
qualities  that  soon  find  themselves 
on  the  feet  of  satisfied  customers. 
Shoes  that  will  build  up  business  and 
a  reputation  for  the  store  in  which 
they  are  sold. 

An  inspection  of  the  various  Hues 
we  are  offering  for  Fall  and  Win- 
ter will  convince  the  most  sceptical 
that  the  A.  A.  Cote  &  Son  Limited 
range  is  of  that  class.  We  strongly 
advise  early  placing,  knowing  they 
will  please  you  in  every  way. 

Send  now  for  samples. 


A.  A.  COTE  &  SON  Limited 

St  Hyacinthe,  Que. 
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Dufresne  and  Locke  selling  shoes  to 
jobbers  alt  over  Canada  offer 
exceedingly  interesting  value  to  the 
trade. 


NEWEST  IN 
STYLE 


Women's  white  canvas  McKay, 
One  strap  and  two  buttons. 


Jobbers  all  over  Canada  hailed  the  new  Du- 
fresne &  Locke  samples  with  positive  joy. 
They  saw  in  them,  as  you  too  will  see,  an  op- 
portunity for  better  business  such  as  comes 
only  once  in  a  great  while. 

Here  is  why. 

We  have  introduced  several  new  lasts.  We 
have  gone  the  limit  in  evolving  new  style 
touches,  new  patterns  and  new  materials. 

Over  all  this  predominates  that  prime  essen- 
tial— good  taste. 


DUFRESNE  & 

MONTREAL 


FOOTWEAR    IN  CANADA 

Men's  Romeos.  All  kinds  of  men's 
slippers.  Turns.  Special  lines  of 
Romeo  and  Everett  slippers.  McKay 


HIGHEST  IN 
VALUE 


The  coming  season  bids  fair  to  develop  into 
a  great  struggle  among  the  few  manufacturers 
responsible  for  shoe  styles  in  Canada. 

Judging  from  the  Dufresne  &  Locke  samples 
now  in  the  hands  of  the  leading  jobbers  this 
firm  will  take  second  place  to  none. 

Value  and  style  have  been  so  successfully  com- 
bined as  to  make  "better  business"  a  very 
real  thing. 

Welt,  McKay  or  Turn,  you  will  find  nothing 
better — as  your  jobber  will  be  glad  to  assure 
you. 


LOCKE,  Limited 

QUEBEC 


18 


FOOTWEAR    IN  CANADA 


A.  E.  MAROIS,  Prei. 


ALFRED  MAROIS,  B.ScA..  C.E.. Vice-Pret. 


Manufacturers  of  a  complete  line  of  Men's,  Women's,  Boys',  Misses',  Youths'  and  Children's,  Goodyear  Welts, 
McKays  and  Standard  Screws.  First-class  workmanship,  attractive  styles  and  splendid  values  make  them  well 
worth  the  consideration  of  any  progressive  retailer.  These  Shoes  may  l)c  obtained  of  all  the  leading  jobbers  in 
Canada. 

Our  capacity  of  5000  i)airs  a  day  (>nal)les  us  to  guai-antee  prompt  delivery. 

A.  E.  MAROIS  LIMITED 

Awarded  Gold  Medal  at  Quebec  Provincial  Exhibition,  1921. 
Office  -  559  to  565  St.  Valier  St.  Factory  -  10  to  20  Arago  Street 

Winnipeg  Representative 
W.  A.  LAW. 
103  Princess  Street 


Montreal  Sample  Room 
Shaughnessy  Building 
137  McGill  Street 


Toronto  Representative 
H.  F.  RINGLAND, 
Room  29,  Queen  City 
Chambers,  32  Church  St. 


FOOTWEAR   IN  CANADA 
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The  Independent  Rubber  Co. 

Limited 

of  MERRITTON,  ONTARIO 

ESTABLISH  OFFICE  AND  WAREHOUSE  IN 

WINNIPEG 


The  popularity  of  the  "In- 
deipendent"  line  through- 
out the  West  demands  In- 
creased facilities  to  supply 
our  many  customers  and 
keep  Independent  Service 
ever  unequalled. 

Let  us  handle  your  late 
needs  in  Winter  goods. 
We  can  guarantee  service. 
Let  us  have  your 

SORTING 
ORDERS 
NOW 

Never  has  a  more  com- 
prehensive array  of  White 
goods  been  put  on  the 
market  than  the  new 
Speed  King  line.  Do  not 
fail  to  see  them  before 
placing.  They  simply 
mean  better  'merchandising 
and  bigger  business. 

SPRING 

and 

SUMMER 
19  2  2 


SAMPLES   NOW  SHOWING 


INDEPENDENT 

Amherst  Boot  &  Shoe  Co.,  limited,. . .  .Halifax,  N.S. 
Amherst  Boot  &  Shoe  Co.,  Limited. .  .Amherst,  N.S. 

Brown,  Eochette,  Limited  Quebec,  Que. 

James  Robinson  Co.,  Limited  Montreal,  Que. 

Locke  Footwear  Co.,  Limited  Montreal,  Que. 

J.  A.  McLaren  Co.,  Limited  Toronto,  Ont. 

White  Shoe  Co.,  Limited  Toronto,  Ont. 

C.  Weaver  Trenton,  Ont. 


WHOLESALERS 

The  London  Shoe  Co.,  Limited  London,  Ont. 

T.  Long  &  Brother,  Limited  Collingwood,  Ont. 

The  J.  Leckie  Co.,  Limited  Vancouver,  B.C. 

Dowers,  Limited  Edmonton,  Alta. 

Amherst  Central  Shoe  Co.,  Limited. .  .Eegina,  Sask. 

The  Independent  Rubber  Co.,  Limited  

 290  McDermot  Ave.,  Winnipeg,  Man. 


20 


FOOTWEAR    IN  CANADA 


The  Children  of  Your 
Neighborhood 

Are  they  wearing  "ECLIPSE"  Shoes?  If  not,  here 
is  a  wonderful  field  for  you  to  work.  Because  there 
is  not  a  child  who  cannot  look  smarter,  feel  better 
and  in  the  long  run  be  more  economically  fitted 
by  wearing  "ECLIPSE"  footwear. 
For  Spring  we  are  showing  some  unusually  attrac- 
tive models.  They  would  prove  real  winners  if 
you  would  give  them  a  trial.  Do  not  commit  your- 
self before  inspecting  the 

most  Complete  and  up-to-the- 
minute  Line  of  Juvenile  Foot- 
wear made  in  Canada  to-day 

Travellers  are  now  out 

The  Gait  Shoe  Mfg.  Co.,  Ltd. 

Gait,  Ontario 
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NEW  STYLES  IN 

^'Maltese  Cross^^ 

CANVAS  FOOTWEAR  FOR 

1922 

The  new  styles  we  are  showing  in  Canvas  Shoes  are  right  in  line  with  the  best 
models  of  up-to-date  footwear.    We  have  also  introduced  improvements  on  the 
best  of  our  old  lines  which  will  maintain  their  old  name  for  quality. 


Wait  Till  You  See  the  "Maltese  Cross"  Line 

'  'Maltese  Cross' '  Canvas  Shoes  and  Rubbers 
Kinds  to  Suit  Every  Need  and  Every  Occasion. 

Gutta  Percha  &  Rubber,  Limited 

Head  Offices  and  Factory,  TORONTO. 

Branches  in  all  Leading  Canadian  Cities 
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This  popular  woman''s  sport 
model  is  carried  in  black  and 
colored  calf.  Its  imitation 
wing  tip  is  in  line  with  the 
newer  ideas.  Goodyear. 


A     H.  M.  Welts  and  McKays 
for  women  while  showing 
the  latest  style  tendencies  are  of 
the  conservative  nature  that  makes 
them  safe  to  buy  now. 

This  number,  you  will  admit,  is 
modern  in  every  way  yet  so  stand- 
ard that  it  will  sell  throughout  the 
early  Spring  and  Summer. 


AMES  -  HOLDEN  -  McCREADY,  LIMITED 

HEAD  OFFICE  MONTREAL 
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At  the  Turning  of  the  Tide 


I  JNMISTAKABLY,  the  shoe  industry  is  now  tum- 
^  ing  toward  an  era  of  normal  activity.  We  have 
reached  the  bottom  and  begun  to  climb. 

The  quality  of  your  merchandise  from  now  on  is  going 
to  be  put  to  the  test.  Your  competitors  are  good  climb- 
ers, too.  Have  you  chosen  a  line  that  can  stand  on  its 
own  merits  against  competition"? 

Ask  your  jobber  about  Sisman 
Shoes — the  "Best  Everyday" — 
the  footwear  that  makes  for  bet- 
ter business,  not  only  to-day  but 
to-morrow,  too.  Build  for  the 
future  with  a  reliable  product. 


The  T.  Sisman  Shoe  Company,  Ltd. 

Aurora  Ontario 
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IN  STOCK 

for  immediate  delivery 


MISSES 

300— GirU  Gun  Met.  Blue. 
400~Mit»  Gun  Met.  Blue. 
310— Girli  Gun  Met.  Bal. 
410— Mi»i  Gun  Met.  Bal. 
313— Girls  Brown  Calf  Bal. 
413 — Miss  Brown  Calf  Bal. 


School  days  are  once  more 
here,  which  always  mean  a 
quickening  of  "  Renown  " 
sales.  Do  not  be  caught 
with  empty  shelves,  but 
send  in  your  orders  right 
away.  At  the  prices  now 
being  quoted  you  cannot 
possibly  do  better.  The 
quality  is  there. 


R 
E 
N 
0 
W 
N 


GROWING  GIRLS 

900— Gr.  GirIt  Gun  Met.  Bal. 
903— Gr.  GirU  Brown  Calf  Bal. 


YOUTHS 

600— Gents  Gun  Met.  Blue. 
700  -Youth*  Gun  Met.  Blue. 
603    Gents  Brown  Calf  Blue. 
703— Youths  Brown  Calf  Blue. 


GALT 


BOYS 

800— Boys  Gun  Met.  Blue. 
810 — Boys  Gun  Met  Bal. 
813— Boys  Brown  Calf  Bal. 


ONTARIO 
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''TIPPERART' 

SHOES 


THE  ATHLETIC  FOOTWEAR 

with  a 
SALES 
PUNCH 
for 
Season  1922 


Our  representatives  are  now  in  the  field  with  a  superb 
showing  of  the  finest  in  Canvas  lines  embodied  in  Tip- 
perary  Shoes.  We  ask  your  co-operation  by  early 
placing,  so  that  we  may  be  able  to  give  you  delivery 
when  vou  desire  it. 


The  COLUMBUS  RUBBER  COMPANY 


of  Montreal,  Limited 
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30  —  Men's  Mah. 
Cf.  Satldle  Strap 
Bal,  Welt,  "In 
Stock"  C-D,  SVz- 
10    S«-50 


IN 
STOCK 


It  is  the  aim  of  the  York  Shoe  Company  to  supply  the  trade  with  lines  made 
by  nationally  known  manufacturers  of  high- class  footwear  at  prices  that  make 
retailing  profitable,  and  at  the  same  time  to  give  the  trade  an  unrivaled 
service. 

Large  stocks  are  carried  in  all  men's,  women's  and  children's  lines — superb 
quality  and  up-to-the-minute  styles  being  featured. 

We  would  be  pleased  to  hear  from  you 


256  —  Women 
Dark     Tan  Cf. 
Lace,  Saddle 

.  o»o  i.r  j^^M^^^  Strap  Oxford, 

7"  J^'*'"^"  ^  JK^J^^^  Welt     14/8  Cu- 

Oark    Tan    Calf  .^JK^^A  ban     Heel.  "In 

V  >^HB^^^A  Stock"  C-D,  ZVa- 

Pearl      Buttons.  .^^KSKKK^^k  7-     Also  in  Gun 

.^1L^  ^^^^^^^^^  Metal,  No.  257 

Cuban  Heel,  "In  j 
Stock"  C-D,  aVz- 
7.     Also  In  Gun 
Metal,  No.  1864. 
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Strap  Creations 

in  Kid,  Calf  and  Suede 


This  mode  has  enjoyed  tremendous  popularity  and  indications 
are  that  the  run  on  this  style  will  continue. 

We  are  showing  a, variety  of  delightful  combinations  at  prices 
to  retail  from  $8.00  to  $12.00. 

Remember  that  when  you  stock  the  Bell  Shoe  you  are  hand- 
ling footwear  with  a  reputation  and  a  fashionable  clientele 
already. 

J.  &  T.  Bell,  Limited 

MONTREAL,  QUE. 

Toronto  Sample  Rooms:  Room  206  Stair  Bldg.,  No.  123  Bay  Street 
C.  E.  Fice,  Representative 
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Murray  Footwear  for  both  men 
and  women  always  keeps  within 
the  bounds  of  good  taste.  Never 
extreme,  never  freakish,  it  still 
maintains  a  reputation  for  good 
style.  Couple  this  with  good  work- 
manship plus  good  materials  and 
you  have  the  reason  for  its  un- 
broken success  during  the  past  fif- 
teen years. 

We  are  particularly  anxious  that 
you  see  our  lines  for  Fall.  We  have 
every  reason  to  believe  they  will 
appeal  to  you. 

Write,  wire  or  phone. 


The  Murray  Shoe  Co.  Ltd. 

London  -  Ontario 
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In  Stock 


In  Stock 


Style  Leaders 


Far  and  wide,  wherever  you  go,  Lady 
Belle  shoes  occupy  a  position  that  indelibly 
stamps  them  leaders  of  style. 

Back  of  this  style  is  quality  both  of  mater- 
ials and  workmanship  taking  second  place  to 
no  other  Canadian  made  shoe. 

Yet  prices  of  Lady  Belle  shoes  are  moderate. 

TRAVELLERS 
now  in  their  respective  territories. 


The  LADY  BELLE  SHOE  Company 

Limited 


Kitchener 


"Is 


\ 


In  Stock 


Ontario 


In  Stock 


iO 


FOOTWEAR    IN  CANADA 


VAUGHAN'S  IVORY 

THE  SOLE  THAT  HAS  MADE 
WHITE  SHOES  STAPLE 


MADE  BY 

OEOROEC.VAUOHAN 

'tanneries  a} 
PEA  BOD-/ 
M  ass/ 


Cosis  no  more  ikan  other  ^ooc/ sole  leaiher 


AUGHAN'S  IVORY  SOLE  LEATHER 

will  be  conspicuous  at  all  the  Style 
I  Shows.   Conspicuous  because  practic-  . 
ally  every  pair  of  better  grade  white 
shoes  displayed  will  have  Vaughan's 
Ivory  soles  and  heels. 

The  clear  white  edge  of  Vaughan's 
Ivory  is  its  own,  needing  neither  paint  nor  spray  to 
maintain  its  attractive  whiteness.  And  there  is  add- 
itional reason  why  Vaughan's  Ivory  is  used.  It  is 
because  Vaughan's  Ivory  Sole  Leather,  with  all  its 
good  qualities,  cosh  no  more  than  other  good  Sole  Leather. 


GEORGE  C.  VAUGHAN 


TANNERIES  AT 
PEABODY,  MASSACHUSETTS 
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Be  Sure  You  Get  the  Best  by 
Insisting"  on  Samson's 

The  Samson  lines  of  Staple  and  Sporting  Footwear  are  ac- 
claimed by  many  as  the  best  on  the  market  today.     It  will 
therefore  pay  you  to  insist  on  being  shown  the  Samson 
;  samples,  and,  if  your  jobber  cannot  supply  you,  to  get  in 

touch  with  us  direct. 

For  Fall  we  are  showing  some  goods  that  are  considerably 
,  ,  above  anything  we  have  ever  shown  and  we  are  anxious  that 

you  should  see  them  as  early  as  possible. 

SEND  FOR  SAMPLES 


J.  E.  SAMSON  ENR. 


20  Arago  §treet^  Quebec 
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The  Wear  is  There 

1500  Mile  Hike  on  One  Pair 
of  Breithaupt  Soles 


Private  Sam  H.  Harris  C.  E.  F.  accomplished  this 
remarkable  feat  on  his  cross  country  walk  from  Kitch- 
ener to  Washington, D.C.,  and  return  in  the  record  time 
of  63  days.  In  accompKshing  this  task  Private  Harris 
gave  these  soles  more  actual  wear  than  soles  on  the 
shoes  of  the  average  man  would  get  in  two  years. 

The  Breithaupt  Leather  Co. 

Limited 

Manufacturers  of  "The  Standard  of  Canadian  Sole  Leather" 


KITCHENER 


PENETANG 


TORONTO 


HASTINGS 


Sales  Offices : 
VANCOUVER 


MONTREAL 


QUEBEC 


Tanneries  at : 

KITCHENER  WOODSTOCK  BURK'S  FALLS 
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The  "Hewetson"  Shoe 


(Heavy  and  Semi-Heavy) 


A  NATIONALLY  ADVERTISED  PRODUCT 


We  announce  to  the  shoe  trade  of  Canada 
the  launching  of  a  coast  to  coast  campaign 
advertising  "Hewetson"  Shoes  for  Children 

The  "Hewetson"  Welt  (made  at  Brampton) 

Our  Baby  Welts  with  Velvet  Soles  in  sizes, 
one  to  five;  and  Children's  Welts  with  Oak 
Bend  Soles,  in  sizes  four  to  eleven,  in  all 
Leathers. 

The  "Hewetson"  Pla-Shu  (made  at  Acton) 

A  full  range  of  Pla-Shu's  from  Infants'  to 
Misses',  including  Barefoots,  Sport  Ox- 
fords, Slippers  and  Jockey  Boots. 


There  will  be  no  change  in  policy  of  distribu- 
tion. "Hewetson" ShoeSy  as  heretofore,  will  be 
sold  through  Canada's  leading  jobbers. 


J.  W.  Hewetson  Co.,  Limited 


"Shoemakers  to  Children" 


Brampton,  Ont. 


and 


Acton,  Ont. 
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Goodrich  "Hi-Press" 
Rubber  Footwear 


for 

Farmers 
Fishermen 
Miners 
Lumbermen 


Almost  every  man  who  works 
or  lives  out  of  doors  has  need 
at  some  time  or  another  for 
Goodrich  ''Hi-Press"  —  ''the 
rubber  footwear  with  the  red 
line 'round  the  top." 

We  carry  a  full  line  in  stock  at 
all  times.  Let  us  send  you 
samples  and  prices. 


Croskery  &  Company,  Ltd. 

IMPORTERS  AND  DISTRIBUTORS  FOR  ONTARIO 

220  King  Street  West      -  Toronto 


Mark  this — for  genuine  service,  com- 
fort value,  there  is  not  another  line 
of  Rubber  Footwear  manufactured 
that  excells  Goodrich  "Hi-Press." 
That  is  the  conclusion  reached  after 
hearing  the  reports  of  both  dealers 
and  wearers  during  the  many  sea- 
sons Goodrich     Hi-Press"  have 
^        been  on  the  market. 


As  a  business  propositi  on  they 
prove  unusually  attractive. 
The  margin  of  profit  allowed 
is  very  liberal  and  yet  they 
sell  at  a  price  that  means 
a  brisk  turnover. 
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Outdoor  Beauties 


forJQ22 


A  Nimble 
Step  Special 
covering  a  long  felt  want 
for  a  well  built,  medium 


WRITE 


TO-DAY 


priced  shoe. 

Nimble  Step 

UnexceJJed  Summer  Pootw^ear. 

The  novelty  of  Nimble  Step  Partridge  Tennis  Shoes  will  be  rec- 
ognized in  the  completeness  of  their  range,  as  well  as  their  quality. 
All  our  lines  are  strikingly  artistic,  stylish  in  appearance,  smooth 
fitting  and  durable.   They  are  of  wonderful  workmanship. 


7Ae  NOltTMERN RUBBER  Co., Limited.  GuelpKOnf 
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"Scott-Chamberlain  are  making 
the  finest  Men^s  Welts  in  Canada 


That  remark  made  by  someone  totally  disinter- 
ested in  this  firm,  was  overheard  recently. 

He  was  a  man  with  a  wide  knowledge  of  the  shoe 
industry  in  Canada.  He  knows  shoes. 

Naturally  we  were  mighty  pleased. 

But  now  we  want  every  merchant  throughout  Canada 
to  pass  his  judgment  on  them,  too. 

We  want  all  those  who  have  not  seen  the  new  Fall  mod- 
els to  get  in  touch  with  us  immediately.  We  shall 
be  only  too  pleased  to  have  our  salesman  call,  and 
give  you  an  opportunity  of  viewing  our  line. 


Scott-Chamberlain,  Limited 

 Makers   of  ''ASTORIA"  

The  Only  tailor-made  Shoe  in  Canada 

London  :-:  Ontario 


The  last  minute 
Creation  in  men^s 
high    class  Welts 


Ihe  'Brute  " 
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NOVELTIES  ARE  IN 
DEMAND  FOR  1922 


Women's,  Patent,  Three-Strap,  Three-Buckles 
Six  Openings'on  Vamp 
Covered  Baby  Louis  Heel 
Turn 


We  have  all  the  Latest  NOVELTIES.  These  were  copied 
from  shoes  shown  at  The  Fair  which  was  held  at  The 
Commodore  Hotel,  New  York. 

These  styles  are  shown  by  the  best  Brooklyn  factories. 

Twenty-five  Lines  of  Latest  NOVELTIES 


Regina  Shoe  Company,  Limited 

Office  and  Sample  Room : 

340  Notre  D  ame  Street  East,  Montreal 

Factory,  Aird  Avenue,  Maisonneuve 


FOOTWEAR 


IN 


CANADA 


These 

Shoes 

Will 

See 

You 

Right 

Through 

the 

Fall 

and 

Winter 


No.  313.  Women's  and 
Growing  Girls'  McKay, 
Oxford.  Made  in  Gun- 
metal  Calf,  Dongola. 
Mahogany  Velour  side, 
and  Patent.    Sires  3-7. 


No.  072.  Men's  Welt, 
Bal,  Pointed  Toe  Last. 
Made  in  mahogany  vel- 
our side.  Also  Gunmet- 
al  Calf  and  Box  Kip 
black,  sizes  6-11. 


La  Compagnie  J.  A.  &  M.  COTE 

St  Hyacinthe,  Quebec 
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Sr.HYAClNTME. 
CANADA  > 


The  Ever-Popular  Yamziska 

=FOOTWE  AR^= 

DURING  a  period  when  many  have  had 
reason  to  complain  of  ' '  bad  times  ' ' 
— when  some  have  been  forced  to  retire 
from  the  business  arena  —  the  makers  of 
Yamaska  footwear  have  had  every  reason 
to  give  thanks. 

The  truth  is  that  Yamaska  Footwear  had 
gained  a  remarkable  hold  upon  the  public. 
It  held  their  confidence.  It  held  the  re- 
tailers' confidence.  And  so,  when  value 
was  a  very  uncertain  quantity,  we  found 
people  everywhere  turning  to  this  footwear 
as  something  in  which  they  had  faith. 

Undoubtedly  this  is  the  footwear  to  handle 
— the  kind  that  carries  you  through  the 
dark  days  as  well  as  the  bright. 


La  Compagnie  J.  A.  &  M.  COTE 

St.  Hyacinthe,  Quebec 
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DAOUST 

LALONDE 

&  CO.,  LIMITED 

Montreal,  Que. 


Sprin§ 


STYLE  is  ever  the 
stimulus  for  lively 
trade  in  the  shoe 
business  from  season  to 
season.  DAOUST,  LA- 
LONDE shoes  have  al- 
ways carried  a  direct 
appeal  through  style, 
and  our  new  creations 
are  no  exception. 

But  while  style  is  the 
feature,  workmanship 
and  materials  are  con- 
sistent in  quality. 

Style,  materials,  and 
workmanship  are  here 
combined  to  present  the 
trade  with  a  fundamen- 
tally good  shoe. 


5171/2— Black  Patent,  3 
strap,  French  cord, 
Imit.  Ball  Strap,  flex- 
ible McKay  Baby  Louis 
heel. 
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WcVc  on  our  way  to  you  now ! 

"VIT'ITH  a  trunk  packed  to  capacity  with  the  livest, 
snappiest,  most  attractive  samples  you've  ever 

seen. 

Arrange  to  take  a  little  jaunt  over  to  the  sample  room 
and  look  them  over— we  don't  need  any  ouija  board 
to  tell  us  what '11  happen. 

And  why  shouldn't  you,  now?  This  new  1922  Spring 
range  is  just  plumb  full  of  new  lasts,  new  patterns, 
novel  style  effects,  and  in  fact  everything  that  makes 
for  saleability. 

Just  wait  and  see! 


AMES  HOLDEN  McCREADY  Limited 

Halifax,  St.John,  Quebec.  St.  Hyacinthe,  Montreal,  Ottawa,  Toronto,  London 
Kitchener,  Winnipeg,  Regina,  Sa»katoon,  Edmonton,  Calgary,  Vancouver. 
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The  Slipper  Season 
Is  Here 

The  wise  merchant  will  fill  up  his  stocks  now.   Get  — — 
them  in  fighting  trim  for  the  season  that  is  upon  us. 
Reap  the  profits  that  only  a  complete  range  can  make 
possible. 

We  are  ready  for  you.  Our  warehouse  is  filled  with 
just  the  goods  we  know  you  want  and  the  kind  that 
assures  quick  selling. 

They  are  of  Canadian  and  English  manufacture  in 
plaid  Arctic  Cloths,  Velvets,  Felts,  Juliets  and 
Koseys,  including  lines  for  every  member  of  the 
family. 

Write,  wire  or  phone  your  order. 


A  FULL  RANGE  OF  STAPLES 

A  complete  range  of  Men's,  Boys', 
Women's,  Misses'  and  Children's.  The 
quality  is  high,  the  prices  low. 


John  Lennox  &  Company 

The  Felt  Slipper  House  of  Canada 

Hamilton  -  Ontario 
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The  Retailer^s  Problems 
for  Spring  1922 


The  business  world  looks  to  Spring,  1922,  as  to 
the  dawn  of  a  new  business  era.  Already  mani- 
festations of  the  trend  toward  normal  buying  gives 
us  a  feeling  of  confidence  in  the  future. 

The  Spring  will  bring  a  season  of  prosperity. 

The  Spring  will  also  bring  a  season  of  active 
competition  proportionately  powerful. 

The  dealer  who  places  his  requirements  in  our 
hands  and  relies  upon  the  integrity  of  the  House 
of  Robinson  can  be  sure  of  meeting  conditions  with 
merchandise  which  will  hold  a  firm  position  in 
Style,  Quality,  and  Price  beside  anything  else  on 
the  market. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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When  Speed  is  "The  Essence 
of  the  Contract" 


You  are  wanting  sometMng  quickly? — imme- 
diately!  Yes,  it  shall  be  shipped  to-day. 

Under  such  circumstances  time  is  money,  in- 
deed, and  nothing  is  more  exasperating  than  to 
face  the  necessity  of  turning  away  good  business 
on  account  of  temporarily  depleted  stock. 

Our  organization  is  constantly  in  readiness  to 
help  the  retailer  who  suddenly  finds  himself  in 
urgent  need  of  stock.  Our  business  is  built  upon 
service,  and  we  see  that  it  is  good. 

We  shall  be  happy  to  be  favored  with  your  next 
rush  order. 

If  you  are  within  the  bounds  of  Canada,  Rob- 
inson service  can  reach  you.  It  covers  the  whole 
field. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 


iif 
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See 

the  Fall  Lines 

Outstanding  for  style,  fit,  comfort  and  quality.  The  Child- 
ren's lines  are  made  on  Nature's  last,  allowing  full  free- 
dom for  the  foot  to  grow  properly. 

For  Women  and  Misses  the  Globe  Pillow  Welts  and  Com- 
fort Turns  with  Pillow  Insoles  are  increasing  in  popularity 
with  every  season.  You  should  send  for  samples  without 
delay. 


Globe  Shoe  Limited,  Terrebonne,  Que 

Montreal  Office   J.  A.  BLUTEAU,  Representative 
11a  St.  James  Street 
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Style  is  the  keynote  in  shoe  sales  talk 
today.    As  a  matter  of  fact,  style 
is  of  tremendous    importance  in 
stimulating  season  to  season  trade. 

We  sell  Style. 

We  supply  it  in  the  form  of  lasts.  Our 
service  is  an  individual  one.  Each  of 
our  clients  enjoys  the  exclusive  use  of 
the  last  designed  for  his  product.  He 
has  no  fear  of  duplication  by  us. 

Are  you  getting  all  the  service  you  re- 
quire in  this  matter?  Let  us  show  you 
a  style  service  worth  while. 

For  the  convenience  of  Ontario  Manufacturers  we  have 
an  office  at  No.  64  Wellington  St.  W. 

Room  212,  Toronto,  Ont.,       Telephone  Adelaide  4499 


United 


Last  Company,  Limited 

MONTREAL,  P.  Q. 
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Forced  Into  Larger  Quarters 
By  Growing  Business 


No.  626 


The  attractive  ornaments  here 
shown  are  but  a  few  of  the  50 
distinct  creations  embodied  by 
this  particular  tyj^e. 

We  would  like  you  to  see  some 
of  our  designs  in  rhinestone 
buttons  for  strap  styles. 

Suggestions  from  customers  or 
requests  for  special  designs  will 
be  given  every  attention.  We 
can  interpret  any  idea  you  may 
submit. 

Let  us  send  samples 


In  our  new  place  of  business 
we  have  every  facility  for 
speeding  up  production  and 
expediting  shipments. 


No.  585 


No.  583 


No.  590 


The  Parisian  Beading  Works 

1028  Arch  Street  Philadelphia,  Pa. 
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Staple  Shoes  that  Combine 
Appearance  with  Wear 

**More  than  a  staple*'  is  the  way  Williams  shoes  have  often  been 
characterized. 

True,  they  embody  all  the  sturdy,  good  wearing  qualities  of  the 
staple  shoe,  yet  in  style  and  in  fit  they  have  all  the  resemblance  of 
much  higher  priced  footwear. 

Particularly  do  we  call  your  attention  to  our  "Young  Canadian" 
line  of  boys'  Welts.  These  are  immensely  popular  and  from  a 
profit-making  standpoint  would  be  hard  to  equal. 

Now  is  the  time  to  make  a 
bid  for  the  bigger,  better 
business  that  is  awaiting  the 
progressive  merchant. 

SHiaiiiiigi 

Our  salesmen  are  out  with  a 
very  complete  range  for  Spring 
1922 

We  ask  your  kind  co-oper- 
ation. 


WILLIAMS  SHOE  LIMITED 

BRAMPTON  ONTARIO 
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This  number  is  made  of  white 
elk.  Full  double  sole.  Just  as 
ea  -ily  repaired  as  a  welt.  It 
is  a  MlJLTIWE.iR  StUrlulown. 


MULTIWEAR-the  Children's  Delight 

MULTIWEAR  IS  MADE  and  especially  adapted  for  the  tough  wearing  a  child  gives 
tlieni.  An  ordinary  shoe  does  not  last  long  when  it  is  subjected  to  the  terrific  wear  and 
strain  of  the  cliild  at  play.  All  of  this  our  designers  kept  in  mind  when  MULTIWEAR 
was  in  tlie  form  of  ('.xprriiiicnl.  As  a  token  of  our  coiifidcncc  we  liavc  placed  a  most 
liberal  guarantee,  on  each  pair  of  MUI/nWEAR  that  leaves  our  factoiy— THREE 
MONTHS'   WEAK  ()!{  A   FREE  NEW  PAIR. 

o  different  colors — Black,  Tan,  Brown,  Pearl  and  tSmoke  in  the  following  sizes  and 
[.rices  :— Sizes  4  to  7V2,  S2.'2()  ;  sizes  «  to  IOI/2,  $2.50  ;  sizes  11  to  2,  $2  90. 

May  we  ship  you  NOW  a  saini.le  paii-,  at  our  ex])ense,  and  a  detailed  plan  of  our 
lilierai  guarantee  ? 


NATHAN  CUMMINGS 

153  PEEL  STREET,  MONTREAL 
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A.  McLaren 

Company,  Limited 

Wholesale 
Shoe 
Distributors 

TORONTO 

ONT. 


Specialties  for  Winter 

Assorting — Season  1921 

Hockey  Boots 
Men's   Fine   Leather  Slippers 
Moose,  Buck  and  Horsehide 
Moccasins 

Sheepskin  Moccasins,  wool  lined 
with  and  without  leather  soles 
Lumbermen's  Knit  and  Felt 
Socks 

Oil      Tan  Packs 
Men's  and  Women's 
Overgaiters 

"INDEPENDENT" 

Rubber  Co.'s  Brands  of 
Rubber  Footwear 
"KANTKRACK" 
'ROYAL" 
"DAINTY  MODE" 

"VERIBEST" 
"DREADNAUGHT" 
English  Slippers  in  Felt,  \''elvet 
and  Arctic  Cloth 

"Superior"  brand  Canadian- 
made  heavy  felts. 

Women's  Light  Felt  Slippers 
In  all  colors;  in  "Juliet"  and 
"Kozy"  styles;  fur  and  ribbon 

trimmed;  with  leather  ami 
"Kumf)f"  soles;  high  and  low 
cut  patterns 


Whether  your  needs  are  '^'present"  or 
^'■future,'"'  you  cannot  do  better  than 
"Shop  at  McLaren's" 


The  stage  is  set 

Not  a  thing  in  any  department  has  been 
overlooked.  And  from  sporting  to  dress 
footwear,  whether  it  be  for  immediate  or 
future  selling,  the  outstanding  features  to 
be  noticed  are  "higher  quality  and  greater 
value".  That  is  what  the  public  are  looking 
for  and  that  is  what  j.  A.  McLaren  Co.  in- 
tend to  give  them. 


In  the  leather  lines  the  "Imperial"  for  wom- 
en is  sure  to  cut  a  big  swath  with  its  fine 
quality,  fit,  finish  and  wear.  All  the  newest 
styles  instrap  shoes  and  oxfords  are  shown 
and  the  prices  are  moderate. 

For  men  and  boys  demanding  a  heavy  shoe 
there  is  the  ever  reliable  "Maple  Leaf". 

For  misses  and  children  we  are  again  offer- 
ing the  "Little  Canadian" — a  brand  with  an 
established  reputation  as  a  big  seller.  It 
comes  in  medium  and  fine  grades. 

WHITE  GOODS.  We  have  always  made 
a  specialty  of  these  and  our  lines  for  next 
season  are  quite  up  to  the  standard  of  former 
years.    Let  us  have  your  order  early. 

The  above  is  just  a  mere  descrip- 
tion of  the  lines  we  have  on  hand. 
More  complete  details  and  sam- 
ples, if  recpiested,  will  gladly  l)e 
forwarded. 


J.  A.  McLaren 

pOMPANY 
^  LIMITED 

BOOTS,  SHOES  and  RUBBERS 

30  FRONT  STREET  WEST 

TORONTO 
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Frank  W.  Slater's 


"STRIDER 

Gipsy  Sandal 


In  Patent  Leather,  Tan 
Calf  and  White  Suede 


By  every  standard  of 
comparison  "STRIDER 
SHOES"  are  better 


».■•.■  ,■ 


■  , ...      ■  — - 


Delivery  in  30  days  from  receipt  of  order 


Men's  and  Women's  Fine  Welts  — 

Some  forty  lines  of  them.  All  in 
stock. 

New  Spring  Samples  — 

Don't  miss  our  salesmen.  They 
are  now  on  the  road  with  some  attrac- 
tive lines. 

Catalogue  and  Price  List — 

Have  you  had  it?  Get  it —  It's 
worth  while !  It  will  give  you  a  lead 
on  some  new  things  in  our  Staple 
Lines  that  you  should  look  into. 

Sample  Pairs  of  any  line  on  request. 


Eagle  Shoe  Company  Limited 

587  Beaudry  Street,  Montreal. 
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The  Best  in  Every  Respect 

BLACK 
BEAUTY 

Chrome 
Patent  Sides 


Skillfully  Made 
From  Highest  Class  Raw  Material 


THE  ROBSON  LEATHER  CO. 

L  INl  IXED 
TANNERS     AND  CURRIERS 

O  S  H AWA    CANADA 
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Sell  The  West  Your  Goods 

A'  I  KNOWLEDGE  of  the  trade  channels  in  Western  Canada  reveals 
the  fact  that  fully  75%  of  the  merchandise  sold  in  the  Provinces  of 
Manitoba,  Saskatchewan,  Alberta  and   British   Columbia  passes 
I    -  -     -I  over  the  counters  of  the  general  stores. 

The  general  store  is  the  department  store  of  rural  districts.  It  is,  in  most 
cases  the  sole  supply  depot  for  practically  everything  bought  in  the  entire 
community.  Many  general  stores  in  this  field  transact  a  business  of 
$100,000.00  and  upwards  annually. 

Western  Canada  has  just  reaped  a  splendid  harvest,  as  a  result  of  which 
millions  of  dollars  will  start  flowing  through  the  regular  business  channels. 

Recognized  authorities  state  that  the  most  favorable  business 
conditions  on  the  North  American  Continent  will  obtain  in  Western 
Canada  this  fall, 

THE  GENERAL  STORE  TRADE  is  the  main  artery  through  which 
your  goods  will  eventually  reach  the  prosperous  consumers  in  the  field, 
and  the  "Commercial"  is  this  logical  medium  through  which  you  can 
appeal  to  it. 

THE  COMMERCIAL 

910-11  Electric   Railway  Chambers,  WINNIPEG,  Man. 


Toronto— 349  Adelaide  Street  Wfst 
Montreal — 119  Board  of  Trade  Hiiildiiig 
Vancouver — 212  Winch  Building 


BRANCH  OFICES: 


Chicago — Office  H03,  63  E.  Adams  Street 
New  York — 2!»G  Broiidway.    Phone:  Worth  248 
T^ondon,  Engr. — 16  Regent  St.,  S.W. 


All  advertisers  are  warned  that  the  Hugh  C.  MacLean  Publications,  Limited,  do  not  pay  commissions,  bonuses  or  pre- 
miums to  advertising  agencies  or  others  to  ensure  the  recommendation  of  any  of  their  nine  business  and  technical 
publications. 
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I  Men^s  "HAND-LASTED''  High-Grade  | 

I  Goodyear  Welt  I 

1  Travellers  are  now  on  the  Road  ■ 

■  H 

■  The  new  lines  of  "  HAND-LASTED "  Goodyear  Welts  .  H 
H  our  salesmen  are  showing  are  particularly  pleasing  and  ^ 
^  priced  right,  and  they  are  up  to  the  usual  high  stand-  ^  H 
H                 ,  '  ard  expected  of  our  shoes — only  solid  leather  counters,  H 

H  insoles  and  box  toes  being  used.  ^  ; 

I  BE  SURE  AND  SEE  OUR  LINES  BEFORE  PLACING  YOUR  ■ 

I  ORDERS  H 

\     Standard  Welt  Co.  Ltd  | 

H  3  St.  Alexander  Street  ■  1! 


MONTREAL  :  :  QUEBEC 
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FALL  AND  WINTER 


No.  244 — Black  Satin  One  Strap.  Imita- 
tion Turn,  2Vs  Inch  Wood  Louis  Heel. 
Price    $5.50 

AA— 5to8     A — 4  to  8    B,  C  and  D— 3  to  S 


X<>.  246 — Brown  Side 
Oxford,  English  Welt, 
Tip,  1%  Inch  Heel. 
Price    $4.60 

AA— 5  to  7%  A—^hi  to  8 
B — 3%  to  8  C  and  D— 3  to  8 
No.  247 — Same  as  No.  246  but— Giin  Met- 
al Calf  Oxford.     Price    $4.60 


A  A — 5  to  8 


N.  245 — Black  satin 
One  Strap,  Imitation 
Turn,  1%  Inch  Wood 
Baby  Louis  Heel.  Price 
$5.50 

A — 4  to  8    B,  CandD — 3  to  8 


Good  staple,  honest 
styles  of  shoes  in  stock 
ready  to  be  shipped  at 
once. 


So.  212 — Glazed  Regent  Kid.  8%  Inch 
Wi  lt    Tip,  1%  Inch  Military  Heel.  Price 

$5.85 

AAA — 5  to  8  A  A — 4  V4  to  8 

A— 3>/4  to  8  B— 3  to  8 

C — 2V&  to  8  D — 3  to  8 

No.   217 — Same   as   No.    212   but — Brown 

Side  Calf.     Price    $5.85 

No.  251— Gun  Metal  Calf  Vamp,  Dull  Kid 
Top,  8V4  Inch  Wdlt,  IM:  Inch  Military 
Heel,  AAA  to  D. 

Price    $5.60 


You  will  make  no  mis- 
take in  buying  any  of 
these  styles. 

TERMS— NET  30  DAYS. 


No.  232 — B  r  o  w  n  Kid 
Oxford.  Imitation  Turn, 
Tip,  11,4  Inch  .Military 
Heel.    Price    $5.5« 

'/4  to  1^/2  '    A— 4  to  7% 

B,  C  and  D — 3  to  8 


No.   233 — Same   as  No. 
Regent  Kid. 
AA— 5  to  7% 
A — 4  to  T.i 
B,  C  and  D — 3  to  8 

Price  $4.60 


232    but — Black 


No.    242 — Same 


No.  241 — B  r  o  w  n  Calt 
Oxford,   Welt,    Tip,  lli 
Inch  Military  Heel. 
Price  $S.S( 

AA— 5to8  A — 4HtoS 
B— ^to9  C&D— 3%-9 
Add  25c.  for  8>4  and  9 
as    Xo.    241    but — Gun 


Metal  Calf  Oxford.  Price 


$5.38 


No.  248 — Same  as  No.  241  but — 'Blacit 
Regent  Kid.     Price    $4.90 

No.  249 — Patent  Colt. 
Built  Exactly  Like  241, 
Same  Widths  and  Sizes. 
Price    $5.35 


No.  243— B  r  o  w  n  Side 
Oxford.  English  Welt, 
Tip,    1%    Inch  Military 

Heel.    Price    $4.69 

.\A— 5  to  8  A-^%  to  8  B — 4  to  9 
C  and  D — 3%  to  9     Add  25c.  for  8^4  &  9 


THE    HOLTERS    COMPANY  Cincinnati 


NEW  YORK  :    437  Marbridge  Building 


BRANCH  OFFICES 


CHICAGO:    304  Lee.  Building 


FOOTWEAR   IN  CANADA 


59 


"HOLTERSHOES"  InrX 


No.  143 — Glazed  Kid  Vamp,  Dull  Kid 
Top,  7  Inch  Flexible  Welt,  Sofshu,  Tip, 
1%  Inch  Common  Sense  Heel.  Price  $5.35 
B — 41/2  to  9  C — 4  to  9  D  &  E— 3%  to  9 
Add  25c.  for  81/2  and  9 


No.  240 — Glazed  Kid.  8%  Inch  Welt,  Tip, 
134  Inch  Cuban  Heel.    Price  $6.50 

AA— 4  1/2  to  8  A— 4  to  8  B — 3%  to  9 
C  and  D — 3  to  9      Add  25c.  for  8%  and  9 


No.  136— Glazed  Kid  Vamp,  Dull  KiJ 
Top,  7  Inch  Flexible  Welt,  Sofshu.  IV2 
Inch  Common  Sense  Heel.    Price.  .. $5.35 

A— 5  to  8      B — 4^4  to  9      C,  D  &  B — 4  to  9 
Add  25c.  for  81/2  and  9 


No.  219 — Glazed  Kid  Vamp,  Glazed  Re- 
gent Kid  Top,  8  Inch  Flexible  Welt, 
Sofshu,  Tip,  1%  Inch  Cuban  Heel,  Wing- 
foot  Rubber  Top  Lift.    Price  $6.00 

AA — 5- to  8  A — IV2  to  8  B — 4  to  9 
C  &  D— 31/2  to  9      Add  25e.  for  8 1/2  &  9 

Send  in  your  orders  now  for  a  line  of  sizes 
on  these  numbers.    They  are  priced  right. 


AA  to 


No.  250— Gun  Metal  Calf  Vamp,  8V2"  Dull  Kid 
Top,  English  Welt,  108  Last,  1%"  Military  Heel. 
Price   $5.10 


—ORDER  TODAY  

THE    HOLTERS  COMPANY, 

NEW  YORK  :    437  Marbridge  Building 


BRANCH  OFFICES 


No.  215 — Glazed  Kid  Vamp.  Glazed  Re- 
gent Kid  Top,  8  Inch  Flexible  Welt,  Sof- 
shu, Imitation  Tip,  1%  Inch  Cuban  Heel. 
Price     ?5.90 

AA — 41/2  to  8  A — 4  to  8  B — 4  to  9 
C  and  0—31/2  to  9      Add  25c.  for  81/2  and  9 

Quick  sales  with  satisfactory  profit  to  you 
and   service   to   vour  customers   are  assured. 


Cincinnati 

CHICAGO  :    304  Lees  Building 
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Display  Fixtures  That  Sell  Shoes 


BEAUTIFUL  ADAM  and  POMPEIAN  DESIGNS 

FINISHED  IN  OLD  IVORY  OR  ROMAN  GOLD. 

These  Clatworthy  Fixtures  make  possible  the  displaving  of  your  shoes  to  the  best  possible,  advantage,  and 
improve  the  appearance  and  character  of  your  store.    They  are  a  sales  help  you  should  not  be  without. 

NEW  ILLUSTRATED  CATALOGUE  GLADLY  SENT  ON  REQUEST 

CLATWORTHY  &  SON,  LIMITED 

TORONTO  REPRESENTATIVES:  CANADA 

MONTREAL,  E.  O.  Barette  &  Co.,  301  St.  James  St.  VANCOUVER,  M.  E.  Hatt  &  Co.,  318  Homer  St. 
QUEBEC,  Nap.  Debigare,  205  Des  Fosses  St.  WINNIPEG,  S.  J.  Barley,  General  Delivery. 
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GIVE  the  GIRLS  and  BOYS  SHOES  FREE 

NO  CHARGE  IF  HOLE-IN-SOLES  OR  STITCHING  GIVES 
OUT  within  three  months  from  date  sold  to  customer 

A  post  card  will  secure  prices  and  full  information.    (Write  TO-DAY.) 


All  Colors  -  All  Styles 


Everything  in  Shoes  -  Polish  •  Overgaiters  -  Findings  and  Slippers 


Griffin  Polishes  Speak  For  Themselves 
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Two  of  Our  Specials 
for  Spring,  1922 


MEN'S  OXFORD 
Chocolate  Red.         Imitation  Brogue. 
French  Last. 


MEN'S  COLLIS  17 
Calf,        Imitation  Brogue,  Bals. 
Rubber  Heels.     Recede  Toe. 


DUPONT  &  FRERE 

Makers  of  Good  Shoes 

301  Aird  Avenue        :        :  MONTREAL 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 

PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  256  Lemoine  St. 


THE  COMMODORE 


Result  of — 

The  Best  of  All  Leathers— The 
Most  Skilled  Craftsmanship  — 
The  Experience  of  more  than 
Fifty  Years  of  Making  Nothing 
but  High  Grade  Shoes. 


THE  PRINCE 


EAST  WEYMOUTH,  MASS.,  U.S.A. 
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DOUBLE  "H"  BRAND 


Gaiters  and  Slippers 

These  are  now  being  made  in  our 
I  own  factories  and  we  can  guarantee 

them  to  be  among  the  finest  obtain- 
able— domestic  or  imported. 

We  can  also  guarantee  shipment 
practically  as  soon  as  the  order  is 
received. 

Other  specialities  handled  by  us 
include  sporting  footwear  manufact- 
ured in  England.  From  a  ''quality, 
workmanship  and  price''  standpoint 
we  have  seen  little  to  approach  it 
Whenever  you  are  in  need  of  this 
type  of  footwear  we  strongly  advise 
you  to  get  in  touch  with  us. 

i  HALL  AND  HODGES 

I  LIMITED 

i  16  ST.  SACRAMENT  ST.  MONTREAL  1 

H  i 
B  0 
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Meet  Your  Public  Half  Way! 

iiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiii 

Give  them  a  good  shoe  with 
plenty  of  snap  and  pep  to  it — 
at  a  reasonable  price. 

That's.what  every  man  wants 
at  this  time.  And  judging  from 
the  reports  of  retailers  the  Tal- 
bot Shoe  is  satisfying  them  as 
no  other  shoe  is. 

We  suggest  that  you  look  over 
the  Talbot  new  Spring  Samples. 
From  the  standpoint  of  style, 
quality,  fit  and  price,  you'll  say 
they're  the  best  ever. 

Act  now! 

Ulllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllllll^^ 


Talbot  Shoe  Company  Limited 

St.  Thomas.  Ontario. 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 

Published  Monthly. 

HUGH  G.  MACLEAN  PUBLICATIONS 

LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 
WINNIPEG 
VANCOUVER 
NEW  YORK 
CHICAGO 
LONDON,  ENG. 


<^Vc.tAI-«- 


119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
Winch  Building 
296  Broadway 
Room  803,  63  E.  Adams  St. 
16  Regent  Street  S.  W. 


Authorized  by  the  Postmaster  General  for  Canada,  for  transmission 
as  second  class  matter. 


SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  15  cents. 


Vol.  II 


October,  1921 


No.  10 


Art  in  the  Presentation  of  Footwear  Fashions 

The  feature  of  our  present  issue  is  "Footwear  Fash- 
ions." Our  object  has  been  to  give  a  general  survey 
of  the  style  situation  as  it  is  at  present  and  indicate, 
as  far  as  possible,  what  are  the  prospects  for  the  near 
future— both  by  means  of  illustrations  and  articles. 
One  department  in  which  we  believe  our  readers  will 
■fee  particularly  interested  is  the  photographic  style 
section — which  has  been  carried  out  by  our  own  art 
department.  The  use  of  a  living  model  in  the  ill- 
ustration of  shoes  is  not  altogether  new,  but  we  think 
this  section,  as  a  whole,  may  be  considered  some- 
thing of  an  innovation.  It  represents  an  effort  on  our 
part  to  apply  art  to  the  fullest  extent  possible  in  the 
presentation  of  footwear  styles  to  the  shoe  retailers 
of  Canada,  even  as  we  believe  they  should  apply  it  in 
presenting  them  to  their  customers,  through  their 
advertisements  and  their  windows. 

The  photographic  section  has  been  made  possible 
by  the  ready  co-operation  of  a  number  of  our  Can- 
adian shoe  manufacturers  in  loaning  us  some  of  their 
latest  models  for  reproduction.  And  we  consider 
that  the  efifective  manner  in  which  their  product  has 
lent  itself  to  an  artistic  setting  speaks  for  the  artistic 
value  of  the  shoes  themselves.  Art  is  being  cultivated 
in  the  manufacture  of  Canadian  footwear,  and  it  is 
essential  that  we  should  continue  to  progress  along 
this  line  if  the  industry  is  to  consolidate  and  maintain 
its  position  in  the  estimation  of  our  public.    Art  is 


as  important  as  quality  in  selling  the  goods.  Women 
love  pretty  things,  and  as  long  as  we  can  show  them 
attractive  and  distinctive  Canadian-made  shoes,  we 
need  not  fear  that  they  will  seek  a  foreign-made 
pioduct. 

Giving  the  Public  What  They  Want 

The  secret  of  success  in  modern  merchandising 
is  giving  your  public  what  they  want  when  they  want 
iL  You  may  ofifer  excellent  values,  but  unless  you 
proceed  on  this  principle,  you  cannot  secure  any  large 
measure  of  popular  support.  Merchants  in  days  gone 
by  used  to  be  a  rather  independent  crowd  in  their  att- 
itude to  the  public.  They  had  such  and  such  a  thing 
in  stock  and  if  you  didn't  like  it,  well  you  knew  what 
to  do.  The  idea  of  catering  to  their  customers  whims 
and  preferences,  as  it  is  done  to-day,  would  have  seem- 
ed to  them  beyond  all  reason.  But  times  have  chang- 
ed, and  in  the  g"reat  modern  merchandising  establish- 
ments, we  find  appeals  to  every  possible  buying  motive, 
every  shade  of  fancy,  every  little  vanity.  Whatever 
your  character  and  temperament,  whatever  your  likes 
and  dislikes,  there  is  some  particular  article  that  will 
just  suit  your  needs.  Store  service,  window  displays, 
newspaper  advertising,  are  all  combining  to  create  an 
atmosphere  that  will  tempt  you  to  buy  by  presenting 
>ou  with  some  idea  that  will  just  fit  in  with  the  prefer- 
ence in  your  own  mind. 

That  is  how  the  big  selling  is  done,  and  the  big  bus- 
iness is  built  to-day.  The  successful  merchant  chooses 
his  class  of  trade  and  then  gives  them  what  they  want. 

Keeping  Prices  Dowti 

The  proprietor  of  one  of  the  largest  chain  store 
systems  in  Canada,  catering  mainly  to  a  working  class 
trade,. told  "Footwear"  recently  that,  despite  the  unem- 
ployment situation,  he  had  been  able  to  keep  his  turn- 
over during  practically  every  month  of  the  year  ahead 
of  1920.  How  did  he  do  it?  By  consistent  advert- 
ising, and  by  cutting  his  mark-up  to  the  point  where 
he  is  little  more  than  breaking  even,  after  his  overhead 
is  covered.  "I  am  drawing  a  good  salary  out  of  the 
business,"  he  said,  "and  that  is  about  all  I  expect  to 
do  during  the  next  year.  I  believe  it  is  the  right  pol- 
icy to  keep  the  mark-up  down  to  the  lowest  possible 
point." 

The  Qualities  that  Count 

"  The  man  who  is  clean  inside ;  and  outside ;  who 
neither  looks;  up  to  the  rich  nor  down  on  the  poor; 
who  can  lose  without!  squealing  and  win  without  brag- 
ging-, who  is  considerate  of  women,  children,  and  old 
people,  who  is  too  brave  to  lie,  too  gentle  to  cheat, 
and  too  sensible  to  loaf,  who  takes  his  share  of  the 
world's  goods  and  lets  others  have  their  share  is  a 
real  man." 
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Many  Factors  Operate  to  Keep  Prices 
of  Upper  Leather  Firm 

BY  HON.  E.  J.  DAVLS 


The  writer  has  been  strongly  urged  during  the 
last  few  weeks  by  the  trade  press  to  write  an  article 
with  reference  to  the  trend  in  prices,  during  the  next 
few  months,  of  high  grade  calf  and  upper  leathers 
and  shoes  made  therefrom.  The  statement  is  made 
that  misleading  articles  have  appeared  occasionally  in 
the  United  States  and  Canadian  Press  owing  to  the 
fact  that  the  writers  have  not  had  the  opportunity  of 
understanding  the  full  details  of  this  situation.  I 
would  have  declined  replying  in  this  case,  as  I  have 
done  in  other  cases  in  the  past,  only  that  I  am  told  it 
would  be  doing  a  public  service  to  place  the  facts  as 
they  are  known  by  a  practical  man  before  the  public, 
which  I  will  'briefly  attempt  to  do. 

Perhaps  there  are  no  classes  of  business  men  that 
have  suffered  more  severe  losses  during  the  past 
year  and  a  half,  through  depreciation  in  inventory,  than 
the  tanners  and  shoe  manufacturers.  Just  one  illus- 
tration. The  United  States  Central  Leather  Company, 
probably  the  best  managed  sole  leather  manufacturing 
concern  on  the  continent,  have,  according  to  statements 
made  public  lost  all  their  reserves  amounting  to  some- 
where around  $20,000,000,  but  today  I  think  it  would 
be  safe  to  sav  that  both  tanners  and  shoe  manufact- 
urers have  cut  down  their  inventory  to  rock  bottom 
replacement  values  and  on  this  basis  business  has 
been  carried  on  for  the  past  few  months  and  it  would 
appear  that  the  prices  of  high  grade  upper  leather 
and  shoes  of  best  quality  are  stabilized  at  today's 
prices. 

Raw  calfskins  on  this  continent,  of  good  quality, 
are  somewhat  hig'her  in  price  than  they  were  immed- 
iately preceding  the  war  and  those  who  have  no  pract- 
ical knowledge  of  the  manufacturing  of  leather  and 
shoes  come  to  the  conclusion  that  shoes  should  sell 
only  at  the  same  relative  increase  over  calfskin  costs 
as  they  would  before  the  war,  and  it  is  here  that  the 
great  misunderstanding  of  the  situation  is  found. 

Tanning  Costs  100%  Above  Pre-War  Basis 

Take  calfskin  leather,  if  you  like,  to  illustrate. 
Everything  that  goes  into  the  manufacture  of  the 
raw  skin  imtil  it  comes  out  of  the  factory  in  high  grade 
leather  ready  for  the  shoe  manufacturer  costs  double 
what  it  did  before  the  war  and  in  many  cases  consid- 
erably more  even  than  that.  Wages  have  been  reduced 
very  little  from  the  war  rates.  Coal,  of  which  large 
quantities  are  used,  while  much  lower  than  it  was  two 
years  ago — and  I  am  now  speaking  of  soft  coal — still 
costs  laid  down  at  the  plant  a  little  over  double  what 
it  did  before  the  war  broke  out.  Dyes,  chemicals,  etc., 
used  in  tanning  processes  are  still,  taking  them  all  on 
the  average,  more  than  twice  as  high  as  they  were 
before  the  war.  Some  are  three  or  four  times  higher, 
but  the  average  stated  would  be  albout  correct. 

Then  freight  rates  which  are  a  very  important 
item  in  a  business  handling  such  heavy  materials  as 
the  tanneries,  are  fully  double  what  they  were  before 
the  war,  and  this  means  an  addition  of  thousands  of 
dollars  yearly  to  the  cost  of  the  product. 


Many  of  these  goods  have  to  be  bought  in  the 
United  States  and  there  you  have  an  exchange  of  ten 
to  twelve  per  cent  or  more  added  to  the  cost.  When 
you  send  out  your  men  to  buy  raw  material  for  your 
plant  or  to  sell  the  leather,  the  product  thereof,  you 
have  passenger  rates  double  what  they  were,  hotel 
expenses,  livery,  telegrams,  telephone  charges,  every 
thing  increased  enormously — -but  that  is  not  all.  We 
have  government  taxes  in  various  forms  of  which  we 
knew  nothing  before  the  war.  There  is  sales  tax, 
w'hich  in  the  aggregate  in  a  large  manufacturing 
business  means  a  large  addition  to  cost.  We  also  have 
increased  postage  and  stamp  taxes  on  drafts  and  notes 
and  while  it  seems  small,  still  when  you  look  at  your 
account  for  that  tax  for  six  months  or  a  year  you  are 
simply  amazed  at  the  sum  it  amounts  to. 

Then  your  plant  must  be  maintained  if  you  intend 
to  keep  up  to  date.  You  require  more  or  less  new 
machines  every  year  to  replace  those  that  are  obsolete 
and  a  great  number  of  these  have  to  be  brought  in 
from  the  United  States — that  is  after  you  have  bought 
in  Canada  all  of  your  requirements  that  are  available  in 
the  Dominion, — and  there  again  the  exchange  or  pre- 
mium on  U.  S.  Funds  meets  you. 

The  ordinary  repairs,  which  in  a  large  plant  are 
going  on  -continuously,  cost  two  or'  three  times  as 
much  for  labor  or  materials  as  they  formerly  did. 

Now  these  few  details  will  give  every  thoughtful 
person  something  to  think  about  and  I  am  sure  if  they 
are  fair  and  logical  they  will  admit  at  once  that  it  is 
utterly  impossible  to  produce  and  sell  leather — even 
were  raw  material  of  the  quality  above  referred  to  as 
low  as  before  the  war — lat  the  same  price  that  it  could 
be  produced  and  sold  for  then 

Cumulative  Expenses 

Now  the  shoe  manufacturer  is  in  exactly  the  same 
position  in  respect  to  these  various  things  enumerated 
above  as  the  tanner,  with  this  difference  that  all  the 
commodities  are  used  in  the  manufacture  of  shoes  that 
were  used  in  the  manufacture  of  leather ;  the  increased 
cost  of  each  one  above  pre-war  conditions  has  been 
added  to  the  cost  of  the  manufacture  of  leather  and 
now  the  shoe  manufacturer  has  to  add  these  additional 
costs  to  his  shoes.  To  make  this  clear:  Wages, 
freight  rates,  passenger  rates,  telephone  rates,  plant 
maintenance,  sales  tax,  stamp  taxes  etc.,  are  cumulat- 
ive as  the  cost  is  passed  on  from  one  manufacturer 
to  the  next  and  this  cannot  be  avoided  until  the  taxes 
are  removed. 

During  the  past  twelve  months  business  has  been 
very  quiet  indeed  with  both  tanneries  and  shoe  man- 
ufacturers and  in  their  anxiety  to  try  and  keep  their 
staff  together  by  doling  what  business  they  could,  even 
if  there  was  no  profit,  it  would  appear  as  though 
the  prices  at  which  high  class  leather  and  shoes  have 
been  manufactured  and  sold  were  as  low  as  the  con- 
ditions above  stated  would  warrant  and  there  is  every 
reason  for  confidence  that  for  the  next  few  months 
present  prices  may  be  considered  a  safe  basis  to  operate 
on. 
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The  writer  has  only  dealt  with  the  situation  so  fkr 
as  the  tanner  and  shoe  manufacturer  are  cbncerned 
and  feels  satisfied  that  the  shoes  leave  the  shoe  man- 
ufacturer on  as  low  a  price  basis  as  present  conditions 
will  permit. 


Montreal  Manufacturers  and  Wholesalers 
Discuss  Bankruptcies  and  Compromises 

A  Venetian  merchant,  wlho  was  lolling  in  the 
lap  of  luxury,  was  accosted  on  the  Rialto  by  a  friend 
who  had  not  seen  him  for  many  months.  "How  is 
this  ?"  cried  the  latter :  "When  I  last  saw  you  your 
gaberdine  was  out  at  the  elbows,  and  now  you  sail 
in  your  own  gondola."  "True,"  replied  the  merchant, 
"but  since  then  I  have  met  witlh  serious  losses,  and 
been  obliged  to  compound  with  my  creditors  for  ten 
cents  on  the  dollar." 

Moral. — Composition  is  the  life  of  trade. 

(From  "Fables"  by  the  late  G.  T.  Lanigan). 

The  subject  of  bankruptcies  and  compromises  in 
in  the  retail  shoe  trade  has  been  considered  by  the 
Chambre  de  Commerce,  Montreal,  and  by  a  joint 
gathering  of  the  Montreal  members  of  the  Shoe  Man- 
ufacturers Association  of  Canada  and  the  National 
Wholesale  Shoe  Association.  The  result  is  that  steps 
will  be  taken  to  protect  the  interests  of  manufacturers 
and  jobbers. 

At  the  meeting  of  the  Chambre  de  Commerce  Mr. 
J.  Daoust  pointed  out  that  retailers  ought  to  take 
their  share  of  the  re-adjustment  in  prices  and  not  go 
so  readily  into  bankruptecy  in  order  to  get  an  easy 
settlement  with  the  creditors.  Manufacturers  and 
wholesalers  had,  in  the  past,  incurred  losses  due  to 
depreciation  of  stocks,  while  some  shoe  retailers  had 
had  gone  into  bankruptcy  and  secured  settlements 
that  were  too  easy.  He  was  of  opinion  that  this  len- 
iency was  responsible  for  a  number  of  failures  of  men 
who  regarded  failure  as  the  best  way  out  of  their  diff- 
iculties. According  to  the  Bankruptcy  Act  when  51% 
in  number,  and  66  2/3%  in  value,  of  the  creditors 
accepted  a  settlement,  the  minority  must  follow  suit. 
He  hoped  that  means  would  be  taken  to  ensure  that 
easy  settlements  wovild  not  be  consented  to. 

•Mr.  Alfred  Lambert,  while  agreeing  in  the  main 
with  Mr.  Daoust,  remarked  that  exceptions  would 
have  to  be  made. 

Mr.  Daoust,  replied  that  it  was  intended  to  make 
exceptions  in  the  case  of  retailers  who  acted  in  good 
faith,  but  more  stern  measures  Were  needed  with 
others.  He  felt  there  were  many  retailers  in  the  shoe 
trade  who  should  not  be  there  and  should  be  elimin- 
ated as  not  being  competent. 

Practical  measures  were  taken  at  the  joint  meeting 
of  manufacturers  and  jobbers,  held  on  Septem'ber  22nd. 
Mr.  J.  Daoust,  who  presided,  remarked  that  the  pro- 
blem was  to  so  deal  with  applications  for  compromises 
and  assignments  as  not  only  to  protect  the  legitimate 
interests  of  manufacturers  and  wholesalers,  but  also 
to  be  fair  with  the  great  majority  of  retailers  who 
maike  no  efifort  to  shirk  their  legitimate  obligations. 

Tihe  question  was  discussed  from  various  angles, 
the  general  view  being  that  a  policy  of  undue  leniency 
on  the  part  of  the  manufacturers  and  wholesalers 
would  result  in  serious  abuses  and  that  the  best  in- 
terests of  the  retail  trade  would  suffer. 

A  resolution  was  passed  recommending  shoe  man- 
ufacturers and  w^holesalers  in  the  Montreal  district 


that  when  any  application  be  made!  to  them  for  com- 
promise or  extension  the  case  should  be  referred  to 
the  Canadian  Credit  Men's  Association  for  investiga- 
tion and  a  recom/mendatron. 

By  a  second  resolution,  the  meeting  recommended 
that  all  cases  of  assignments  be  referred  to  the  Can- 
adian Credit  Men's  Association  for  investigation  and 
recommendation  to  the  creditors. 

Mr.  S.  Roy  Weaver,  manager  of  the  Shoe  Man- 
ufacturers' Association  of  Canada,  who  acted  as  sec- 
retary of  the  meeting,  stated  that  in  all  probability 
the  same  problem  would  be  considered  at  joint  meet- 
ings of  manufacturers  and  wholesalers  in  Quebec  City, 
Toronto,  and  elsewlhere.  "There  is  no  desire,"  he  said, 
"to  deal  harshly  with  honest  retailers  and  the  effect 
of  resolutions  passed  at  the  meeting  here  is  only  to 
ensure  a  proper  investigation  of  all  assignments  and 
applications  foT  compromises:.  Manufadturers  dnd 
wholesalers  feel  that  this  is  no  m'ore  than  fair  to  them- 
selves, to  the  retail  trade,  and  in  the  long  run  to  the 
general  public.'' 


The  National  Wholesale  Shoe  Organization 

As  reported  in  our  last  issue,  a  National  Wholesale 
Shoe  Association  has  been  formed  in  Montreal.  Since 
the  meeting  in  August,  steps  have  been  taken  to  or- 
ganise the  Association  on  a  Dominion-wide  basis. 
Those  who  are  representing  the  Association  feel  that 
a  national  body  can  alone  effectively  deal  with  such 
problems  as  are  peculiar  to  shoe  jobbers.  There  are 
at  present  two  associations — The  Maritime  Wholesale 
Shoe  Association  and  The  Province  of  Quebec  and 
Eastern  Canada  Association.  But  these  can  only  deal 
with  local  subjects.  Such  questions  as  the  tariff  for 
instance,  can  be  more  adequately  handled  by  a  body 
which  is  representative  of  the  Dominion. 

The  main  objects  of  the  Association  will  be  to  pro- 
mote and  protect  the  interests  of  the  jobbers ;  to  init- 
iate steps  to  secure  alterations  in  customs  or  prac- 
tices which  are  regarded  as  unfair ;  to  promote  uni- 
formity in  trade  customs ;  and  to  promote  harmony 
among  the  various  branches  of  the  shoe  industry. 
These  objects  have  not  yet  been  adopted  in  the  form 
of  a  constitution,  but  they  may  be  regarded  in  a  gen- 
eral way  as  the  aims  of  the  Association. 

Jobbers  in  Toronto  and  the  City  of  Quebec  have 
been  approached  with  a  view  to  securing  their  co- 
operation. The  Maritime  Association  has  appointed 
iMessrs.  C.  S.  .Sutherland  and  S.  C.  Mitchell  as  repres- 
entatives of  any  national  association  that  might  be 
formed.  The  idea  is  to  later  hold  a  general  meeting 
at  which  representatives  from  the  various  shoe  job- 
bing centres  will  be  present.  A  constitution  and  by- 
laws will  then  be  adopted,  and  permanent  officers 
elected. 


Extension  to  Sisman  Factory 

The  T.  Sisman  Shoe  Co.,  Ltd.,  are  building  an  ad- 
dition to  their  factory  at  Aurora,  Ont.,  giving  them  an 
additional  36,000  square  feet  of  floor  space,  which  is 
devoted  to  offices  and  store  room.  The  Sisman  Com- 
pany is  certainly  showing  the  spirit  of  progress  and  of 
enterprise  which  will  help  to  restore  prosperity  in 
Canadian  industry.  If  more  concerns  would  go  ahead 
and  act,  as  this  company  is  doing,  our  unemployment 
problem  would  soon  solve  itself. 


Have  you  joined  the  N.S.R.A.  yet? 
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The  Sole  Leather  Situation 

Developments  Affecting  the  World  Market  Indicate  that  Canadian  Sole  Leather 
I  is  To-day  an  Excellent  Investment  j 

BY  L.  O.  BKEITHAUPT 


We  have  been  asked  to  outline  the  sole  leather 
situation  as  we  find  it  at  the  present  time  and  to  give 
our  opinion  concerning  the  future  supply  and  probable 
price  tendency. 

While  it  is  very  difficult  to  tell  what  the  future 
will  bring  forth  in  regard  to  prices,  there  are,  never- 
theless, a  number  of  facts  which  point  clearly  to  the 
conclusion  that  there  cannot  be  further  reductions 
and  that  it  is  highly  probable  that  there  will  be  early 
advances. 

The  English  Situation  as  it  Affects 
the  Canadian  Market 

There  have  been  several  very  interesting  develop- 
ments of  late  which  are  bound  to  have  their  influence 
on  the  sole  leather  trade  of  Canada.  The  chief  of  these 
is,  the  removal  in  England  of  the  Excess  Profit  Duty 
which  for  the  past  years  has  caused  great  havoc  in  the 
various  commodity  markets  in  the  Mother  country 
Unlike  the  Canadian  Act,  the  Excess  Profit  Duty 
in  England  provided  for  refunds,  during  periods  of 
losses,  of  duties  paid  during  periods  of  profit.  August 
31st,  1921,however,  was  the  latest  date  at  which  value 
of  stocks  might  be  taken.  From  that  date  onward 
if  losses  are  made  the  weight  of  them  will  be  upon  the 
shoulders  of  those  who  make  them  and  there  will  be 
no  relief. 

The  chief  point  is,  that  there  could  not  have  been 
such  land  slides  in  the  English  markets,  had  it  not 
been  for  the  promised  rebate  of  Excess  Profit  Duty ; 
owners  of  stock  dared  not  have  so  slaughtered  their 
property  had  they  suffered  the  loss  themselves.  When 
however,  it  was  a  fact,  that  as  the  loss  was,  so  the  re- 
fund would  be,  naturaJUy  there  was  very  little  caution 
shown.  Cash  was  wanted,  so  stocks  were  sold  for 
w'hatever  they  would  bring  and  as  the  loss  made  would 
be  recovered  from  the  Government,  there  was  natur- 
ally a  very  bad  trade  condition  brought  about. 

With  the  removal  of  the  Excess  Profit  Duty,  it 
is  certain  that  the  passing  of  this  Act  and  the  discon- 
tinuance of  the  refund  will  have  a  salutary  effect  on 
the  English  trade  which  in  turn  will  be  reflected  in 
the  Canadian  market. 

Possibility  of  Competing  for  British  Trade 

As  hide  prices  in  England  are  proportionately  high- 
er than  prices  on  this  side  of  the  water  and  as  English 
labor  conditions  are  such  that  it  is  possible  for  Can- 
adian Tanners  to  compete  in  that  market,  we  look  for 
the  early  resumption  of  export  trade  to  Great  Britain, 
which  trade  in  pre-war  times  consumed  a  very  large 
proportion  of  the  Canadian  production.  This  condition 
having  ended,  business  across  the  water  will  again  be 
done  on  profitable  basis. 

The  U.S  markets  also  are  showing  daily  signs  of 
improvement.  Tanners  in  various  sections  have  refus- 
ed feids  on  various  lots  of  leather  that  they  would  have 
been  glad  to  accept  a  few  weeks  ago. 

Bankrupt  Stocks  in  U.S.  Practically  Eliminated 

Owing  to  the  financial  condition  of  some  of  the 
leather  houses  of  the  United  States  the  banks  were 


forced  to  take  over  stocks  of  hides,  leather  in  process 
and  finished  stock.  It  is  a  well  known  fact  that  most 
of  this  bankrupt  material  has  been  sold  and  that  these 
so  called,  "amateur  tanners"  having  sold  their  stocks 
of  leather  have  again  withdrawn  from  the  leather  bus- 
iness in  favor  of  the  more  profitable  business  of  bank- 
ing. The  banks  naturally  sold  these  lots  at  any  price 
they  could  realize,  which  had  a  very  demoralizing 
effect  on  the  market  generally  as  this  leather  was  sold 
at  prices  far  below  replacement  cost. 

Keen  Demand  for  Heavy  Leather 

For  some  time  there  has  been  an  exceptional  de- 
mand for  heavy  leather  in  all  tannages  and  selections : 
shoe  manufacturers,  generally  anxious  to  improve  their 
product,  have  called  for  better  material  throughout. 
Men's  factories  formerly  used  leather  ranging  from 
7-9  iron  are  now  demanding  leather  9  iron  and  up. 
This  condition  not  only  exists  in  Canada,  but  is  un- 
iversal. To  quote  from  a  New  Zealand  report  of  re- 
cent date,  "Exceptionally  keen  has  been  the  inquiry 
for  heavy  ox  hides  suitable  for  sole  leather."  and  the 
fact  that  England  has  made  recent  inquiries  for  14-16 
lb.  bends  indicates  clearly  that  the  shortage  of  heavy 
hides  and  leather  is  universal.  The  average  yield  of 
Canadian  steer  hides  produces  only  30  to  40%  of  heavy 
gauge.  Indications  are  that  heavy  gauge  leather  will 
be  in  very  limited  supply  and  in  great  demand  during 
the  next  six  months  and  with  these  conditions  prices 
are  not  likely  long  to  remain  at  their  present  levels. 

The  increase  in  the  volume  of  business  transacted 
during  the  month  of  September  this  year  as  compared 
with  same  month  last  year  is  a  clear  indication  that 
confidence  has  been  re-established  in  the  trade.  Raw 
hides  have  advanced  about  20%  to  257o  since  January 
and  input  of  tanners  has  been  on  a  very  restr.cted 
basis  for  the  past  year  simply  because  tanners  could 
not  see  the  possibility  of  getting  their  own  back  at 
to-day's  leather  values. 

Leather  a  Good  Investment 

The  position  to-day  is,  that  stocks  of  leather,  part- 
icularly heavy  leather,  and  extremely  light  leather 
for  fine  work  are  low.  Then  in  addition  to  this,  cur- 
rent prices  would  not  permit  replacement  of  sales, 
whilst  the  Autumn  and  Spring  trade  will  most  cer- 
tainly create  a  greatly  increased  demand  for  sole  leath- 
er. 

In  the  face  of  these  facts  there  cannot  be  any  quest- 
ion as  to  wthat  is  the  right  policy  to  pursue  by  those 
either  using  or  distributing  sole  leather.  It  is  one  of 
the  best  investments  that  we  know  of  to-day. 


Breaking  it  Gently 

There  was  an  accident  at  the  mine  and  McCarthy 
went  on  the  long  journey  into  space,  Pat  was  sent 
ahead  to  break  the  sad  news  gently  to  McCarthy's 
wife.  Pat  knocked.  The  lady  came  to  the  door.  Pat 
says,  "Are  you  the  widow  of  McCarthy?"  "Sure 
I'm  Mrs.  McCarthy,"  says  she.  "  but  I'm  no  widow." 
"  The  hell  y'aint,"  says  Pat.  "  Wait  till  you  see  what 
they're  bringing  up  the  stairs." 
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How  a  Modern  Retailer  Gets  A fter 
Business  in  Montreal  City 

Sevlyn's,  Limitea,  Believe  in  Effective,  Well-Lighted  Windows;  an  Improved 
Disposition  of  the  Interior  of  the  Store;  the  Production  of  Restful  Facilities 
for  Customers;  Catering  to  the  Kiddies;  an  Exclusive  Hosiery  Department; 
Encouraging  Salesmen  to  Build  u^  a  Personal  Clientele;  Striving  to  Promote 
Canadian  Pre-eminence  in  the  Footwear  Industrv 


By  the  jMontveal  Editor  of  "Footwear  in  Canada' 


111  its  literal  application  to  certain  things  outside  the 
province  of  this  journal,  it  may  be  trtie  tliat  there  is 
nothing  new  under  the  sun,  but  in  the  shoe  business — 
in  the  more  or  less  exact  science  of  selling  shoes  to  the 
general  public — this  trite  observation  is  disproved  daily. 

It  is  a  pleasing  characteristic  of  tlie  retail  shoe  busi- 
ness that  we  are  always  running  up  against  sometlung 
new  in  it — innovation  in  styles,  in  window  dressing,  in 
store-keeping  methods,  in  selling  attractions,  and  so  on. 
it  adds  zest  to  the  game  to  know  that  tlie  trade  never 
stands  still — to  realize  that  every  day  brings  its  own 
progress. 

As  the  experience  of  the  years  is  accumulated  and  de- 
veloped by  new  and  still  more  progressive  generations, 
we  are  reminded  that  the  most  up-to-date  methods  of 
running  a  business  may  be  so  greatly  improved  upon  in 
a  short  time  that  what  is  achieved  to-day  can  only  be 
regarded  as  a  sort  of  stepping-stone  to  what  may  be 
accomplished  to-morrows  And  so  it  is  necessary  in  this 
day  of  keen  competition  to  advance  with  the  times  and 
keep  track  of  what  the  othei-  fellow  is  doing. 

Time  was — and  well  within 
the  recollection  of  most  of  us 
— when  the  run  of  regular 
shoe  stores  in  the  average 
town  or  ,  city  was  anything 
but  an  attractive  place.  Go- 
ing back  to  "the  good  old 
days"  of  our  youth  we  recall 
what  an  ordeal  it  was  to  buy 
new  boots.  We  conjure  back 
a  vision  of  the  severe-looking 
store  of  John  Bunyan  &  Son, 
the  mechanical  windows  of 
that  establishment  —  with 
their  display  of  forbidding  if 
serviceable  footwear,  and  our 
first  acquaintance  with  that 
shoe  clerk  of  evil  memory 
who  succeeded  in  convincing 
us  that  the  most  atrocious-fit- 
ting shoes  would  adapt  them- 
selves to  our  feet  in  time, 
either  by  expanding  or  con- 
tracting. We  reflect  upon 
our  -optimistic  d  e  ]3  a  r  t  u  r  e 
from  that  store — and  our 
subsequent  suffering.  "Good 
old  days, ' '  indeed  ! 

It  seems  a  far  call  from 
such  an  establishment  to  the 
up-to-date  shoe  store  to  be 


"Our  first  aoaiiaiutaiioo  «ith  that  shoe  olerk  of  evil 
memory  «  U«  succeeded  in  com  incing-  us  that  the  most 
atroeioiis-litti'JiR-  shoes  >voiiId  adapt  themselves  to  our 
leet  iu  time.'' 


found  in  practically  every  main  street  of  Canada  to-day; 
and  yet,  as  time  is  reckoned,  it  is  little  more  than  a  gen- 
eration.   Times  change — and  we  with  time — happily. 

During  the  period  of  our  early  martyrdom  at  the 
liands  of  John  Bunyan  &  Son,  someone  offered  the  ris- 
ing generation  the  disinterested  advice,  "Go  west,  young 
man. ' '  Many  went  west — and  prospered ;  others  re- 
mained to  prosper  in  the  east,  and  their  descendants 
are  still  with  its.  There  are  wise  men  still  in  the  east — 
and  they  are  not  all  old  men  either.  There  are  young 
men  prospering — young  men,  albeit,  old  enough  to  rec- 
ognize the  fact  that  Prosperity,  after  all,  is  but  the 
handmaid  of  Enterprise. 

This  story  concerns  some  very  yf»ting  men  wlio  are 
giving  the  retail  shoe  trade  fresh  impetus  in  a  business 
they  are  conducting  on  enteriirisitig  lines  in  one  of  the 
best  and  busiest  locations  in  tlie  Montreal  shopping  dis- 
trict. We  refer  to  Maxwell  Cummings,  the  proprietor, 
and  Louis  Lazarus,  the  store  manager  of  Sevlyns  Lim- 
ited, 461  St.  Catherine  Street  West,  Montreal. ' 

Wlten  Cummings  took  over 
this  store  for  the  purpose  of 
a  retail  shoe  business  in  May 
of  this  year,  he  did  so  with 
the  commendable  desire  to 
make  tlie  premises  a  credit  to 
tlie  exclusive  location  they 
occn])ied  and  to  render  the 
business  really  attractive  to 
tlie  high-class  clientele  it  was 
desired  to  build  up. 

In  the  first  place,  he  set 
to  work  to  make  the  most  of 
his  windows.  This  was  a 
])()int  for  especial  considera- 
tion in  view  of  the  excellent 
position  occupied  by  the 
store  on  the  corner  of  St. 
Catherine  and  Metcalfe  Sts. 
He  saw  that  he  got  the  maxi- 
mum display  space  out  of  his 
two  frontages.  Tlien  he  got 
busy  on  a  suitable  back- 
ground for  his  windows — 
something  that  would  pro- 
vide an  artistic  setting  for 
the  high-grade  shoes  designed 
to  attract  the  passer-by. 
Your  present-day  shopper  is 
a  connoisseur  of  good  win- 
dows, and  so  Cummings  en- 
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jt:ilsiii<'«-  a.Hi  (liKiiity  are  voiive.voU  in  a  first  ulaiic'  at  tli«-  «'xt»Tior  of  tlie  attractive  store  of 
Sevlyu's  Limited,  ,>I«iitreal.  On  another  page  we  Kive  a  elose-iip  »ie>v  of  tlie  ^vin«lo«s — inter- 
esting in.t  only  from  tiie  standpoint  of  detail.  Iiut  from  the  eomparison  it  alVords  lietiveen  this  im- 
in-essio.i  of  tlie  store  in  the  daytime  an«l  the  windows  as  seen  at  night. 


lo  advant- 


\n  interior  view  of  the  Sevlyn  store,  in  whieh  the  all-Kiass  sho«-eases  are  seen 
age.     INote  the  manner  in  whieh  the  ehairs  are   placed— faei .ig    these   show-eases,   instead   of  the 
stoeic  shelves. 
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gaged  an  artist  to  execute  oil-painted  panels  for  liis 
background. 

Next  he  looked  to  the  spacing  and  draping  of  his 
windows  and  put  in  opal  glass  stands  and  other  improve- 
ments. The  general  effect  rewarded  his  efforts,  as  may 
be  seen  from  one  of  the  accompanying  photographs. 

At  the  outset,  special  attention  was  paid  to  the  light- 
ing of  the  store.  The  up-to-date  retailer  knows — and 
your  up-to-date  customer  knows  equally  well — that  a 
well-lighted  store  stands  for  cleanliness  and  efficiency. 
In  the  Sevlyn  store,  lighting  offered  but  a  small  prob- 
lem during  the  day,  as  daylight  enters  from  three  sides, 
but  it  was  desired  to  make  a  novel  and  really  effective 
display  at  night-time.  This  was  done  by  the  use  of  day- 
light lamps,  installed  by  the  Electrical  Equipment  Com- 
pany, Limited,  of  Montreal  Tlie  lights  are  carefully 
screened  on  the  inside  and  are  invisible  from  the  outside, 
tlie  resultant  effect  beinff  in 
pleasing  contrast  with  the 
painful  glare  with  which  we 
are  all  familiar. 

The  store  itself  gives  one  a 
pleasing  impression  upon  en- 
tering it.  One  realizes  that 
the  floor  sipace — some  3000 
square  feet — has  been  util- 
ized most  successfully  from 
the  standpoint  of  ecoiiomy 
and  selling  efficiency  The 
floor  is  divided  into  sections 
— each  with  a  clerk  in  charge. 
The  women's  section  is  in 
front  and  the  men's  in  the 
rear,  while  the  children's  de- 
partment is  upstairs  on  the 
mezzanine  floor.  The  store 
furniture  throughout  is  of 
mnliogany. 

Advantage  of  the  All-glass 
Double-sided  Showcase 

A  little  innovation  which 
Cummiugs  has  introduced  in- 
to this  store  is  worthy  of  spe- 
cial note.  He  has  installed 
all-glass  double-sided  show- 
cases, offering  a  display  of 
shoes  in  every  direction.  The 
chairs  are  i^laced  facing  these 
show-cases — looking  down  the 
length  of  the  store  and  in  the 

direction  of  the  show-c:Tses,  instead  of  at  shelf  after  shelf 
of  card-board  boxes.  The  ladies — for  whom  the  front 
of  the  store  is  set  apart — enter  the  store  with  the  idea 
of  spending  $12,  try  on  a  $15  pair,  and  depart  with  an 
$18  pair.  This  idea,  at  any  rate,  represents  a  fraction 
of  the  principle  of  confronting  the  customer  with  an 
effective  display  of  shoes  rather  than  with  a  formidable 
array  of  card-board  boxes  and  with  the  shoe  clerk's 
acrobatic  skill  in  attaining  the  end  box  of  the  top  layer. 

The  women  are  given  the  front  section  of  this  store 
because  "L'^dies  First"  is  considered  a  good  business 
principle.  If  the  front  portion  were  given  over  to  the 
Men's  Department,  a  portion  of  the  store's  casual  trade 
from  the  ladies  might  be  lost.  Here  the  principle  is 
that  while  the  men  do  not  seem  to  mind  passing  through 
the  ladies'  ranks,  the  ladies  are  apt  to  be  scared  away 
by  the  men.  The  ladies,  indeed,  have  every  considera- 
tion at  this  store.    They  have  a  shoe-shining  department 


This  is  tlie  i>iotiire  oiir  oartoouist  conjures  wp  of 
"tSie  shoe  clerk's  acrobatic  skill  in  attaiiiiiij;;;  the  end 
box"  of  one  of  the  top  la.vers.  Compare  the  attitude  of 
the  customer  with  the  position  she  would  occupy  in 
one  of  the  chairs  shown  in  the  lower  picture  on  the 
opposite  paKc. 


of  their  own,  and  a  telephone  room  is  set  aside  for  them. 

In  the  rear  of  the  store  a  well-equipped  chiropodist's 
parlor  is  conducted  under  the  supervision  of  the  man- 
agement by  Prof.  Pierre  LeClerc,  a  highly-qualified 
practitioner,  employed  on  a  percentage  basis.  This 
parlor  has  been  patronized  extensively  by  the  store's 
customers,  and  its  installation  has  been  amply  justified 
to  date. 

How  Young  Canada  Is  Provided  For 

In  Sevlyn 's  they  believe  that  the  logical  place  to  buy 
hosiery  is  the  shoe  store,  and  so  they  stock  a  wide  variety 
of  socks  and  stockings  in  the  latest  shades  and  textures. 
This  is  a  feature  of  the  business  which  it  is  intended  to 
develop,  and  from  which  increasing  results  are  looked 
for.  The  advantages  of  such  a  department  in  the  up- 
to-date  retail  shoe  store  have  been  discussed  at  length 
in  recent  issues  of  P\)otwear-in-Canada. 

Cash  and  parcels  are  han- 
dled expeditiously  at  Sevlyn 's 
by  the  Lamson  Carrier  Sys- 
tem. 

Hosiery  Department 

The  Children's  Depart- 
ment, on  the  mezzanine  floor, 
is  worthy  of  more  than  pass- 
ing mention.  Cummings  is  a 
young  man,  but  he  has  lived 
long  enough  to  know  that  if 
you  study  the  human  elenaent 
in  the  child  you  reach  the 
human  element  in  the  mother 
— and  sometimes  even  in  the 
father.  Only  too  often  the 
matter  of  buying  the  baby 
new  shoes  is  an  ordeal  both 
to  the  child  and  the  parent. 
Cummings  gets  over  this  by 
entertaining  the  children  in 
his  store — by  making  them 
his  guests.  At  the  rear  of 
their  own  special  department 
he  has  built  in  an  attractive 
set-piece  of  ferns  and  rock- 
ery, with  a  fountain  in  oper- 
ation. A  windmill  turns 
merrily  to  the  tune  and  mo- 
tive of  running  Avater,  and 
gold-fish  disport  themselves 
gaily  in  glass  tanks.  Inex- 
pensive souvenirs — such  as  minature  rubbers  and  bal- 
loons, are  provided  for  the  children. 

The  furniture  on  the  children's  floor  consists  of  a 
special  set  of  gray  arm-chairs,  varying  from  the  require- 
ments of  an  adult  to  that  of  a  small  tot. 

Canadian-made  Shoes  by  Example  and  Precept 

The  Selvyn  shoe  store  caters  only  to  a  high-class  trade. 
Tlie  principle  of  Canadian-made  shoes  for  Canadians 
is  encouraged  as  far  as  possible,  and  practically  all  the 
shoes  sold  are  the  product  of  our  own  factories.  The 
policy  is  to  proffer  imported  lines  only  wlien  specific 
demand  is  made  for  them.  Even  then  it  is  pointed  out 
that  the  Canadian  trade  is  fully  equipped  to  satisfy 
the  customer's  most  exacting  requirements  of  style  and 
finish — at  a  lower  cost. 

High-grade  women's  shoes  come  from  La  Parisienne 
Shoe  Company,  Limited,  and  for  men  from  the  Talbot 
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A  <'los«'-H|i  »  i«-»v  of  (In*  S«-vl>ii  shot-  store — iii<-i<lfii(sill.t ,  :i  iiiKht  |ii<-fiir<-  «liich  ri'fleft.s  credit 
on  tlif  iiliotot:r:i|ili<'r.     \ol«>  IIm'  li:iii<l-|iaiiited  pniirls  in  tlit-  ItiK'kKron n<l. 


\noth«T  vi<'»\  of  the  inlriior.  In  (he  l>ai'kKro«n<i  niaj  lie  seen  the  nie/.zanine  lloor,  n|M>n 
wliieli  tlie  eliililren's  <le|iartment  is  sitnated.  I  nderneatli  are  the  chiroi>odist's  |iarl<ir,  enstonier's 
telephone  h4»otli,  jind   la^lies*  sli<»e-shiniii^'  parlor. 
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An  Age  of  Young  Men — as  illus- 
trated by  Maxwell  Cummings  (left), 
the  proprietor,  and  I^ouis  Lazarus 
(right),  manager  of  the  Sevljn  sboj 
store,  respeetivel>  the  youngest 
shoe  proprietor  and  the  youngest 
shoe  store  manager  in  the  Commer- 
eial  Metropolis — in  spite  of  which 
both  have  had  extended  experience 
in  the  trade. 


Shoe  Company,  St.  Thomas,  Out.  Mediiim  men's  and 
women's  shoes  are  furnished  hy  the  Jolin  Ritchie  Com- 
pany, Quebec,  the  Eagle  Shoe  Company,  Limited,  Mont- 
real, and  the  Perth  Shoe  Company,  Perth,  Ont.  Chil- 
dren's shoes  are  supplied  by  Getty  &  Scott,  Toronto, 
and  youths'  and  boys'  by  the  Joliii  Ritcliie  Company. 


The  Personal  Touch 

In  the  Sevlyn  store  each  individual  clerk  is  encour- 
aged to  build  up  his  own  clientele.  In  this  way  the  hu- 
man element  enters  into  all  dealings  with  customers,  and 
a  feeling  of  specialized  personal  attention  is  imparted. 
The  advantages  of  sucli  a  policy  far  outAveigh  the  minor 
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disa(lv;iii1;i<:('s  oi'  li;iviiiji-  aiisircssi ve  salesman  leave, 
set  up  in  business  i'or  hiitiself,  and  take  a  ])()rtioii  of  llu; 
trade  with  him.  Tlie  firm  aim  first  and  foremost  at  <4'iv- 
ing  the  customer  satisfaction,  and  they  find  this  one  of 
the  best  ways  to  producer  it.  Mor-eover,  tlie  confidence 
thus  communicated  to  the  shoe  clei-k  invests  him  with 
a  feelinj;-  of  responsibility  and  a  sense  of  partnership. 

Sinumariziii<);'  the  noteworthy  |)oiiits  of  this  store — 
points  which  ])rovide  it  with  the  stock-in-trade  to  attract 
and  handle  a  high-class  business  in  one  of  the  best  shop- 
ping locations  in  the  country — we  ar-rive  at  the  follow- 
ing epitome:  an  effective  window  display;  the  tasteful 
lighting  and  furnishing;  the  distinctive  layout  of  the 
interior;  the  hosiery  de])artment,  with  its  harmonious 
appeal  of  complementary  attractions;  tlie  provision  of 
thoughtful  conveniences;  the  human  element  in  buying 
and  selling;  and  last,  but  not  least,  the  attractiveness 
of  the  children's  department. 

Canada  is  indeed  a  country  of  yoinig  men.  Maxwell 


(Jummings,  j)roprietor  of  Sevlyn's,  is  twenty-four — in- 
cidentally the  youngest  shoe  proprietor  in  Montreal. 
His  earliest  business  connection  with  the  shoe  trade  was 
made  some  eight  or  ten  years  ago.  For  three  years  he 
was  em])loye(l  by  his  father,  David  Cummings,  owiujr 
of  Eaton's  Shoe  Market,  find  |)r'oj)ri('tor  of  three  shoe 
shops  in  Montreal. 

The  store  manager  of  Sevlyn's  and  its  assistant  buver 
is  Mr.  Jjouis  Jjazarus,  who,  being  of  tlie  same  age  as 
Cununings,  enjoys  the  distinction  of  Ixniig  the  youngest 
shoe  store  manager  in  Montreal.  Despite  his  youth.  Mr. 
Jjazarus  has  had  extended  experience  in  the  business 
and  has  already  managed  stores  for  the  Lyon  Shoe  C'om- 
pany  and  for  Roston  Shoes,  Limited. 

The  Sevlyn  store  anticipates  a  considerable  demand 
I'lf  sitins  and  for  patent  leathers  this  Fall  and  Winter, 
and  in  men's  lines  for  brogues  and  oxfords.  Sjiats  in 
all  color's  are  expected  to  be  found  strongly  in  evidence 
w  ith  t  he  ladies'  trade. 


Progressive  Montreal  Retailer  Puts 
New  Life  into  an  Old  Store 

In  this  Article  the  Reader  is  Told  What  David  Cummings,  of  Montreal,  did  with 
Eaton's  Shoe  Market  when  he  Acquired  it;  how  he  Placed  an  Old,  Conservative 
Business  in  the  Forefront  of  the  Modern  Retail  Shoe  Stores  of  this  Great  City 


Ninety-nine  times  out  of  a,  hundred  in  the  business 
undei'takings  of  a  lifetime  it  is  far  easier  to  make  u 
conspicu(iUs  success  of  something  entirely  new  than  to 
achieve  f.:me  and  foi'tune  by  taking  up  another's  work 
in  the  hojie  of  remoulding  it  nearer  to  the  heart's  de- 
sir'c.  It  is  of  interest  to  analyze  any  exception  to  the 
contrary — especially  when  that  exception  arises  out  of 
the  jjarticular  industry  with  which  we  are  identified. 

In  Eaton's  Shoe  Market,  at  488  St.  (Catherine  Street 
West,  Montreal,  views  of  which  ai'e  illustrated  on  the 
opposite  ])age,  we  believe  we  have  just  about  as  success- 
ful an  example  of  the  transfusion  of  new  blood  into  the 
veins  of  an  old  business,  as  may  readily  be  found  in  the 
body  corporate  of  the  retail  shoe  industry. 

For  years  this  old  establishment  had  been  running 
along  conservative  lines.  No  attemj)t  had  been  made  to 
modernize  even  the  general  appearance  of  the  store.  It 
enjoyed  a  certain  established  custom,  and  it  pursued  the 
even  tenor  of  its  business  way  undisturbed  by  the 
changes  that  were  being  made  all  ai'ound  it. 

Getting  Rid  of  the  Cobw^ebs 

'I'll is  was  the  state  of  affairs  that  existed  when  David 
Cummings  acquired  the  business.  Cummings  at  once 
recognized  that  a  general  overhauling  must  take  place — 
aiul  not  so  much  an  overhauling  as  the  substitution  of 
an  entirely  new  set  of  ideas  for  old  and  explode(l  no- 
tions. He  adopted  the  safe  course  of  making  the  old 
ideas  dovetail  in  with  the  new  only  where  they  would: 
where  they  would  not,  he  threw  them  into  the  discard. 
He  visualized  a  new  plan — originated  a  scheme  of  con- 
struction as  it  were — and  made  use  of  what  old  matei-ial 
he  could  in  translating  his  ideas  into  business  actualities. 

One  of  the  first  things  Cummings  decided  to  do  was 
to  put  in  a  really  effective  new  shop-front,  with  a  cn- 
tral  entraTice.    lu  ordei-  to  arrive  at  the  best  )iossi])le 


solution  of  the  i)roblem  a  personal  investigation  was 
made  of  the  ui)-to-date  store-fronts  in  the  larger  Ameri- 
can cities.  From  the  best  of  the  ideas  a  strong  and  dis- 
tinctive i)lan — shown  on  the  opposite  page — was  evolved. 
It  will  be  seen  that  every  inch  of  display  space  has  been 
used — and  without  stinting  the  ai)proach  and  entrance 
to  the  store. 

Appealing  to  the  Customer's  Eye 

Cummijigs  places  nuich  emphasis  on  the  necessity  of 
good  display,  believing  that  in  the  shoe  business  goods 
are  sold  largely  through  the  eye.  Throughout  the  store 
there  is  evidence  of  originality.  Something  here  or  there 
arrests  the  attention  of  the  prospective  customer.  The 
l)est  models  and  smartest  styles  are  grouped  so  that  the 
contrast  in  (luality  may  not  detract  from  any  one  model. 
Well-worded  and  cleanly-written  show-cards  set  foi-th 
the  price  and  style  to  good  advantage.  Little  sugges- 
tions of  ])ersonal  service  meet  the  eye  whenever  one 
glances  casually  at  the  stock  shelves.  Nothing  is  left 
unshown  that  would  help  to  set  the  prospective  custom- 
er's mind  in  a  buying  attitude. 

Cummings — being  a  live  wire — believes  in  advertising. 
He  will  tell  you  that  the  retailer  should  take  the  utmost 
advantage  of  all  legitimate  publicity,  lie  himself  is  a 
consistent  user  of  the  daily  ]iress,  backing  u])  that  Jiie- 
dium  occasionally  by  direct  mail  appeal.  In  this  con- 
nection he  contends  that  it  is  fatal  to  mislead  the  public 
by  exaggerated  statements  as  to  qu-dity,  and  that  the 
maximum  benefit  is  derived  from  truthful  ))ublicity — a 
view  shai-ed  wholeheartedly  by  "  P"'ootwear-in-Canada. " 

Only  the  Best  Salesmen  in  This  Store 
The  successful  retailer  ai)pi'eciates  the  necessitv  of 
emphn  ing  eapable  and  courteous  salesmen.    Your  sales- 
men of  to-day  should  present  a  quiet,  well-groomed  con- 
vincing sort  of  appearance.    Such  an  appearance  serves 
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to  ci'catc  tlic  (Icsii'cd  iiiiprcssidii  thai  he  is  1  liorousi'hly 
t;()iiv('i'saiit  with  the  ^ciH'fal  makc-u))  of  shoes  and 
fash  ion.s. 

It  is  ( 'iiiniiiiniis'  oj)inioii  tliat  a  <;dO(l  salesman  is  worMi 
a  good  pcirc.  lie  has  adopted  this  poliey  with  all  Ids 
help,  and  will  go  so  far  as  to  tell  you  that  his  employees 
are  ])r()bably  amongst  the  highest-salaried  salesmen  in 
the  city.  The  ])rin('iple  of  getting  good  men,  treating 
them  well,  paying  tiiem  well,  and  making  them  "delivei- 
the  goods"  ])r()por'tionately  is  one  that  snceessful  men 
have  fonnd  pays  best  in  the  long  run.  One  ean  readily 
sense  its  a|)plicat  ion  in  this  store. 

Novelties  in  Ladies'  Footwear 

An  entire  new  stoek  has  been  introduced,  and  an  ex- 
tensive range  of  novelty  footwear  in  ladies'  goods  is 
shown.  Speeial  attention  has  been  given  to  iiarr-ow 
widths  in  ladies'  wear,  in  the  past  these  have  beeji 
somewhat  dil'tieult  to  obtain  from  the  manufacturers. 
The  new  styles,  while  being  still  somewhat  narrow,  are 
of  a  more  modified  character,  and  are  not  so  extremely 
pointed.  Black  patents  and  satins  in  novelties  are  al- 
ready in  great  demand.  In  this  store  they  have  disposed 
of  an  enormous  (piantily  of  black  satins,  some  beaded 
and  some  plain.  In  ladies"  winter  wear,  there  is  an  ex- 
tensive stock  of  the  new  stylish  oxforxls  and  brogues  for 
street  wear.  Contrary  to  general  experience,  there  is 
still  a  strong  demand  for  brown,  although  it  is  expected 
that  black  will  ultimately  supersede  this  color.  For 
evening  wear,  i)Iain  silver  and  silver  brocaded  satins, 
with  a  modified  heel  somewhere  between  the  extremely 
high  French  and  the  popular  ]^)aby  Louis,  are  shown — 
and  an  extensive  demand  is  anticipated.  Another  fea- 
ture in  novelties  is  the  "Kidney"  heel,  which  is  some- 
thing like  the  French  heel,  although  not  so  high,  with  a 
wider  base  and  straighter  lines.  These  are  expected  to 
have  quite  a  call  in  the  Spring.  Ladies'  novelties  are 
supplied  by  the  Regina  Shoe  Compaiiy,  Limited,  and  the 
Eagle  Shoe  Company,  and  staples  by  the  Tetrault  Shoe 
Manufacturing  Company,  Limited,  Wayland  Shoe,  Lim- 
ited, and  the  Standard  Welt  Company,  Limited. 

A  Children's  Department  has  been  opened — in  which 
special  salesmen  liave  been  employed — salesmen  who  are 
accustomed  to  handling  the  kiddies.  Every  facility  has 
been  provided  to  amuse  the  youngsters  during  their 
shopping  toni'S. 

To  keep  in  touch  with  styles,  Mr.  Benjamin  Cummings 
goes  to  New  York  two  or  three  times  a  year.  This  is  an 
enterprise  worth  while  when  the  knowledge  gleaned  is 
applied  in  a  practical  way  to  one's  business — especially 
in  a  eit}^  like  Montreal,  where  the  trade  is  of  an  excep- 
tionally exacting  character  owing  to  the  heavy  tourist 
bnsiness  at  all  times  of  the  year,  and  to  the  fact  that 
for  reasons  kiu)wn  to  the  fav(»red  few  the  city  is  the 
Mecca  of  all  Americans  visiting  this  country. 

The  view  of  the  interior  of  this  store  serves  to  convey, 
in  a  measure,  the  extensive  character  of  the  stock  car- 
ried by  this  firm.  A  large  and  varied  stock  is  regarded 
as  an  essential  part  of  successful  shoe  retailing. 

Every  pair  of  shoes  sold  in  the  Cummings  stor'c  is 
bought  by  Mr.  Benjamin  Cummings,  who  believes  that 
where  buying  can  be  conveniently  combined  with  man- 
agerial duties,  it  goes  a  long  way  towards  the  general 
success  of  shoe  retailing.  The  principle  is  that  the  per- 
sons responsible  for  the  success  of  any  retail  undertaking 
is  the  manager,  and  that  in  a  great  many  instances  fail- 
ures have  been  attributed  to  jioor  buying.  Further, 
that  the  success  of  a  business  is  prol)ably  more  in  the 
buying  than  the  selling,  and  that  this  applies  especially 


to  the  shoe  retailei',  seeing  that,  after  all,  there  is  l)0\ind 
lo  be  a  specific  demand  for  boots  and  shoes  which  can 
always  be  increased  by  judicious  advertising  and  dis- 
|)lay.  So  that  if  the  goods  are  bought  right  the  possi- 
bility of  the  retailer's  t)eing  pushed  to  the  wall  is  prac- 
tically eliminated. 

Wher-ein  there  is  hidden  an  old  adaire  but  a  true  one: 
"(ioods  well  bought  are  half  sold 


Ontario  Shoe  Manufacturers  and  Wholesalers 
Plan  to  Protect  their  Interests 

Shoe  mainifactnrers  and  wholesalers  in  Ontario,  at  a 
meeting  in  Tor'onto,  Friday,  September  30,  1921,  took 
action  to  protect  their  interests,  and  the  interests  of 
honest  retail  shoe  merchants,  against  those  retailers  who 
attemjit  to  shii'k  their  rightful  obligations  by  iniwar- 
ranted  assignments  and  easy  settlements  with  creditors 
t  h  rough  compromises. 

A  resolution  was  passed  recommending  to  all  shoe 
manufacturers  and  wholesalers  in  Ontario  that,  when 
any  application  be  made  to  them  for  compromise  or 
extension,  the  case  should  be  referred  to  the  Canadian 
(*redit  Men's  Association  foi'  investigation  and  recom- 
mendation. By  a  seeoiul  resolution,  the  meeting  recom- 
mended that  all  cases  of  assignments  be  referred  with- 
out delay  to  the  Canadian  Credit  Men's  Trust  Associa- 
ti<»n  for  a  reconnneiulatifju  to  the  creditors  and,  in  all 
cases  where  considered  advisable,  for  the  most  searching 
investigation.  This  action  is  in  line  with  the  policy 
adopted  reirently  by  the  manufacturers  and  wholesalers 
iti  the  Montreal  district  and  probably  will  be  followed 
by  similar  measures  by  shoe  iiunnifacturers  and  whole- 
salers elsewhere  in  Canada. 

The  meeting  appointed  a  committee  to  confer  with 
the  Canadian  (Credit  Men's  Tr\ist  Association  and  to  re- 
l)ort  on  the  possibility  of  interesting  other  groups  of 
nuvnufacturers  and  wholesalers  in  a  poliey  of  adequate 
investigation  of  assignments,  with  a  view  to  considerate 
treatment  of  all  honest  retailers,  but  the  prevention  of 
abuses  and  detection  of  fraud  by  the  comparatively  small 
but  harmful  minorit.v  of  merchants,  and  the  safeguard- 
ing of  legitimate  business  interests. 


Reorganization  in  Hamilton 

The  co-operative  spirit  is  reviving  in  Hamilton,  Out. 
The  local  shoe  merchants  have  reorganized  their  associ- 
ation and  plaiming  to  get  down  to  earnest  work  in  the 
interests  of  the  trade.  With  the  following  executive  in 
the  saddle,  we  look  for  eifeetive  action,  and  that  before 
long:  President,  Will  Batstone;  vice-president.  Harry 
Clark ;  secretary,  Clias.  Levinson ;  treasurer,  Fred  Kick- 
ley;  executive  committee — Messrs.  Waugh,  Finlay, 
Goldstein,  Littner,  Hendry  and  Foster;  entertainment 
committee — Messrs.  Ross,  Wilson,  Sutton,  Smith  Suth- 
ei'st,  Gar'bowitz  and  Woods. 


Didn't  Keep  Count 

"  Oh,  Billy,  am  1  as  dear  to  \  ()U  now  as  I  was 
before  we  married?'' 

"  Can't  say  exactly.  I  didn't  keep  any  account  of 
my  expenses  then." 


L.  C.  van  Geel,  of  the  Tillsonburg  Shoe  Co.,  returned 
home  on  Sept.  25th  from  a  three  months'  trip  across  the 
Atlantic,  where  he  visited  Belgium.  France  and  Britain. 
Mr.  van  Geel  believes  in  travelling  by  the  most  modern 
and  speed.y  means  of  locomotion  and  "hopped"  from 
London  to  Brussels  by  aeroplane. 


FOOTWEAR    IN  CANADA 


79 


What  is  the  Outlook  in  the  Shoe  Trade? 

A  Survey  of  the  Industry  throughout  the  Country  Reveals  Encouraging 
Activity,  both  Wholesale  and  Retail,  in  Many  Sections 

The  present  business  situation  is  rather  a  difficult 
one  to  estimate.  There  are  a  num'ber  of  counterbalan- 
cing factors  entering  into  it,  which  seem  to  have  their 
effect  upon  practically  every  industry  in  the  Dominion, 
though  they  do  not  apply  equally  in  all  sections  of 
the  country.  The  favorable  factors  are  these :  The 
retail  trade  is  gradually  gaining  confidence  that  prices 
have  reached  a  stable  basis;  retail  stocks  are  reason- 
ably low  and  have  to  be  replenished;  the  public  need 
shoes;  the  grain  crop  in  the  West  is  above  the  aver- 
age. The  unfavorable  factors  are :  The  unemployment 
situation ;  poor  harvesting  weather  in  the  West  At 
the  time  of  writing  we  do  not  know  just  how  far  the 
last-mentioned  condition  is  going  to  affect  the  value 
of  the  crops.  Conflicting  reports  come  to  hand,  some 
quite  optimistis  and  others  inclined  to  be  cautious.  If 
it  finally  turns  out  that  the  losses  are  not  serious  and 
that  a  crop  larger  than  the  average  is  garnered  in,  it 
is  bound  to  have  a  beneficial  effect  upon  business  gen- 
erally. 

With  reference  to  the  shoe  industry  in  particular, 
"Footwear  in  Canada"  recently  circularized  a  number 
of  representative  retail  and  wholesale  concerns 
throughout  the  country  with  the  object  of  finding  out 
just  how  conditions  were.  It  is  gratifying  to  note  that 
in  many  districts,  a  decided  activity  has  become 
evident,  and,  on  the  whole,  we  think  it  may  be  said 
that  conditions  are  on  the  mend. 


Wholesale  Trade 

The  Fleetwood  Footwear  Co.,  St  John,  N.  B., 
state  that  the  retail  trade  are  not  only  beginning  to 
buy  for  sorting  but  are  placing  for  spring,  and  they 
believe  that  as  this  movement  rolls  along  it  will  gather 
momentum  and  we  will  soon  be  back  to  the  good  old 
days  of  placing  business.  "We  feel,"  this  company 
says,  "that  the  trade  realize  that  the  big  decline  is 
over,  and  that  prices  to-day  are  at  a  reasonable  level." 

From  Halifax  we  hear  'thalt'  dondijtions  remain 
practically  unchanged. 

Turner  &  Co.,  wholesalers,  Charlottetown,  P.E.I., 
write  that  while  the  past  year  has  been  rather  depress- 
ing, this  year's  crops  are  much  better  than  expected 
and  a  more  optimistic  spirit  prevails.  There  has  been 
a  quite  noticeable  increase  in  volume  of  business  and 
conditions  appear  to  be  quite  normal. 

From  Montreal,  Nathan  Cummings  the  well- 
known  wholesaler,  wxites  that  business  throughout 
the  trade  is  brisk  and  steady,  that  retail  merchants 
are  placing  about  30  per  cent,  of  their  requirements, 
leaving  the  balance  for  attractive  novelties  as  the 
occasion  demands ;  that  the  general  opinion  is  that 
prices  are  as  low  as  they  will  go  for  at  least  six  months  ; 
that  retail  stocks  are,  as  a  rule,  low,  and  that  a  very 
satisfactory  fall  and  winter  trade  is  anticipated.  "Bus- 
iness," Mr.  Cumming  says,  "has  improved  consider- 
ably and  week  by  week  is  steadily  going  forward. 
Conditions  in  the  retail  and  jobbing  trade  are  at  the 
time  of  writing  very  favorable  and  I  have  no  hesitation 
in  stating  that  I  do  think  'conditions  are  on  the  mend.' 
On  the  whole  I  look  forward  to  a  splendid  Fall  and 


Winter  season  with  exceptionally  good  prospects  for 
the  spring  of  1922." 

A  somewhat  similar  view  of  the  situation  comes 
from  Mr.  J.  A.  Pelletier,  of  Montreal.  Mr.  Pelletier 
says :  "I  must  say  that  it  is  easy  enough  to  sell  goods 
just  now,  but  collection  is  away  below  normal.  Stocks 
are  low  all  round  the  country  from  Ottawa  to  lov/er 
provinces.  Buying  for  spring  will  be  about  normal, 
but  won't  get  much  placing  before  January." 

"July  and  August  were  quiet,  but  since  Exhibition 
things  have  been  improving,"  states  the  sales  manager 
of  one  of  Toronto's  largest  wholesale  concerns.  "There 
has  been  no  really  heavy  buying,  but  moderate  orders 
have  been  coming  in,  and  there  are  some  signs  of  act- 
ivity in  men's  lines.  We  already  have  in  hand  some 
spring  placing  orders,  which  we  regard  as  a  hopeful 
sign." 

Another  well-known  Toronto  wholesale  shoeman, 
Mr.  Arnold,  of  the  firm  of  Geo.  Boulter,  told  "Foot- 
wear" that  on  a  recent  trip  covering  the  smaller  cities 
and  towns  in  Western  Ontario,  he  had  found  condit- 
ions encouraging.  "I  found  the  trade  quite  optimistic," 
he  said,  "and  the  situation  generally  in  these  smaller 
places  seems  to  be  better  than  in  the  big  cities.  With 
us,  August  was  a  very  good  month,  and  September  is 
keeping  up  nicely." 

Congdon,  Marsh,  Limited,  shoe  wholesalers,  Win- 
nipeg, state  that  if  there  is  an  early  and  fairly  cold 
winter,  business  in  winter  lines  should  be  very  satis- 
factory, but  they  do  not  expect  that  the  average 
country  merchant  will  do  more  than  buy  his  absolute 
requirements  during  this  fall  and  winter.  They  point 
out  that  proceeds  of  the  crop  is  now  being  distributed, 
which  should  tend  to  stimuulate  business. 

From  Amherst  Central  Shoe  Co.,  Ltd.,  Regina, 
comes  an  optimistic  message :  "We  are  finding  a 
steady  improvement  in  the  shoe  situation.  Stocks 
are  low,  especially  in  the  country  districts.  Since 
August  1,  the  sorting  busines  has  been  almost  more 
than  we  can  handle,  and  there  is  a  general  shortage  of 
working  shoes  in  the  entire  west.  Spring  placing  is 
not  very  heavy,  though  better  than  we  expected.  We 
look  for  very  good  business  during  the  fall  and  winter 
months. 

Stevenson  &  Floyland,  Vancouver,  give  it  as  their 
opinion  that  the  shoe  trade  has  turned  the  corner. 
They  point  out,  however  that  the  retail  business  is 
having  to  content  itself  with  smaller  returns  and  that, 
as  a  consequence,  the  orders  being  placed  are  kept  as 
small  as  possible.  In  view  of  the  unemployment 
situation,  they  do  not  expect  very  brisk  business  in 
Vancouver  during  the  fall  and  winter. 

Retail  Trade 

"  The  shoe  trade  has  been  good,  is  good  and  will 
be  good.  Unemployment  is  unknown."  This  is  the 
cheerful  and  cheering  report  received  from  Messrs. 
Alley  &  Co.,  Ltd.,  shoe  retailers,  regarding  conditions 
in  their  city,  Charlottetown,  P.E.I. 

W.  W.  Burleigh,  of  St.  Catharines,  Ont.,  reports 
that  business  has  been  very  good  in  St.  Catharines, 
up  till  July  1,  since  when  it  has  Ibeen  quiet,  and  it  is 
very  difficult  to  sell  anything  only  low-priced  shoes. 
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People  have  been  wearing  tennis  shoes,  he  states, 
instead  of  leather  shoes.    With  the  reported  opening 
of  some  factories  which  have  been  closed  and  the 
advent  of  cold  weather,  he  looks  for  better  things 
ahead. 

The  fact  that  the  automobile  business  has  been 
working  on  short  time  and  wages  have  been  reduced 
has  been  reacting  upon  the  retail  trade  in  Windsor, 
Mr.  G.  H.Wilkinson  advises  us.  On  account  of  the  re- 
duced wages,  the  pu'l:>i;c  have  been  looking  for  lower 
shoe  prices.  Mr,  Wilkinson  says,  however,  that  com- 
paring business  this  year  with  a  year  ago,  they  are 
very  little  behind.  He  looks  for  normal  conditions 
next  spring. 

Good  Business  in  Ottawa 

E.  A.  Stephens,  Ottawa  writes  that  "business  is 
improving  in  Ottawa — ^we  had  a  very  quiet  August, 
but  September  is  showing  a  marked  improvement 
over  last  year."  The  public,  he  says,  are  still  look- 
ing for  lower  prices,  however. 

Gales  &  Co.,  Ottawa,  state  that  they  have  been 
experiencing  very  good  business,  sales  beaig  ahead 
of  last  year  to  date.  They  have  been  following  the 
policy  of  selling  on  a  closer  margin  in  order  to  secure 
the  quickest  turnover  possible.  They  find  "price" 
the  main  buying  motive  with  the  public. 

The  trade  in  London  appears  to  be  in  a  very  good 
position.  Johnston  &  Murray  write  that  they  find  bus- 
iness as  good  as  in  1920  and  they  think  it  is  gradually 
assuming  a  normal  condition.  "As  yet  people  have 
the  money  to  buy  what  they  want,  when  they  want 
it,  and  they  want  real  value  for  their  money." 

"Business  has  been  decidedly  quiet  for  past  two 
months,  but  that  will  improve  from  now  on,"  state 
Reilly  &  Reilly,  regarding  conditions  in  Welland, 
Ont.  "There  is  less  unemployment,"  they  continue. 
"Factories  are  nearly  all  running  full  time,  and  some 
putting  on  night  shifts.  The  public  as  a  rule  are  look- 
for  cheap  shoes,  but  they  want  the  quality,  too." 

F.  Sutherland  &  Co.,  of  St  Thomas,  write  that 
crop  conditions  in  their  vicinity  are  fairly  good,  and 
that  trade  conditions  are  gradually  coming  to  normal. 
It  is  necessary  to  sell  on  a  closer  margin  in  order  to 
hold  the  business,  they  say,  and  the  public  are  still 
looking  for  lower  prices. 

Warm  and  dry  weather  is  responsible  for  keeping 
business  quiet  at  the  moment  in  Stratford,  Ed.  Paff 


The  medicine  he  needs  is  WORK 


writes  us.  Country  trade,  he  states,  is  fairly  good, 
but  they  are  buying  cheaper  goods  and  "hollering" 
about  low  prices  for  their  own  produce.  There  is 
some  unemployment  in  the  town. 

K.  M.  Stephen,  of  Grimsby,  Ont.,  reports  that  he 
is  selling  about  the  same  number  of  shoes  as  last  year, 
but  thinks  that  the  demand  for  high-priced  goods  will 
be  very  limited  this  season. 

"Business  is  looking  better  in  CoUingwood,"  states 
W.  J.  Honeyford.  "The  public  is  beginning  to  under- 
stand that  shoe  prices  are  as  low  as  they  will  be  for 
some  time,  and  although  trade  is  quiet,  the  buyers 
buy  without  much  grumbling.  Expect  better  fall 
trade  than  last  year." 

W.W.  Levesque,  of  Magog,  Que.,  states  that  bus- 
iness is  quiet  in  his  locality. 

Record-Breaking  Business 

In  St.  John's,  Que.,  the  public  is  still  talking  low 
prices,  but  buying  liberally  enough  to  keep  business 
on  an  increasing  basis,  according  to  advice  received 
from  Geo.  St.  Germain.  The  year  1920  was  a  record- 
breaker  with  Mr.  St.  Germain,  but  up  ao  date  this 
year  he  is  keeping  ahead  of  last  year's  record. 

Owens-Elmes,  Ltd.,  Toronto,  who  cater  to  the 
most  expensive  class  of  trade,  state  that  their  business 
to  date  this  year  is  ahead  of  last  both  in  dollars  and 
pairs,  and  their  customers  are  buying  without  hes- 
itation. 

With  H.  &  C.  Blachford,  sales  have  been  running 
about  the  same  as  last  year  during  the  summer  months. 
Warm  weather  during  September,  they  say,  has  been 
delaying  the  fall  trade  somewhat,  but  they  are  quite 
optimistic  as  to  the  outlook  for  the  new  few  months. 

Geo.  St.  Leger,  of  the  St.  Leger  Shoe  Co.,  Toronto, 
who  operate  a  chain  of  stores, finds  no  reason  to  com- 
plain of  the  trend  of  trade.  The  total  business  to  date 
leaving  out  of  consideration  the  big  sale  which  the 
company  put  on  in  September  1920,  is  well  ahead  of 
last  year,  but  it  has  been  done  on  a  smaller  mark-up. 

The  people  are  buying  only  what  they  need  in 
Winnipeg,  states  Mr.  C.  F.  Rannard.  Sixty  per  cent, 
are  practising  economy  and  buying  according  to  price  ; 
30  per  cent  buy  what  they  need  and  secure  merchand- 
ise of  quality  that  will  give  satisfaction ;  and  only  10 
per  cent,  buy  without  regard  to  price,  demanding  the 
utmost  in  style,  and  high  quality.  Wet  weather  has 
interfered  with  harvesting,  and  this  has  created  an 
economical  tendency  on  the  part  of  the  buying  public. 
For  this  reason  Mr.  Rannard  does  not  look  for  a  re- 
vival of  keen  demand  in  the  immediate  future. 

L.  J.  Keighley  &  Co.,  Minnedosa,  Man.,  state  that 
the  prospects  for  good  business  this  fall  are  excellent, 
providing  there  is  seasonable  weather.  Continued 
wet  weather  however,  has  been  holding  up  thrashing 
operations.  Trade  during  the  summer  months  was 
very  fair. 

From  Swift  Current,  Sask.,  E.E.  Delany  writes  that 
unseasonable  weather  has  been  holding  up  thrashing 
operations,  with  the  result  that  money  is  somewhat 
tied  up,  although  business  has  been  very  good  with 
him  recently.  He  believes  that  business  is  getting  on 
a  more  solid  footing. 

"Business  can  hardly  be  said  to  have  reached  a 
level  as  yet,"  states  R.  R.  Steeves,  of  Edam,  Sask. 
"The  public  still  complain  about  prices  and  quality 
of  goods — largely  due  to  habit  and  ignorance.  I  look 
for  good  business  during  the  fall  and  winter,  as  the 
good  crop  will  do  a  great  deal  towards  putting  the 
public  in  a  freer  buying  mood." 
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Western  Ontario  Correspondent 
Reports  Excellent  Business 

That  there  is  general  imiprovement  all  along  the 
line  in  immediate  business,  with  every  prospect  point- 
ing to  excellent  trade  in  the  coming  months,  sums 
up  the  views  of  the  men  in  the  trade  in  London. 
Collections  generally  are  reported  very  fair,  much 
better  in  the  country  towns  than  in  the  cities.  This 
is  due  the  manufacturers  state  to  the  unemployment 
prevalent  in  the  larger  centers.  Firms  doing  business 
in  the  West  report  trade  at  the  present  time  rather 
slow  as  a  result  of  bad  weather  conditions  which 
delayed  harvesting.  The  situation  however  is  regard- 
ed as  sound  and  good  business  is  looked  for  as  soon 
as  the  farmers  start  to  get  their  money  for  their  grain. 

Retailers  Optismistic 

The  retailers  of  the  city  are  optimistic.  London 
has  suffered  less  from  unemployment  they  say  than 
any  city  in  Canada  and  with  a  prosperous  farming 
community  at  its  back  business  is  showing  a  stability 
that  is  most  satisfactory.  During  fair  week  the 
largest  crowds  in  the  history  of  the  exhibition  were 
in  attendance.  Many  of  the  visitors  were  farmers 
who  motored  in  fifty  or  sixty  miles  and  came  prepared 
to  stay  for  several  days.  During  that  time  they 
bought  for  the  coming-  months  and  the  shoe  merchants 
enjoyed  an  unusually  fine  trade.  This  was  all 
absolutely  cash  business  and  that  price  was  not  the 
consideration  it  once  was,  was  shown  by  the  sales 
made,  especially  to  the  women. 

Many  Lines  Scarce 

"  Business  has  been  excellent"  said  the  manager 
of  the  London  Shoe  Company  to  "  Footwear  In 
Canada"  For  immediate  deliveries  we  are  rushed 
and  there  is  apparently  a  real  scarcity  of  staple  lines. 
For  instance  we  are  expressing  goods  to  Winnipeg. 
That  is  not  usual  and  indicates  that  retailers  stocks 
are  low.  Fall  and  winter  business  promises  well. 
We  find  that  the  retailers  are  placing  substantial 
orders  and  are  preparing-  to  handle  larger  business. 
As  far  as  prices  generally  are  concerned  we  are  look- 
ing for  them  to  remain  pretty  steady" 

Stocks  Are  Low 

"  Judging  from  the  orders  that  are  being  placed 
retailers  stocks  are  low,  unusually  low"  said  Manager 
McHale  of  Scott-Chamberlain  Co.,  "Business  has 
never  been  better  with  us  than  right  now  and  our 
salesmen  are  looking  for  even  better  trade  in  the  com- 
ing months.  Reports  I  am  receiving  indicate  that 
the  retailers  are  changing  their  policy  of  buying  from 
hand  to  mouth  and  are  placing  really  substantial 
orders  in  anticipation  of  good  business  ahead.  Our 
salesmen  are  a  unit  in  predicting  still  larger  bus- 
iness ahead  and  declare  that  it  is  due  to  open  up  in 
about  a  month.  We  find  collections  very  fair.  I  see 
nothing  to  indicate  any  changes  in  prices.  On  the 
contrary  quotations  are  likely  to  remain  quite  firm. 
Ahead  of  Average 

"  Our  business  for  immediate  deliveries  is  con- 
siderably above  average"  was  the  report  of  Sterling 
Bros.  "  Orders  are  coming  in  steadily  and  in  most 
satisfactory  volume.  Business  for  the  winter  prom- 
ises well.  We  find  the  retailers  in  the  country  towns 
buying  well  and  reports  from  the  trade  generally  are 
optimistic." 

Manager  Jarvis  of  Murray  Shoe  Company  stated 
that  immediate  business  is  excellent  with  every  in- 


dications that  winter  trade  will  be  very  satisfactory. 

"  Western  business  owing  to  conditions  is  a  little 
slow"  he  said.  "  But  the  situation  is  sound  and  when 
the  farmers  get  their  gra.in  harvested  and  start  gett- 
ing returns  from  their  crops  they  will  be  substantial 
buyers. 

"  Our  country  trade  has  been  most  satisfactory. 
We  find  collections  fair,  better  perhaps  in  the  country 
districts  than  in  some  of  the  larger  centers.  I  expect 
the  prices  will  be  firm.  There  is  certainly  nothing 
to  indicate  any  reductions." 

Manager  Connor  of  the  Dominion  Rubber  System 
of  Ontario  reported  excellent  business  at  the  present 
time  with  prospects  for  its  continuance.  Conditions 
in  the  farming  districts  of  Western  Ontario  he  stated 
are  prosperous  and  this  will  be  reflected  in  the  trade. 
"  There  is  good  business  ahead"  he  said. 

Doing  Good  Business 

"  Our  sorting  business  right  now  is  fair  and  our 
placing  business  excellent"  was  the  report  of  the 
Ames  Holden  McCready  branch.  "  From  now  on  we 
are  looking  for  business  to  be  good.  We  find  col- 
lections better  than  usual  and  the  outlook  for  trade 
generally  is  satisfactory." 

Retailers  Busy 

Retailers  report  an  excellent  volume  of  business. 
By  going  right  after  trade  with  seasonable  adver- 
tising and  attractive  window  displays  they  are  keep- 
ing their  stock  turning  over  and  have  no  complaints 
to  make. 

"  Business  has  never  been  better"  said  Hubert 
Ashplant  of  Hubert  Ashplant  and  Sons.  "  Our  turn- 
over has  been  large  and  most  satisfactory  in  every 
way." 

Mr.  Ashplant  stated  that  he  is  expecting  business 
to  continue  good  right  through  the  fall  and  winter. 
Ashplant  and  Sons  are  one  of  the  largest  and  most 
consistent  users  of  newspaper  space  in  the  city  and 
frequently  use  page  ads. 

Brings  Business 

"  Our  advertising  brings  business  without  ex- 
ception" said  Mr.  Ashplant.  "  Letting  the  people  know 
about  one's  stock  is  the  best  way  to  keep  it  moving. 
Our  window  displays  are  also  good  business  producers 
and  we  aim  to  keep  them  looking  their  best  all  the 
time." 

Ira  Owens  of  the  Owens  Shoe  Store  stated  to 
Footwear  that  business  has  been  very  satisfactory. 
Mr.  Owens  has  recently  been  making  some  interior 
changes  in  his  store  with  a  view  to  increasing  his 
display  space  and  the  store  presents  a  very  attractive 
appearance. 


London  Retail  Trade  Optimistic 

"Last  spring  and  early  summer's  business  with  us 
in  London  was  exceptionally  good,"  writes  an  aggress- 
ive London  merchant.  "In  fact  in  one  or  two  in- 
stances shoe  retailers  are  known  to  have  put  on  big 
increases  for  this  period.  However  the  August  bus- 
iness slowed  down  somewhat  and  a  feeling  of  satis- 
faction was  felt  when  the  total  sales  reached  the  record 
of  last  year  for  this  month." 

"As  we  write  the  business  of  this  month  (Septem- 
ber) is  slipping  somewhat  behind  last  year.  The 
Western  Fair  Week's  business  which  was  except- 
ionally good  a  year  ago  made  a  record  that  no  one 
seemed  able  to  reach.  This  is  accounted  for  in  two 
ways.    Last  year  some  of  the  merchants  made  special 
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efforts  and  coaxed  the  trade  with  "Fair  Week  Specials" 
with  good  results.  Then  again  the  extreme  warm 
weather  of  this  present  month  does  not  induce  any 
action  in  seasonable  trade.  With  the  warm  weather 
continuing  as  it  has  our  customers  have  been  able  to 
wear  summer  footwear  with  the  result  that  our  fall 
business  is  still  to  come. 

Optimism  Prevails 

"However,  the  situation  is  viewed  with  extreme 
optimism  by  the  majority  of  city  shoe  retailers  and 
with  the  early  return  of  cool  fall  weather  a  vast  im- 
provement in  business  is  looked  for.  In  fact  some 
are  optimistic  enough  to  believe  it  possible  to  make 
a  nice  increase  over  last  fall's  business,  which  was  a 
record  breaker  for  London  retailers. 

"We  find  the  public  buying  very  carefully  and  in 
some  cases  almost  with  suspicion.  Many  of  the  cus- 
tomers fail  to  appreciate  the  big  reductions  that  have 
been  made  in  the  retail  prices  of  footwear  and  still 
insist  that  prices  should  be  lower.  This  seems  espec- 
ially true  with  the  farm  trade. 

"This  together  with  the  demand  of  the  unemploy- 
ed for  cheaper  shoes  makes  quite  a  problem  for  the 
retailer  to  handle.  However,  as  for  the  unemployed 
we  are  thankful  that  in  London  the  situation  is  con- 
siderably better  than  in  most  of  the  larger  cities  and 
hence  the  problem  is  not  quie  as  serious  as  some 
have  to  face. 


Showing  of  Newport  Samples 

The  new  Fall  samples  of  the  Newport  Shoe  Co., 
Toronto,  were  on  display  at  the  King  Edward  Hotel 
during  the  two  weeks  of  the  Canadian  National 
Ehibition.  Some  particularly  attractive  models  for 
street  and  evening  wear  were  shown.  Among  these, 
we  might  make  special  mention  of  a  one-strap  pattern 
with  a  circular  vamp  and  foxing  and  a  vamp  and  strap 
insert.  This  showed  to  particularly  good  advantage 
with  black  suede  vamp  and  quarter  and  hlack  satin 
vamp  and  strap  insert.  Another  interesting  model 
was  a  patent  shoe  for  afternoon  wear  with  three  straps 
centre-buckled.  There  was  also  a  variety  of  other 
interesting  and  refined  models  in  which  black  satin, 
blacik  suede,  zinc  satin,  and  patent  were  prominent. 


Shoe  Manufacturing  Section  of  Montreal 
Technical  School  Planned 

Mr.  J.  Daoust,. President  of  The  Shoe  Manufact- 
urers Association  of  Canada,  is  in  negotiation  with 
the  Montreal  Technical  School  with  the  object  of  es- 
tablishing a  shoe  manufacturing  section  of  the  school. 
This  is  following  up  the  resolution  of  the  Association 
passed  at  the  Quebec  Convention  in  favor  of  such  sec- 
tions at  the  technical  schools  of  the  Province.  A  de- 
putation which  then  waited  on  Sir  Lomer  Gouin  re- 
ceived a  very  sympathetic  hearing. 

The  idea  is  to  train  skilled  workmen,  and  also  to 
afford  opportunities  to  men  to  secure  an  all  round 
training  that  will  enable  them  to  qualify  as  foremen 
and  superintendents.  The  present  system  by  which 
men  learn  only  one  or  two  departments  of  manufact- 
uring is  prejudicial  to  a  comprehensive  knowledge 
of  shoe-making,  the  result  being  that  Canadian  fac- 
tories have  to  rely  very  largely  on  foremen  and  super- 
intendents who  have  received  their  training  in  the 
States.  We  want  more  "Made  in  Canada"  foremen 
and  superintendents.    It  is  believed  that  the  technical 


schools  will  give  facilities  by  which  Canadians  can 
qualify  for  these  higher  positions. 

With  this  object  in  view,  the  co-operation  of  the 
trade  unions  will  be  asked — so  that  manufacturers 
and  workmen  can  work  in  harmony  toward  the  des- 
ired end. 

The  question  of  establishing  a  branch  in  Montreal 
will  come  before  the  directors  of  the  Technical  School 
and  then  before  the  Quebec  Government.  Later  a 
committee  will  be  appointed  to  discuss  the  practical 
side  of  the  subject. 

Should  the  branch  prove  a  success,  steps  will  be 
taken  to  establish  a  branch  in  the  City  of  Quebec. 


New  Tannery  Producing  High  Grade  Splits 

A  company  has  been  formed  specializing  in  the 
output  of  high-grade  splits.  This  company  is  doing 
business  under  the  name  of  the  Missisquoi  Tanning 
Company,  and  is  situated  at  Farnham,  Quebec.  The 
General  Manager,  Mr.  A.  G.  Sim,  states  that  it  is  their 
intention  to  put  out  some  high-grade  chrome  splits 
especially  adapted  to  meet  the  requirements  of  the 
felt  shoe  trade,  and  also  quarter  linings  for  the  better 
class  trade  generally  in  pearl  and  fawn.  The  new 
company  was  inaugurated  by  the  Russell-Sim  Tan- 
nery Company,  of  Salem,  Mass.  to  take  care  of  their 
Canadian  trade.  The  latter  firm  were  doing  busi- 
ness on  this  side  to  such  an  extent  that  it  became  nec- 
essary, in  order  to  give  greater  service  and  satisfac- 
tion generally,  to  get  a  more  convenient  point  of  dis- 
tribution, and  the  Missisquoi  Tanning  Company  was 
formed  to  handle  the  Canadian  demand. 

The  company  lay  stress  on  their  ability  to  main- 
tain consistent  qj.iality  in  shipments,  and  assert  that 
they  are  in  a  position  to  duplicate  leathers  on  repeat 
orders  with  the  greatest  exactitude.  The  confidence 
that  they  can  secure  uniformity  in  leather  shipments 
is  a  point  of  great  importance  to  the  manufacturers. 


The  Business  Outlook  in  Winnipeg 

By  W.  W.  Kendall 

Indications  at  present  and  for  some  time  past  point 
to  business  conditions  fast  getting  down  to  a  normal 
basis,  and  that  the  attitude  of  the  buying  public  is 
changing ;  by  this  I  mean  that  most  people  have  got- 
ten over  the  idea  that  prices  on  all  commodities  must 
reach  a  pre-war  basis  before  they  would  buy,  and  are 
beginning  to  realize  that,  Avhile  prices  have  dropped 
on  most  lines  of  merchandise  considerably  within  the 
I)ast  year,  it  will  indeed  be  a  long  time  before  prices 
get  back  to  anywhere  near  the  pre-war  level,  if  ever, 
as  even  before  the  war,  prices  gradually  began  to  soar 
on  shoes  and  the  gradual  increase  was  augmented  by 
war-time  conditions.  As  to  just  what  level  the  decline 
in  prices  will  reach  in  the  retail  shoe  trade,  it  is  im- 
possible at  present  to  forecast,  but  one  point  upon 
which  most  people  connected  with  the  shoe  industry 
are  unanimous,  is  that  shoes  will  not  be  sold  at  pre- 
v.ar  prices  when  they  do  arrive  at  their  lowest  level. 
1  attribute  in  a  great  measure  the  success  in  the  effort 
to  stabilize  conditions  to  the  retail  merchant  and  his 
salesmen,  by  their  close  study  of  business  conditions 
and  the  passing  on  of  their  knowledge  to  the  consumer, 
but  must  say  that  in  the  past  they  have  not  been  aided 
by  some  of  the  papers  in  their  different  towns  and 
cities. 

The  effect  of  unemployment  on  the  shoe  trade  is 
something  that  is  impossible  for  me  to  fathom,  as  there 
is  very  little  of  it  existing  in  Winnipeg.  I  do  not  think 
it  has  any  material  effect  on  the  retail  shoe  trade  here. 
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Winnipeg  Shoppers'  Exposition 
Proves  Big  Success 

One  of  the  greatest  expositions  and  parades  ever 
held  in  Winnipeg  took  place  during  the  week  of 
Septemiber  26-C)cto;ber  1st.,  with  the  idea  of  showing 
the  public  that  the  high  cost  of  living  is  now  well  on 
its  way  down  the  tobogan  slide. 

The  Board  of  Trade  Building  was  the  scene  of  the 
Exposition  where  about  100  retail  merchants  were 
disiplaying  their  goods,  each  article  showing  this  year's 
price,  compared  with  that  of  last  year. 

One  of  the  outsanding  features  of  the  Exposition 
was  the  "  Styles  Promenade,"  where  aJbout  seventy- 
five  living  models  were  displaying  various  garments 
at  intervals  during  the  day. 

The  Princess  Pats  band  was  in  regular  attendance 
both  afternoon  and  evening  during  the  week.  An- 
other added  feature  was  the  showing  of  moving 
pictures  and  interesting  lectures,  one  of  which  being 
a  "  Lecture  on  Footwear." 

Lecture  on  Footwear. 

That  the  price  of  footwear  would  never  again  go 
down  to  the  pre-war  level  unless  everything  else 
dropped  to  the  same  old  figure,  a  thing  which  even 
the  most  optimistic  could  not  hope  for,  was  the  opin- 
ion exlpressed  by  Arthur  Congdon,  president  of 
Cong^don  Marsh  Limited,  wholesale  shoe  dealers,  in 
the  course  of  a  short  address  delivered  in  the  Forum 
of  the  Board  of  Trade  building,  in  connection  with 
the  exposition.  Answering  the  question  which  he 
said  was  often  asked,  why  the  price  of  shoes  was  so 
high  when  the  price  of  hides  had  dropped  to  so  low  f 
level.  Mr.  Congdon  remarked  that  first,  few  shoes  and 
boots  today  were  manufactured  out  of  wihat  was  com- 
monly called  "  country  hides,"  skins  of  the  cow  or  ox. 
People  did  not  buy  that  class  of  footwear  novv-a-days ; 
they  wanted  the  better  grades  made  out  of  kid,  calf 
and  other  higher  quality  leathers.  Secondly  while 
the  price  of  ordinary  hides  had  dropped  very  mater- 
ially all  the  other  costs  were  very  high  and  some  of 
them  were  still  going  up.  No  less  than  80  per  cent, 
of  the  cost  of  boots  and  shoes  was  for  labor. 

The  abolition  of  the  bar,  said  Mr.  Congdon,  had 
resulted  in  a  tremendous  increase  in  the  demand  for 
children's  boots  and  shoes  and  for  footwear  of  that 
nature  of  a  far  superior  quality  to  that  purchased  some 
years  ago. 

The  boot  and  shoe  retailers  of  Winnipeg  whilst  not 
large  exhibitors  at  the  Exposition,  the  reason  being 
on  account  of  short  notice,  had  several  very  fine  dis- 


A  float  that  attracted  much  attention  in  the  Winnipeg  Promenade 

plays  of  footwear.  The  principal  exhibitors  were 
Pococks  Ltd.,  Regent  Shoe  Store,  the  Portage  Boot 
Shop.  These  firms  were  showing  a  large  variety  of 
styles  and  colors,  most  of  the  shoes  moderately  priced 
which  were  given  great  prominence. 

On  Wednesday,  September  28th.,  a  "  Promenade 
of  Progress"  was  staged  in  connection  with  the- 
Shoppers  Exposition,  and  many  thousands  of  Win- 
nipeg citizens  lined  the  principal  streets  to  see  the 
finest  and  most  g"orgeous  parade  ever  held  in  Win- 
nipeg. Mayor  Parnell  proclaimed  a  half  holdiday 
in  order  to  allow  everyone  to  see  the  parade  of 
parades.  The  sidewalk  were  packed,  while  the  of¥ice 
windows  facing  on  the  route  were  filled.  The  parade 
was  made  up  of  various  sections,  such  as  the  shoe 
section,  ect.,  no  individual  firm  being  allowed  to  ad- 
vertise their  name.  The  footwear  section  was  one  of 
the  principal  and  most  elaborate  in  the  Avhole  parade. 
It  consisted  of  five  large  floats,  all  having  the  same 
style  of  decoration,  viz.,  white  tissue  paper  in  narrow 
strips  which  covered  the  entire  floats.  Each  float  was 
driven  by  a  shoe  merchant.  One  of  the  floats  in  the 
shape  of  a  large  shoe  received  a  great  deal  of  atten- 
tion. The  shoe  trade  of  Winnipeg  are  to  be  con- 
gratulated upon  their  splendid  showing,  as  they 
worked  day  and  night  for  a  week  to  make  their  section 
one  of  the  best,  and  they  certainly  could  not  be  dis- 
appointed with  the  results. 

The  retail  show  stores  of  Winnipeg  are  following 
up  the  campaign,  "  that  your  dollar  will  buy  more  to- 
day than  in  1920,"  with  good  displays  to  this  efifect  in 
their  store  windows. 


The  Regent  Shoe  Shop  and  Pocock's,  Ltd.,  had  attractive  booths  at  the  Winnipeg  Shoppers'  Exposition. 
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Good  show  cards  put  life  into  your  windows.     Above  are    some  timely  ideas  .     Art  Sign  Studio,  designers 


New  Quarters  for  Children's  Shoe  Mfg.  Go. 

The  Children's  Shoe  Manufacturing  Company  have 
removed  to  commodious  and  well-lighted  premises  at 
37  Colomb  Street,  Quebec  City,  where  a  warm  welcome 
awaits  visiting  jobbers  and  retailers.  On  the  occasion 
of  a  recent  visit  by  a  representative  of  "Footwear-in 
Canada,"  Mr.  G.  E.  Carpentier,  the  general  manager, 
spoke  hopefully  of  business  conditions  and  appreciat- 
ively of  the  recent  changes  his  firm  had  made.  The 
Children's  Shoe.  Company  have  an  excellent  line  of 
staples  which  they  have  considerably  extended  of  late 
in  anticipation  of  greately  improved  trade.  They  now 
also  have  a  varied  assortment  of  womens,  misses,  boys 
and  youths'  medium  lines  in  addition  to  their  regular 
stock  of  children's  shoes. 


Importance  of  Uniformity  in  Oils  Used 
by  the  Tanning  Trade 

Getting  consistent  results  in  the  tanning  trade  is 
largely  due  to  the  extent  upon  which  the  tanner  can 
rely  upon  the  grade  of  oil  he  uses.  Consequently  the 
standardized  oil,  subject  to  chemical  test  by  the 
manufacturer  before  delivery,  is  a  product  most  cal- 
culated to  be  in  demand.  There  are  numerous  for- 
mulae used  by  the  manufacturers  in  this  country  to 
produce  certain  grades  of  oils,  but  it  is  only  such 
formulae  as  have  been  in  existence  a  number  of  years 
and  are  proven  to  be  a  success  that  are  relied  on  to  any 
extent  by  the  trade.  A  new  oil  made  from  any  new 
formula  is  about  the  most  difficult  thing  in  the  world 
to  sell  a  tanner  for  the  simple  reason  that  he  has  be- 
come used  to  bis  source  of  supply,  and  if  he  can  rely 
on  same  hesitates  to  change  and  so  run  the  risk  of 
doubtful  results.  This  works  both  ways,  however, 
for  once  a  tanner  is  sold  and  satisfied,  his  custom  can 
be  relied  upon  by  the  oil  and  grease  people  as  long 
as  they  continue  to  supply  uniform  shipments. 

Two  years  ago  the  Canadian  business  of  the  Salem 
Oil  and  Grease  Company,  Incorporated,  of  Salem, 
Mass.,  grew  to  such  proportions  that  the  executives 


of  the  company  decided  it  was  necessary,  in  order  to 
give  their  Canadian  trade  greater  service,  to  open  a 
Canadian  factory.  The  Salem  Oil  and  Grease  Com- 
pany of  Canada,  Limited,  whose  plant  is  at  Farnham, 
Quebec,  is  the  outcome  of  the  American  Company's 
decision  to  manufacture  in  this  country,  and  has  been 
in  existence  now  for  two  years. 

We  have  had  the  opportunity  of  looking  over  this 
plant  and  talking  with  general  manager,  Mr.  P.  L. 
Coombs,  who  tells  us  that  it  is  the  policy  of  the  com- 
pany to  buy  all  their  raw  material  as  far  as  possi'ble 

in  Canada,  and  in  some  cases  they  even  pay  more  for 
it  than   they   would  have  to  in  other  markets.  Of 

course  there  are  some  things  that  are  not  obtainable 
in  this  country  and  for  these  they  must  go  to  foreign 
markets.  The  firm  stand  behind  all  their  sales  to  the 
extent  that  if  what  they  sell  the  tanner  is  not  as 
purported  to  be  'by  them,  they  will  take  the  delivery 
back,  or  if  the  delivery  on  a  repeat  order  does  not  come 
up  to  the  standard  of  the  initial  shipment,  they  will 
give  credit  for  same.  There  would  not  appear  to  be 
much  chance,  however,  of  varying  supplies  as  each 
batch  of  oil  is  subject  to  a  laboratory  test. 

From  a  casual  inspection  of  this  company's 
laboratory,  it  is  apparent  that  all  shipments  are 
subject  to  rigid  tests  in  order  that  they  may  be 
uniform  on  previous  lots.  Great  emphasis  is  laid  upon 
the  standardization  of  their  products  by  Mr.  Coombs, 
who  says  that  in  his  opinion  this  is  the  secret  of 
success  not  only  to  the  tanner  but  incidentally  to  the 
people  in  the  oil  and  grease  business.  This  firm  is 
equipped  to  supply  oils  to  the  tanners'  specifications. 
In  fact  it  would  appear  that  much  business  is  done 
on  these  lines  by  them.  Being  situated  at  Farnham. 
Quebec,  the  Canadian  company  is  in  in  an  excellent 
location  as  regards  economical  and  speedy  distribution 
of  output,  which  gives  the  tanners  the  advantage 
of  not  having  to  carry  such  a  large  stock  because  he 
can  always  rely  on  receiving  prompt  shipment  of 
orders. 
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How  Juvenile  Footwear  Business 
Has  Kept  Pace  With  Demand 


By  CLAYTON  E.  HURLBUT 


Civilization  progresses.  Evolution  of  mankind  is 
a  constant  process,  an  upward  and  onward  movement, 
marked  by  a  constant  desire  for  that  which  is  more 
perfect,  niore  suited  to  fill  human  wants  and  necess- 
ities, more  certain  to  improve  the  body  and  mind  and 
the  conditions  under  which  body  and  mind  exist  and 
develop.  All  of  which  we  do  not  see  or  realize  every 
day,  but  none  the  less  the  truth  is  there,  underlying 
our  motives  and  actions  and  forming  our  guiding 
principles  in  all  activities. 

And  unconsciously,  this  truth  has  a  direct  bearing 
of  far-reaching  importance  in  the  progress  of  modern 
business.  The  desire  for  better  and  healthier  sur- 
roundings, greater  conveniences  of  daily  life,  facil- 
ities for  ease,  comfort  and  individual  progress  must 
be  reflected  in  trade,  for  the  life  of  trade  is  to  supply 
to  the  people— civilization  at  large—whatever  appears 
essential  to  the  people  in  their  process  of  develop- 
ment, of  evolution. 

Were  To-day's    Necessities  Yesterday's  Luxuries? 

We  often  hear  that  the  luxury  of  yesterday  has 
become  the  necessity  of  to-day,  but  when  analyzed, 
the  statement  means  nothing  more  or  less  but  that 
these  were  never  luxuries  at  any  time.  Simply,  bus- 
iness had  not  progressed  to  a  point  where  these  so- 
called  luxuries  could  be  placed  at  popular  disposal 
at  a  moderate  price.  The  study  of  human  require- 
ments had  gone  on  apace,  to  be  sure ;  scientists  con- 
tinued their  investigations  and  followed  these  along 
with  their  recommendations ;  publicity  did  its  share 
in  the  education  of  the  public,  and  business  followed 
pace  with  the  general  trend— the  process  of  evolution. 
Business  became  itself  more  scientific,  and  contin- 
ues the  process. 

What  is  the  result?  Simply  this— the  people  at 
large  are  to-day  familiar  to  a  greater  degree  with 
their  actual  needs  than  they  were  in  the  years  gone  by. 
Importance  of  the  proper  filling  of  their  needs  has 
been  brought  to  their  attention  by  forceful  methods. 
What  they  were  wont  to  consider  luxuries  they  dis- 
covered were  at  all  times  necessities  of  life.  And 
as  the  facts  have  become  more  apparent,  the  demand 
for  these  so-called  luxuries  has  increased—  and  pop- 
ular demand  is  a  factor  for  business  development 
which  shrewd  business  men  are  quick  to  grasp  and 
develop. 

Success  Depends  on   Keeping   Pace   With  Demand 

So  business  expands,  and  so  business  men  succeed 
or  fail— exactly  as  they  keep  pace  with  popular  de- 
mand. The  records  in  any  line  of  business  will 
demonstrate  the  fact  that  those  men  who  have  cater- 
ed to  the  changing  demands  of  the  public  and  met  the 
requirements  with  merchandise  at  fair  prices  have 
experienced  the  greater  success.  On  the  other  hand, 
those  who  have  not  recognized  these  changing  stan- 
dards of  life,  but  have  continued  with  antiquated 
methods  have  been  passed  in  the  race,  dropped  out 
or  fallen  into  a  position  which  is  secondary  at  least. 

Has  all  of  this  an  application  to  the  business  of 
retailing  shoes?  The  answer  is  obvious;  of  course 
it  has.    The  retail  shoe  business  of  to-day  and  that 


of  fifty  years  ago,  or  even  fifteen,  are  not  open  to 
comparison.  Stocks  have  changed ;  so  have  buying 
and  selling  policies.  The  modern  shoe  store  has  an 
entirely  different  appearance  from  that  of  years  ago, 
and  the  policies  under  which,  modern  retail  shoe  bus- 
inesses are  conducted,  with  service  as  a  central  fac- 
tor, are  matters  of  which  the  retailer  of  not  so  many 
years  ago  had  scarcely  dreamed. 

For  many  of  these  changes  and  this  progress- 
ive development  the  retailer  alone  deserves  credit. 
But  at  the  same  time,  the  manufacturers  of  shoes 
have  had  much  to  do  with  the  new  order  of  things. 
In  many  respects  they  have  been  pioneers  in  de- 
veloping the  shoe  business  to  its  present  high  stan- 
dard of  efficiency  and  have  encouraged  the  retailer 
in  his  desire  for  new  and  better  business.  Im- 
provements in  the  methods  of  production  have  been  a 
factor,  but  a  far  greater  factor  has  been  the  interpret- 
ation by  the  manufacturer  of  the  constant  demand  for 
a  better  order  of  things  and  his  assuming  the  lead,  in 
many  cases,  to  fill  this  demand — and  through  the  re- 
tail stores. 

Progress  in  Catering  to  the  Children's  Needs 

Development  in  the  business  on  footwear  for  grow- 
ing children  is  a  fair  illustration  of  this  changing  order 
ol  things,  and  while  not  yet  perfect,  it  is  a  portion  of 
the  shoe  business  in  which  remarkable  progress  has 
been  made— because  of  popular  demand. 

Think  of  the  day  when  you  and  I  were  boys. 
Father  came  home  with  the  pay  envelope  on  Sat- 
urday, and  mother  took  the  pay  envelope,  the  market 
basket,  and  the  children  and  started  out  to  do  the  shop- 
ping for  Sunday.  The  children  needed  shoes  and  the 
first  stop  was  at  Mr.  Jones's,  for  the  family  all  bought 
shoes  there.  Mr.  Jones  met  mother  and  the  children 
at  the  door,  shook  hands,  patted  the  children  on  their 
heads,  inquired  of  the  family  health  and  learned  that 
the  object  of  the  visit  was  shoes  for  the  children— some- 
thing cheap  with  lots  of  wear.  A  young  clerk  then 
took  charge,  escorted  mother  and  the  children  over  to 
the  long  green  boxes  which  were  a  part  of  the  counter 
and  shelving  arrangements,  seated  the  family  and 
made  inquiry  as  to  the  sizes.  If  they  were  sevens,  he 
opened  the  seven  drawer  and  drew  forth  a  pair  of 
shoes,  heavy,  uncartoned,  and  tied  together  at  the 
heels  with  a  string.  He  did  not  ask  the  width— there 
was  no  such  thing.  If  the  shoe  was  a  little  tight,  he 
promptly  produced  an  eight,  for  there  were  no  half- 
sizes.  The  heavier  the  boot  appeared,  the  better 
mother  was  pleased  for  that  was  the  indication  of  ser- 
vice. If  the  boots  squeaked,  that  satisfied  the  chil- 
dren—for what  was  the  use  of  new  boots  if  the  squeak 
was  not  going  to  be  present  to  advertise  the  newness 
when  the  family  entered  church  or  Sunday  school  on 
the  morrow.  There  was  no  thought  of  fit ;  so  long  as 
the  boots  did  not  hurt,  they  would  answer  provided 
they  were  cheap.  Finish,  nicety  of  style,  assurance 
of  comfort,  were  minor  considerations. 

Overdrawn?  Yes,  perhaps,  but  indicative  of  the 
lack  of  understanding  of  the  children's  requirements 
and  the  positive  harm  that  might  result.  So  long  as 
the  shoes  were  cheap  and  looked  as  if  they  would  give 
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long  wear,  mother  was  satisfied.  So  long  as  mother 
was  satisfied  and  there  were  plenty  of  sales,  the  retailer 
was  satisfied— and  rightly  so. 

Health  Becomes  Factor  in,  Buying  Juvenile  Footwear 

But— during  these  years  civilization  was  not  stand- 
ing still  and  improvement  of  conditions  was  a  natural 
desire.  Science  was  busy;  so  was  publicity— and  be- 
coming busier  than  ever.  Medical  men  were  devoting 
more  attention  to  the  prevention  of  bodily  ills  than 
to  the  cure.  The  importance  of  correct  development 
of  growing  feet  was  becoming  more  apparent  because 
of  the  prevalence  of  all  sorts  of  foot-ills  among  people 
of  more  mature  years.  Orthopedics  was  a  growing 
specialty  with  medical  and  surgical  men— resulting  in 
a  gradual  popular  demand  for  something  better  and 
more  scientific  in  shoes  for  growing  feet.  Organ- 
izations whose  object  was  improvement  of  the  gen- 
eral health  of  the  public  were  springing  up  and  devot- 
ing-attention  to  children's  feet  and  children's  footwear. 
Incorrect  fitting  or  lack  of  fitting  was  the  cause  of 
many  evils.  The  coarseness  of  manufacture  was  an- 
other. Agitation  was  going  on  for  improvement — 
more  popular  demand.  The  health  of  the  child  was 
becoming  the  factor  in  purchasing  children's  shoes; 
price  was  becoming  secondary,  so  long  as  it  contin- 
ued fair.  Correct  dress  for  children  was  becoming 
esssential,  just  as  it  was  for  mother. 

Manufacturers  sensed  the  change  and  followed  the 
demand  with  improved  styles  and  better  construction, 
keeping  an  eye  all  the  time  on  the  health  feature. 
Widths  came  in ;  so  did  half  sizes.  Boots  without 
nails  or  tacks,  finely  constructed  of  better  leather,  soft 
and  pliable,  made  their  appearance  at  prices  which 
were  fair. 

Alert  retailers  were  also  alive  to  the  situation  and 
began  to  change  their  buying  and  selling  policies,  in 
conformance  with  the  demand.  It  must  be  admitted 
that  the  change  was  not  an  easy  one  in  all  cases ;  there 
was  in  fact,  considerable  skepticism,  and  some  still 
remains  based  largely  on  a  belief  that  good  shoes  for 
children  would  not  sell  because  of  price. 

Price  Vs.  Fulfillment  of  Demand 

Well,  civilization  progresses.  And  if  the  demand 
for  better  things  is  genuine  (and  it  cannot  be  denied) 
then  price  is  not  the  first  factor  in  the  sale.  It  must 
be  fair;  that  is  all.  As  a  matter  of  fact,  the  retailer 
who  understands  the  demands  of  the  public  does  not 
sell  on  price,  but  on  the  fulfillment  of  the  demand. 
He  talks  very  little  of  price  and  mostly  of  good  and 
correct  merchandise.  He  falls  in  with  the  general 
trend  of  popular  opinion  and  makes  the  most  of  it~ 
and  with  most  customers  he  has  a  sympathetic  aud- 
ience. Not  in  all  cases,  but  where  price  controls  the 
situation,  the  selling  eflfort  is  largely  at  fault.  Price 
may  be  made  to  control  an  immediate  sale;  service 
and  careful  attention  to  the  best  interests  of  a  cus- 
tomer are  more  potent  factors,  however,  in  the  devel- 
opment of  permanent  business. 

There  is  still  room  for  development— plenty  of  it— 
in  the  children's  footwear  business  in  Canada.  The 
needed  material  is  all  at  hand.  Canada  produces  to- 
day the  finest  grades  of  shoes  for  growing  children, 
all  that  is  reqviired  to  meet  the  increasing  demand. 
The  public  is  in  a  receptive  mood,  educated  on  the  real 
requirements  of  the  children,  and  becoming  more  so 
every  day.  Progressive  retailers  are  selling  better 
grades  and  giving  more  and  more  attention  to  proper 
fitting.  Improvement  is  very  much  the  order  of  the  day 
—and  it  is  paying  dividends.    And  retailers  are  learning 
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that  proper  attention  to  the  business  of  growing  chil- 
dren and  satisfactory  service  to  meet  their  require- 
ments are  producing  fast  turnover— the  basis  of  pro- 
fits in  any  business. 


Eagle  Sales'  Staff  Report  Livening  Demand 

It  is  gratifying  to  hear  from  the  Eagle  Shoe  Com- 
pany, Limited,  Montreal,  that  their  sales  staff  is  ex- 
])eriencing  increased  activity  in  the  shoe  trade.  Re- 
jx>rts  from  the  road  in  different  sections  of  the  country 
show  a  stififening  in  the  demand  for  staples,  of  which 
the  firm  carry  a  wide  assortment,  while  new  Spring 
samples  are  going  exceedingly  well.  One  of  the  firm's 
best  sellers  at  the  moment  is  Frank  W.  Slater's  "Strid- 
er"  Gypsy  Sandal,  a  low  shoe  designed  on  pleasing 
lines  made  up  in  patent  leather,  tan  calf,  and  white 
suede.  The  Eagle  Shoe  Company  have  an  attractive 
illustrated  catalogue  and  price  list  well  worth  the  re- 
tailer's perusal. 


Agent  of  British  Concern  Changes  Address 

Mr.  A.  J.  Machin,  representing  I.  Rappaport, 
Limited,  London,  England,  manufacturers  of  men's 
and  women's  Pullman  slippers,  also  spats  and  over- 
gaiters,  and  Joseph  Dawson  &  Sons,  Northampton, 
England,  makers  of  men's  fine  welt  shoes,  has  changed 
his  headquarters  from  2401  Clark  St.,  Montreal,  to 
53  Cedar  Ave.,  Hamilton,  in  order  to  be  more  centrally 
located  to  the  trade.  Mr.  Machin  set  out  early  this 
month  for  his  fall  selling  trip,  carrying  fall  samples 
specially  made  for  the  requirements  of  the  Canadian 
trade. 


Owen  Sound  Has  Fine  New  Shoe  Store 

One  of  Toronto's  oldest  shoe  retail  concerns,  the 
Carey  Shoe  Company,  whose  stand  opposite  the  St. 
Lawrence  Market  has  become  a  landmark,  is  demon- 
strating a  youthful  spirit  of  enterprise  in  the  extension 
of  its  operations.  Mr.  A.  C.  Carey,  the  junior  member 
in  this  concern,  is  opening  a  new  and  up-to-date  shoe 
store  in  Owen  Sound.  The  jjremises,  in  the  Vickers 
Block,  measure  90  ft.  x  23  ft.  inside  measurements,  and 
are  ibeing  fitted  with  all  the  equipment  necessary  for 
the  operation  of  a  modern  footwear  establishment. 
The  store  front  is  quite  a  feature,  and  stands  out  as 
the  finest  in  the  district.  A  fine  stock  of  footwear  has 
been  toought,  and  the  firm  will  cater  to  the  require- 
ments of  the  medium  class  trade. 


An  Historic  Concern 

Many  of  the  greatest  men  of  all  time  have  risen 
from  the  humblest  circumstances.  Dickens,  the  famous 
novelist,  is  an  outstanding  example  of  this.  In  his  ear- 
ly years  he  worked  for  his  living  in  a  blacking  factory, 
his  parents  being  negligent  and  improvident  people, 
who  had  not  the  discernment  to  see  that  their  son  had 
the  characteristics  of  a  genius.  It  is  very  interesting 
to  note  that  the  plant  in  which  Dickens  worked  was 
that  of  Day  &  Martin,  and  in  his  writings  reference  is 
made  to  the  days  he  spent  there.  This  concern  has  a 
touch  of  the  historic  about  it,  first  because  it  had  the 
distinction  of  employing  one  of  the  greatest  of  Eng- 
land's novelists  in  its  works,  and  secondly  because  it 
has  been  in  existence  for  over  150  years,  having  been 
established  in  1770.  It  is  operating  to-day,  in  a  big 
way,  and  its  product  is  now  on  the  Canadian  market. 
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X^Tiaf  a  rangre  the  modern  woman  has  to  choose  from  in  footwear  styles,  whatever  her  tastes  may  be!  Milady 
would  be  hard  to  please  if,  in  the  above  selection,  she  could  not  find  something  to  suit  her  fancy.  The  Myles  two- 
button  strap,  in'  black  suede,  is  conservative  but  smart,  and  in  the  Newport  satin  two-strap  (lower  right)  we  have 
further  evidence  that  black  footwear  need  not  lack  interest.  Notice  how  elfective  a  decoration  the  steel  beading  makes. 
The  brogue  pattern  is  another  Myles  production,  combining  practicability  with  the  necessary  flavor  of  style.  The 
Scroggins  patent  one-strap  is  particularly  suited  to  the  needs  of  the  "flapper"  and  will  please  her  eye  as  well  as  her 

foot. 


90 


FOOTWEAR    IN  CANADA 


The  shoe  ban  befomc  the  ftteal  point  in  n  woman's  attire,  ami,  l»y  a  t>roeeMH  of  eduention,  >ve  may  be  able  to 
plnce  an  equal  cniphaNis  on  men's  foottvear.  Uistinetive  styles,  attraetively  presented,  are  the  essential.  Above  are 
some  interestinK'  examples  of  recent  produetions  by  Canadian  shoe  manufacturers.  In  tlie  centre  we  have  an  A.H.M. 
man's  shoe  in  brogue  pattern,  pieasini;'l)  suKKestive  of  the  out-of-doors.  Below  is  a  strilting  tongue  elTeet  from  the 
iMedeaif  line  (Nursery  Slioe  Co.),  in  white  kid  and  patent.    The  two-strap  shown  above  is  another  Meilcalf  model,  shown 

In  brown  kid. 


Patent  and  black  satin  are  among;  Fashion's  favorites,  and  tlie  indications  are  tliat  tliey  will  be  features  of  the 
shoe  style  situation  for  many  months.    That  they  lend  themselves  to  "styleful"  effects  is  demonstrated  in  the  above 
illustrations.     The  three-strap  centre-buckle  model  in  the  centre  (Newport  Shoe  Co.),  while  free  from  any  susg-estion 
of  loudness,  immediately  attracts  the  eye,  and  the  patent  and  white  kid  design  (Getty  &  Scott)  also  makes  a  very  effec- 
tive combiiiatiou.   Refinement  characterizes  the  black  satin  one-strap  shown  below- — this  is  another  Getty  &  Scott  model. 
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Feminine  tastes  and  habits  vary  widely.  One  woman  wants  to  wear  pretty,  fanciful  footwear  all  the  time;  an- 
other, of  a  practical  turn  of  mind,  will  reserve  it  exclusvely  for  formal  occasions.  The  shoes  with  which  our  model 
appears  so  pleased  are  of  the  fanciful  type.  The  cutter  has  exerted  his  orig-inality  to  produce  a  distinctive  pattern 
in  tip  and  quarter,  and  a  dash  of  color  is  added  to  the  brown  suede  and  kid  combination  by  the  use  of  green  silk  plp- 
Ini^.  This  is  one  of  the  latest  desigms  by  Geo.  A.  Slater.  The  shoe  shown  in  the  Insret  forms  a  contrast)  It  la  decidedly 
■sensible,"  but  how  well  it  would  look  with  a  smart  walking  costume  or  sport  suit!     It  is  shown  by  Amea-Holden- 

McCready. 
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Mr.  Shoeman,  let  us  introduce  you  to  the  O.  &  E.  grirl.    Delig'hted,  \ve  are  sure!    Tbougb  she  seems  so  demurely 
nuconscious,  full  well  Is  the  young  lady  aware  that  her  feet  are  the  object  of  admlriug  glances — for  does  not  the  art 
of  the  shoemaker  enhance  the  graces  of  nature  in  this  refined  interitretntlon  of  Dame  Fashion's  recent  fancy,  the  moc- 
casin sandal.     Shoes  by  Owens-Elmes  Mfg.  Co. 
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Something  new  in  footwear  materials.    The  uppers  of  these    shoes  are  made  from  Alexandre's  Broadtail     Shown  by 

Fur-Ever  Footwear  Corporation 
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The  Juvenile  footwear  busiuess  is  at  last  coming-  into  the  promineuee  it  «leserves,  and  shoe  manuf aoturer  and 
merchant  to-day  eau,  and  must,  offer  the  public,  children's  shoes  that  are  coaducive  to  the  child's  health,  and  at  the 
same  time  satisfy  the  parents'  ideas  with  regard  to  good  appearance.  Above  are  three  examples  of  the  excellent  type 
of  juvenile  footwear  that  is  now  being  produced  by  Canadian  manufacturers.    They  are  shown,  respectively,  by  Getty 

Scott,  the  Hurlbut  Co.,  and  the  Nursery  Shoe  Co. 


96 


FOOTWEAR    IN  CANADA 


Dame  Fashion  Still  Says  ''Straps''  H 

No  Indication  of  any  Radical  Change  in  the  Style  Trend  as  yet,  but  Keep  Your  Weather 
Eye  on  Fashion's  Barometer  as  the  Season  Advances 


"  What  will  be  good  for  spring?"  is  a  question 
which,  some  seasons  ago,  did  not  seem  to  be  an 
impossible  one  to  answer  six  months  ahead,  but  to- 
day it  does  not  seem  safe  to  make  any  definite 
predictions.  That  straps  will  be  popular  for  sev- 
eral months  to  come  seems  assured,  and  that  there 
will  be  quantities  of  them  sold  next  spring  is  likely 
enough.  That,  however,  does  not  answer  the  query 
at  all  satisfactorily.  What  the  shoeman  would  like 
to  know  is :  What  will  the  big  city  stores  be  featur- 
ing in  their  windows  next  April?  It  may  be  straps, 
but — a  year  ago  shoe  merchants  were  talking  oxfords, 
and  ties,  and  French-American  cut-outs,  and  sabot 
l)umps,  for  spring, — and  then  straps  arrived  in  mid- 
season,  and  when  spring  came  the  rest  of  the  family 
found  themselves  rather  in  the  background. 

Straps  have  not  yet  been  used  to  the  limit  of  their 
possibilities.  They  lend  themselves  to  variety  and 
originality  in  design,  which  is  the  secret  of  style 
longevity,  and  the  shoe  trade  owes  them  a  debt,  for 
in  combination  with  the  short  skirt,  they  have  been 
instrumental  in  placing  an  emphasis  on  style  in 
footwear  which  is  prdbaibly  unparallelled  in  Fashion's 
records. 

Some  U.  S.  Features 

The  situation  at  the  moment,  therefore,  is  that 
straps  live  and  are  likely  to  for  some  considerable 
time.  In  States,  there  seems  to  be  a  tendency  to  in- 
troduce the  novelty  stimulant  by  the  production 
of  extravagant  jiatterns.  One,  two,  three,  four  and 
even  up  to  five  straps  are  seen  in  almost  unlimited 
variety,  and  cut-outs  are  still  a  strong  feature  on 
the  quarter  and  above  the  shank.  "  Chicken  boots  " 
SVz  inches  high  with  four,  five  and  six  straps  are  a 
recent  arrival,  but  whether  they  will  stay  is  not  yet 
determined.  "  Salley"  sandals  have  been  running 
strongly  in  the  big  cities  in  the  States  and  will  most 
Hkfely  have  their  call  from  the  younger  set  in  Canada. 
The  same  will  probably  hold  true  of  the  moccasin 
sandal,  though  in  its  original  and  undiluted  form  it 
is  really  not  an  artistic  model.  "Toddle"  oxfords 
are  another  U.    S.  innovation.     This    is    a  patent 


Straps  will  have  continued  popularity  with  the  younger  folks 

oxford,  with  plain  toe  and  walking  heel,  which  shows 
signs  of  winning  widespread  popularity  and  is  talked 
of  as  sure  thing  for  Spring. 

However,  the  Canadian  trade  is  just  a  little  bit 
different  from  the  U.  S.  trade.    What  goes  on  Broad- 


way will  not  necessarily  go  in  Winnipeg  or  Toronto. 
In  the  very  best  class  of  trade  there  seem  already 
to  be  some  indications  of  a  reaction  against  fanci- 
ful patterns  in  straps;  they  are  looking  for  the  plainer 
designs  in  order  to  escape  from  any  possibility  of 
the  reproach  of  "  commonness."  What  will  be  their 
next  choice,  or  what  will  be  produced  that  will  meet 
their  tastes?  Tongue  pumps?  Oxfords?  It  is  dif- 
ficult to  say.  One  thing  seems  sure,  however,  they 
will  look  for  something  new  next  spring. 

Of  course,  it  must  be  rememtbered  that  "  the  very 
best  trade"  is  not  the  whole  trade,  and  while  that 
particular  class  may  evince  a  little  restlessness,  there 
are  other  "  sets"  which  are  quite  satisfied  with  the 
prevailing  styles  and  as  yet  are  making  no  demand 


Blacks  will  predominate  this  fall 

for  anything  more  than  variations  based  on  the 
present  mode.  This  condition  will  in  all  probability 
continue  for  many  months. 

Black  Still  Predominates 

As  to  colors,  black  seems  certain  to  dominate  the 
situation  till  spring,  unless  the  manufacturers,  findinir 
that  lack  of  color  is  deadening  the  ladies'  interest  in 
footwear,  seek  to  create  a  diversion.  This  forecast 
is  based  on  the  general  composition  of  the  feminine 
wardrdbe  as  well  as  on  the  present  designs  of  the 
shoe  manufacturers.  Patent  is  still  a  leader,  with  black 
suede  also  in  evidence. 

Heels  are  finding  themselves  depressed,  except 
for  evening  slippers.  The  Baby  Louis  is  making  a 
bid  for  the  centre  of  the  stage,  and  the  Baby  Cuban 
is  also  showing  signs  of  prolbable  popularity. 

There  are  no  evidences  as  yet  that  the  French 
stubby-toed  last  will  win  its  way  into  the  heart,  or 
onto  the  foot,  of  the  Canadian  woman. 

What  Some  of  the  Manufacturers  Have  to  Say 

"  Footwear"  has  been  in  touch  with  some  of  the 
manufacturers  of  high  grade  turns  and  as  this  type 
of  shoe  is  always  on  the  band  wagon  in  the  style 
parade  their  opinions  as  to  what  is  "  good"  are  worth 
attending  to. 

One  manufacturer  whose  shoes  are  gaining  a 
widespread  popularity  with  the  highest  class  of  trade 
states,  that  black  satin  and  patent  leather  are  the 
strongest  features  of  the  business  at  the  moment, 
with  brown  satin  also  mtich  in  evidence. 

"  The  best  people,"  this  shoeman  states,  "are 
looking  for  the  plainer  shoes.  For  afternoon,  this 
class  of  trade  will  favor  dull  kid,  bl^ck  satin  and  pat- 
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Russia  calf  oxford,  perforated  vamp  and 
saddle,  Cuban  heel.    By  Rice  &  Hutchins. 


Brown  kid  oxford,  imitation  turn.    By  the 
Holters  Company. 


Tony  red  calf  straight  lace  oxford,  imitation 
saddle  vamp.    Welt.    By  Rice  &  Hutchins. 


,—  4. 


ent,  with  singile  narrow  straps.  Shoes  with  under- 
lays will  undouibtedly  ibe  popular  with  the  younger 
people  for  some  time.  Sally  sandals,  with  three 
strajps,  are  likely  to  Ibe  a  feature  with  latter  class  of 
trade.  There  is  not  much  evidence,  however,  that  the 
conventional  type  of  moccasin  sandal  will  ma'ke  any 
great  headway,  for  it  lacks  the  artistic  lines  that  appeal 
to  the  feminine  eye. 

"  Except  in  evening  shoes,  the  trend  is  all  toward 
lower  heels.  There  is  a  strong  inclination  for  the 
Baby  Louis,  and  it  looks  as  if  they  will  be  popular 
through  the  late  fall  and  early  spring.  For  walking 
shoes,  the  mock  welt  with  Baiby  Cuban  heel  should 
be  a  feature. 

"  In  my  opinion,  the  shoe  retailer  will  also  be  well 
advised  to  stock  some  beaded  tongue  pumps  to  meet 
the  tastes  of  the  ladies  who  'know'." 

Another  manufacturer,  who  has  had  long  and  wide 
experience  in  the  shoe  game  and  is  known  throughout 
Canada  as  an  expert  in  his  line,  states  that  the  big 
selling  shoe  to-day  ie  the  one-strap  with  distinctive 
lines.  "  Two  and  three  straps  are  also  finding 
place,"  he  says,  "  but  the  one-strap  is  the  feature. 
The  Sally  sandal  will  have  a  call  from  the  younger 
people,  undouibtedly— and  the  particular  pattern  in 
this  style  which  I  think  will  be  most  popular  will 
show  two  straps  with  two  small  cut-outs  on  each 
side  of  the  vamp.    The  three-strap  on  centre  buckle 


is  also  very  good. 

"  As  to  decoration,  steel  beading  lends  itself  to 
very  attractive  treatment  and  is  taking  very  well  with 
the  ladies.  Fancy  stitching's  do  not  seem  destined 
to  achieve  much  popularity. 

"  The  influence  of  the  French  last  is  not  being 
felt  to  any  degree  in  Canada.  The  medium  vamp, 
3-5  /8",  looks  right  on  the  foot,  and  gives  a  grace  of 
outline  impossible  to  secure  with  a  stubby-toed  last. 
It  will  therefore  have  no  difficulty  in  holding  its  own. 
Some  time  ago  this  firm  did  produce  one  model  based 
on  the  French  last,  but,  though  the  design  was  very 
attractive,  the  retail  trade  did  not  aopear  to  believe 
that  this  type  of  shoe  would  appeal  to  their  trade. 

'"Covered  Baby  Louis  heels  are  a  strong  feature 
of  the  style  situation  in  turns  just  now.  Some  14/8 
Cuban  heels  are  shown  in  turn  shoes  for  walking,  but 
these  are  not  having  a  great  demand.  For  dancing 
and  evening  wear,  the  full  Louis,  17  /8",  holds  sway, 
as  it  undouibtedly  always  will.  The  Junior  Louis  with 
straight  back  has  not  proved  to  be  a  success." 

"  In  materials,  we  find  black  satin  and  zinc  satin, 
beaded,  and  plain  silver  cloth,  are  particularly  popular 
for  evening  wear,  and  black  suede,  in  one-straps,  with 
steel  beading,  is  also  prominent.  For  afternoon  wear, 
patent  leather  is  featured  strongly,  and  two-straps  in 
black  kid  and  black  suede  also  prove  popular  and 
attractive  models." 


I 


Three  strikinf;  models  from  the  summer  fashions  of  the  Dominion  Rubber  line. 
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Norwegian  calf  bal.      Shown    by   T.    D.    Barry  Co. 
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Snappy  design  in  a  men's  oxford.     By  Watson  Shoe  Co. 


A  smart  staple     By  the  Williams  Shoe  Limited. 
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Trend  of  Women's  Shoe  Styles  in  U.  S. 


Patent,  Black  Glazed  Kid  and  Black  Calf 
Percentage  of  Sales  will  be  i 

By  FRANK 
Vice  President,  The 

Style  is  the  propelling  force  back  of  the  activity 
which  creates  the  women's  shoe  industry  of  the  world. 
Style  is  therefore  the  principal  element  upon  which 
depends  one  of  the  largest  industries,  with  a  product- 
ion running  into  billi'ons  of  dollars.  It  is  even  more 
important  than  necessity  and  utility. 

The  Influence  of  Paris  Fashions 

For  a  great  many  years  Paris  has  been  the  style 
center,  the  source  of  women's  stybis,  and  the  home  of 
style  creators  in  women's  wearing  apparel,  but  only 
in  a  measure  have  we  followed  Paris  as  an  originator 
of  stylish  footwear  for  women.  When  seeking  inform- 
ation on  the  style  tendencies  each  season  we  go  to 
F'aris  and  find  out  what  is  considered  the  trend  there 
as  regards  wearing  apparel,  which,  of  course,  has  a 
great  bearing  on  the  relative  amount  of  production  of 
boots  and  low  shoes  in  this  country,  and  has  had  at 
times  a  tendency  to  regulate  the  length  of  vamps. 

Yesterday  Paris  was  showing  and  wearing  almost 
knee  length  skirts,  but  today  we  find  that  in  the  French 
Capital  they  are  wearing  skirts  a  great  deal  longer;  in 
fact  they  almost  come  to  the  ankles.  This  condition 
applies  more  particularly  to  dresses  and,  as  stated,  is 
strictly  a  Paris  lead. 

Longer  Skirt  Tendency  Appearing  in  U.S.  Market 

The  tendency,  however,  is  gradually  creeping  mto 
the  American  market,  and  while  the  long  skirts  are 
not  yet  succeeding  the  present  short  length  as  is  the 
case  in  Paris,  we  believe  the  change  is  inevitable.  The 
trend  in  wearing  apparel  also  leads  us  to  conclude 
that  if  the  dresses  of  the  lighter  materials  are  longer, 
the  ordinary  suit  skirts  worn  'by  women  on  the 
street  will  undoubtedly  follow  to  some  degree. 

Footwear  fashions  have  progressed  so  that  today 
woman  can  cover  her  feet  attractively,  and  it  is  the 
aim  of  every  moman  to  be  shod  in  the  latest  style  she 
can  obtain.  She  can  now  feel  that  she  is  up-to-date 
without  wearing  something  that  may  be  called  freak- 


Probable  Features  of  Spring  Selling — Large 
n  Military  and  Cuban  Heels. 

X.  O'BRIEN 
Holt«rs  Company. 

ish.  She  can  wear  shoes  that  are  in  style  whether  she 
remains  at  home,  whether  she  be  in  an  office  or  at  an 
evening  function,  for  there  is  a  style  for  every  occasion. 

Large  Demand  for  Military  and 
Cuban  Heel  Effects 

From  what  we  can  see  in  the  closest  following  of 
our  own  business  and  watching  the  higher  grade  lines, 
we  believe  we  are  not  wrong  in  coming  to  the  conclus- 
ion that  at  least  75%  of  the  women's  shoes  sold  in 
this  country  will  be  in  military  and  Cuban  heel  effects 
in  brown  and  black. 

Up  to  the  present  time  brown  calf  and  brown  kid 
have  been  extremely  popular,  but  within  the  last  six- 
ty days  we  have  seen  a  decided  increase  in  the  demand 
for  black  low  shoes  in  military  and  cuban  heel  effects, 
and  a  wonderfuly  increased  demand  for  black  satin 
straps  with  baby  and  junior  Louis  heels.  The  demand 
for  black  suede  and  patent  leather  low  shoes  has  also 
been  very  marked.  In  the  young  women's  trade  the 
trend  for  early  Fall  seems  to  be  very  marked  on  Nor- 
wegian calf  in  brown  and  black,  also  patent  colt  in 
inch  to  inch  and  a  half  heel  oxford  effects,  principally 
in  plain  toes  with  soft  box,  although  there  is  a  demand 
for  these  same  materials  in  a  regular  tip  oxford  without 
any  box  in  the  toe.  The  demand  for  high  shoes  has 
not  shown  any  notable  increase  as  was  anticipated. 

Cold  Weather  May  Cause  Shortage  of 
Women's  Boots 

We  do  believe  that  if  around  November  first  we 
should  have  a  severe  cold  spell  that  it  will  find  the 
majority  of  retailers  in  the  northern  section  of  this 
country  short  of  brown  and  black  boots  in  military 
and  Cuban  heels.  Of  course,  this  conclusion  is  based 
on  the  fact  that  we  will  have  what  is  commonly  known 
as  "an  old-fashioned  winter." 

In  women's  wearing  apparel  we  understand  there  is 
a  great  demand  for  black  material,  and  it  is  quite  nat- 
ural for  us  to  assume  that  there  will  be  a  greater  de- 
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mand  for  patent,  black  calf  and  black  kid  low  shoes 
J^fincipally,  but  as  outlined  above,  the  demand  may  be 
Vli'y  sudden  for  boots  of  black  calf  and  kid  with  walk- 
Ill^  heels.  The  retailer  however,  is  not  disposed  to 
biiy  them  freely,  for  the  boot  season  wlill  hot  last 
over  a  period  of  two  to  three  months,  whereas  in  the 
past  boots  were  considered  safe  property  from  about 
Sept.  15th  on  to  the  first  of  March. 

Outlook  for  Spring 

As  to  the  outlook  for  Spring,  in  our  humble  opinion, 
we  ought  to  see  a  marked  demand  for  patent  leather 
colt,  black  glazed  kid  and  some  black  calf.  If  there 
s'hould  be  a  decided  failing  off  in  the  demand  for  brown 
kid  or  brown  calf  we  are  led  to  believe  that  the  bulk 
of  our  business  for  spring  will  be  on  black  leathers,  but 
of  course  brown  will  not  be  entirely  eliminated. 

White  shoes  in  this  country  are  considered  staple, 
and  we  expect  to  see  a  normal  demand  for  them,  prin- 
cipally on  the  walking  heels.  However,  there  is  always 
a  great  demand  from  all  sections  for  the  Junior  and 
baby  Louis  heel  effects  in  light,  airy  footwear. 

The  high  Louis  heels  are  not  in  great  favor  at  this 
time,  but  there  is  no  doubt  but  what  the  demand  will 
grow,  and  we  w'ould  not  be  surprised  to^  see  a  marked 
increase  in  our  sales  of  Louis  heel  low  shoes  for  deliv- 
ery during  the  Spring  of  1922. 

A  matter  of  some  months  ago  we  sold  a  great  many 
baby  Louis  heel  effects  in  an  inch  and  five  eights 
height,  and  the  demand  now  is  for  this  same  style  of 
heel  in  14/8  and  15  /8  heights,  so  it  seems  natural  for 
us  to  expect  somewhat  of  an  increase  in  the  demand  for 
covered  high  Louis  heel  boots  in  lig'ht,  airy  footwear. 


F'ashions  in  Fall  and  Winter  Gaiters 

With  the  advent  of  cooler  and  cold  weather,  the 
necessity  for  warmth  and  protection  against  the  ele- 
ments is  taken  into  particular  consideration  by  both 
sexes,  and  consequently  there  is  always  a  popular 
demand  for  gaiters  in  ladies'  and  children's  lines  and 
spats  in  men's.  These  goods  in  the  past  have  been 
more  or  less  staple  with  the  utmost  regard  for  warmth 
and  serviceability.  But  this  year  in  accordance  with 
the  all  prevailing  demand  for  novelities,  some  inter- 
esting departures  from  the  staple  designs  have  been 
introduced,  and  broadcloths  and  felts  of  a  very  sup- 
erior quality  employed. 

The  cloth  this  season  seems  to  have  a  fuller  nap 
and  to  be  generally  of  a  more  substantial  character 
than  that  employed  in  previous  years.  The  felts,  too, 
are  softer  and  stronger  in  texture  than  heretofore, 
making  up  into  a  more  serviceable  gaiter  or  spat,  as  the 
case  may  be.  The  improvement  in  quality  of  materials 
employed  in  the  makeup  is,  the  manufacturers  say, 
the  result  of  a  general  decline  in  the  price  of  the  better 
grade  broadcloths  and  felts,  which  is  sufficient  to 
allow  of  such  goods  being  used  for  this  purpose.  It 
is  also  pointed  out  by  the  manufacturers  that  their 
margin  of  profit  has  been  reduced  in  order  that  at- 
tractive prices  to  suit  the  popular  demand  might  be 
maintained.  Prices  generally  on  these  goods  are  as 
much  as  from  10  to  15%  lower. 

The  main  things  that  buyers  have  to  be  careful 
about  in  purchasing  gaiters  and  spats  are  quality,  cut 
and  finish.  This  season's  models  may  be  said  to  be 
"tailored,"  so  precise  and  snug  is  the  fitting  to  the  in- 
and  above  the  ankle.  The  top  or  leg  strap  in  ladies' 
gaiters  will,  it  is  said  by  the  trade,  give  greater  sat- 


isfaction in  regard  to  the  mainltaining  of  appearance 
and  shape ;  consequently  this  strap  is  becoming  ex- 
tremely popular.  The  most  worn  shades  in  ladies' 
gaiters  are  taupe,  beaver  brown,  fawn  and  steel  g"rey ; 
and  in  men's  spats,  beaver  brown,  and  fawn. 

Fashion  has  yet  nothing  definite  in  regard  to  the 
length  of  ladies'  gaiters  this  season,  but  it  is  gener- 
ally conceded  that  the  medium  models  will  be  most  in 
demand. 

The  American  Gaiter  Mp.nufacturing  Company, 
Limited,  are  showing  a  range  of  three  styles  in  ladies' 
wear  designated  "A,"  "B,"  and  "C."  Style  "A"  comes 
in  fourteen  to  eighteen  button  lengths,  the  buttons 
being  set  in  half-moon  effect  very  prettily  and  buck- 
ling underneath.  These  may  be  had  with  or  without 
a  top  strap.  Style  "B"  comes  in  the  same  lengths, 
but  the  buttons  are  set  vertically  in  a  straight  line. 
The  twelve-button  lengths  appear  to  be  superseded 


The  simple  black  satin  one-strap  will  be  a  probable 
feature  with  the  more  conservative  trade. 
By  the  Holters  Company. 


by  the  fourteen  button  lengths  this  season.  This  style 
features  a  "no-buckle"  arrangement,  the  gaiter  being 
made  in  one  piece  from  the  button  side  and  so  allow- 
ing the  gaiter  to  be  slipped  on  over  the  foot.  It  is 
thought  that  this  innovation  will  appeal  greatly  to  the 
retail  trade  as  it  is  at  once  serviceable  and  handy. 
Style  "C"  comes  in  from  twelve  to  sixteen  button 
lengths,  and  is  buckled  under  the  instep.  This  model 
may  also  be  had  with  or  without  leg  straps.  All  these  i 
styles  can  be  had  in  a  more  substantial  quality,  being 
reinforced  with  leatherettte  finish  on  all  seams. 

In  men's  wear  spats  the  old  five  button  is  being 
superseded  by  the  six  button  length,  the  reason  for 
this  being,  the  manufacturers  say,  that  a  better  fit 
can  be  obtained  with  the  extra  length.  All  these  mod- 
els buckle  underneath.  From  the  general  appearance 
of  these  gaiters  as  shown  on  the  models,  we  would 
imagine  that  they  will  be  considerably  sought  after 
this  season.  Apart  from  their  obvious  serviceability 
and  warmth  they  present  a  very  pleasing  finish  to 
any  style  footwear. 


Old  Friends 

Bobby's  mother  took  him  out  to  the  park  the  other 
day,  and  as  they  stood  watching  the  birds  in  their 
enormous  cage  the  little  fellow  observed  a  stork  gaz- 
ing at  him.  "  Oh,  look,  mother,"  said  Bobby.  "  The 
stork  is  trying  to  see  if  he  remembers  me  still" 
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Style  Probabilities  in  Men 's  Lines 

Brogue  Practically  a  Staple — Will  Be  Popular  in  the  Scotch  Grain — Lessened  Demand 

for  Saddle  Straps — More  Blacks  Coming. 

By  J.  J.  McHALK 
Sii|K'riiiteiiileiit,  Scott  -  Chaiii>)erlaiti,  Limited. 


When  the  retail  merchant  starts  out  to  buy  his 
men's  lines  for  fall  and  spring,  he  will  be  confronted 
by  a  style  problem  almost  as  serious  as  that  with  which 
he  has  had  to  contend  in  his  women's  lines.  The  (jues- 
tion  "What  shall  I  buy?",  will  have  to  be  considered 
about  as  seriously  in  the  men's  as  in  the  women's  end 
of  the  game,  and  the  array  of  men's  styles  being  offered 
to-day  will  make  the  most  experienced  of  shoe  buyers 
stop  and  think.  From  an  observer's  point  of  view  it 
looks  as  though  the  merchant  that  confines  hiinself  to 
the  styles  that  contain  snap,  and  at  the  same  time  do 
not  run  to  the  extreine,  would  be  very  well  advised 
indeed.  True  it  is,  that  some  of  the  best  selling  nuin- 
bers  this  fall  will  be  those  cut  from  Scotch  Grain  and 
generously  pinked  and  perforated,  but  on  the  other 
hand,  this  style  of  shoe  known  as  the  "Brogue"  has  es- 
taldished  itself  as  a  staple  proposition  with  a  large 
number  of  young  men,  and  the  merchant  stocking  lines 
of  this  descripti(;n  is  taking  few,  if  any,  chances. 

.Saddle  straps,  while  still  selling  in  smaller  quan- 
tities, will  not  be  greatly  in  demand  for  spring.  The 
very  nature  of  this  style  spells  discomfort  to  the  wear- 
er, and  seldom  do  you  fincl  a  man  who  has  worn  a  pair 
and  wishes  to  repeat. 

The  ver}'  pointed  toe  has  definitely  disappeared, 
and  in  its  place  we  find  the  broader  and  more  sensible 
toes  in  favor.  The  merchant  of  to-day  can  hardly  buy 
his  men's  shoes  v.ith  toes  too  wide  to  suit  his  trade. 

Soft  toes  are  being  shown  to  a  considerable  extent, 
and  if  the  wearer  will  overlook  the  fact  of  the  toe  caps 
falling  down,  and  presenting  a  rather  unsightly  appear- 
iince  after  being  worn  a  short  time,  he  will  know,  in 
the  wearing  of  shoes  of  this  description,  the  best  foot 
comfort  he  has  ever  experienced. 

This  will,  undoubtedly,  be  a  season  when  blacks 


will  come  into  favor  in  larger  quantities  than  they 
have  known  for  many  seasons.  .Shoe  men  are  freely 
predicting  next  spring  as  a  "black  season".  This  will 
also  be  asisted  by  the  fact  that  the  lighter  shades  of 
tan  are  getting  recognition  and  a  strong  tendency  is 
found  to  get  away  from  the  darker  shades.  The  wear- 
ing of  lighter  shades  of  tan  leathers,  will  of  course 
necessitate  a  man's  possessing  a  pair  of  black  shoes 
in  addition,  for  use  for  evening  wear  and  many  other 
occasions,  where  the  lighter  tan  shoe  is  obviously  out 
of  place.  In  the  writer's  opinion,  however,  the  medium 
dark  mahogany  shade  will  survive  as  long  as  tans  of 
any  description  are  worn. 

Oxfords  and  spats  will,  from  present  indications, 
be  worn  by  a  great  many  men  this  fall  and  winter. 
The  oxford,  for  so  many  years  almost  unknown  on  the 
Canadian  market,  is  coming  into  great  popular  favor, 
and  to-day  coinmands  an  extensive  sale  in  all  seasons. 
Patent  enamel  leather,  in  the  Scotch  or  pebble  grain 
effects  are  being  freely  shown  and  some  are  of  the 
opinion  that  these  effects  will  be  the  means  of  return- 
nig  to  favor,  in  men's  footwear,  the  long  neglected  pat- 
ent or  enameled  leathrs.  Another  feature  that  should 
not  be  overlooked  by  merchants,  is  the  growing  de- 


A  little  dash  of  originality  and  distinctiveness  will 
stimulate  interest  in  men's  footwar. 


maiid  for  kid,  both  black  and  tan,  in  men's  shoes.  This 
trade,  which  a  few  years  ago  amounted  to  practically 
nothing,  is  growing  by  leaps  and  bounds,  and  to-day 
offers  a  splendid  outlet  in  the  men's  lines. 

Therefore,  summing  up  the  situation,  it  is  fairlv 
safe  to  conclude  that  in  the  leathers,  Scotch  grains, 
both  black  and  tan,  with  a  tendency  towards  the  light- 
er shades  of  smooth  tan  calf  skins,  will  be  in  demand, 
together  with  an  increased  demand  for  gun  metals! 
Broader  toes  in  mens'  lasts,  with  a  call  for  soft  boxes 
on  some  shoes,  will  meet  the  poular  style  demand  in 
this  respect. 


An  Oxford  Model  by  the  Watson  Shoe  Company 


Have  30U  joined  the  N.S.R.A.  yet? 
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Shoeman's  Merchandising  Calendar 

Be  Prepared  for  the  Demand  for  Warm  Footwear 
which  November  will  Bring  —  Thanksgiving  Of  fers 
Opportunity  for  Business  -  Getting  Displays  of 
Gift  Footwear  --  Be  on  the  Lookout  for  Stickers 


Keep  your  eye  on  th-e  weatlier  during  Nov- 
ember. You  may  make  it  a  very  good  ally  in 
boosting  business.  Be  in  readiness  for  a  possible 
flurry  of  snow,  which  may  icreate  a  little  flurry 
in  the  rubber  business.  The  earlier  in  the  season 
your  customers  buy  rubbers,  the  sooner  they'll 
be  in  meed  of  another  new  pair.  So  take  advan- 
tage of  the  first  opportunity  to  sell  them  foot 
protection  for  the  exigencies  of  winter  weather. 

A  drop  in  the  temperature  will  also  be  a 
good  opportunity  to  feaiture  warm  boots  and 
gaiter  or  spats.  Success  in  merchandisinig  de- 
pends to  a  considerable  extent  on  the  knack  of 
making  the  appeal  at  the  psychological  moment, 
which,  lof  course,  just  means  preparedness  and 
foresight. 

Don't  forget  winter  hoisery,  also.  Aim  to 
sell  at  least  one  pair  of  warm  hose  with  every 
pair  of  boots  or  winter-weight  shoes.  In  the 
case  of  children's  hose,  you  may  make  ciuite  a 
turn-over  in  t'he  heavier  grades,  if  you  have 
got  your  trade  thinking  the  rig-'ht  way.  Parents 
will  frecpiently  buy  several  pairs  of  children's 
stockinigs  at  a  time.  The  sale  is  Cjuickly  made 
and  the  selling  expense  on  these  goods  can  be 
kept  very  low. 

Thanksgiving — Nov.  7 

Nov-  7  is  Thanksgiving  Day.  It  offers  the 
opportunity    to    feature    gift    slippers    either  of 


the  bed-rooim  or  ball-room  variety.  Good  win- 
dow cards  and  advertising  shoudd  be  instrumental 
in  producing  some  of  this  "  extra"  business. 
Make  a  feature  of  this  around  the  l.ieginning  of 
the  month. 

The  Thanksgiv.ing  trim,  can  be  made  very 
attractive.  Orange,  green,  brown  and  gold  are 
suggested  as  the  most  suitable  coloc  scheme.  Get 
some  of  the  fall  fruits  into  your  window,  sheaves 
of  wheat,  apples,  pumpkins,  etc.,  and  give  it  as 
far  as  possible  the  -rich  atmosphere  of  harvest. 

Thanksgiving  is  a  very  opportune  time  for 
good-will  advertising.  Use  window  cards  and 
advertisements    appropriate    to     the  occasion. 

Armistice  Day — Nov.  11. 

The  anniversary  of  Armistice  Day  calls  for  a 
trim  of  the  "  patriotic"  type.  Display  the  allied 
colors. 

Around  the  middle  of  the  month  the  shrewd 
merchant  wilil  be  keeping  a  particularly  close 
watch  on  his  stock.  It  will  be  just  about  time  to 
be  picking  out  the  stickers,  making  small  cuts  in 
price  and  applying  P.  M.  's  if  it  seems  advisable 
and  is  consistent  with  policy.  At  this  stage  of 
the  season,  goods  may  be  sold  at  a  comparatively 
slight  reduction  on  which  later  it  might  be  neces- 
sary to  take  a  loss. 
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Co-operation  is  the  Key  to  Success  for  the 

Retail  Shoe  Salesman 


BY  FRED  W.  HORN 


I  shall  refrain  from  the  recording  of  reminiscences 
from  my  own  experiences  and  will  confine  rny  article 
to  picturing  in  word  form  what  from  my  view-point 
and  conception  appears  to  be  the  ideal  condition. 

Modesty  urges  through  experience  that,  to  attain 
to  the  hundred  per  cent  perfect  stage,  (which  after  all 
in  the  minds  of  some,  ves,  many  men,  is  of  uncertain 

degree)  this  article  take  the  form  of  the  exemplary.     wise  there  woui^ 
"Hitch  your  wagon  to  a  star",  "Aim  High".    In     Retail  Salesman 


acteristics  mentioned  in  the  foregoing  comparisons, 
but  I  name  it.  on  the  one  hand,  poor  health,  and  on  the 


yoi 

other  words   have   a   high   purpose   as   a   goal  for 
the  future. 

Here  is  a  synopsis  of  the  story  of  one  man's  awak- 
ening to  a  sense  of  duty  wherein  Cooperation  was 
the  medium.  Parks,  after  Kennedy  had  been  promot- 
ed, felt  that  he  had  a  grievance  with  the  boss  and  after 
much  brooding  over,  and  private  rehearsing  of,  his 
tale  of  woe,  started  off  to  have  it  out  with  him.  Parkes 
had  put  in  many  years  of  faithful  service,  had  been 
careful,  punctual,  painstaking,  obliging  and  at  all  times 
consistent  in  his  services,  but  somehow  Kennedy  a 
young  recruit  had  stepped  in,  and  had  been  pro- 
moted, while  he  held  his  old  place  on  the  floor. 

Parkes  had  been  thinking  out  a  reason,  but  had 
not  hit  on  the  right  line  until  Manager  Roberts  ex- 
plained the  secret  of  Kennedy's  success,  which  was 
first  of  all  an  ideal  set  high,  and  then  a  system  of  in- 
vestigation and  cooperation  in  concentrated  effort 
to  render  the  best  possible  service  in  the  interests  of 
the  firm  and  in  unison  with  what  his  convictions  were 
regarding  his  ideal. 

Roberts  explained  this  to  Parkes,  whose  intellig- 
ence readily  grasped  the  situation  and  the  upshot  was 
that  Parkes  took  a  new  grip  on  affairs  in  general  and 
got  out  of  the  rut,  up,  out,  and  on  to  greater  accom- 
plishment, making  himself  a  bigger,  wiser  and 
better  man. 

Cooperation  was  the  secret  and  Roberts  saw  that 
Parkes  had  lost  sight  of  its  importance,  or  possibly 
had  never  had  a  conception  of  it,  until  that  old  spirit 
of  rivalry  had  awakened  him  to  a  sense  of  losing  ground 
and  he  had  seen  the  new  light  in  Roberts'  good  hum- 
ored advice. 

The  Importance  of  Good  Health 

The  Retail  Salesman  Ideal  will  recognize  that 
one  of  the  first,  and  undoubtedly  the  most  important 
ot  all,  conditions  conducive  to  the  best  efforts  in  co- 
operative service  is  that  of  a  healthy  body,  with  a 
clear  alert  brain.  Good  health  is  absolutely  essential 
tc  success.  The  ill-conditioned  body  is  unfit  to  fill 
the  requirements  of  alertness  and  accomplishment. 
Seek  health,  cultivate  means  to  attain,  and  ways  to  re- 
tain, and  the  blessings  derivable  twill  be  manifold. 

Compare,  if  you  will,  for  a  moment,  the  feeble 
stride  or  slovenly  swagger,  with  the  quick,  erect,  sure 
step,  the  .unkempt  bag-at-the  knees  effect  with  the 
carefully  pressed  and  creased  attire,  the  dull,  decaying, 
foul  teeth,  with  the  glistening  pearl-like  ones,  the 
blood-shot  bleary  eyes,  with  the  clear,  bright,  radiant 
ones,  the  sallow  sunken  cheeks  with  the  round  rosy 
ones,  and  finally  the  snappy,  petulant  or  gruff  "What 
do  you  want"?  with  a  pleasant,  pleasing,  polite  "What 
may  I  show  you"?  or  "Have  you  a  moment  or  so  to 
glance  over  some  of  the  newest  arrivals"? 

I  deem  it  not  hard  to  guess  the  source  of  the  char- 


other,  good  health.    Which  will  you  choose?  The 
difference  is  apparent,  the  truth  striking. 

Punctuality 

To  cooperate  one  must  neds  be  "on  the  job",  other- 
wise there  would  be  no  means  of  cooperation.  The 
Ideal  will  be    "on  the  job"  and 

punctual. 

The  manager  sets  an  hour  for  his  appearance  and 
in  cooperation  the  salesman  sees  to  it  that  he  could  if 
necessary  answer  "here"  to  the  roll  call  at  that  spec- 
ified or  understood  hour. 

Rest  and  Recreation 

The  Retail  Salesman  Ideal  will  not  allow  himself 
to  become  a  slave  to  depraving  habits,  will  be  temper- 
ate in  many  things,  a  teetotaler  in  others,  and  will  ' 
choose  some  form  of  exercise  for  indoor  or  outdoor 
recreation,  and  will  not  "burn  the  candle  at  both  ends" 
but  will  get  a  liberal  supply  of  strength-renewing, 
brain-refreshing  sleep. 

Personality 

The  Retail  Salesman  Ideal  counts  much  on  person- 
ality. He  recognizes  that  while  one  great  acquisition 
to  successful  attainment  is  a  sound  body,  he  cannot 
by  this  one  agent  hope  to  win  general  admiration  nor 
success  as  a  saleman.  It  has  been  said  of  a  certain 
well-known  man  that,  "bathed  in  the  eternal  sunshine 
of  a  spotless  life  he  stands  like  a  giant  mountain  high 
above  the  storm  that  sweeps  the  plains  and  keeps 
humanity  in  a  state  of  turmoil." 

The  Magnetism  of  Personality 

The  question  is  not  what  is  personality,  but  how 
to  secure  it.  Personality  is  a  busines  asset.  The  succ- 
essful professional  man  through  the  magnetism  of 
personality  impresses  others  that  they  should  come 
to  him  for  his  special  brand  of  knowledge.  The  per- 
sonality of  the  doctor  often  cures  his  patients.  The 
personality  of  the  lawyer  wins  him  renown.  The 
personality  of  the  business  man  enables  him  to  deal 
successfully  with  his  fellow  men. 

The  need  of  development  of  personality  is  univer- 
sal. The  positive  trait  unnourished  becomes  negative 
and  the  negative  becomes  hopeless  and  ambition  is 
lost. 

Knowledge  is  power  only,  if  expressed,  and  the 
power  to  express  our  knowledge  is  our  personality. 
In  the  thousands  of  years  of  man's  evolution  to  his 
present  standing,  physically  he  is  not  a  superior  being 
but  mentally  he  is,  and  this  difference  we  ascribe  to 
knowledge  acquired  and  expressed.  The  foundation 
of  personality  is  mind  development,  which  is  conducive 
to  action,  a  joy  in  the  consciousness  of  accomplish- 
ment. 

To  create,  to  build,  to  produce,  to  express  one's 
self,  to  succeed.  We  gain  power  and  acquire  strength 
of  will  by  overcoming  resistance,  by  doing  what  we 
ought  to  do,  by  being  what  we  ought  to  be,  by  going 
where  we  ought  to,  by  standing  steadfast,  or  by 
going  on. 

Concentration  of  mind  is  a  means  of  acquiring 
personality.      How  concentrate?      Use    your  will. 
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Rivet  your  mind  on  one  thing  till  accomplished. 
Have  a  definite  matter  to  attend  to.  Regular  work 
and  regular  time.  Turn  your  attention,  your  vi^hole 
attention,  at  given  times  to  certain  subjects  about 
which  you  need,  or  ought,  to  know. 

Use  much  of  your  spare  time  to  cultivate  an  aff- 
ection for  nature.  Take  time  to  walk  out  into  the 
country  and  lose  the  maddening  whirl.  Take  time 
to  sit  under  the  trees  and  love  the  birds.  Their  songs 
will  inspire  you  when  a  human  voice  may  not.  Ad- 
apt yourself  to  circumstances.  Make  the  most  of 
everything.  Be  something  worth  while  to  yourself. 
Apply  what  you  know.  Put  into  practice  what  you 
l.iave  learned.  Get  knowledge,  get  efficiency,  get 
life,  get  enthusiasm.  The  more  you  have,  the  more 
you  get.  Success  begets  enthusiasm  but  enthusiasm 
begets  bigger  successes,  and  all  is  embodied  in  and 
helps  to  constitute,  personality. 

Service,  Stewardship 

The  Retail  Salesman  Ideal  will  welcome  any  opp- 
ortunity to  cooperate  with  the  merchant  in  any  of 
the  phases  of  merchandising  service  of  today. 

He  will  be  able  to  give  advice  gained  through 
first  hand  contact  with  the  patrons  of  the  store.  He 
their  suggestions,  to  their  demands,  relative  to  mer- 
chandise or  to  service,  and  decides  within  his  own 
mind  how  best  to  meet  satisfactorily  the  situation. 
These  ideas  passed  along  to  the  management  are 
like  the  compass  of  a  ship  according  to  the  points 
of  their  bearings. 

If  the  merchant  requests  memoranda  regarding 
stock  the  salesman  ideal  readily  furnishes  accurate 
details  which  serve  to  advise,  to  guide  in  further  plans. 
The  Retail  Salesman  Ideal  will  know  his  stock  thor- 
oughly, its  layout  in  the  fixtures,  will  see  that  it  is 
conveniently  and  properly  arranged,  that  it  is  kept 
clean,  neatly  and  carefully  lettered  to  show  clearly, 
size,  style  number,  kind  and  price,  and  any  other  sys- 
tem of  marking  in  accordance  with  the  store  plan. 

The  Retail  Shoe  Salesman  Ideal  will  be  a  judge 
of  style,  will  study  the  trend  so  as  to  form  some  de- 
finite ideas  about  it,  will  be  strong  enough  to  express 
his  own  convictions  or  opinions  and  will  by  his  en- 
.thusiasm  and  personality  in  presenting  these  opinions 
be  appreciated  for  his  cooperation. 

Integrity 

The  Retail  Salesman  Ideal  will  regard  truth  as 
indispensable  and  will  apply  it  in  all  its  forcefulness 
in  conjunction  with  every  act  and  every  phase  of  his 
business  career;  in  fact  it  will  develop  into  a  part 
of 'himself ,  and  in  so  doing  he  will  be  able  to  quote 
with  ilull  realization  the  following  words  of  one  out- 
standing character  of  history,  George  Washington: 
"1  :hope  I  shall  always  possess  firmness  and  virtue 
to  maintain  what  I  consider  most  enviable  of  all 
titles,  an  , honest  man." 

Multitude,  seemingly,  are  the  opportunities 
for  the  employment  of  truth  by  the  Retail  Salesman. 
He  respects  his  employer's  time  and  will  not  steal 
it  in  absenting  himself  unnecessarily.  He  will  be 
truthful  in  his  selling  methods.  He  will  recognize 
.the  merchandise  he  is  in  charge-  of  as  a  sacred  trust. 
He  will  give  sincere  advice  to  his  customers  who 
solicit  information  regarding  his  wares.  He  will 
not  try  to  cover  up  an  error,  to  mislead,  to  avoid  a 
business  appointment  or  engagement. 

His  .consciousness  of  truth  will  fortify  him  to  meet 
.all  conditions  or  experiences  as  they  confront  him 
and  will  win  out  in  the  most  exacting  tests. 

[The  above  article  has  dealt  with  the  subject  of  co- 


operation as  the  salesman  may  apply  it  in  his  work 
for  his  employer.  In  a  subsequent  issue,  another 
phase  of  the  subject  will  be  dealt  with  by  Mr.  Horn, 
covering  the  merchant's  part  in  this  co-operative  effort. 
—Editor.] 


Development  of  the  Gaiter  Business 

Form-fitting  Spat  Made  from  Specially-woven 
Cloth  Replace  Old-time  Clumsy  Overgaiter 

By  G.  G.  HODGES 

The  old  style  overgaiter  is  no  more.  In  its  place 
has  come  a  form  fitting  spat,  legging  or  gaiter  (which- 
e\er  name  one  wishes  to  give),  and  conforming  with 
present  style  in  height,  shape  and  material.  To  what 
can  we  attribute  this  transition? 

In  the  old  days  when  transportation  facilities  were 
more  or  less  restricted,  a  good  old-fashioned  long 
stocking  was  the  thing  for  women  and  children ;  as 
for  men,  they  were  satisfied  with  a  high  overshoe. 
Gradually,  however,  came  the  change  in  means  of 
travel,  bringing  with  it  a  lesser  regard  for  all  clim- 
atic conditions,  and  this  has  affected  all  wearing  app- 
arel, more  or  less. 

The  woman  who  steps  out  of  an  automobile  in 
zero  weather  needs  something  to  keep  her  ankles  warm 
but  does  not  require  the  heavy  covering  to  protect 
her  against  the  heavy  snowdrifts  which  her  grand- 
mother encountered  when  she  went  shopping,  so  that 
to-day  we  see  a  fancy  light  coloured  gaiter  with  cross 
straps.  Quite  a  jump,  it  is  true,  from  the  footwear 
of  twenty-five  years  ago.  Men,  too,  have  changed, 
and  whereas  at  one  time  it  was  considered  effemin- 
ate to  wear  spats,  to-day  with  the  low  shoes  so  com- 
monly worn,  gaiters  form  an  important  part  of  a  man's 
wardrobe. 

With  the  increased  demand  for  gaiters  has  come 
a  steadily  growing  regard  for  that  feature  which  may 
be  called  "style",  and,  to-day,  in  at  least  one  factory 
producing  high-grade  gaiters  in  Canada,  special  felt 
and  cloth  are  imported  from  England  and  the  Contin- 
ent as  well  as  from  the  United  States  to  fill  the  de- 
mand for  certain  shades  which  are  needed.  Or- 
dinary felts  and  ordinary  cloth  will  not  do  if  a  gaiter 
is  to  fit  properly,  or  give  satisfactory  wear.  It  must 
be  specially  made  or  woven,  not  weigh  too  little  nor 
too  much,  and  it  must  be  cut  scientifically,  accord- 
ing to  patterns  which  are  graded  as  carefully  as  are 
the  patterns  used  in  the  making  of  the  finest  shoes. 

The  shoe  dealer  of  today  can  supply  gaiters  in 
almost  as  many  widths  as  he  can  supply  in  shoes, 
and  in  almost  as  many  styles.  This  means  an  outlay 
of  no  mean  size,  and  it  represents  also  a  degree  of  effi- 
ciency and  progressiveness  not  exceeeded  in  any  other 
industry  because,  surprising  to  relate,  there  is  not 
a  mill,  producing  cloth  or  felt  such  as  is  needed  for 
gaiters,  here,  in  Canada. 

With  its  rows  of  high  speed  special  sewing  mach- 
ines, button-hole  making  machines,  and  button  mach- 
ines, all  electrically  driven,  the  gaiter  factory  of  to- 
day is  rather  imposing,  and  it  speaks  well  for  this 
country  that  nowhere  are  better  gaiters  produced 
than  here  in  this  Dominion.  The  Canadian  gaiter 
makers  have  nothing  to  fear  from  tariff  reduction, 
they  are  in  a  position  to  meet  competition  of  any  kind 
and  because  of  their  progressiveness  and  ability  to 
to  meet  the  requirements  of  the  Canadian  trade  are 
fully  deserving  of  the  continued  support  of  the  dealers 
and  consumers  here. 
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Manufacture  of  Vulco-Unit  Box  Toes 

A  Brief  Sketch  of  the  Beckwith  Manufacturing  Process  at  Sherbrooke. 
An  Interesting  Sidelight  on  a  Successful  and  Rapidly  Growing  Industry 


In  that  ccjuntry  of  consist- 
ent industrial  development 
known  as  the  Eastern  Town- 
ships in  the  Province  of  Que- 
bec, one  spot  stands  out  as  a 
centre  of  special  interest  to 
the  boot  and  shoe  industry — 
and  that  is  the  home  of  Beck- 
with Box  Toe,  Limited,  an 
intimate  and  pleasing  ac- 
quaintance with  which  was 
made  by  a  member  of  "Foot- 
wear's" editorial  staff  on  the 
occasion  of  a  recent  visit, 
when  he  was  given  a  cor- 
dial reception  by  the  vice-pres- 
ident, Mr.  W.  A.  Stubbs,  and 
the  treasurer,  Mr.  W.  D.  Van 
Roden. 

To  those  of  our  readers 
who  have  yet  to  make  the  ac- 
quaintance of  this  plant,  we 
might  say  in  passing  that 
both  Sherl)rooke  and  the  Beckwith  Box  Toe  head- 
quarters are  easily  accessible  from  Montreal,  the  for- 
mer being  a  three  hours'  run  from  the  Commercial 
Metropolis  and  the  latter  being  within  a  few  minutes 
of  both  the  Canadian  Pacific  and  the  Grand  Trunk 
Railway  Stations  at  Sherbrooke. 

The  Beckwith  Box  Toe  Factory  occupies  a  com- 
manding position  on  one  of  the  best  industrial  sites 
in  the  city  of  Sherbrooke.  The  building  is  of  comj-act 
design,  and  the  plant  is  distributed  throughout  the 
building  to  the  best  advantage,  ensuring  continuity 
throughout  the  various  manufacturing  processes,  and 
facilitating  quick  routing.  The  accompanying  views 
serve  to  illustrate  these  points. 

The  first  thing  one  sees  on  an  inspection  of  this 
factory  is  the  large  rolls  of  felt,  the  basic  material 
used  in  the  manufacturing  process.  To  ensure  uniform 


Beckwith  Box  Toe  Factory  at  Sherbrooke 


high  (|uality,  which  it  is  en- 
deavored to  give  Vulco-Unit 
box  toes,  the  Beckwith  people 
manufacture  in  their  own  mill 
a  special  high  grade  of  felt  60 
inches  wide,  wound  on  rolls 
of  approximately  200  yards. 
1'his  felt  is  made  in  men's, 
boy's,  and  women's  weight. 
In  the  left-hand  view  at  the 
foot  of  this  page  the  reader 
may  see  a  roll  of  felt  in  the 
process  of  being  fed  into  the 
saturating  tank.  This  felt  is 
fed  into  the  saturating  tank  in 
lengths  of  approximately  one 
th(Hisand  yards.  Incidentally 
<jne  might  draw  attention  to 
the  course  of  this  felt  through 
the  calendar  rolls  and  stacker 
shown  in  the  larger  view,  on 
the  opposite  page. 

The  saturation  of  the  felt 
with  the  compound  used  in  the  manufacturing  pro- 
cess is  a  very  important  part  of  the  work.  Each  mix 
of  chemicals  is  weighed  into  the  kettle  according  to 
formula.  When  this  is  properly  blended  it  is  drawn 
to  the  saturating  tank.  The  kettle  and  tank  are  equip- 
ped with  sets  of  recording  and  bulb  thermometers  for 
checking  up  the  heat  applied.  This  is  necesary  in 
order  to  maintain  a  perfect  saturation  process.  Worthy 
of  note  are  two  specially  constructed  furnaces  for  heat- 
ing the  compound  in  the  kettle  and  saturating  tank. 
These  furnaces  are  so  designed  as  to  prevent  any 
direct  flame  coming  in  contact  with  the  kettle  or  tank. 

A  roll  of  felt,  of  approximately  a  thousand  yards, 
is  placed  at  the  end  of  the  saturation  room  and  is 
threaded  over  a  series  of  rolls  and  carried  down  into 
the  saturating  tank.  The  plant  in  operation,  this  felt 
is  carried  through  a  set  of  calendering  rolls  and  contin- 


Feeding  a  Roll  of  Felt  into  the  Saturating  Tank 


Sorting  and  Packing  Beckwith  Box  Toes 
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Calendar  Rolls,  Automatic 
Cutter  and  Stacker,  Showing 
also  the  Cutting  Machines. 


lies  on  to  the  automatic  cutter  and  stacker.  These 
machines  cut  and  stack  the  finished  sheets  in  approx- 
imately eighteen-foot  lengths.  All  these  machines  are 
of  the  Beckwith  Company's  own  design  and  are  con- 
trolled by  them.  The  finished  sheets  are  allowed  to 
set  until  in  proper  condition  for  sorting.  After  the 
prescribed  period  of  time  <has  been  allowed  for  set- 
ting, the  sheets  go  through  a  careful  sorting  process, 
after  which  they  are  taken  to  the  cutters  as  required. 
Five-foot  beam  cutters  are  used  in  connection  with 
this  department.  Owing  to  the  great  variety  of  dies 
in  use  at  this  plant — incidentally  some  three  hundred 
and  fifty — no  finished  stocks  are  carried.  Everything 
is  cut  to  order,  a  method  which  ensures  specialized 
personal  attention  to  the  needs  of  each  individual  man- 
ufacturer. 

The  next  operation  in  the  procefss  is  the  skiving, 


which  is  a  very  important  feature  in  the  making  of 
box  toes.  Each  size  of  the  different  patterns  requires 
a  specially-fitted  die  roll,  separate  die  rolls  being  made 
where  the  same  size  and  pattern  are  used  for  women's, 
boys'  and  men's  box  toes.  In  connection  with  the 
skiving  department,  the  company  have  their  own  spec- 
ially constructed  heat-treating  machines  for  finishing 
Vulco-Unit  Toes  as  they  come  from  the  skiving  oper- 
ation. Finally,  the  finished  product  is  taken  to  the 
packing  department,  where  these  Vulco  toes  are  care- 
fully sorted,  the  packers  rejecting  any  showing  im- 
perfections of  work. 

The  care  followed  in  the  manufacturing  process 
extends  even  to  methods  of  packing,  so  that  to  the  last 
every  precaution  is  taken  to  ensure  the  delivery  of 
Beckwith  Box  Toes  to  the  manufacturer  in  the  best 
possible  condition. 


The  vice-president; 


A.  Stubbs 


The  treasurer:  W.  D.  Van  Roden 

THE  MEN  BEHIND  VULCO-UNIT  BOX  TOE 


gales  representative:   A.   C.  Davidson 
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The  capacity  of  the  Beckwith  plant  at  Sherbroooke, 
with  its  present  equipment,  is  six  to  seven  hundred 
thousand  pairs  of  box  toes  monthly — an  output  which 
in  its  yearly  total  is  adequate  to  the  requirements  of 
a  very  creditable  share  of  the  business  to  be  obtained 
in  this  field  in  Canada. 

As  in  every  successful  industry,  the  personal  ele- 
ment plays  by  no  means  an  unimportant  part  in  the 
business  of  Beckwith  Box  Toe,  Limited.  The  men 
behind  the  guns  are  Mr.  W.  A.  Stubbs,  the  vice-pres- 
ident; Mr.  W.  D.  Van  Roden,  the  Treasurer;  and  Mr. 
A.  C.  Davidson,  the  firm's  sales  representative.  Me'^srs. 
Stubbs  and  Van  Roden  are  located  at  headquarters 
in  Sherbrooke,  while  Mr.  Davidson,  who  looks  after 
the  firing  line,  is  at  Montreal. 

Within  the  compass  of  this  number,  and  in  the 
present  article,  it  is  impossible  to  give  more  than  a 
sketch  of  what  may  be  termed  one  of  the  most  suc- 
cessful side  lines  of  the  Canadian  shoe  industry.  If 
the  brief  particulars  we  have  given  provide  our  readers 
with  a  sort  of  preliminary  working  knowledge  of  the 
Beckwith  Box  Toe  Company's  plant  before  they  go 
to  Sherbrooke  to  see  it  for  themselves,  they  will  have 
served  a  useful  pttrpose  . 


Motoring  as  a  Side  Line  to  the  Shoe 
Manufacturing  Business 

Mr.  J.  B.  Goulet,  Vice-President  and  General  Man- 
ager of  the  well  known  Quebec  City  firm  of  O.  Goulet 
&  Sons,  Limited,  had  just  returned  from  a  ten-day 
motor  trip  through  Maine,  Vermont,  New  Hampshire 
and  New  York  States  when  the  "Footwear"  man 
called  upon  h'.m  recently  in  the  old  Capital.  Mr. 
Goulet,  who  was  in  fine  fettle  after  a  most  enjoyable 
trip,  spoke  optimistically  of  trade  conditions.  At  var- 
ious shoe  centers  that  he  touched  he  noticed  particul- 
arly that  high-grade  women's  lines  and  white  canvas 
goods  were  going  well.  J.  B.  is  an  enthusiastic  motor- 
ist and  his  is  a  familiar  figure  on  the  few  really  good 
stretches  of  road  they  boast  of  in  old  Quebec ! 


New  Representative  for  Arrowsmith 

Mr.  J.  A.  Hamilton,  formerly  with  the  Scholl  Mfg. 
Co.,  Toronto,  has  recently  linked  up  with  the  Canadian 
Arrowsmith  Mfg.  Co.,  whom  he  will  represent  through- 
out the  Dominion.  He  has  just  set  out  on  his  first 
selling  trip  for  the  latter  concern,  during  which  he  will 
cover  western  and  eastern  Ontario. 

Mr.  Hamilton  was  with  the  Scholl  Mfg.  Co.,  for 
four  years,  in  Toronto,  and  during  that  time  became 
well  and  favorably  known  to  the  local  trade.  There 
is  no  doubt  that  in  the  larger  field  which  he  has  enter- 
ed, he  will  not  be  long  in  forming  a  large  and  friendly 
connection  among  the  shoe  retailers  and  repairers  of 
Canada. 


A  New  Shoe  Jobbing  Concern 

The  trade  will  be  interested  to  learn  of  the  form- 
ation of  a  new  shoe  jobbing  concern  in  Hamilton,  under 
the  firm  name  of  the  Anderson  Shoe  Co.  The  com- 
pany has  just  recently  started  operations  having 
located  at  24  King  St.,  W.  Their  speciality  will  be 
felt  footwear  and  right  now  they  are  making  a  strong 
feature  of  those  cosey  slippers  in  attractive  designs 
which  find  their  way  into  so  many  Christmas  gift 
p'H'kages.   They  are  also  agents  for  Kaufman  rubbers. 

Although  the  firm  is  a  new  one,  the  name  is  not. 


Mr.  Anderson,  has  been  connected  with  John  Lennox 
&  Co.,  of  Hamilton,  for  many  years,  and  has  a  wide 
circle  of  acquaintances  in  the  trade.  His  son,  who  is 
with  him  in  the  business,  was  also  formerly  with  the 
Lennox  company. 


Eastern  Section  N.S.  &  L.T.A.  Elect  Officers 

The  annual  meeting  of  the  Eastern  Section  of  the 
National  Shoe  &  Leather  Travellers'  Association  was 
held  in  Montreal  recently  when  the  following 'officers 
were  eleected :  President,  E.  H.  Dubois;  Vice-Presid- 
ent, C.  E.  W  .  Lessard ;  Secretary-Treasurer,  C.  F. 
Craigie ;  Executive,  George  A.  Fortin,  George  St. 
Pierre,  Henri  Martineau,  Richard  Wadey,  Norman 
Morrison,  and  J.  H.  Brassard. 

The  Eastern  Section,  which  embraces  the  Province 
of  Quebec  and  the  Maritime  Provinces,  has  now  been 
entirely  reorganized  and  imder  the  direction  of  the  live 
wires  which  compose  the  nev.'  regime  an  active  and 


E.  H.  Dubois,  Pre.sident  Ka.stern  Section  Natioual  Shoe  & 
Ijeather  'I'ravellers'  Association. 

constructive  future  is  assured. 

The  new  President,  Mr.  E.  Henri  Dubois,  is  still  a 
young  man — thirty-eight  years  of  age — but  he  has  been 
in  the  shoe  business  for  more  than  a  quarter  of  a  cen- 
tury, of  which  period  the  last  eight  years  have  been 
passed  as  Montreal  city  representative  of  Messrs. 
Ames-Holden-McC?ready,  Limited. 


Arrange  Standard  Sizes  for  Shoe  Gases 

Mr.  Louis  Daoust,  Lalonde  &  Co.,  who  has  been 
acting  for  the  Shoe  Manufacturers'  xAssociation  in  con- 
nection with  revision  of  the  standard  sizes  of  shoe 
cartons  adopted  at  the  first  annual  meeting  of  the 
Association,  is  also  collaborating  with  Mr.  C.  N. 
Moisan,  of  the  Canadian  Paper  Box  Manufacturers' 
Association,  in  the  preparation  of.  standard  sizes  for 
fi'bre  cases  for  shipment  of  boots  and  shoes  in  the 
standard  cartons. 

  \ 

Import  Marking  Regulations  ' 

The  Shoe  Manufacturers'  Association  of  Canada 
is  recommending  that  its  members  should  definitely 
place  the  onus  of  responsi'bility  upon  the  exporters 
abroad  for  seeing  that  goods  shipped  to  them  from 
outside  the  Dominion  comply  fully  with  the  new 
marking  regulations.  Certain  materials  have  to  be 
imported,  and  the  Association's  recommendation  is 
made  with  a  view  to  preventing  any  loss  or  additional 
expense  through  failure  to  adhere  to  the  requirements 
of  the  Canadian  government  regarding  marking. 
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Is  It  Profitable  to  Stock 
Hosiery? 

Address  By  C.  ROY  TEETZEL, 
N.  S.  R.  A.  Convention,  Toronto. 

We  carry  a  complete  line  of  hosiery,  including  men's 
women's,  and  children's,  in  all  their  various  lines.  In 
our  store,  which  has  a  double  entrance,  you  will  find 
our  hosiery  located  immediately  inside  of  the  left 
entrance,  extending  down  approximately  twenty  feet, 
with  one  long  show  case  in  front,  which  always  carries 
a  display  of  hosiery ;  back  of  this  case  are  our  mahog- 
any fixtures.  The  drawers  are  divided  into  sections, 
which  contain  our  ladies'  silk  and  lisle  stockings — a 
section  for  each  size,  so  that  the  stockings  are  removed 
from  their  original  boxes  and  placed  in  these  drawers 
and  sections  according  to  size.  On  the  front  of  each 
drawer  is  a  card  inserted  stating  color  and  prices. 
Prices  for  silk  sto'ckings  range  from  $1.50  to  $7.00  a 
pair- 
Ladies'  wool  stockings,  which  are  sold  extensively 
in  the  faW,  winter  and  spring,  are  never  placed  where 
they  cannot  be  seen,  but  are  placed  on  the  case  usually 
with  a  price  ticket  on,  and  the  ladies  come  in  and 
pick  them  off  just  like  bananas-  To  sell  merchandise, 
it  must  be  placed  where  it  will  catch  the  eye. 

Children's  Hose  a  Prominent  Feature. 

Then  w'e  have  our  children's  lines  which  are  always 
given  a  prominent  showing.  For  spring  and  summer 
season,  we  display  on  a  table  in  front  of  our  depart- 
ment, between  the  two  doors.  Each  pair  of  stockings 
or  SOX  bears  a  ticket  giving  size  and  price.  Children's 
stockings  are  usually  bought  at  prices  according  to 
sizes  so  rather  than  have  various  prices  we  average 
them  up,  and  have  one  price  for  all.  Children's  sox 
are  a  big  feature  with  us.  We  price  them  close,  and 
try  to  give  the  best  value  possible,  and  we  feel  certain 
our  patrons  realize  it  by  the  manner  in  which  they 
buy  them  and.  in  fact  compliment  us  on  them-  Occas- 
ionally an  odd  pair  is  picked  up  from  the  display,  but 
in  most  cases  they  are  sold  in  numerous  pairs.  It  is  a 
common  occurrence  to  have  a  customer  buy  a  dozen 
pairs- 
Then  we  have  our  golf  or  knickerbocker  stockings, 
which  are  displayed  in  a  like  manner,  and  have  a  large 
sale. 

Our  men's  sox  have  a  fairly  good  run,  but  nothing 
in  comparison  with  the  line  just  mentioned. 

No  Need  for  Shelf- Warmers  in  Hosiery  Department. 

One  good  feature  of  a  hosiery  stock  is  that  you 
have  no  old  stock  if  carefully  watched,  no  small  sizes, 
and  no  out-of-date  styles,  like  we  find  often  in  shoes. 
Harldling  hosiery  is  a  nice,  clean,  profitable  business. 
A  department  can  show  from  fifty  to  seventy  per  cent, 
profit.    The  sales  are  quick — no  trying  on,  like  there  is 


in  shoes,  and  take  it  on  the  whole,  it  is  a  very  nice  pro- 
position. 

Shoes  and  hosiery  go  well  together.  A  person  buy- 
ing a  pair  of  shoes  will,  in  most  cases  want  stockings 
to  match,  regardlessof  color,  and  if  this  person  does 
not  buy  them  from  the  merchant  she  buys  her  shoes 
from,  she  will  go  direct  to  a  department  store.  I  con- 
tend the  shoe  merchant  should  have  that  sale,  and  as 
an  inducement  for  your  sales-people  to  suggest,  intro- 
duce and  sell,  hosiery,  it  is  a  good  plan  to  pay  them  a 
commission  on  their  hosiery  sales-  This  I  carried  out 
for  some  time  with  good  results,  when  recently  my 
sales  people  have  been  put  on  a  straight  salary. 

A  young  lady  is  constantly  in  attendance  in  this 
department,  wihile  I  have  a  senior  who  looks  after  the 
department  in  general.  It  is  the  privilege  of  each 
sales  person  to  sell  hosiery. 

Our  Christmas  trade  would  look  small  if  it  were 
not  for  our  hosiery  business.  Four  or  five  days  before 
Chrismas,  three  or  four  salespeople  are  constantly 
behind  the  counter  selling  hose. 

Taking  everything  into  consideration,  I  find  the 
hosiery  business  very  satisfactory  indeed.    At  present 


The  above   5is  a   i»oi>iilar  iiiimher   from   the   Monarch  Knit 
Hcsierj   line.     It  ha-s  a  16-in.  boot  made  from  pure  tram  silk, 
>vhile  tlie  top  i.s  maile  from   extra   fine  mercerize*!  cotton  ^vitlt 
special  ela-stic  ri)>. 

my  annual  sales  will  run  close  to  $25,000  and  this  will 
be  done  on  a  stock  of  not  over  $7,000. 

We  give  our  hosiery  prominent  window  displays, 
backed  up  with  newspaper  advertising,  and  what  we 
endeavour  to  do  is  to  impress  the  people's  minds  so 
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tha't  wlhen  they  think  of  hosiery  they  will  think  of 
"  Gales." 

In  handling  hosiery  my  candid  opinion  is  lliat  un- 
less you  specialize,  have  a  separate  hosiery  depart- 
ment, and  go  after  it  right,  it  would  be  better  to  leave 
it  alone,  because  by  stocking  a  few  dozen  ladies'  stock- 
ings you  do  not  do  justice  to  yourself,  your  store  or 
the  department.  There  is  only  one  way  to  do  and  that 
is  to  do  it  right.  Give  the  public  something  different, 
give  them  something  to  talk  about.  A  good  hosiery 
deiiartment.  and  business,  induces  people  to  your  store, 
and  when  once  in  yotir  store,  it  is  hard  to  tell  what 
they  might  buy,  or  the  good  advertising  they  might 
spread  for  you. 


Associate  the  Hosiery  Idea  with  Your  Store 

The  live  shoe  merchant  is  going  to  have  the  op- 
portunitv  of  making  some  extra  profits  out  of  hosiery 
this  fall  and  winter.  Hosiery  is  attractive  goods  and 
it  is  profitable  goods,  when  it  is  properly  handled. 
It  draws  people  into  the  shoe  store  who  might  other- 
wise pass  on  their  way.  Tt  has  the  advantage  of  lend- 
ing itself  to  artistic  display  in  comlbination  with  foot- 
wear, and  the  advent  of  the  short  skirt  has  placed  an 
emphasis  on  it  hitherto  unequalled  and  at  the  same 
time  has  created  a  closer  relationship  between  it  and 
the  shoe.  Formerly  hosiery  was  almost  regarded  as 
underwear;  to-day  it  is  looked  upon  almost  as  footwear. 

Whv  should  not  the  shoe  merchant,  therefore, 
take  advantage  of  the  situation  to  establish  his  store  as 
the  place  to  buy  hosiery? 

Tf  the  winter  is  a  cold  one.  as  many  of  our  weather 
prophets  are  predicting  it  will  be,  there  will  undoubted- 
ly be  a  large  business  done  in  women's  wool  hose.  In 
heather  mixtures,  this  type  of  hosiery  combines  very 
effectively  with  sporty  walking  shoes,  particularly  with 
perforated  patterns.  And  the  plain  shades  go  very 
well  with  the  quieter  styles  of  footwear  and  are  pro- 
curable in  selections  that  will  give  a  customer  an 
ample  choice  in  suiting  her  taste  and  matching  her 
costume. 

Of  course,  woolen  stockings  are  not  the  only  type 
that  will  be  sold  to  the  ladies  during  the  winter  months. 
When  milady  buys  a  pair  of  dancing  slippers  or  even- 
ing shoes,  show  her  a  pair  of  silk  hose  to  match,  and 
it  will  probably  not  be  diflficult  to  persuade  her  to  make 
the  extra  purchase.  The  silk  lace  effects  are  very  much 
admired  at  the  moment,  and  the  merchant  who  is 
doing  the  best  class  of  trade  should  have  them  in  stock. 
They  are,  of  course,  expensive,  but  even  in  these  times, 
there  is  a  percentage  of  people  who  are  willing  to  pay 
for  what  they  like.  The  shoe  retailer  should  be  able 
to  match  any  pair  of  evening  shoes  he  sells  with  silk 
hosiery,  plain,  or  in  fancy  patterns. 


An  Up-to-the- Minute  Hosiery  Department 

A  new  store  opened  down  in  the,  south  country  is 
notable  for  its  extensive  and  elaborate  hosiery  depart- 
ment. The  feature  is  a  cabinet  20  ft.  long,  7  ft.  high 
and  about  22  inches  deep.  It  is  divided  into  five  sect- 
ions of  equal  size.  At  the  bottom  are  two  open  shelves 
which  hold  the  stocks  of  cheaper  grades  of  lisle  and 
cotton,  and  above  these  are  the  glass  front  drawers, 
in  which  the  stocks  of  the  more  expensive  grades  for 
immediate  requirements  are  kept.  There  are  120  of 
these  drawers,  15  inches  Avide,  17  inches  long  and  4 
inches  deep,  which  allows  a  capacity  of  three  dozen 
hose.  Each  is  divided  into  three  cgn^partments  by  two 


tliin  partitions,  one  parallel  to  the  front,  abnut  11  inches 
back  in  the  drawer,  and  the  other  dividing  the  front 
jMjrtion,  at  right  angles,  into  two  sections,  each  7^/$ 
inches  wide  and  11  inches  long.  The  left  front  section 
IS  used  for  the  sizes  8  and  8i^,  and  the  right  hand  one 
for  s.ze  9.  while  the  rear  compartment  contains  sizes 
less  in  demand,  9^^  and  10.  At  the  right  end  of  the 
cabmet.  the  fancy  silks  are  kept,  then  come  the  chiffon 
silks,  plain  heavier  silks,  according  to  cf)lor,  next 
children's  high-grade  hosiery,  and.  finally,  men's. 

On  top  of  the  cabinet  containing  the  drawers  are 
five  glas.s  display  cases,  each  of  which  is  4  ft.  long,  2 
ft.  ^  in.  high  and  17  in.  deep.  They  are  all  glass,  except 
at  the  back,  which  is  covered  with  colored  draperies  to 
suit  the  display,  and  have  concerlled  lights,  which  il- 
luminate the  goods  very  effectively. 

Surplus  .stocks  of  hosiery  are  kept  in  the  .stock- 
room on  the  second  floor.  The  cabinet  contains,  under 
normal  circumstances,  a  sufficient  supply  for  one  day  s 
selling,  the  drawers  of  the  more  called  for  lines  being 
repleni.shed  each  morning.  With  some  lines,  of  course, 
the  cabinet  stocks  are  sufficient  for  a  week,  or  more. 


Catering  to  the  Christmas  Trade 

Christmas  is  the  harvest  time  of  the  merchant  who 
stocks  hosiery.  It  behoves  him,  however,  to  be  well 
prepared  for  it  and  to  hav€  his  reputation  established 
as  one  who  sells  good  hosiery,  else  he  will  miss  the 
cream  of  the  business.  For  this  reason,  it  is  particul- 
arly desirable  to  keep  hosiery  ])rominently  dis[)layed 
in  the  store  window  and  in  the  display  cases,  a?  well 
as  mentioning  i.t  in  every  advertisement,  even  if  only 
in  a  single  line,  during  the  fall  months. 


Viiuther  .selection  from  the  Mouareh-Knit  line,  ^vith  lU-ineh 
lioot  uf  tram  xllk.  This  hose  has  the  fashionable  m<M*k  seam 
an<l  fHNliiouinK.  »hieh  KriveN  the  eirenlnr  hose  the  appearance 
of  the  full  fa.shioii  hosier.v  and  ean  lie  purrhasefl  at  a  very 
much  lo»ver  priee.  The  shoe  trade  can  seenre  Monarch  hose 
in  Niich  suitable  shades   iis   Havana   bronn,  nut   bronn,  suede 

and  silver. 
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A  Comparison  of  Canadian  and  U.  S. 
Methods  of  Window  Dressing 

BY  H.  E.  GROVES 


The  article  which  follows,  "A  Comparison  of  Can- 
adian and  U.S.  Window  Trimming  Methods,"  is  con- 
tributed by  a  window  trimmiing  expert  of  long  and 
wide  experience  and  one  who  has  had  opportunity 
of  studying  conditions  in  the  retail  shoe  trade  from  the 
inside,  on  both  sides  of  the  line.  Mr.  Harry  E.  Groves 
was  formerly  connected  with  Geo.  G.  Gales  &  Co..  of 
Montreal,  whose  window  displays  were  for  many  years 
under  his  charge.  Last  year  he  left  Canada  and  took 
uip  his  residence  in  the  States,  Where  he  is  now  window 
dresser  and  advertising  man  for  a  prominent  U.S.  con- 
cern. His  rettiarks,  dealing  as  they  do  mainly  with 
broad  questions  of  policy,  w*ill  be  of  interest  both  to 
the  shoe  merchant  and  the  display  man. — Editor. 


I  am  dealing  with  a  somewhat  difficult  subject, 
"A  comparison  of  Canadian  and  United  States  methods 
of  window  trimming",  and  I  trust  that  in^  my  article 
the  saying  that  "comparisons  are  odious",  will  not 
apply,  as  we  should  all  be  big  enough,  if  we  are  to 
get  anywhere,  to  recognize  the  good  and  bad  points 
of  both  sides  and  profit  thereby. 

As  a  windowdresser  of  shoes  for  over  25  years,  I 
have  had  opportunities  of  studying  the  game  in  Eng- 
land, Canada  and  the  States,  and  have  no  hesitation 
in  saying  that  for  individualism,  initiative  and  the 
artistic  taste  displayed,  the  Canadian  shoe  window- 
dresser is  away  ahead  of  either  the  U.  S.  or  British, — 
1  am,  of  course,  speaking  in  general  terms. 

Chain  Stores  Stifles  Individualism 

I  will  endeaver  to  explain  why  I  have  arrived  at 
this  conclusion.  , 

I  blame  the  chain-store  system,  for  killing  most 
of  what  I  would  call  individualism  in  the  U.  S.,  as 
the  window  trimmer  has  to  conform  to  a  set  style 
laid  down  by  headquarters;  their  argument  is  that 
the  public  recognise  at  a  glance  the  firm  running  that 
store  by  the  type  of  store  front  and  the  way  the  win- 
dows are  set  out.  The  argument  is  good  from  that 
point  of  view  but  is  not  conducive  to  bringing  out 
the  latent  artistic  talent  in  many  a  man  who  might  rise 
to  great  heights  if  given  the  opportunity.  The  con- 
sequence is  that  artists  in  the  shoe  business  are  get- 
ting scarcer  all  the  time  ;  and  salesmen  trimming  win- 
dows as  a  side  line  are  taking  their  place :  take  a  walk 
along  the  principal  business  thoroughfare  of  any  large 
American  city  in  the  morning,  and  you  will  often  see 
as  many  as  three  men  not  trimming  but  placing  shoes 
in  one  small  window.  They  know  what  is  expected 
of  them ;  the  idea  is  to  get  it  in  as  quickly  as  possible 
and  start  in  to  make  their  sales  record.  The  con- 
sequence is,  you  have  a  hard,  inartistic  conglomeration 
of  shoes,  which  only  appeals  to  a  certain  type  of  cus- 
tomer who  has  been  in  the  habit  of  dealing  at  that 
particular  store ;  but  is  passed  by  milady  of  discrim- 
inating taste,  whose  attention  is  arrested  by  the  win- 
dow of  the  next  departmental  store  which  is  display- 
ing a  few  exclusive  shoe  models  in  conjunction  with 
suitable  wearing  apparel.  This  is  where  the  depart- 
mental store  has  it  all  over  the  specialty  shoe  store 
usually :  the  window  dresser  is  keyed  up  to  the  art- 
istic pitch  by  the  handling  of  dainty  lingerie,  etc. ;  and 


his  fine  taste  is  reflected  in  what  is  otherwise  very  un- 
interesting merchandise. 

The  finest  shoe  window  that  I  ever  trimmed  was 
a  Fall  opening  window  with  a  frontage  of  24  feet  and 
16  feet  in  depth  and  all  I  used  was  12  odd  shoes  and 
3  pairs  of  hose  in  the  whole  display :  but  every  shoe 
was  a  picture  in  itself,  and  held  the  attention  of  the 
prospective  buyer,  and  what  was  particularly  notice- 
able, was  the  fact  that  although  the  shoes  displayed 
were  women's,  the  men  were  pulled  up  by  the  indiv- 
idualism shown  in  the  layout. 

Causes  of  the  Overcrowding  Evil 

This  brings  me  once  more  to  the  subject  of  over- 
crowding, which  I  have  never  failed  to  condemn  in 
my  previous  articles,  and  to  which  the  average  U.  S. 
shoe  store  is  especially  subject. 

You  cannot  always  blame  the  trimmer  for  this  un- 
pardonable sin ;  it  is  usually  the  one  higher  up  who  is 
the  culprit. 

Many  chain  store  companies  have  a  system  of 
checking  up ;  admirable  from  one  point  of  view,  but 
not  always  workable  when  the  layout  of  the  window- 
is  considered.  For  instance,  the  window  is  trimmed 
on  a  certain  night  (all  windows  should  be  trimmed  at 
night  to  obtain  the  best  results  from  every  standpoint) 
the  next  morning  a  list  is  taken  of  the  styles  displayed  ; 
this  list  is  compared  with  the  stock  list ;  and  any 
lines  not  displayed  are  noted  and  sent  down  to  the 
window  dresser  for  immediate  attention,  which  means 
he  has  either  to  substitute  these  numbers  for  some 
already  in,  which  may  be  even  of  more  importance, 
or  else  add  to  his  layout.  Now  every  window  trim- 
mer knows  what  this  means.  The  man  of  experience 
works  from  a  key  or  center,  and  these  additions  imm- 
ediately throw  a  display  out  of  key  and  the  whole  has 
an  unbalanced  effect. 

I  maintain  that  the  display  man  shovild  have  a  free 
hand  to  show  what  he  considers  the  most  suitable 
lines,  and  those  most  likely  to  arrest  the  attention  of 
the  passerby ;  and  if  he  overlooks  certain  numbers 
they  should  be  left  out  until  the  next  trim. 

I  always  maintain  that  the  window  trimmer's  work 
is  to  get  the  people  in  the  store ;  then  it  is  up  to  the 
salesman  to  close  the  deal.  And  if  both  men  are  up  to 
their  business  the  concern  which  employs  them  should 
be  satisfied  . 

Specially  Manufactured  Window  Shoes 

Another  fault  of  the  shoe  business  of  which  again 
I  think  the  U.  S.  dealer  is  more  apt  to  be  guilty  than 
the  Canadian,  is  the  practice  of  using  specially  man- 
ufactured window  shoes  Whether  it  is  because  the 
U.  S.  public  is  more  easily  gulled  than  the  Canadian, 
or  is  always  in  too  much  of  a  hurry  to  pay  attention 
to  the  fravid,  it  seems  there  are  quite  a  few  reputable 
shoe  firms  who  are  getting  away  with  it.  Take  men's 
shoes  more  notably ;  in  the  pairs  sent  in  for  display 
the  stock  is  specially  selected  from  the  plumpest  part 
of  the  hide,  it  is  formed  up  perfectly,  highly  polished, 
or  burnished,  one  could  almost  call  it,  and  the  trimmer 
has  only  to  rub  off  and  place  in  the  window.  When 
the  customer  gets  inside  he  is  confronted  with  a  trav- 
esty of  the  original,  which  is  the  same  as  far  as  the  last, 
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stitching,  perforation,  sole  sui)stance,  coloring,  etc., 
go,  but  far  inferior  as  to  the  grade  of  stock.  Often 
a  side  leather  is  "doped  up"  to  look  the  part  and  the 
linings,  facings  and  other  essentials  are  away  behind 
the  line  represented  in  the  windows. 


Coco  brown  bal,  Goodyear  welt,  on  Broadway 
last.     By   Weyenburg  Shoe  Mfg.  Co. 


I  hear  some  one  say. "That  is  an  old  trick  practised 
in  the  days  gone  by,"  but  it  is  being  got  away  with 
right  now  in  some  of  the  big  U.  S.  cities  by  firms  of 
good  standing  who  should  be  above  suspicion. 

The  only  safeguard,  and  the  only  way,  to  get  people 
coming  again  is  to  be  perfectly  straight  in  your  ad- 
vertising, whether  through  the  press,  or  your  windows. 
Picking  the  Right  Goods  for  Display 

Do  not  show  anything  in  your  windows  that  you 
cannot  duplicate  inside.  Select  your  window  shoes 
from  stock,  taking  care  of  course,  to  pick  out  the  best 
on  the  size  most  suitable  for  display.  This  is  where 
the  practical  shoeman  has  the  advantage ;  he  can  tell 
at  a  glance  the  shoe  that  will  stand  up  best,  without 
using  too  much  force  or  strain  to  form  it  up.  The 
least  slip  of  the  cutter's  knife  or  the  slightest  tight- 
ening of  the  tension  of  the  machine,  or  a  slip  in  the 
fitting  of  the  separate  parts  will  throw  the  shoe  out 
of  plumb  and  no  amount  of  force  will  put  it  right. 

I  said  before  that  I  blamed  the  chain  store  system 
for  lack  of  taste  and  individualism  in  window  display. 
Whilst  this  is  to  a  very  large  extent  true,  the  fact  re- 
mains that  the  average  American  has  not  the  artistic 
temperament  so  finely  developed  as  the  majority  of, 
say,  the  English  or  Canadian.  A  young  nation,  com- 
paratively speaking,  whose  main  object  from  its  birth 
has  been  hustling  after  the  almighty  dollar,  has  had 
no  time  to  develop  the  finer  arts.  Where  are  Amer- 
ica's outstanding  figures  in  the  realms  of  painting, 
music,  sculpture,  etc.?  America  has  produced  her 
steel  magnates,  oil  kings  and  so  on,  but  take  a  walk 
through  any  art  gallery,  and  what  do  you  see?— Crude 
daubs  ofifensive  to  the  eye  of  those  students  of  Millais. 
L.andseer.  Turner,  Rossetti  and  the  like.  Although 
it  has  no  direct  bearing  on  the  shoe  trade,  it  is  appli- 
cable from  the  point  of  view  of  color  schemes, — which 
are  so  essetial  to  successful  window  dressing  where 
one  has  to  lend  color  to  otherwise  inartistic  mer- 
chandise. 

Latitude  Allowed  Canadian  Window  Trimmer 

It  is  here  that  the  Canadian  window  dresser  has 
the  advantage,  (when  I  say  Canadian  it  means  that 
he  usually  is  of  Old  Country  stock,  or  he  has  had  Old 
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Country  training)  ;  he  is  in  a  new  country  vast  in  ex- 
lent,  with  vast  possibilities,  where  mind,  body  and 
tastes  are  allowed  to  develop.  All  this  is  reflected  in 
his  work,  or  should,  if  he  is  a  born  artist.  He  is 
not  usually  bound  to  follow  lines  laid  down  by  head- 
(juarters  as  the  chain  store  has  not  spread  over  Can- 
ada as  it  has  done  in  the  States  or  Britain. 

He  (the  window  dresser)  is  looked  upon  as  a  man 
of  the  first  importance  by  his  employers  and  by  the 
whole  staff,  as  they  realize  more  fully  than  in  the  States 
his  value  as  a  trade-getter. 

1  think  also  the  Canadian  shoe  store  proprietor  re- 
alises more  fully  than  the  American,  the  value  of  his 
windows  as  an  advertising  medium.  I  have  talked 
this  matter  over  with  decorative  and  fixture  houses 
and  they  seem  unanimous  in  their  opinion  that  the 
Canadian  is  more  generous  in  his  outlay  for  access- 
ories. The  seasons,  special  occasions,  and  novelty 
windows  are  more  pronounced,  consequently  the  win- 
dow-dresser has  more  scope  to  use  his  brains. 

The  gist  of  the  whole  argument  is  that  while  I 
admire  the  U.  S.  shoeman  in  respect  to  merchan- 
dising and  from  the  economic  point  of  view,  I  believe 
he  has  lost  the  larger  outlook  when  it  comes  down  to 
his  windows.  The  American  public  is  more  easily 
fooled  in  its  hurry  to  "get  there",  whereas  the  Can- 
adian is  slower  to  purchase  and  will  not  stand  for 
dishonesty  in  business  methods.  The  Canadian  shoe- 
man  is  looking  for  repeat  business.  In  most  cities 
in  the  Dominion  the  population  is  not  so  transient 
as  in  the  States ;  consequently  it  is  of  the  utmost  im- 
portance to  the  Canadian  to  give  his  best  in  the  way 
of  value  and  service. 


Attractive  Innovations  by  J.  &  T.  Bell,  Ltd. 

A  wide  and  attractive  range  of  .shoes  comprises  an 
interesting  exhibit  well  worth  a  visit  to  the  sample-rooms 
of  Messrs.  J.  &  T.  Bell,  Limited,  180  Inspector  Street, 
Montreal.  Noteworthy  is  the  variety  in  women's  strap 
pumps,  both  iij  buckle  and  button  styles,  as  well  as  strik- 
ing new  creations  in  collar  effects,  cut-outs  and  under- 
lays, panels,  etc. — the  whole  in  a  pleasing  array  of 
fashionable  colors  in  suede  and  combination  patent 
leathers.  Worthy  of  mention  also  are  imitation  ball  and 
saddle  straps,  not  to  mention  several  beautiful  lines  of 
sport  oxfords  in  white  newbuck  with  wing  tips  and  other 
trimmings. 

Messrs.  J.  &  T.  Bell,  Limited,  have  a  range  of  Scotch 
grain  oxfords  in  the  newest  models.  They  are  also  show- 
ing the  latest  in  low-heel  walking  shoes,  either  Cuban  or 
military. 

There  are  plain  pumps  in  all  the  various  leathers, 
some  with  collar  effects,  also  a  new  pump  with  a  Baby 
Louis  heel.  A  pleasing  shoe  that  arrested  the  "Foot- 
wear" man's  attention  had  a  light-looking  covered  heel 
in  the  box  or  Cuban  style. 

The  many  interesting  and  pleasing  varieties  seen  at 
Messrs.  J.  &  T.  Bell's  sample-rooms  are  evidence  of  the 
trend  of  the  trade  this  season,  and  for  that  reason  the 
lines  shown  are  worthy  of  i-eeord.  The  Bell  people,  of 
course,  have  their  usual  comprehensive  lines  of  men's 
and  women's  shoes,  to  which  they  have  added  a  number 
of  new  lasts. 


The  Canadian  Shoes-Findings  Novelty  Company,  To- 
ronto, are  now  taking  the  entire  output  of  the  Wear 
E^ver  shoe  factory.  These  shoes  are  .sold  under  a  three 
months'  guarantee,  and  will  be  I'eplaced  free  of  charge 
if  sole  is  worn  through  or  stitching  gives  out  within  this 
time. 
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Do  Orthopedic  Departments  Pay? 

BY  C.  H.  PRENTICE 

This  question  can  'be  answered  fcy  giving  some 
of  my  experiences  and  figures  to  show  that  it  does. 
The  first  question  that  comes  to  the  average  shoe 
merchant,  and  salesman  is,  "  Does  it  pay  financially?" 
To  the  progressive  merchant,  Yes;  to  the  salesman 
I  would  say,  more  so,  because  he  will  make  many 
new  friends,  and  staunch  followers  for  footwear 
wherever  he  may  go. 

Ten  years  ago  I  commenced  to  sell  shoes  in  West- 
ern Canada  and  at  once  I  noticed  the  need  of  great 
care  in  fitting  shoes,  because  so  many  of  our  customers 
of  those  days  wore  shoes  which  were  much  too  short 
and  stulbby.  It  was  a  very  hard  uphill  fight  at  first, 
but  I  must  say  we  have  won  out,  splendidly,  thanks 
to  the  introduction  of  many  more  fittings  and  longer 
shoes,  coupled  with  the  great  advertising  power  of 
one  of  our  largest  foot  comfort  appliance  firms. 

Some  five  years  ago  I  was  given  charge  of  this 
department,  'by  my  present  firm.  At  that  time  it  was 
just  a  case  of  selling  foot  comfort  appliances  only 
when  some  cus-tomer  would  enquire  for  them.  But 
today  it  is  much  different ;  we  have  special  displays 
in  our  main  show  windows  at  all  times.  Also  one  of 
our  largest  show  cases  just  inside  the  main  entrauk  C 
is  given  over  to  the  display  of  every  kind  of  foot 
comfort  appliance  made  by  the  house  which  we 
represent.    We  change  these  around  most  frequently 


so  that  it  always  looks  attractive  to  the  passer  by, 
and  this  is  where  we  make  a  volume  of  our  sales, 
because  once  a  customer  gets  interested  we  commence 
to  get  our  talking  point  home  on  greater  care  of  the 
feet. 

Then  at  different  periods  of  the  3'ear  we  put  on 


campaigns  and  m.ake  great  efforts  to  induce  all  those 
who  suffer  in  any  way  from  foot  discomfort  to  come 
into  our  store  for  free  advice.  It  is  a  pleasure  to  say 
that  within  the  past  twelve  months  our  turnover  on 
foot  appliances  has  more  than  dou'bled,  besides  the 
many  opportunities  it  has  given  us  in  making  more 
sales  in  footwear. 

I  would  urge  every  young  shoeman  to  get  a  thor- 
ough understanding  of  the  anatomy  of  the  foot,  gained 
through  the  many  courses  in  Practipedics.  It  is  easy 
to  obtain,  and  with  careful  study  and  correct  fittings, 
any  live  salesman  can  secure  great  results  and  have  the 
satisfaction  of  knowing  the  service  he  is  rendering  the 
community.  This  is  compensation  enough,  'but  when 
one  couples  it  with  the  confidence  your  customers 
place  in  you,  the  result  is  ten  fold. 


A  Survey  of  the  Repair  Business 

The  Dominion  Bureau  of  Statistics  has  issued  re- 
cently a  survey  of  repair  work  in  Canada  in  1919  and 
the  report  contains  the  following  interesting  state- 
ment under  the  heading  "Boot  and  Shoe  Repairs": 

"A  survey  of  the  boot  and  shoe  industry  shows 
that  a  very  large  number  of  repair  shops  are  now  eq- 
uipped with  modern  machinery.  Slightly  more  than 
half  of  the  shops  possess  power-driven  stitching  mach- 
ines and  finishing  shafts,  whilst  an  additional  10  per 
cent  are  equipped  with  finishing  shafts  only.  A  couple 
of  decades  ago  a  well  equipped  cobbler's  shop  nec- 
essitated an  investment  of  some  $300  or  $400,  though 
sufficient  equipment  to  open  a  repair  shop  could  be 
procured  for  an  investment  of  $50.  Since  then  the 
introduction  of  machinery  in  the  boot  and  shoe  re- 
pair line  has  made  it  necessary  for  a  much  larger 
capital  to  be  placed  in  the  operation  of  these  estab- 
lishments. Today  a  fairly  w'ell  equipped  shop  would 
require  at  least  a  stitching  machine  and  finishing- 
shaft,  in  addition  to  the  old  time  patcher,  which  was 
about  the  only  machine  then  in  use.  Special  nail- 
ing machines  are  now  built  for  the  repair  trade  and  a 
number  of  other  time-saving  mechanical  devices  are 
on  the  market,  such  as  welt  markers,  channelling  ma- 
chines skivers,  etc.,  so  that  a  thoroughly  equipped 
establishment  today  would  require  an  investment  of 
some  $5,000.00  The  actual  valuation  of  machinery 
at  present  installed  in  boot  and  shoe  repair  establish- 
ments is  reported  for  Canada  at  $436,424,  which  div- 
ided amongst  1,125  establisments  amounts  to  an  av- 
erage of  $388  per  establishment.  The  total  of  all  cap- 
ital invested  in  repair  establishments  in  the  Dominion 
amounted  to  $1,677,408,  of  which  Ontario  accounted 
for  $822,271,  Quebec  $346,234.  British  Columbia  $167, 
656,  Albert  $128,979,  Nova  Scotia  $71,019,  Saskatch- 
ewan $63,292,  Manitoba  $48,487,  New  Brunswick 
$22,570  and  Prince  Edward  Island  $6,900.  The  pro- 
duction of  leather  boots  and  shoes  is  carried  on  in 
161  individual  plants  where  the  total  production  was 
reported  as  $63,319,128  for  the  year  1919.  In  re- 
pair shops  the  total  production  amounted  to  $3,241,004 
and  of  this  sum  Ontario  accounted  for  $1,612,689, 
Quebec  $541,475,  British  Columbia  $343,740,  Alberta 
$218,835,  Saskatchewan  $166,314,  Manitoba  $141,698, 
Nova  Scotia  $129,812,  New  Brunswick  $78,017  and 
Prince  Edward  Island  $8,424. 

"In  boot  and  shoe  repair  shops  a  large  number 
are  known  as  "one  man  shops",  that  is,  where  no  em- 
ployees are  kept.  The  help  employed  during  1919  was 
on  an  average  1,470  persons  receiving  a  total  remun- 
eration of  $1,249,397.  Of  this  amount  Ontario  paid 
^627,397  to  731  workers.    The  di  stribution  in  the  other 
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provinces  was  as  follows: — Quebec,  272  paid  $183,066; 
British  Columbia,  134  paid  $130,509;  Alberta,  87  paid 
$90,579;  Saskatchewan,  59  paid  $62,986;  Manitoba,  69 
paid  $61,185  ;  Nova  Scotia,  69  paid  $50,466;  New  Bruns- 
wick, 40  paid  $30,374;  Prince  Edward  Island,  7  paid 
$2,835. 

"The  materials  consumed  in  this  industry  were  val- 
ued at  $1,174,756.  distributed  in  order  of  importance 
as  follows:  Ontario,  $561,604;  Quebec.  $211,167;  Brit- 
ish Columbia.$l 33.336;  Alberta,  $76,412;  Saskatch,- 
ewan.  $56  328;  Nova  Scotia,$49.481  ;  Manitoba.  $45,053  ; 
New  Brunswick,  $28,117;  Prince  Edward  Island,  $3,258. 


A  Hallowe'en-  Letter 

If  you  were  to  have  your  salesmen,  or  saleswomen, 
send  out  a  letter  like  this  to  a  number  of  their  friends, 
don't  you  think  it  would  be  effective  in  boosting  trade 
during  October : 

Dear  Madam  : 

"I  suppose  you  have  been  thinking  about 
new  footwear  for  Hallowe'en  parties  and 
the  opening  of  the  social  season. 

"  If  you  have,  perhaps  you  will  be  gO(jd 
enough  to  help  me  win  a  prize.    Our  store 
is  holding  a  salesmanship  competition  and 
the  member  of  the  staff  who  sells  the  most 
footwear   during    the    month    will    get  a 
special  reward.      I  am  therefore  taking  the 
liberty  of  writing  you,  as  one  of  our  most 
valued  customers,  and  one  whom  I  have  had 
the  pleasure  and  privilege  of  serving  on 
many  occasions,  to  see  if  you  will  help  me 
out    by    purchasing    your    fall  footwear 
requirements  from  me  before  the  end  of  the 
month. 

"  We  have  never,  had  a  more  attractive 
selection  of  fashionable  footwear  to  offer 
you — and  you  have  been  good  enough  to 
compliment  us  on  our  showing  on  one  or 
two  previous  instances.    Some  new  models 
have  just  come  in  within  the  last  few  days, 
in  which  I  am  sure  you  would  be  inter- 
ested. 

"  I  need  not  assure  you  that  any  time 
you  visit  us,  you  will  have  the  very  best 
service  that  my  ability  and  experience  can 
offer.  Whether  you  wish  to  buy  or  not,  it 
would  be  a  pleasure  to  show  you  our  latest 
arrivals." 

"  This   letter   will   be  accepted  as  One 
Dollar  payment  on  any  purchase  you  may 
select.    Kindly  bring  it  with  you  and  ask 
for  me  personally." 
Whether  or  not  it  would  be  good  policy  to  insert 
the   last  paragraph   would   depend  of  course  upon 
the  customer  to  whom  the  letter  was  addressed,  and 
in  that  connection  the  salesmen,  or  retailer,  would 
have  to  use  his  own  good  judgment. 


Modes  in  Clothing  Affect  P'ootwear  Styles 

Discussing  the  trend  of  footwear  fashions  for  fall 
and  early  winter  wear,  the  manager  of  a  Winnipeg- 
rubber  goods  house  stated  that  the  style  of  shoe  de- 
pended to  a  very  great  extent  upon  the  style  of  cloth- 
ing worn. 

"An  important  factor  in  the  kind  of  shoes,  spats 
and  arctics  for  fall  and  winter  is  whether  it  will  be  a 
dress  and  coat  year  or  a  suit  year,"  he  explained. 
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"When  dresses  and  coats  are  in.  suits  are  out. 
When  suits  are  in,  they  have  a  -marked  influence 
on  shoes  worn.  This  fjuestion  is  usually  settled 
before  August.  l)nt  indications  are  that  the  mode  of 
of  dress  will  be  divided  this  fall. 

■.Smart  women  will  wear  tailored  suits  with  low 
shoes  and  spats,  or  wool  hose  and  walking  oxfr)rds. 
The  woman  who  works  will  wear  a  skirt  and  waist  or 
coat,  with  low  shoes  and  spats  or  low  shoes  and 
heavy  stockings.  Dark  brown  and  the  lighter  shades 
of  brown  kid,  calf  and  suede  will  fit  in  nicely  with 
all  the  apparel  shades  that  seem  popular. 

"I  am  told  that  wood  shades,  chestnut,  and  hazel, 
briar  brown,  Nubian  brown,  and  a  Dunwiddy  will 
be  popular,  and  also  Indian  reds  and  very  dark  shades 
of  green  as  side  issues"  he  concluded. 


Welt   Bal.   in  mahogany  velour  side. 
By  J.  A.  &  M.  Cote. 


Vogue  of  Arctics  in  the  West 

There  will  be  more  arctics  sold  to  women  in  west- 
ern Canada  this  winter  than  ever  before — so  several 
Winnipeg  dealers  predict.  This  opinion  by  the  way 
is  not  confined  to  the  wholesale  trade  but  includes  re- 
tailers as  well.  The  reason  for  the  anticipated  demand 
is  that  there  is  a  strong  craze  for  oxfords 
this  fall,  while  the  silken  hose  shows  little  sign  of 
diminishing  in  popularity.  Wool  hose  is  too  warm 
for  indoor  wear,  and  spats  are  not  sightly  worn  with 
a  very  short  skirt,  so  that  business  girls  are  going 
to  use  arctics  in  order  that  they  may  wear  pretty 
shoes  and  silk  hose. 


Mr.  A-  R.  Angus  has  resigned  his  position  as  Sales 
Manager  with  the  Miner  Shoe  Company,  Limited,  and  is 
now  taking  a  little  holiday,  although  he  hopes  to  be  back  in 
the  shoe  game  before  long.  His  many  friends  in  the  trade 
will  remember  liis  long  connection  of  twienty  years  witli 
Messrs.  Ames  Holden  McCready,  Limited,  during  the  greater 
period  of  which  time  he  was  sale  manager.  An  interesting 
episode  of  Mr.  Angus'  career  was  the  year  he  spent  in 
England  and  France  at  the  time  he  was  selected,  with  Mr. 
Dufresne,  to  represent  the  Canadian  shoe  manufacturers 
over  there  at  the  time  of  the  war. 


J.  S.  Donaldson  who  has,  for  the  past  five  years  repre- 
sented the  Miner  Shoe  Company  of  Montreal  on  the  ter- 
ritory between  Port  Arthur  and  Moose  Jaw  has  relinquished 
the  above  line  and  for  the  future  will  handle  the  Daoust- 
Lalonde  line  of  fine  footwear  on  the  same  territory. 


Messrs.  Duboi.'.  &  Son.  Regisitered,  manufacturers  and 
jobbers,  have  taken  over  the  quarters  at  491  St.  Valier 
Street.  Quebec  City,  formerly  occuppied  by  Chas.  E.  Slater. 
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Criticize  Your  Trade  Association  From 

the  Inside 


Below  we  print  a  letter  received  from  an  Ux'bridge 
shoe  repairer,  who  comlplains  regarding-  the  canvass- 
ing- operations  of  a  Toronto  repair  man  on  North 
Yonge  St.  He  states,  this  repair  man,  is  a  memiber 
of  the  executive  of  the  association  (apparently  the . 
Toronto  local  association  is  referred  to),  and  that  his 
action  is  keeping-  members  out  of  the  organization. 
This  practice  of  canvassing  for  work  undoubtedly 
is  not  calculated  to  raise  the  status  of  the  repair  trade, 
but  there  is  no  law  against  it,  municipal,  provincial  or 
federal,  nor  is  there,  we  'believe,  at  present  any  ruling- 
covering  it  in  the  by-laws  of  the  association.  What 
then  is  the  logical  thing  for  our  correspondent,  and 
all  others  who  feel  like  him  aibout  the  matter— to  do? 
To  come  into  the  association  and  use  the  weight  of 
his  influence  to  correct  what  be  considers  an  albuse. 

We  believe  we  can  say  without  fear  of  con- 
tradiction that  there  is  in  the  Toronto  Association 
no  restriction  of  the  rights  of  members,  no  attemj^t  to 
silence  criticism  or  discussion,  no  railroading  of  im- 
portant matters  by  the  executive  or  special  com- 
mittees. Every  member  can  have  his  say,  if  he 
will  only  come  and  say  it.  Every  member  has 
a  vote  on  all  measures  that  may  be  taken  by  the 
Association  afifecting  the  interests  of  the  trade 
locally,  if  he  will  only  come  and  exercise  it.  Officers 
are  elected  by  ballot,  and  he  has  his  choice  of  several 
nominations  for  every  office.  If  he  wants  to  make 
sure  that  capable  men  will  be  selected  to  form  the 
executive,  let  him  avail  himself  of  his  privileges  as  a 
voter.  Incidentally,  the  election  of  officers  for  the 
local  association  takes  place  in  December,  and  in  the 
meantime  every  member  will  receive  a  ballot  on  which 
he  will  be  requested  to  mark  his  choice  of  men  for  the 
various  offices,  either  bringing-  it  in  person  to  the 
annual  meeting,  or  returning  it  by  mail.  If  any  local 
repairer  wants  to  exercise  this  franchise,  now  is  the 
time  for  him  to  join  the  association.  It  is  the  wrong- 
policy,  where  any  reputaJble  association  is  concerned, 
to  stand  outside  and  criticize  its  shortcomings  and 
offer  them  as  an  excuse  for  non-membership.  No 
organization  is  perfect,  but  if  you  want  to  criticize  get 
inside  where  you  can  appreciate  the  obstacles  that 


have  to  be  overcome  and  then  offer  your  constructive 
suggestions. 

However,  the  letter  follows: 

Ujdbridge.  Ont.,  Sept.  26,  1921 
Editor,  Eootwear  in  Canada. 

Do  you  know  the  reason  the  Shoe  Repairers' 
Association  is  not  getting  the  number  of  members 
to  join  which  they  should  have  to-day?  The  one 
reason  is  this :  One  of  the  Executive,  who  runs  a  kind 
of  repair  shop  on  North  Yonge  St.,  is  sending  his 
daughter,  a  young  girl,  out  canvassing  for  work  ("  old 
solder"  stunt).  Now,  Mr.  Editor,  there  are  lots  of 
repairers  in  Toronto  pretty  sore  over  it,  as  it  is  a  thing 
that  not  even  a  foreigner  is  doing  in  Toronto  to-day, 
and  it  should  be  stopped.  Otherwise  all  the  foreign 
element  will  be  following  example.  It  is  poor  policy, 
and  shows  poor  quality  work — also  it  does  not  appear 
to  me  good  bringing  vip  for  a  young"  lass.  It  sounds 
too  much  to  me  like  cadging,  letting  people  know  you 
have  been  in  the  army  to  get  work.  That  thing  has 
died  out,  and  the  association  should  sit  up  and  take, 
notice,  and  elect  on  the  executive  members  who  know 
the  trade,  and  follow  it  in  a  legitimate  manner. 

Respectfully, 
(Signed)    A  Real  Veteran 
(Both  Shoe  Repairer  and  C.  E.  F.  Man  ) 


'MlU — 


The  coming  winter  will  give  no  quarter  to  the  loafer 


Toronto  Association  Discuss  Membership 
Campaign  and  Election 

At  a  meeting-  of  the  Toronto  Shoe  Repairers'  As- 
socdatiion  on  the  evening  of  Thursday,  Sept.  22,  the 
c|uestion  of  undertaking  a  membership  campaign  was 
discussed,  and  it  was  decided  that  a  paid  canvasser 
should  be  appointed,  if  a  suitable  man  could  be  se- 
cured to  work  on  a  commission  basis.  A  number  of 
names  were  suggested,  with  whom  the  secretary  was 
instructed  to  get  in  toucb. 

The  matter  of  the  coming  election  of  officers  was 
also  brought  up.  Mr.  Jesse  Merchant  suggested  that 
in  order  to  insure  the  satisfaction  of  every  member 
and  guard  against  complaints  after  the  event,  it  would 
be  well  to  appoint  a  nomination  committee  before- 
hand wbo  should  canvass  the  situation  and  select  three 
names  of  men  suitable  to  hold  each  office,  these  names 
to  be  printed  on  ballots  which  would  be  distributed  to 
the  entire  membership  of  the  association.  Each  mem- 
ber would  be  requested  either  to  bring  his  ballot  in 
person  to  the  annual  meeting  or  forward  it  through 
the  mail.  This  suggestion  was  made  a  motion  by  Mr. 
Merchant,  seconded  by  Mr.  Robertson,  and  carried. 
Mr.  Butterworth  moved  and  Mr.  Robertson  seconded, 
that  the  nominations  committee  should  consist  of  the 
executive  committee  with  two  members  added. 
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An  Estimate  of  Repair  Trade  Conditions 
and  Organization  Possibilities 

BY  S.  KOY  \VI;A\  KR 
Before  Ontario  Repairers'  Convention 


Mr.  Weaver  said  that  even  the  most  efficient  man- 
ufacturer was  not  capable  of  producing  shoes  like 
those  worn  by  the  Israelites  in  their  wilderness  wand- 
erings, of  which  we  were  told  in  the  book  of  Deuter- 
onomy, "Thy  shoe  is  not  waxen  old  upon  thy  foot.'' 
The  next  best  was  to  manufacture  shoes  which  were 
worth  repairing  and  the  fact  that  a  shoe  manufacturer 
produced  footwear  which  could  be  repaired  satisfactor- 
ily was  an  advertisement  for  the  products  of  such  man- 
ufacturer. Mr.  Weaver  believed  that  the  public  recog- 
nized to  a  greater  extent  than  even  before  the  true 
economy  of  buying  good  quality  boots  and  shoes,  be- 
cause such  footwear  could  be  repaired,  whereas  foot- 
wear of  poorer  make  or  inferior  materials  could  not 
be  repaired. 

The  speaker  said  that  the  motto  of  the  Cordwainers' 
Guild  of  the  early  English  shoemakers  "Corio  et_^Arte" 
- — with  leather  and  art — was  one  which  both  the  shoe 
manufacturers  and  the  repair  men  might  well  adopt 
today.  He  referred  to  the  extraordinary  advance  which 
had  been  made  by  the  repair  trade  during  the  past 
six  or  seven  years.  To  a  large  extent  it  has  passed 
from  a  handicraft  system  to  a  machine  process  stage. 
There  were  now  something  like  170  machine  outfits 
in  Ontario  as  compared  with  only  30  before  the  war. 
The  appearance  of  the  repair  shops  had  also  been 
decidedly  improved  and  the  best  type  of  modern  shoe 
repair  esta:blishments  represented  a  big  advance  from 
the  often  slovenly  little  shop,  where  formerly  the  shoe 
repairer  worked. 

Mr.  Weaver  said  that  the  sales  of  findings  to  shoe 
repairers  in  Ontario  during  the  past  year  represented 
an  increase  of  some  2400  per  cent  over  sales  during 
the  last  year  before  the  war.  Approximately  one  half 
of  this  increase  had  been  due  to  higher  prices  of  such 
findings,  but  the  actual  quantity  of  shoe  findings  used 
by  the  shoe  repairers  in  Ontario  was  at  least  12  times 
as  great  as  before  the  war.  Moreover,  there  had  been 
an  increase  of  from  200  to  300  per  cent  in  the  number 
of  shoe  repair  shops  in  the  Province.  This  striking 
growth  of  the  repair  trade  had  been  due  largely  to  the 
scarcity  of  leather  and  necessarily  high  prices  of  leather 
products,  with  the  result  that  many  persons  who  before 
the  war  never  thought  of  having  shoes  repaired  were 
induced  to  patronize  the  repair  men.  The  speaker 
remarked,  however,  that  readjustments  were  now  tak- 
ing place  in  practically  all  lines  of  business  and  it  was 
to  be  expected  that  there  would  be  some  curtailment 
of  the  shoe  repairing  business  and  that  competition  be- 
tween the  repair  shops  would  be  much  keener  than 
it  had  been  during  recent  years.  Under  conditions  of 
intensified  competition,  it  Would  be  a  case  of  survival 
of  the  fittest. 

Continuing,  the  speaker  said :  "We  find  the  same 
process  in  almost  every  line  of  business  under  present 
conditions.  We  are  told  that  trade  is  "spotty,"  but 
that  statement  means  nothing  more  or  less  than  that 
the  firms  which,  by  reason  of  the  quality  of  their  goods, 
their  service,  their  prices,  successful  salesmanship 
effective  advertising,  or  other  factors,  are  economic- 


ally efficient  above  their  competitors,  are  getting  bus- 
iness, while  the  less  efficient  lack  orders.  The  process 
of  economic  selection  and  elimination  is  very  apparent 
throughout  the  business  world  today  and  will  apply  to 
your  trade  just  as  surely  as  to  the  manufacturing 
business,  the  grocery  trade  or  any  other  occupation." 

Considering  the  question  whether  the  shoe  repair- 
ers, through  organization,  could  do  anything  to  protect 
their  interests  tmder  changed  business  conditions,  iMr. 
Weaver  urged  that  the  limitations  of  any  such  organ- 
ization should  be  recognized.  "If  you  aim  at  organ- 
ization principally  with  a  view  to  price-fixing  you  are, 
I  am  sure,  certain  to  be  disappointed"  he  said. 
"Through  organization  you  can  achieve  only  those 
objects  which  are  economically  sound  and  even  those 
aims  can  be  attained  only  by  education  and  informat- 
ion." The  speaker  thought  it  was  of  the  first  import- 
ance that  the  repairers  should  know  what  it  was  cost- 
ing them  to  do  business  and  that  they  should  have  at 
least  some  simple  form  of  cost  accounting.  If  the 
repair  men  knew  their  costs  competition  would  look 
after  prices. 

Through  organized  co-operative  effort,  Mr.  Weaver 
said  he  believed  that  much  could  be  done  to  effect 
higher  standards  for  the  repair  trade  and  to  educate 
the  public  to  discriminate  between  good  service  and 
poorer  service  in  repairing.  Any  association  of  the 
repair  trade  should  aim  to  give  the  public  protection 
in  the  way  of  good  workmanship  and  materials  at  a 
reasonable  price.  He  believed  also  that  an  organiz- 
ation could  bring  about  some  improvement  in  the  bus- 
iness methods  of  many  of  the  repair  men.  Laxity  in 
this  respect  was  adding  to  the  prices  which  they  had 
to  pay  for  their  supplies. 

The  speaker  took  occasion  (to  warn  the  repair  men 
that  experience  in  co-operative  buying  had  not  always 
been  successful  and  that  any  such  programme  was  not 
without  its  dangers.  "I  believe,"  he  said,  "that  it  .is 
safest  to  build  slowly  and  surely,  and  above  all,  that 
it  is  important  that  your  organization  be  founded  and 
conducted  on  sound  economic  principles,  for  you  can- 
not successftilly,  or  for  long,  kick  against  the  pricks  ot 
economic  law.  I  would  respectfully  suggest  that  your 
Association  ought  to  put  the  emphasis  on  service  and 
efficiency  and  that  information,  education  and  public- 
ity are  the  means  by  which  you  are  most  likely  to 
achieve  success." 


Up-tO'the-Minute  Repairing  in  Quebec  City 

Mr.  W.  J.  Hatch,  who  operates  an  up-to-date  Good- 
year repair  plant  at  298  St.  John  St.,  Quebec  City, 
speaks  most  o])timistically  of  repair  trade  conditions 
in  that  city.  Mr.  Hatch's  optimism  and  confidence 
in  the  application  of  modern  methods  to  the  repairing 
trade  in  the  Citadel  City  seem  to  be  justified,  since 
by  them  he  has  in  the  last  few  years  developed  what 
is  now  one  of  the  largest  shoe  repair  businesses  in  the 
city,  in  addition  to  which  he  is  making  and  selling 
([uite  a  respectable  number  of  new  shoes,  of  the  stitch 
down  type. 


FOOTWEAR    IN  CANADA 


lit 


Shoe  Findings  and  Accessories 
as  Money  Makers 

Address  by  Mr.  Ghas.  Tilley  before  Ontario 
Repairers'  Convention. 

Before  dealing  with  the  subject  of  "Findings'",  it 
v/ould  be  well  to  inquire  as  to  what  line  of  goods  is 
covered  by  this  word.  The  vast  majority  of  repair 
men  appear  to  think  that  shoe  laces,  polishes  and 
rubber  heels  cover  the  ground,  but  in  addition  to 
these  we  can  add :  insoles,  shoe  trees,  heel  cushions, 
arch  supports,  corn  and  bunion  pads,  button  hooks, 
strap  for  pumps,  etc. 

The  first  question  that  will  naturally  present  itself 
to  the  mind  is,  whether  it  will  pay  one  to  devote  time, 
space  and  capital  that  would  be  involved  in  stocking 
of  the  new  line.  If  this  question  does  not  present 
itself  to  your  mind,  I  would  strongly  advise  you  to 
leave  findings  severely  alone  because  it.  will  prove 
that  you  are  not  sufficintly  interested  to  handle  the 
larger  business. 

To  the  business  man  I  would  say  findings  will  pay 
you  handsomely  if  you  handle  them  in  a  proper  man- 
ner. There  are  several  shoe  repair  men  in  this  city 
who  claim,  and  I  believe  justly,  that  findings  pay  all 
their  overhead  expenses  apart  from  wages. 

Buy  Moderately  At  The  Start 

Now,  an  important  point  arises,  "How  to  buy". 
And  the  first  advice  I  would  give  to  you  in  connect- 
ion with  this  point  is  :  Until  your  business  is  estab- 
lished buy  moderately.  No  man  with  small  capital 
is  warranted  in  buying  more  than  a  month's  stock  of 
findings  ahead. 

In  the  first  place  you  must  remember  these  goods 
are  sold  you  on  30  day  terms.  It  might  worry  you 
considerably  if  when  your  bill  falls  due  you  are  un- 
able to  meet  it.  In  the  second  place  it  should  be  re- 
membered that  when  goods  become  soiled,'  it  decreases 
their  value  as  a  selling  article.  The  best  way  to  start 
your  stock  of  findings  is  by  taking  the  wholesale 
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house  into  your  confidence  and  getting  their  assist- 
ance in  buying  a  small  stock  of  such  articles  as  are 
the  best  sellers  and  such  as  you  may  think  your 
neighborhood  needs.  I  think  you  will  find  $100.00 
go  a  long  way  in  paying  for  such  stock  as  you  may  re- 
quire. Do  not  be  persuaded  by  any  smooth-tongued 
salesman  to  lay  in  a  big  stock  of  any  article,  because 
there  is  an  extra  per  cent  discovmt  attached.  More 
business  houses  have  closed  their  doors  because  of 
careless  buying  than  because  of  poor  trade. 

The  men  who  take  their  discounts  are  the  men 
who  make  money.  The  last  point  that  I  would  bring 
to  your  notice  is  one  that  much  attention  must  be 
given  to  if  you  are  to  successfully  engage  in  the  bus- 
iness of  retailing  findings  and  that  is:  how  can  I  han- 
dle them? 

Cleanliness  is  Next  to  Godliness 

I  am  sure  it  will  not  ofifend  anyone  if  I  remark  that 
comparatively  few  men  realize  that  cleanliness  is  one 
of  the  great  needs  in  any  business  and  more  especially 
in  selling  dressings,  etc.  A  store  must  be  very  clean 
to  command  such  a  trade.  There  are  very  few  repair 
shops  in  this  city  that  are  a  real  credit  to  it.  There 
is  so  much  junk  and  dirt  around  in  quite  a  number 
of  them  that  they  do  not  prepossess  a  customer  looking 
for  anything  but  repairs. 

The  first  essential  is  to  keep  your  shop  clean.  Keep 
the  windows  clean,  put  a  curtain  up  between  your 
workshop  and  sales  department.  A  glass  back  to  the 
windows  and  a  small  inexpensive  glass  case  would 
give  tone  to  any  store. 

Most  men  have  a  wife  or  children  who  perhaps 
would  give  valuable  help  in  the  findings  department 
of  your  business.  The  department  must  receive  pro- 
per attention  if  it  is  to  be  made  to  pay. 

Keep  the  takings  separate  from  the  repair  end  of 
the  business  and  thus  make  both  ends  pay  their  own 
way.  As  already  stated,  the  findings  department 
may  be  made  not  only  to  pay  its  own  way  but  yield 
a  handsome  return.  But  it  requires  the  consideration 
and  effort  that  must  be  put  into  any  business  to  make 
it  a  success. 
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FOOTWEAR  FINDINGS 


Happenings  in  the  Shoe  and  Leather  Trade 


Bigiigiai«iiai«i|Ki|«i[siiaisii>Mi5iiaraiai5iigiro 


A  new  shoe  store  has  been  opened  in  Arnprior,  Ont.,  by 
W.  P.  Tripp. 

The  National  Shoe-Store,  Limited,  Montreal,  has  been 
incorporated  with  a  capital  stock  of  $20,000. 

The  departmental  store  of  Percy  C.  Hanna,  Campbell- 
croft,  Ont.,  was  robbed  recently  of  $400  worth  of  shoes. 

A  shoe  store  owned  by  T.  Brake,  .562  Yonge  St.,  Toronto, 
was  recently  damaged  by  fire  to  the  extent  of  about  $600. 

The  Owen-Elmes  Mfg.  Co.,  Limited,  Toronto,  has  taken 
out  letters  patent  of  incorporation,  providing  for  a  capital 
stock  of  $500,000. 

Brown  Bros.,  Windsor,  Ont.,  are  vacating  their  pres- 
ent premises  at  238  Ouellette  Ave.,  and  will  establish  them- 
selves in  an  up-to-date  store  two  doors  north. 

Griffith  B.  Clarke,  president  of  A.  R.  Clarke  &  Co.,  is 
on  a  six  week's  business  trip  to  England  and  the  contin- 
ent.   Mr.  Clarke  sailed  on  Sept.  17. 

L.  O.  Breithaupt,  of  the  Breithaupt  Leather  Co.,  Kitch- 


ener, has  recently  returned  from  a  trip  through  the  Mon- 
treal, Quebec  and  Boston  territory. 

Walter  Dow,  of  Edmonton,  Alta.,  is  now  representing 
the  Talbot  Shoe  Co.,  St.  Thomas,  Ont.,  covering  the  small- 
er towns  in  Alberta. 

W.  W.  Breithaupt,  of  the  Breithaupt  Leather  Co., 
Kitchener,  is  making  an  extended  business  trip  through  the 
Maritime  Provinces'. 

F.  J.  Walters  has  taken  over  the  business  at  Petrolea, 
Ont.,  formerly  owned  by  the  late  D.  Hawken.  He  will 
also   conduct  a  general   repair  department. 

Another  change  of  interest  to  the  trade  at  Wallace- 
burg,  is  the  the  opening  of  a  shoe  repairing  shop  by  John 
V.  McDonald. 

,  W.  J.  Finnigan,  of  Egmondville,  is  branching  out  and 
recently  added  an  extensive  stock  of  boots  and  shoes'  to 
his  other  lines. 

Wm.  Edwards  is  in  charge  of  the  Getty  &  Scott  sample 
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room  al  tlie  King  F.dward  ITolel,  wlicre  tliere  is  acoiuplete 
sliowing  of  "CMassic"  shoes. 

A.  R.  Clarke  &  Co.,  'I'oronto,  liave  recently  started 
work  on  a  small  addition  to  tlieir  plant. 

The  Rexhide  Leather  I'roducts,  Ltd.,  Hamilton,  has 
hfen  incorporated  with  a  capital  stock  of  $.50,000. 

lilackwell's  shoe  store,  Banff,  Alfa.,  was  hnrnt  down 
in  a  tire  last  month. 

J.  Jl.  Neill's  shoe  store,  Monnt  P.rydgcs,  Ont.,  was 
d<  strf)yed  by  fire  last  month. 

S.  Wall,  of  J^ort  iinrwell,  Ont.,  has  dispose<l  of  his 
l)nsiness  to  W.  LInderhill. 

Cihson  Bros,  have  taken  over  the  siioe  repairing  es- 
tahlishnient  formerly  operated  ])y  T.F.  Sears,  at  Bathurst,  N.B. 

Hugh  White,  of  tlie  White  Shoe  Co.,  Toronto,  return- 
ed on  Sept.  from  a  two  months'  trip  to  Britain  and 
the  continent. 

J.  Bird,  shoe  repairer,  S.'iO.j  Dundas  St.,  W.,  Toronto, 
has  modernized  his  premises  by  the  installation  of  a  fine 
new  store  front. 

Cardwell's  Shoe  Store  is  a  new  establishment  recent- 
ly opened  on  Bloor  St.,  Toronto,  near  the  corner  of 
Dovercourt. 

A  new  store  known  as  the  Banner  Shoe  Store  has  re- 
cently been  opened  on  St.  Clair  Ave.,  Toronto,  just  west 
of  Boon  Ave. 

The  Greb  Shoe  Co.,  Kitchener,  have  let  the  contract 
for  the  construction  of  an  ofifice  building  at  the  corner  of 
Mansion  and  Chestnut  streets. 

Dillon  &  Moore,  St.  Catharines,  Ont.,  have  installed  a 
new  front  in  their  store,  which  gives  it  a  very  distinctive 
appearance  and  has  attracted  very  widespread,  attention 
among  the  residents. 

Howard  Blachford,  of  H.  &  C.  Blachford,  Ltd.,  recently 
made  a  trip  to  New  York  and  Eastern  style  centres  in 
the  States  with  a  view  to  studying  the  footwear  fashion 
situation. 

D.  R.  Holley,  eastern  representative  of  Getty  &  Scott, 
has  a  sample  room  at  the  Windsor  Hotel,  Montreal,  and 
a  large  representation  of  the  local  trade  has  been  calling 
to  see  the  "Classic"  line-up. 

The  Surpass  Shoe  Company,  Limited,  Quebec  City, 
has  recently  taken  out  letters  patent  of  incorporation,  with 
capital  stock  of  $40,000.  This  concern  is  authorized  to 
itiannfacture  and  deal  in  footwear. 

Joseph  Keef,  of  Toronto,  has  purchased  the  shoe  re- 
pair business  and  shop  at  Wallaceburg  of  Charles  W.  Mar- 
tin. Mr.  Martin,  who  has  been  in  business  at  Wallace- 
Inirg  continuously  for  fifty  years,  is  retiring. 

Another  shoeman  who  is  not  discouraged  by  the  "blue 
ruin"  cries  heard  in  some  quarters  is  Geo.  E.  Fudge,  who 
has  opened  a  new  shoe  store  with  a  modern  shoe  repair 
outfit,  at  973  King  St.,  E.,  Hamilton. 

The  Getty  &  Scott  representatives  are  now  on  their 
respective  territories  with  the  most  complete  and  attract- 
ive line  of  samples  this  firm  has  ever  shown  to  the  trade. 
Many  appreciative  comments  have  been  received  from  their 
customers  . 

In  the  death  at  Kurzville,  Ont.,  of  M.  C.  Fry,  a  merchant 
widely  known  to  the  trade  and  to  travellers,  is  removed.  He 
V/as  66  years  old  and  for  the  past  thirty  years  has  been  in  bus- 
iness at  Kurzville,  prior  to  that  being  in  partnership  at 
Listowel,  with  J.  C.  Burt. 

Robert  Hastilow  has  purchased  shoe  stock  and  good- 
will of  F.  Barlow  in  Grand  Valley,  Ont.  Mr.  Barlow  has 
gone  to  Orangeville,  where  he  has  gone  into  partnership 
with  Mr.  Bethley,  under  the  firm  name  of  Barlow  &  Bethley, 
and  is  carrying  on  a  shoe  retail  and  repair  business. 


A  further  instance  of  the  spirit  of  optimism  and  enter- 
prise is  the  o))ening  of  a  second  repair  shop  at  278  King 
St.,  West,  Hamilton,  with  up-to  -date  equipment,  l)y  Stanley 
lUowers.  Mr.  Blowers  has  already  a  thriving  rei)air  bus- 
iness at  8:i<)  King  St..  E. 

Robt.  J.  Matchett,  manager  of  the  American  Shoe  Store, 
V^ancouver,  has  recently  returned  to  that  city  after  an  ex- 
tensive buying  trip  in  the  shoe  markets  of  the  east.  Mr. 
Matchett  expresses  the  opinion  that  there  will  he  no  apprec- 
iable change  in  shoe  prices  this  fall  or  next  spring. 

The  T.  Sisman  Shoe  Co.,  Aurora,  was  well  represented 
at  the  Boston  Shoe  &  Leather  Fair.  Messrs.  T.  Sisman,  W. 
M.  Sisman,  Griffith  (of  bottoming  department)  and  Guyan 
motored  to  the  big  shoe  market  by  way  of  the  Berkshire  Hills, 
making  a  very  pleasant  as  well  as  profitable  trip.  When  in 
Boston  they  visited  a  number  of  factories  in  the  district. 

S.  F.  Fox,  who  had  been  head  salesman  for  John  Agnew, 
I^fd.,  Market  Square  Store,  Hamilton,  Ont.,  has  opened  a 
new  and  up-to-date  store  with  a  complete  line  of  footwear 
at  1125  Main  St.,  E.  Mr.  Fox  will  have  the  best  wishes 
of  his  acquaintances  in  the  trade  as  well  as  of  the  customers 
whom  he  has  ably  served  for  many  years. 

Mr.  Guidry,  one  of  the  well-known  shoemen  of  Campbell- 
ton,  N.  B.,  located  on  Water  St.,  has  just  returned  from  a 
short  hunting  trip  with  an  excellent  bag.  A  fine  moose 
and  deer  fell  to  his  old  "sportin'  gun."  Reports  would 
indicate  that  the  "Big  Fellows'"  are  plentiful  again  this 
year  in  the  N.  B.  woods,  for  those  who,  like  Mr.  Guidry, 
know   where   to   find  them. 

Mark  Mundy,  a  progressive  and  popular  shoeman  of 
(ialt,  Ont.,  has  just  recently  opened  a  brand  new  shoe 
store  in  that  city,  which  is  right  up-to-the-minute  in  equip- 
ment, display  windows  and  lay-out.  The  fittings  are  of  mah- 
ogany, and  the  walls  are  finished  in  a  sand  shade  with  a 
Persian  border.  The  children's  department,  located  at  the 
rear  of  the  store,  is  a  partcularly  attractive  feature,  being 
decorated  and  furnished  in  a  way  that  appeals  strongly  to 
the  young  folks. 

Mr.  C  L.  Owens,  of  the  Owens-Elmes  Mfg.  Co.,  To- 
ronto, has  just  set  out  on  a  trip  southward  which  will 
take  him  through  Chicago,  Los  Angeles  and  San  Francico. 
He  will  return  by  way  of  Portland,  Seattle  and  Vancouver, 
leaking  the  eastbound  leg  of  his  journey  across  Canada. 
Mr.  Owens  will  carry  samples  of  the  lines  his  company  is 
manufacturing  in  Toronto  and  hopes  to  establish  an  export 
business  of  some  proportions  with  high-class  shoe  con- 
cerns in  the  States. 

Frank  Wall,  who  moved  to  Walkerton,  Ont.,  recently,  to 
take  charge  of  a  repair  department  in  connection  with  the 
shoe  store  of  Petteplace  Bros.,  was  held  up  and  robbed  near 
f  rampton,  of  $150  in  cash.  The  hold  up  occurred  early 
ill  the  evening.  Mr.  Wall  was  having  trouble  with  the 
lights  of  his  Ford  and  stopped  to  fix  them  when  a  coupe 
sped  by  with  three  men  in  it.  After  they  had  gone  by 
a  hundred  yards  they  came  back  and  while  one  of  them 
pulled  a  gun,  the  other  two  grabbed  him  and  relieved  him 
of  his  roll.  Mr.  Wall  was  able  to  describe  the  bandits 
accurately  but  no  trace  of  them  has  been  found.  Mr.  Wall, 
who  was  a  shoe  factory  operative  before  the  war,  served 
Overseas  and  was  afterwards  instructor  in  the  S.  C.  \'.  R. 
Hospital  for  eighteen  months. 

Wanted,  men  to  take  as  a  side  line  our  line  of  findings, 
etc.,  in  New  Brunswick,  Nova  Scotia,  Prince  Edward  Island, 
Manitoba,  Saskatchewan,  British  Columbia.  Apply  Canadian 
Shoes-Findings-Novelty  Co.,  2  Trinity  Square,  Toronto.  10. 


Wanted  by  specialized  manufacturers,  traveller  or  agent 
ill  every  province  for  first-class  product,  as  side  line  on 
commission  basis.  One  acquainted  with  shoe  trade  or  shoe 
findings  preferred.  Apply  giving  personal  information  to 
Box  644  Footwear  in  Canada,  Toronto.  10. 
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MELTONIAN 


BOOT 
POLISHES 


and 


CREAMS 


Representing 
a  super  standard  of 
excellence 

which  speaks 
through  the  product 


Robert  D.  Ayling 

23  Scott  Street 
Phone  M.  7613 

TORONTO 

Agent  for  Sole  Manufacturers 
E.  BROWN  &  SON,  LTD.,  LONDON  &  PARIS 
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''Solid  Leather 
through  and  through'' 


HYDRO  CITY 

HIGH  GRADE  STAPLES 
AND  McKAY  SHOES 

If  you  want  to  obtain  some  out  of  the 
ordinary  values  we  suggest  that  you  get 
in  touch  with  us  without  delay.  Here  is 
why. 

Hydro  City  prices  have  not  been  so  low 
for  many  a  day,  yet  their  quality  was 
never  higher.  This  means  real  business 
during  the  busy  Fall  and  Winter  months 
just  ahead. 

Samples  on  request 

Hydro  City  Shoe  Mfrs. 

Limited 

Kitchener  -  Ontario 


YALE  SHOES 

High  Grade  McKays 
For  Men  and  Boys 

Popular 
Juvenile  Lines 


Boys  in  Brown  or  Black,  medium  or  recede  lasts,  sizes  l-r)i/i,  at   $3.50 

Black  or  Br'own  Storm  Calf,  unlined,  sizes  l-5y2,  at   3.25 

Men's  in  Brown  or  Black,  medium  or  recede  lasts,  at    4.35 

Lads,  Gents,  Youths,  5.71/2,  8-IOI/2,  11-1^,  at  $2.15,  $2.45   2.85 

Childs,   Girls,   Misses,    in   Brown    or   Black,  r)-7y2,  S-lQi/g,  11-2,  at 

$2.15,  $2.45   2,85 

ALL  THE  ABOVE  LINES  ARE  IN  STOCK 

The  Yale  Shoe  Mfg.  Co.,  Limited 

Gait  -  Ontario 


FOOTWEAR   IN  CANADA 


121 


/.  Rapaport  Limited 

London,  England, 

Announcing 

England's  Finest  Line  of 

Ladies  and  Men's  Pullman  Slippers,  made  in  square  and  long  cases, 
warm  flannel  or  fancy  moireen  lined;  in  smooth  Persian  kid  and 
suede  finished  leathers,  in  black,  brown,  gray,  navy,  blue,  old  rose 
and  champagne,  also  in  gray  and  gold  and  black  and  gold  brocade 
cloths. 

Spats 

England's  finest  box  cloth  spats  and  gaiters  for  men  and  women, 
featured  in  the  newest  shades  on  American  cut  patterns.  Delivery 
within  six  weeks  from  receipt  of  order. 

Samples  cheerfully  sent  upon  request. 

Write  or  Wire 

A.  J.  Machin 

53  Cedar  Ave.  Hamilton,  Ont. 


(Please  note  change  of  address) 
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New  Lines  in  Felts 


also 


McKays 


for  Men,  Boys,  Youths,  Misses, 

Women  and  Children. 

We  call  particular  attention  to  the  new  Fall  and 
Winter  Felt  Samples  we  are  now  showing  in  which 
we  offer  a  wide  variety  at    attractive  prices.  You 
will  find  just  what  you  require  for  your  own  special 
trade. 

There  are  also  some  splendid  lines  of  Men's  and 
Boys'  Welts,  Women's  Mock  Welts,   McKays  and 
Standard  Screw  for  Men,  Women,  Misses,  Boys  and 
Children —  and, 
A  solid  line  of  Pegged  Shoes  for  Men  and  Women. 


O.  Goulet  &  Sons.  Limited 


575  St.  Valier  St.,  Quebec. 


OILS? 

Get  in 
touch 
with  us. 


Canadian  Oils  for 

Canadian  Tanners 

Prices  gladly  quoted  on  the  following: 

Sulphonated  God  Oil,  Sulphonat- 
ed  Neatsfoot  Oil,  Sulphonated 
Castor  Oil,  Acid  Fat  Liquors, 
Moellon  Degras,    Fig  Soap. 


Salem  Oil  and  Grease  Company  of  Canada,  Ltd. 

Manufacturers  and  Importers  of  Greases  and  Oils,        FARNHAM,  QUEBEC 
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By  Royal  Appointment. 


DAY  &  MARTIN,  U 

The  House  with  a  History. 

In  recommending  Day  &  Martin's  Wax  Shoe 
Polish,  in  the  Tin  with  the  "Tab,"  you  may 
be  sure  that  you  are  offering  a  polish  which 
has  just  the  points  that  give  satisfaction  to 
your  customers,  and  make  them  regular  users. 

1.  It  responds  instantly  to  the  polishing  brush. 

2.  The  shine  is  bright  and  dense. 

3.  The  Day  &  Martin  shine  remains  bngjht 
beneath  the  day's  dust,  so  that  a  flick  aiuJ 
rub  with  a  cloih  restores  the  brigl  ines-, 
without  any  further  immediate  applic.aion. 

4.  It  is  waterproof,  and  throws  off  the  rain- 
drops like  a  "  duck's  back." 

5.  Only  the  highest  grade  Waxes  and  Pure 
Turpentine  are  used  in  its  manufacture. 

6.  It  is  so  thoroughly  British. 

7.  The  "  temper-saving  "  Tin,  can  be  opened 
at  once  by  means  of  the  simple  "Tab" 
device. 


Here  is  the  Tin. 
The  Tin  with  the  "  Tab." 


Sell  your  customers  Day  &  Martin's  Wax  Shoe 
Polish,  and  you  will  still  further  add  to  your 
reputation  for  always  supplying  the  Right  goods. 

Prices  and  samples  on  application  to  : — 

Day  &  Martin's  Agents  throughout  the  Dominion, 

HARGREAVES  (CANADA)  LTD., 

24,  Wellington  Street  West, 
WINNIPEG  TORONTO.  VANCOUVER 


The  Children's  Trade 
Is  Important 

By  its  quick  turnover  it  can  shoAV  you  higher 
actual  profits  on  the  amount  invested  than  any 
other  department.  It  brings  new  customers 
into  your  store — customers  who  will  g'row  witli 
you  and  remain  Avitli  you.  It  establishes  a  con- 
fidence in  you  with  parents  that  makes  them 
steady  customers  also.  It  encourages  sales  in 
other  departments.  . 

Encourage  this  trade 
and  stock  a  line 
in  demand 

rHURLBUTn 

CUSHION-SOLE 

Lshoes /-^Children  J 

are  the  (juickest  selling  and  most  satisfactory 
shoes  for  children.  They  are  backed  by  qual- 
ity, correct  fitting  and  a  demand  established 
through  vigorous  advertising  to  parents 
throughout  Canada.  Salesmen  or  samples  on 
request. 

PHILIP  JACOBI 

5  Wellington  Street  East,  Toronto 

Exclusive  wholesale  distributor  of 
Hurlbut  Shoes. 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackerman  &  Son  Co.,  B.  F   125 

Adams  Shoe  Company    13 

Aire!   &  Son   38 

American  Gaiter  Mfg.  Co   127 

Amcs-Holden-McCready    22-44 

Ayling,  Robert  D   119 

Bastien    Brothers    127 

Beckwith  Box  Toe  Company  ....  10-11 

Bell,  J.  &  T   27 

Blouin,  Pierre    63 

Boot  &  Shoe  Workers'  Union    13.5 

Breithaupt  Leather  Company  33 

Brown  &  Son,  E   119 

Canadian  Consoldated  Rubber  Co.  . .  3-6 
Canadian  Shoe  Findings  Novelty  Co.  .  61 

Clapp  &  Son,  Edwin    63 

Clatworthy  &  Son,  Ltd   60 

Clarke  &  Co.,  A.  R   136 

Cote,  J.  A.  and  M   40-41 

Corson  Shoe  Company    14 

Croskery  &  Company,  Ltd   3.5 

Cote  &  Son.  A.  A   15 

Columbus   Rubber   Company    25 

Cumming,    Nathan    52 

Daoust.  Lalonde  &  Co   42-43 

Dominion  Rubber  System  Ltd   4-5 

Dufresne  &  Locke  Ltd   16-17 

Dupont  &  Frere    62 

Dufton,  Fred.  F   130 

Eagle  Shoe  Company    54 

Edwards   &   Edwards    132 

Eureka  Shoe  Company    7 


Fortuna  Machine  Company    128 

Franklin  Machine  Company   131 

Frank  &  Brycc    124 

Franks,   Arthur    131 

Gait   Shoe  Company    20 

Getty  &  Scott    l 

Globe  Shoe  Company    48 

Goulet  &  Sons,  Ltd   122 

Gutta  Percha  &  Rubber  Mfg.  Co.  ..  21 

Hall   Si   Hodges    65 

Hargreaves  Canada  Ltd   123 

i-Iector  Shoe  Company    128 

Hewetson,  J.  W   34 

Hinde  &  Dauch  Paper  Co   130 

Hollers   Company    58-59 

Humberstone  Shoe  Company    132 

Hydro  City  Shoe  Mfg.  Co   120 

Independent  Rubber  Company    19 

International  Supply  Company   ....  125 

Jacobi,  Philip    123 

Kelly  &  Co.,  Thomas  A   134 

LaDuchesse  Shoe  Co   125 

Lady  Belle  Shoe  Co   29 

Landers  Brothers  Company    134 

Landis  Machine  Co   134 

Lennox  &  Company.  John    45 

Lincoln  Paper  Mills,  Ltd  130 

Marois,  A.  E..  Ltd   18 

McLaren,  J.  A   53 

Missisquoi  Tanning  Co   127 

Murray  Shoe  Company    28 

Myles  Shoe  Company    9 


Narrow  Fabric  Company    132 

National  Cash  Register  Co   126 

New  Castle  Leather  Company   128 

Newport  Shoe  Company    8 

Northern  Rubber  Company    36 

Owens-Elnies    64 

Panther  Rubber  Company    2 

Parisian   Beading  Works    50 

Proctor  &  Proctor    i:}0 

Progressive  Shoe  Machinery  Co  131 

Rapaport.    1   121 

Regina  Shoe  Company    :i9 

Rita  Shoe  Company    i:i2 

Robinson  Company,  James    46-47 

Robson   Leather   Company    55 

Salem  Oil  &  Grease  Co   122 

Samson,  Enr.  J.  E   31 

Scott-Chamberlain   Co   37 

Scroggins  Shoe  Company    24 

Sisman  Shoe  Co.  T   23 

Spaulding  &  Sons  Co.,  J   32 

Standard  Welt  Company    57 

Talbot  Shoe  Co.,  Ltd   66 

Tred-Rite  Shoe  Co   12 

United  Last  Company    49 

United  Shoe  Machinery  Co  129-133 

Upham,  H.  W   128 

Vaughan,  Geo.  C   30 

Williams  Shoe  Limited    51 

Wickett  &  Craig  Limited    127 

Yale  Shoe  Mfg.  Co   120 

York  Shoe  Company    26 


DON'T  TAKE  CHANCES! 

Be  sure  of  the  quality,  the  size  and  the  strength  of  the  threads  you  use 


Barbour's 


by  specifying 

Dependable 
Quality 


Linen  Threads 


Toronto 


You  can  pay  less ;  but  you'd  better  not ; 
good  THREADS  are  cheaper;  it's  in  the 
QUALITY— not  in  the  PRICE. 

For 

Lockstitch  Welt 
McKay  Turns 

Threads  for  all  type  machines. 

Good  Stocks  Carried  at 

MONTREAL 


Quebec 


FRANK  &  BRYCE,  LIMITED 
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^^La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  "La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Sh 


oe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell 


H.  N.  LINCOLN 


International   Supply  Co 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  «  M  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses : — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,    Cincinnati,  Ohio. 

Quality  Breasting  Knives. 
The  Louis  G.  Freeman  Co.,  Cincinnati,  O. 

Shoe  machinery. 
E   L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Compounds,  Inks,  etc. 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines, 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The   S.   M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather   and    Imitation   Leather   Facing,   Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Branches: 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

-37  Foundry  street  S.,  KITCHENER  m  m  566  St.  Valier  Street,  QUEBEC 
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Trying  to  cut  down  expenses! 


National  Cash 
Registers  pay  for 
themselves  out  of 
part  of  what  they 
save. 


New  business  conditions  have  forced  every  merchant  to  face  the 
problems  of  reducing  expenses. 

Thousands  of  merchants  have  solved  uic  problem  by  using  new 
model  National  Cash  Registers. 

These  cash  registers  reduce  costs  of  selling,  delivery,  and  book- 
keeping. They  stop  expensive  leaks  and  losses.  They  also  point 
the  way  to  other  economies  by  giving  merchants,  every  day, 

necessary  business  facts 

1  Sales  made  by  each  clerk. 

2  How  goods  are  moving  in  each  department. 

3  Amount  of  capital  tied  up  in  outstanding  accounts. 

4  Volume  and  profit  on  credit  business  compared  with  volume 

and  profit  on  cash  business. 

5  Total  of  money  paid  out. 

These  facts  show  how,  when,  where,  and  how  much  to  reduce  ex- 
penses. 

A  National  Cash  Register  is  the  only  machine  that  issues  a 
receipt,  indicates,  adds,  prints,  classifies,  and  distributes  records 
at  the  time  of  the  sale,  all  in  one  operation.  No  figure  work. 
No  delays.  No  mistakes.  Just  read  the  totals 


CASH  RKGISTER  COMPANY 

OF    CANADA   LIMITED      —       TORONTO  ONTARIO 
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GOODYEAR  WELTING 

Highest  Grade  -  Made  Only  from  Side  Leather 

Write  for  Quotations  and  Samples 

WICKETT   &   CRAIG,  Limited 

TORONTO  «  CANADA 


It  will  pay  you  to  get  our  prices 

INDIAN 

Moccasins,  Slippers,  Snow  Shoes 
for  your  approval 

MOCCASINS— Fancy  and    wide  toes, 
to  su]  )ply  all  comers 

SLIPPERS— Beautiful  designs  for  the 
Holiday  Season,  a  range  of  25  dif- 
fei'ent  kinds  in  all  shades 

SNOW-SHOES— Below  pre-war  prices 
on  these  goods,  and  a  fine  stock  to 
supply  you 

The  above  in  Men's,  Ladies,  Misses,  Childs, 

and  Infants,  Sizes. 
The  Right  Goods,  The  Right  Prices,  The  Right 
Time 

At  your  service 

BASTIEN  BROS. 

Indian  Lorette,  Que. 

Agent*  for  Ontario  and  the  West: 
ROSS  &  SHAW,     121  Wellington  West,   Toronto,  Ont. 


Advertising  in  your  business 
paper  is  like  going  to  a  well 
for  water — 

You  know  what  you  want 
and  you  go  to  the  right 
place  for  it. 


SPLITS 

High  Grade  Chrome  Splits 

Especially  adapted  to  meet  the 
requirements  of  the 

FELT  SHOE  TRADE 

quarter  Hnings  for  the  better 
class  shoe  trade  in  pearl  and  fawn 

Tell  Us 
Your  Split  Requirements 

Missisquoi  Tanning  Co. 

Farnham  -  Quebec 


GAITERS 

We  specialize  in  the  manufacture  of — 

''The Better  Gaiter" 

In  felt  and  broad  cloth. 

Our  prices  are  adjusted  to  meet  replacement 
values,  and  we  have  produced  a  better  gaiter 
at  a  lower  price. 

American  Gaiter  Mfg.  Co.,  Ltd. 

2168  St  Lawerence  Main.  Montreal 


138  FOOTWEAR    IN  CANADA 


''Judge  It  by  Its  Users' 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 


Send  for  Samples 


New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch: — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders   too   large   or   too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


Jortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 
Shoes,  Box  Toes,  Trimmings.  Insoles,  Anki.e 
Supporters,  Welting,  Arch  Supporters 

Sole  Agent*  for  Canada 

Fortuna   Machine  Co. 


147-153  Waverly  Place 


NEW  YORK 


Hector  Footwear  Much  Admired 
By  Well  Dressed  Women 


Our  new  lines  for  Spring  are 
especially  captivating  and  no 
live   merchant   should  over- 
look their  possibilities. 

Get  in  touch  with  your  job- 
ber for  samples. 


Hector  Shoe  Co.  -  Montreal 

331  Demontigny  St,  East, 


S.  Desrochers  — 


F.  X.  Lehlanc 
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DO  IT  NOW 

Order  your  winter  supply  of 

tS^Hub  Pastes 

Before  the  cold   weather  sets  in,  because  Hub  Pastes  are 

subject  to  frost 

Put  up  in  convenient  kegs  of  approximately 
10  gallons  or  in  barrels  of  approximately  30 
and  60  gallons. 

We  supply  Pastes  and  Powders  for  all  purposes  and  shall  he  pleased 

to  quote  prices 

United  Shoe  Machinery  Co.  of  Canada^  Limited 

Montreal 

TORONTO  QUEBEC  KITCHENER 

90  Adelaide  Street  West  28  Demers  Street  179  King  Street  West 
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The  Lincoln  Paper  Mills 

Company,  Limited 

can  supply 
your  re(juirements 

GLASSINE 

Super- Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

The  above  are  thoroughly 
Canadian-made  products  of 
the  highest  quaUty  and  at 
the  attractive, prices  quoted, 
should  ap[)eal  to  every  Can- 
adian   shoe  manufacturer. 

Will  vou  get  in  touch  with 
us  ?  ■ 

LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        «  Ontario 

SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing :      C.  Gaiibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :   The  Provincial  Cut  Sole  Co.  Kitchener 

Stock  of  above  Well  known  lines  always  on  hand. 
Call  and  inspect  them. 


RESULTS! 


The  DietliodH  at  the  eommaiid  of  the  shoe  re- 
ailer  for  procuring  a  thoroughly  relia>)le. 
riuiiliiig  list  are  often  expensive  and  uncertain 
For  instance,  the  dead  letter  matter  encoun- 
tered when  lists  have  been  compiled  from 
tele])hone  and  city  directories  or  vot<'rs'  lists 
would  sometimes  pay  for  one-third  of  the  ad- 
vertising. 

The  best  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  aniuially  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  low  when  comparing 
the  cost  of  direct  advertising  and  results  with 
other  advertising. 

No  extra  office  staff  rc(|nii'tMl,  your  printing, 
addressing  and  mailing  liandleii  at  very  small 
cost. 

l/Ct  us  send  full  particulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  lip;ht, 

which  means  low  freight 
charges. 

,S. — They     cannot     be  opened 
without  breaking  the  seal. 


4.  —  rhey  save  time  in  packing. 

5.  — They  save  storage  space. 

6.  — They     have     strong  adver 

tising  value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    it  lower 

than  wood. 

Our  booklet  "How  t<  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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d  Tfie  Greatest  \ 


of tfie  Day 

insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
^  the    same    amount  of 

comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Novikoff,  VoHnini, 
Adolph  Bolm,  etc. 

Arthur  FrankMi 

3  Cotton  Street,  Australian  Avenue, 
London,  E.G.  1,  England. 


Time,  Material  and  Labor 

are  three  elements  on  which  you  can  effect  increased 
savings  in  your  repair  department  by  mailing  cer- 
tain that  your  equipment  is  Progressive. 


The  "Both-in-One"  Combination 

Sole  Cutter  and  Skiver 

is  a  typical  Progressive  product.  With  it,  your 
repairman  can  cut  out  a  half  sole  and  skive  the 
butt  on  the  one  machine  without  removing  his  liand 
from  the  crank. 

The  Skiver  makes  a  wide,  flat  bevel  on  any  stock; 
the  Sole  Cutter  cuts  out  any  shape  of  piece  desired 
and  leaves  a  smooth  edge. 

Write  for  new  circular  on  this  machine. 

Progressive  Shoe  Machinery  Co. 

Minneapolis,  Minn, 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


-IF- 
The  Shoe  Pinches  My  Toe, 


THE  PEERLESS 


Shoe  Lengthen- 
er  will  take  the 
pinch  out  of  it. 
The  Peerless  fills 
a  real  need  in  a 
shoe  store. 

When  complaint 
is  made  that  ' '  the 
shoe  pinches  my 
toe, ' '  it  is  more 
often  tliat  the 
shoe  is  too  short 
rather  than  too 
narrow. 

The  ordinary  stretclni  will  not  remedy  this 
trouble — The  Peerless  Shoe  Lengthener  wil\. 

The  Peerless  is  easily  handled — it  .works  quickly 
— the  ratchet  can  be  released  without  reaching  in- 
side the  shoe. 

Price,  with  3  toe  pieces,  $4.50. 

Progressive  Shoe  Machinery  Co. 

Minneapolis,  Minn. 
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"HUMBERSTONE" 


NON-RIP  SANDAL 

HumberHtoiie  Siindals  are 
built  to  wear.  Solid  leather 
in  used  throughout  with  ex- 
tra strong  Htitching.  They 
won't  rip. 


Recommend  Humber- 
Htone  SandalH  for  they 
always  give  satisfat^ 
tion.  Made  in  two 
colors— black  and  tan. 


Humberstone  Shoe  Co.,  Ltd, 

HUMBERSTONE,  ONT. 


LA-RITA 


New  Number 

in  this 
Popular  Line 


Young 
Mi 


99 


isses 


"La-Rita"  BaVjies',  Infants',  and  children's  high  grade 
stitchdowns  have  long  been  a  popular  line  with  the  trade. 
Because  of  their  popularity  we  have  added  a  new  number 
"Young  Misses"  stitchdowns  which  are  of  the  same  high 
quality. 

Write  us  for  jjarticulars. 

The  Rita  Shoe  Co. 

Limited 

St.  Hyacinthe  Que. 


"The  Fabric  Tip- 
that  can^t  come  off'* 

Tlu'ic  arc  f^ood  profits  for 
you  in  Nufashond  Fabric 
Tipped  Shoe  Laccrs  -  one 
pair  .sells  another. 

Made  flat,  tubulai-  and 
cord,  in  all  colors  and  in 
lengths  for  all  shoes. 

Exeellent  sellinf?  helps 
aiiddisplay  cards  furnish- 
ed. 

Ask  your  jobber  for 
samples  and  prices. 

Nafashond,  Reading,  Pa. 


Shoe  Lacers 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 


Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Office  and  Sale  Rooms 

27  Front  E.  Toronto 


Tanneries 

Woodbridge,  Ont. 

Quebec  and  Maritime  Province* 

JOHN  McENTYR¥"m.''-«o'J,T^^FA^^^^^^^^^ 
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It^s  No  Longer  a  Question 

of  Can  You  Afford  a 

GOODYEAR 

SHOE  REPAIR 
OUTFIT  ? 

BUT 

Can  You  Afford  to  Do  Without  It? 

We  have  made  it  possible  for  every  Shoe  Repairer  to  install  one  of 
these  GOODYEAR  S^oe  Repair  Outfits  on  very  easy  terms.  Simply 
drop  us  a  line  and  we  will  tell  you  why  you  cannot  afford  to  delay 
installing  a  Shoe  Repair  Outfit. 

United  Shoe  Mach*y  Co.  of  Canada,  Ltd. 
MONTREAL 

Toronto  Kitchener  Quebec 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Sailing  Agent* : 

ROUSMANIERE.  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Sold 


LandU  No.  12  Shoe  SUtcher. 


Landis  Machine  Co.,  isis  N.zsthst,  St.  Louis,  U.S.A. 
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This  Stamp  Signifies 

That  shoes  bearing  it  are  made  in  fact- 
ories in  which  the  principle  of  Collective 
Bargaining  is  recognized. 

That  Employer  and  Employees  have 
Voluntarily  agreed  to  arbitrate  all  dis- 
putes that  cannot  be  mutually  adjusted. 

That  neither  Strikes  nor  Lockouts  shall 
take  place  in  any  factory  where  this 
Stamp  is  used. 

That  the  rights  of  both  Labor  and 
Capital  are  recognized  and  that  Indus- 
trial Peace  between  the  Employer  and 
Employees  shall  prevail. 

TO  THE  SHOE  RETAILERS  OF  CANADA: 

If  you  believe  these  conditions  of  Industry  to  be  worthy 
of  your  support,  when  ordering  footwear  from  your 
manufacturer,  ask  for  this  Stamp  on  sole,  insole  or 
lining. 

Boot  and  Shoe  Workers'  Union 

COLLIS  LOVELY,  General  President         CHAS.  L.  BAINE,  General  Secy. -Treas. 

246  SUMMER  STREET,  BOSTON,  MASS. 
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FASHION  FAVORS  PATENT 

New  York  Shows  decided  preference 
for  distinctive  Patent  Leather 
creations 

DAME  Fashion  once  again  points  an  ap- 
proving finger  toward  'Tatent"  for 
afternoon  wear.  Strong  evidence  of 
the  coming  Vogue  is  now  apparent  in  the 
leading  shops  of  Fifth  Avenue,  New  York. 

Patent  Leather  will  soon  be  more  popular 
than  ever  before  in  Canada. 

The  distinctiveness,  the  durability  and  the 
economy  of  ''Clarke's"  make  it  the  logical 
choice  of  Canadian  buyers. 


A.  R.  CLARKE  &  Company 

  LIMITED  —  

Montreal  Toronto  Quebec 


Toronto,  November,  1921 


'The  Backbone  of  the  Best 
Canadian  Shoes" 


Made  by  the  largest  Shoe  Fibre  Makers 
in  the  British  Empire 


Bennett  Limited 

Chambly  Canton,  Que 


MONTREAL  OFFICE. 
59  St,  Henry  Street. 


KITCHENER  OFFICE- 
108  Ahrens  Street  West. 
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PAN 


A  new  product  entirely  different  from  anything  else  now  on  the  mar- 
ket. Note  its  features:  Guaranteed  to  outlast  leather  two-to-one,  ab- 
solutely waterproof,  non-conductor,  relieves  calloused  feet.  Worn  by 
everybody — men,  woiiicii,  ciiildren.  for  every-day  wear,  also  for  golfing, 

hiking,  etc. 


Panco  Sta-Tite  Heels 
Need  No  Cement 


A  Boon  to 

Letter  Carriers, 
Policemen, 
Firemen, 
Milkmen, 
Conductors, 
Railroad  Men 
and  all  Outdoor 
Workers. 


That  it  is  proving  immensely  popular  with  both 
repairmen  and  the  public  is  shown  by  the  hun- 
dreds of  unsolicited  testimonials  we  have  re- 
ceived. Undoubtedly  it  is  making  for  better 
ljusiness  wherever  used. 


Panco  Soles  will  not 
break  away  or  split  in 
the  stitches.  The  pat- 
ented reinforced  fabric 
insertion  prevents  sole 
pulling  over  the  nails  at 
the  shank.  No  skiving 
of  shank  is  necessary. 
Made  in  both  black  and 
tan. 


PANTHER  RUBBER  CO.,  LIMITED 


General  Offices  and  Factory  . 


SHERBROOKE 


QUEBEC 
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THE  "MADE  IN  GALT"  EXHIBITION 

Travelling  Shoemen  are  invited  to  visit  us  at  the 
Gait  Exhibition  Nov.  12th  to  19th.  You  will  find 
a  warm  welcome  and  something  worth  seeing  at  the 
Scroggins  display . 


rin^  Samples 

OUR  travellers  are  now  out  with  a  splendid 
range  of  samples  for  Spring.    These  in- 
clude an  interesting  showing  of  strap 
slippers  -  a  new  addition  to  the  Scroggins  line. 

^  We  would  call  your  attention  to  the  slippers  displayed 
herewith.  This  is  only  one  example  of  the  individuality 
shown  in  Scroggins'  Footwear  for  Growing  Girls.  Our 
representative  ca.n  show  you  many  others.  Do  not  fail  to 
see  the  whole  range. 


GALT,      -      -  ONTARIO. 
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^^Astoria^^  Shoes  for  Men 


TTO  be  able  to  offer  your 
*  customers  a  shoe  with 
the  assurance  that  "there 
is  none  better  made"  is  cert- 
ainly worth  a  great  deal. 
And  how  it  makes  for  real 
business  of  the  right  sort! 

Whatever  you  do,  you 
should  not  fail  to  examine 
these  "Astoria"  lines.  A 
postcard  is  all  that  is  neces- 
ary. 


Scott-Chamberlain  Limited  -  London^  Ont. 
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5T,  HYACINTHE  . 
CANADA. 


A  Special 
''Sports"  Line 


— Sporting  Bal 

— Brown  and  Black  Elk 

—English  Kip 

— Tan  Grain 

— Pearl  Ooze  Split 


TF  you  have  never  examined  sam- 
pies  of  Yamaska  footwear  you 
really  owe  it  to  yourself  to  do  so 
without  delay. 

tINot  only  because  Yamaska  represents 
greater  profits,  but  because  there  is  a  gen- 
uine sense  of  satisfaction  in  selling  such 
reliable  shoes. 

^  You  can  tell  at  a  glance  they  are  no  or- 
dinary footwear,  and  so  can  the  customer 
—a  speedy  sale  naturally  follows. 


^  But  get  in  touch  with  us  now. 
let  you  be  the  judge. 


We'll 


La  Compagnie 

J.  A.  &  M.  COTE 

St.  Hyacinthe  ■  Quebec 
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HROUGH  vision  and  faithful 
service  the  House  of  Robin- 
son thrives.  Merchants  who 
consistently  handle  our  shoes 
make  friends,  and  from  these  friends 
accumulate  prestige  in  their  districts  and 
earn  a  just  return  on  their  investments. 

^  In  times  of  hesitancy  our  oft  repeated 
counsel — Do  not  neglect  to  buy  but  do 
not  overbuy,  is  the  safe  course. 

Continuously  replenish  your  stocks — 
not  only  to  take  care  of  the  usual  require- 
ments of  your  regular  customers,  but  to 
create  the  opportunity  for  selling  that 
extra  pair. 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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NOVEMBER 

Is  a  timely  month  for  sort- 
ing. Christmas  trade  will 
soon  be  making  sharp  de- 
mands upon  stock,  and  well 
filled  shelves  speak  prepar- 
edness for  the  Yuletide  rush. 

Try 

Robinson 
Sorting 
Service 


James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 
MONTREAL 
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Uncle  Zeb  says— 

"//  you  would  succeed,  he 
'different'  " 


THE  BUYER  doesn't  rush  to  buy  the  common,  ordinary, 
everyday  class  of  goods.    Why  should  he? 

He  can  probably  buy  the  same  thing  from  any  one  of  a  dozen 
manufacturers  and  so  he  just  waits  his  time — buys  when  he 
feels  like  it,  from  the  one  who  will  give  him  the  best  "price". 

But  "stylish"  goods  do  not  have  to  meet  this  fierce  "price" 
competition  in  anything  like  the  same  way. 

Style  stands  on  its  own  merits  and  commands  its  own  price. 
Isn't  that  worth  considering? 

If  you  desire  to  be  "different",  we  can  show  you  how.  Just 
let  us  know  you  are  interested  and  we  shall  be  pleased  to 
submit  full  details — at  no  obligation,  of  course. 


For  the  convenience  of  Ontario  Manu- 
facturers we  have  an  office^  at  Room 
212,  No.  64  Wellington  St.  W.,  Toronto, 
Ont.    Telephone  Adelaide  4499. 


United  Last  Company, 

MONTREAL,  P.  Q. 


Limited 
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The  Spring  Range  is  More 
Attractive  Than  Ever  Before 

STYLE,   fit,  materials,  workmanship — all  have  l:)een  combined  in  a  way  that  ■ 
makes  the  most  attractive  footwear  imaginable.    With  such  a  range  of  shoes 
the  success  of  ^^our  Spring  season  would  be  assured. 

As  in  the  past,  Eureka  Shoes  have  l)een  made  up  to  a  standard  not  down  to  a  price, 
yet  present-day  quotations  are  much  lower  than  many  other  lines  of  inferior  quality. 

■    Write  to  us  for  samples  and  prices  of  our  complete  range  of  Women's,  growing 
Girls',  Misses'  and  Girls'. 


EUREKA  SHOE  COMPANY,  LIMITED 

Three  Rivers,       «  Quebec. 
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^^The  Finest 
Hockey 
Ever  Made'' 


George,  A. .Slater  Limited, 
Montreal,  Canada. 

Gentlemen; 

Kindly  inform  me  at  your  very  earliest 
if  your  concern  manufactures  the  I nv ictus 
Hockey  Skating  Shoe. 

The  writer  has  a  pair  purchased  from 
Abercombie  and  Fitch,  New  York  City  and 
finds  them  the  finest  hockey  ever  made. 

Kindly  quote  your  very  lowest  price  on 
same,  also  on  a  racing  boot  for  speed 
skating  if  you  manufacture  such. 


Vei'y  best  wishes. 

Geo.  A.  Slater,   Limited  Sincerely. 


Bobby  Mclvcaii,  Tbc  Speed 
Cliampion,  Is  Exception- 
ally Qualified  To  .Judge! 


To  be  sure  of  Delivery 
order  at  once 


LCWDOf*  STOCK 
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VULGO-UNIT  BOX  TOES 
are  made  in  ONE  QUALITY 
only.     They  are  all  FIRSTS 


Durable  because  they  are 
Water-proof  and  Perspiration-proof 

VULCO  n  UNIT 


The  genuine  ''VULCO  UNIT"  BOX  TOE  is  made  and  sold  onh  by 

Beckwith  Box  Toe  Limited 

SHER BROOKE  -  QUEBEC 


This  popular  tvomnn^s  sport 
model  is  carried  in  black  and 
colored  calf.  Its  imitation 
wing  tip  is  in  line  with  the 
newer  ideas.  Goodyear. 


"Give  the  Public  what  they  want"  is  good  advice  for  the  man 
who  seeks  sales.  It  is  just  here  that  Ames  Holden  McCready 
can  serve  the  retailer  by  supplying  him  with  merchandise  of 
stability.  And  the  essentials  of  good  style  are  never  lacking  in 
the  most  saleable  of  footwear.    Our  product  has  proven  that. 

Ames  Holden  McCready  representatives  are  now  in  the  field 
with  the  class  of  goods  the  public  want. 

Warehouses  at 

St.  John, 
Halifax, 
Quebec 
St.  Hyacinthe 
Montreal, 
Ottawa, 
Toronto, 
Kitchener, 
London 
Winnipeg, 
Regina, 
Saskatoon, 
Edmonton, 
Calgary, 
Vancouver. 


AMES  HOLDEN  McCREADY,  LIMITED 


Sales 


Head  Office 


MONTREAL,  P.  Q. 
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LEATHERS 


Glazed  Kid 

Side  Leathers 

Glove  Leathers 

Shoe  Findings 

Correspondence  Solicited 


PIERRE  BLOUIN 

QUEBEC,  60  Colomb  St.  MONTREAL,  256  Lemoine  St. 


New  Lines  in  Felts 


also  McKays 

for  Men,  Boys,  Youths,  Misses, 

Women  and  Children. 

We  call  particular  attention  to  the  new  Fall  and 
Winter  Felt  Samples  we  are  now  showing  in  which 
we  offer  a  wide  variety  at  attractive  prices.  You 
will  find  just  what  you  require  for  your  own  special 
trade. 

\v  There  are  also  some  splendid  lines  of  Men's  and 

w*i»fe^X         Boys'  Welts,  Women's  Mock  Welts,   McKays  and 
^^^^        Standard  Screw  for  Men,  Women,  Misses,  Boys  and 
Children —  and, 
A  solid  line  of  Pegged  Shoes  for  Men  and  Women. 

O.  Goulet  &  Sons.  Limited 

575  St.  Valier  St.,  Quebec. 
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Goodrich  "Hi-Press" 
Rubber  Footwear 


LINE 


for 

Farmers 
Fishermen 
Miners 
Lumbermen 


Almost  every  man  who  works 
or  lives  out  of  doors  has  need 
at  some  time  or  another  for 
Goodrich  "Hi-Press" —  "the 
rubber  footwear  with  the  red 
line  'round  the  top." 

We  carry  a  full  line  in  stock  at 
all  times.  Let  us  send  you 
samples  and  prices. 


Croskery  &  Company,  Ltd. 

IMPORTERS  AND  DISTRIBUTORS  FOR  ONTARIO 

220  King  Street  West       -  Toronto 


Mark  this — for  genuine  service,  com- 
fort value,  there  is  not  another  Hne 
of  Rubber  Footwear  manufactured 
that  excells  Goodrich  "Hi-Press." 
That  is  the  conclusion  reached  after 
hearing  the  reports  of  both  dealers 
and  wearers  during  the  many  sea- 
sons Goodrich  "  Hi-Press  "  have 
been  on  the  market. 


As  a  business  proposition  they 
prove  unusually  attractive. 
The  margin  of  profit  allowed 
is  very  liberal  and  yet  they 
sell  at  a  price  that  means 
a  brisk  turnover. 
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"The  Wear 


From  Evening  Slipper  to  Golfing  Brogue 


So  complete  is  our  range  of  tannages  that 
we  can  supply  at  the  shortest  notice  the 
requirements  of  any  manufacturer. 

Whether  it  be  the  daintiest  evening 
sHpper  or  the  sturdiest  golfing  brogue,  it 
is  best  soled  with  one  of  our  tannages. 


Get  in  touch  with  our  agents  or  representatives. 


The  Breithaupt  Leather  Co. 

Limited 

Manufacturers  of  "The  Standard  of  Canadian  Sole  Leather" 


KITCHENER 


PENETANG 


TORONTO 


HASTINGS 


Sales  Offices  : 
VANCOUVER 


MONTREAL 


QUEBEC 
Tanneries  at : 

KITCHENER  WOODSTOCK  BURK'S  FALLS 
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Boy  -  Proof 

In  '  'Eclipse  ' '  Shoes  for  Boys,  the  main 
idea  has  been  to  make  them  "boy- 
proof"— and  at  the  same  time  good 
looking. 

'  'Impossible, ' '  you  say?  Well  just  give 
them  your  critical  inspection.  Exam- 
ine them  inside  and  out.  Study  the 
way  in  which  they  are  put  together. 
And  if  you  happen  to  know  a  boy 
who  has  worn  them  or  a  parent  who 
has  bought  them,  ask  their  opinion. 
You  will  discover  it  takes  a  pretty 
good  boy  to  ruin  a  pair  before  they 
have  delivered  their  full  value. 

''Eclipse"  shoes  are  made  for 
Growing  Girls,  Youths,  Little 
Gents,  Misses,  Children  and 
Infants.  Write  for  samples  today. 
Travellers  now  on  territories. 

Come  to  the  "MADE  -  in  -  GALT  Exhibition" 
Nov.  12  to  19  inclusive 

The  Gait  Shoe  Mfg.  Co.,  Ltd. 

Gait  -  Ontario 
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Bigger  and  Better 
Than  Ever 


Mr.  J.  S.  Ashworth 


Announcement  to  the  Wholesale  Trade 


THE  T.  SISMAN  SHOE  COMPANY  announce  the  opening  of 
an  office  in  Toronto.  Mr.  J.  S.  Ashworth,  well  known  as  a 
representative  of  Sir  H.  W.  Tricket,  Limited,  will  be  in  charge  and 
will  call  upon  the  trade  with  Sisman  lines. 


A 


N  appreciation  of  Sisman  value  is  manifest  in  the  fact  tliat  we  have 
been  unable  to  cope  with  the  abundance  of  orders  received. 


To  keep  Sisman  Service  consistent  with  our  reputation  we  are  making 
the  addition  of  a  new  three  story  building,  including  equipment  which 
will  give  us  an  output  of  1500  pairs  per  day.  A  fitting  room  will  be 
opened  at  the  town  of  Newmarket. 

We  shall  be  happy  to  answer  the  enquiries  of  'obbers  interested  in  the 
"Best  Everyday  Shoe"  for  men  and  boys.  Our  increased  facilities  will 
enable  us  to  give  an  assurance  of  service. 


THE 


T.  SISMAN    SHOE  COMPANY 


LI  M  I  TED 


AURORA. 


ONTARIO 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackennan  &  Son  (_"o.,  11.    (!.') 

Aird  &  Sdh    is 

American  (iaiter  Mfi^.  CD   ."iO 

Anies-I  li)l(liMi-M(.-C'rca(l>'    12 

Ail-Sisn   Studio    34 

Aylins'.  Uohert  I)   r)5 

llcckwitli   i!ox  Toe  Company    11 

liennett    [limited    1 

I'louin,    Pierre    i:i 

I'oot  &  Slioe  Workers'  L'nion    04 

Breithaupt  Leather  Company    15 

Brown  &  Son,  E   5.") 

(  lap])  iSi  Son,  l''(lwin    57 

Ciatwortliy  &  Son,  Ltd   71 

Clarke  &  Co..  .\.   R   72 

( Ote,  J.  .\.  and  M   5 

Croskery  \'  Coniiiany.  Ltd   14 

Cote  &  Son  .\.  .\   (■)» 

Daon.st,  Lalonde  &  Co   22 

Doty   &  Scrim.ueour    24 

Dufton,  I'"red.   !•"   62 

Ea.£>le  Shoe  Connpany    25 

Rd wards  &  Edward.s    70 


Eureka  Shoe  Company    1) 

I'lirluna  Machine  Cmmpany   

I'  rankHn  Macliine  ( Onijiany    (11 

[''ranks,  .\rthur    lil 

tialt  Shoe  Company    Hi 

Getty  &  Scott    20 

(;h)l)e  Sh()(.'  C'onrpany    :;() 

(kndet  &  Sons,  Ltd   i:! 

(iutta  I'ercha  &  Kuhher  Mfi;.  C^o.  ...  69 

Hector  Shoe  Company    (ii! 

Hewetson,  J.   W   21 

Hiiide  &  Dauch  i'ai)er  Co   02 

I  loiters  Company    28-2',) 

I I  U'ml)erst(  me  .Shoe  t  dmpany    00 

li\(lro  City  Shoe  Mf.ii.  LO   57 

International   .Supply   Company    05 

Jacolii.    I'hili])    24 

Kelly  &  Co.,  Thomas  .\   00 

fs.enworthy    Bros   70 

LaDuchesse  Shoe  Co   05 

Landers    llrothcrs   Company    00 

Landis  Machine  Co   00 


Lincoln   I'aper  .VLIL.  Ltd   02 

.Varrow  I'ahric  Comi)any    on 

National  Cash  i\eKister  C!o  58-5!) 

-Vew  Castle  Leather  (Vjmiiany    O:; 

Owens-Elmes    27 

Panther  i\uhher  Company    2 

Proctor  &  Proctor    02 

Progressive  Shoe  Machinery  Co.  ...  Oi 

Rita  5hoe  Company    70 

Kohinson  Company,  James    0-7 

Rohson  Leather  Conipany    2!! 

Samson,  Enr.  J.  E   00 

Scott-Chamherlain   Co   4 

Scroggins  Shoe  Conipany    :; 

Sisman  Shoe  Co.  T   17 

Slater,  Geo.  .\.  Ltd   10 

.Spaul(linf>'  &  Sons  Co.,  J   1!) 

Cnited  Last  Company    > 

Cnited  -Shoe  Machinery  Co   07-OfS 

Cpham,  H.  W   o:; 


Can  We  Help  You? 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertis- 
ing pages  that  you  would  like  to  have  information  on.  Do  not  hesitate 
to  use  this  form,  no  matter  what  it  is.  If  we  can  be  of  any  service  to  you 
in  supplying  that  information,  it  will  be  a  pleasure  to  do  so.  We  want 
you  to  feel  that  Footwear  in  Canada  is  published  in  your  interests,  and 
we  want  to  help  you  whenever  we  can. 


INFORMATION  WANTED 

Footwear  in  Canada, 

347  Adelaide  St.  West,  Date  19 

TORONTO. 

Please  tell  me  


Name  . 
Address 
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The  "Hewetson  ^  Shoe 


A  NATIONALLY  ADVERTISED  PRODUCT 


We  announce  to  the  shoe  trade  of  Canada 
the  launching  of  a  coast  to  coast  campaign 
advertising  "ffewetson"  Shoes  for  Children. 

The  "  Hewetson  "  Welt  (made  at  Brampton) 

Our  Baby  Welts  with  Velvet  Soles  in  sizes, 
one  to  five;  and  Children's  Welts  with  Oak 
Bend  Soles,  in  sizes  four  to  eleven,  in  all 
Leathers, 

The  "Hewetson"  Pla-Shu  (made  at  Acton) 

A  full  range  of  Pla-Shu's  from  Infants'  to 
Misses',  including  Barefoots,  Sport  Oxfords, 
Slippers  and  Jockey  Boots. 


There  will  be  no  change  in  policy  of  distribu- 
tion, ''Hewetson''  Shoes,  as  heretofore,  will 
be  sold  through  Canada's  leading  jobbers. 


J.  W.  Hewetson  Co.,  Limited 

^'Shoemakers  to  Children" 

Brampton,  Ont.  and  Acton,  Ont. 
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A  Fine 
Example 
of  Canadian 
Shoemaking 


If  any  doubt  exists  in  the  mind  of  any 
retailer  as  to  the  quahty  of  Canadian- 
made  footwear,  let  him  examine  this 
model  picked  at  random  from  our  Spring 
1922  range. 

The  shoe  speaks  for  itself. 

The  price  speaks  for  your  customers'  trade. 


The   Metropolitan   Shoe  Company 

91  St     Paul  St.  E.  —  Montreal,  Que, 

Makers  of  "Patricia^%  Dr.  Ver  tier's  Cushion  Sole  for  Women  and  '^Metropolitan"  for  Men,  Women  and  Children 

Branch  of  Daoust,  Lalonde  &  Co.  Limited,  Montreal 
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"The  Best  in  Every  Respect" 

BLACK 
BEAUTY 

Chrome 
Patent  Sides 


Skillfully  Made 
From  Highest  Class  Raw  Material 


±2 


THE  ROB  SON  LEATHER  CO 

L  INl  ITED 
TANNERS     AND  CURRIERS 

OSHAWA     —  CANADA 
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Incorreft  shots  worn  This  is  hcnv  nature 

in  childhood   cause  intended  the  foot  to 

deformed    toes    like  grmv — the  Hurlbut 

these.  way. 


Teaching  a 
Million  Mothers 


I n ' R LIM  T  ad vci  t iscniciits  arc  lead i- 
iii;;'  a  iiiillion  iiiotlicrs  the  iiii|i(i:lanc(' 
mI' convct  footwear  for  cliililn  ii.  'I'licv 
ai'c  strt'ssin<i'  the  daiigci'  <il'  ill-littiiig 
\iii-iiatura!  shoes. 

A  inillioii  inotlicrs  arc  tlius  l>ciiig 
convinced  of  the  necessity  of  demand- 
ing HUKM^CT  (TSlilOX  SOLE 
SHOES. 

Are  you  |)re|)ared  to  take  your 
sliare  of  tliis  attractive  luisiness  ? 


HURLBUT 

CUSHION-SOLE 

Shoes  y^'^  Children 


ensure  tlie  ti'ade  of  parents  who  huy 
wisely — tlie  class  of  l)usiness  you 
desire— and,  who,  wlien  satisfied  will 
l>e  constant  and  steady  customers. 

Salesmen  or  Samples  on  Request. 


PHILIP  JACOBI 

5  Wellington  Street  East,  Toronto 

Exclusive  wholesale  distributor  of 
Hurlbut  Shoes. 


SHOW  CARDS 


SIGNS 


A 


RT 


REGISTERED 


s 


IGN 
TUDIO 


/Creators  of  that 

Better  Advertising 
Display. 

Posters 

Window  Lettering 

See  Examples  of  Our  Windoiv 
Cards  in  Editorial  Section. 


165  KING  W., 


TORONTO 


SERVICE 


SATISFACTION 


Christmas 
Window  Decorations 

that  do  just  wliat  they  should— 
INCREASE  YOUR  BUSINESS 
Everythinp;  for  a  Perfect  Window  Digpla.x- 
Decorations  tor  every  season  and  trim. 
Most  cnniolcte  line  ever  offered. 
FAXOY  P,ACR(iR()rNn 
I'Al'KRSi,  BORDER!^, 

\i;tifi('ial  flowers. 

r.ASKETS,  THUMB 
TACKS.  CHENILLE 
ROPIXG,  .->ANTA  CLAUS 
CUT-OUTS,  PAPIER 
MACHE  HEADS.  TINSEL 
FLITTER, 

i:tc.  etc.  e:tc.  etc. 

Send  for  our  complete  catalogs. 

Doty  &  Scrimgeour  Sales  Co.,  Inc. 

30  Reade  Street  New  York. 
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MEN^S  &  WOMEN'S 
WELTS 

For  the  Better  Trade 


The  lines  shown  are  just  two  of  the  40  others 
carried  in  stock 


CATALOGUE  AND  PRICE  LIST 

It's  your  own  fault  if  you  haven't  got  it !    A  post- 
card will  bring  you  a  complete  list  of 
our  lines  together  with  prices 

Write  us  to  day 

Eagle  Shoe  Co.,  Limited 

587  Beaudry  Street,  Montreal 


By  Every  Standard  of 
Comparison  *  STRIDER 
SHOES"  are  better 


No.  5003  Women'*  tan  calf  Bal  C  &  D  widths. 
Sizes  2  1-2  to  7.  Same  in  black  kid.    Price  $5.90 


No.  6003  Men's  Black  Vici  Kid  C  width  5-10,  Dj 
width  6-11    Price  $6.75 

No.  1  grade.    All  solid  leather. 


FOOTWEAR    IN  CANADA 


pMBODIED  in  Classic  Shoes,  the  dealer  will 
-■-^  always  find  the  newest  in  style  trend.  With- 
out being  extreme,  Classic  lines  have  the  touch  of 
fashion  which  always  interests  the  feminine  buyer, 
while  retailing  at  a  price  which  attracts  trade. 


The  little  girl  is  wearing  a  tan  calf  Blucher 
Oxford  of  the  Classic  Tru-Trod  line.  The  suc- 
cess of  Tru-Trod  juveniles  is  easily  explained  by 
the  excellence  of  the  neat  little  shoe  itself.  A 
thorough  investigation  of  "Tru-Trod"  will  prove 
to  you  the  wonderful  saleability  of  a  superior 
Children's  line -sold  on  a  basis  of  quality,  work- 
manship and  hygienic  comfort. 


We  invite  you  to  visit  the  "MADE  IN  GALT  EXHIBITION", 
Nov.  12-19.  You  will  be  PAKTICULARLY  welcome  at  the 
Getty  &  Scott  display.  TaVe  in  this  event  if  you  possibly  can. 
It  will  be  worthwhile. 


Getty  &  Scott  Limited 

Gait        -  Ontario 
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FALL  AND  WINTER 


Good  staple,,  honest 
styles  of  shoes  in  stock 
ready  to  be  shipped  at 


N.  245 — Black  Satin 
One  Strap,  Imitation 
Turn,  1%  Inch  Wod,! 
Baby  Louis  Heel.  Priop 
$5.00 

A — 4  to  8     B.  O  and  D — 3  to  8 


once. 


Order  Today 


tioii  Turn, 
Price   

A  A — 5  to  8 


No.  244— Black  Satin 
One  Strap.  Imita- 
Inch   Wood   Louis  Heel. 
  $5.00 

A — 4  to  8     B.  CandD-StoS 


2' 


The 

PROTEX-ARCH 
SHOE 

The  Protex-Arch  Shoe  prevents  Fallen  Arch  or  flat 
foot,  foot  fatigue  and  leg  pains,  enlarged  feet  and 
both  minor  and  serious  pedal  displacements.  They 
also  induce  correct  walking,  free  blood  circulation, 
render  comfort  in  abundance  and  the  special  features 
preserve  the  style  and  lengthen  the  wear  of  the  shoe. 
Women  wearing  Protex-Arch  "Holtershoes"  can 
truly  enjoy  the  foremost  in  shoe  fashions  together 
with  the  most  protective  and  health-giving  measures 
of  modern  orthopaedic  science. 


THE   PROTEX-ARCH  SHOE 

No.  239 — Best  Grade  Glazed 
Kid,  Syi  Inch  Welt,  Tip  lii 
Inch.  Cuban  Heel,  I'rotex-Arch 
Shank  Features.  Solid  Leather 
Long  Counter. 

Price    $7,011 

AA— 5  to  9,  A— 4'/.  to  ;»,  n—i^ 
,  dd  25c  for  6-2 
a.  <\  9  to  9.  C 
ai.d  D  -3H  to  9 


241 — B  r  o  w  n  Call 
Oxford,  Welt,  Tip,  1 V4 
Inch  Military  Heel. 
Price  $5.3.^ 
AA — 5  to  8  A — 41,4  to  5 
B— 4to9  C&D— 3%-9 
Add  25c.  for  81/2  and  9 
No.    242— Same    as    No.    241 —but  Gun 

Metal  Calf  Oxford.     Priee    .fi5.:S5 

No.  248 — Same  as  No.  241— but  black 
Regent  Kid.     Price    $4.90 

No.  249 — ^Patent  Colt, .Same  Widths  and  Sizes. 
Huilt  Exactly  Tjike  241, Price    $5.35 


Send  in  your  or- 
ders now  for  a  line 
of  sizes  on  these 
numbers.  They 
are  priced  right. 

Quick  sales  with 
satisfactory  profit 
to  you  and  service 
to  your  customers 
are  assured. 

You  will  make  no  mis- 
take in  buying  any  of 
these  styles. 

TERMS— NET  30  DA  YS. 


THE  PROTEX-ARCH  SHOE 
No.  238 — Best  Grade  Glazed 
Kid,  S'A  Inch  Welt,  Tip,  1% 
Inch,  Cuban  Heel,  A/C  Com- 
bination Last.  Protex-Arch 
Shank  Feature,  Solid  Leather 
Long  Counter. 

Price    $7.(10 

AA— 5  to  0  A — I'A  to  !l 

B — 4  to  9..C  and  D—Z'A  to  !t 
Add   25c   for  S'A   and  !) 


AA— 5  to  TA 

B— 31,4  to  8 


No.  246— Brov.-n  Side 
Oxford,  English  Welt 
Tip,     l\s     Inch  Heel. 

Price    S4.60 

A — 4%  to  8 
C  and  D— 3  to  8 


No.  247— Same  as  No.  24G— but  Gun  Met- 
al Calt  Oxford.     Price   ."   S4.60 


THE    HOLTERS    COMPANY,  Cincinnati 

NEW  YORK  :    437  Marbridge  Building  BRANCH  OFFICES  CHICAGO:    304  Leet  Building 
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"HOLTERSHOES" 


Ship  Now 


No.  142— Glazed  Kid  Vamp,  Dull  Kid 
Top,  7  Inch  Flexible  Welt.  Sofshu,  Tip, 
IVi  Inch  Common  Sense  Heel.  Price  ^5.35 
B — 4y2  to  9  C — 4  to  9  D  &  E — 31/2  to  9 
Add  25c.  for  8%  and  9 


No.  136— Glazed  Kid  Vamp,  Dull  Kid 
Tdd,  7  Inch  Flexible  Welt,  Sofshu,  1 V2 
Inch  Common  Sense  Heel.   Price.  .. 


No.     240— Glazed     Kid     Xi;'    Welt,  Tip, 

1%  Inch  Cuban  Heel.    I'nce    $6.50 

AA — A%  to  8  A— 4  to  8  B — 5%  to  9 
C  and  D— 3  to  9      Add  25c.  tor  81/2  and  9 


A— 5  to  8      B — 4y2 
Add  25c. 


to  9 
tor  a 


C,  D  &  E— 4  to  9 
i  and  y 


No.  219— Glazed  Kid  Vamp,  Glazed  Re- 
sent Kid  Top,  8  Inch  Flexible  Welt, 
Sofshu,  Tip,  1%  Inch  Cuban  Heel.  Wing- 
Eoot  Rubber  Top  Lift.    Price  $6.00 

A.A— 5  to  8  A — 41/2  to  8  B — 4  to  9 
-  &  n— 31/2  to  9      Add  25c.  tor  8V2  &  9 


A  A  to  D 


No.  250— Gun  Metal  Calf  Vamp,  S'A"  Dull  Kid 
Top,  English  Welt,  108  Last,  1%"  Military  Heel. 
Price    $5.10 


No.    212— Glazed 
Regent  Kid,  8^  Inch 
Welt,  Tip,  1%  Inch  Military  Heel.  Price 

$5.85 

AAA — 5  to  8  AA — 4%  to  8  A— S'/2  to  8 
B — 3  to  8       C — 21/2  to  8  D — 3  to  8 

No.   217 — Same   as    No.    212    taut — Brown 

Side  Calf.  Price    $5.50 

No.  251— Gun  Metal  Calf  Vamp,  Dull  Kid 
Top,  81/2  Inch  Welt,  1 1/2  Inch  Military 
Heel,  AAA  to  D.  Price    $5.60 


THE    HOLTERS    COMPANY,  Cincinnati 


NEW  YORK  :    437  Marbridge  Building 


BRANCH  OFFICES 


CHICAGO  :    304  Lees  Building 
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THE  GLOBE 
PILLOW  WELT 


ANY  dealer  who  does  not  appreciate 
the  importance  of  hygienic  prin- 
ciples in  children's  shoes  is  decidedly 
behind  the  times.  Correct  fitting 
means  comfort  and  longer  wear.  A 
satisfied  customer  means  another  sale. 

GLOBE  PILLOW  WELT  shoes  are 
supplied  for  the  foot  that  Nature 
made.  They  allow  a  child's  foot  the 
freedom  to  grow  properly.  They  give 
the  adult's  foot  the  comfort  of  correct 
shape. 

Make  your  customers  happy  with  the 


GLOBE  PILLOW  WELT. 

Globe  Shoe  Limited,  Terrebonne,  Que. 


Montreal  Office,  J.  A.  BLUTEAU,  Representative 


11a  St.  James  Street 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 
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HUGH  G.  MACLEAN  PUBLIGATIONS 
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HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 
WINNIPEG 
VANCOUVER 
NEW  YORK 
CHICAGO 
LONDON,  ENG. 


m  H  «  ' 


119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
Winch  Building 
296  Broadway 
Room  803,  63  E.  Adams  St. 
16  Regent  Street  S.  W. 


Authorized  by  the  Postmaster  General  for  Canada,  for  transmission 
as  second  class  matter. 

SUBSCRIPTION  RATES 
Canada  and  Great  Britain,  $1.00.    U.  S.  and  Foreign,  $1.50. 
Single  copies  1.5  cents. 


Vol.  II 


November,  1921 


No .  II 


The  Organization   Problem  in  the  Shoe 
Retail  Industry 

The  Retail  Merchants'  Association  of  Canada  have 
started  a  campa'gn  to  increase  the  shoe  retail  member- 
ship of  their  organization  in  Ontario.  Toronto  is  the 
field  on  which  their  efl^orts  are  first  being  concentrated 
and  they  are  aiming  to  form  a  boot  and  shoe  section 
in  that  c'ty  in  the  near  future  when  the  interest  of  the 
trade  has  been  worked  up.  At  the  time  of  writing, 
after  a  couple  of  weeks  of  canvassing,  the  Toronto 
membership  is  about  twenty-five,  including  a  number 
of  representative  shoe  retail  concerns.  In  various 
Ontario  centres  'boot  and  shoe  sections  already  exist, 
among  which  may  be  mentioned  Ottawa,  Windsor, 
London  and  Peterboro.  When  the  campaign  has  suf- 
ficiently progressed  and  further  locals  have  been 
formed,  it  is  the  intention  to  establish  a  live  pro- 
vincial boot  and  shoe  section,  and,  eventually,  we  are 
informed,  a  Dominion  section. 

There  is  already,  of  course,  a  shoe  retailers'  assoc- 
iation in  Toronto,  but  for  some  time  past  it  has  not 
been  active.  A  meeting  was  called  by  the  president 
at  the  beginning  of  the  season  to  discuss  the  question 
oi  affiliation  with  the  Retail  Merchants'  Association 
and  a  general  invitation  was  issued  to  the  members 
of  the  trade  to  attend.  There  were  some  half  dozen 
present. 

The  situation  at  jiresent  is,  we  cannot  but  feel,  very 
unsatisfactorv.    There  is  the  National  Shoe  Retail- 


ers' Association,  which  is  not  definitely  linked  with 
any  of  the  local  associations,  unless  by  the  fact  that 
the  men  who  are  interested  in  the  local  work  are,  gen- 
erally, interested  in  the  national  organization  also. 
In  Toronto,  as  already  mentioned,  there  is  a  local 
association,  inactive  at  present,  and  a  movement 
under  way  to  form  another  local  body  as  a  section 
of  the  Retail  Merchants'  Association.  And  finally, 
there  is  the  projected  Dominion  hoot  and  shoe  sec- 
t:on  of  the  latter  organization,  which,  if  it  material- 
izes, cannot  fail  to  overlap  with  the  N.  S.  R.  A. 

This  is  all  rather  a  muddle,  as  we  see  it.  There 
is  bound  to  be  complication  of  organization  and  dup- 
lication of  effort.  If  the  support  of  the  shoe  retail 
trade  is  go'ng  to  be  divided  between  two  organizat- 
ions, neither  of  them  will  accomplish  nearly  as  much 
as  if  the  whole  industry  got  behind  one  or  the  other. 
A  weakness  oi  the  N.  S.  R.  A.  has  been  that  it  has 
not  taken  in  all  existing  local  shoe  retail  associations 
as  part  of  its  organization.  As  we  urged  at  the  time 
of  formation  of  this  organization,  local  associations 
should  be  made  the  very  foundation  of  the  larger 
structure.  Not  only  would  this  have  helped  the  N. 
S.  R.  A.,  but  it  would  also  have  helped  the  local  bodies 
immeasurably.  One  of  the  reasons,  we  believe,  that 
the  Toronto  association  has  not  held  the  interest  of 
the  trade  is  because  many  have  felt  that  they  had  not 
sufficient  weight — ^being  merely  a  local  body  repres- 
enting only  only  one  line  of  business — to  accomplish 
anything  of  real  benefit  t(j  the  trade.  But  if  they  had 
afliliations  v/ith  a  strong  national  organization,  and 
through  them,  with  similar  local  bodies  throirghout 
the  country,  the  case  would  be  entirely  different. 
There  would  be  an  esprit  de  corps,  a  sense  of  ability 
to  accomiplish  something  and  a  spirit  of  friendly  com- 
])etition  between  the  dififerent  towns  and  cities,  all 
of  which  would  be  of  benefit  to  everybody  concerned. 

It  's  high  t:me  that  the  organ-zation  question  in 
the  shoe  industry  was  dealt  with  effectively.  A  few 
faithful  workers  in  the  N.  S.  R.  A.  have  been  carrying 
the  burden  for  the  whole  Dominion.  They  have  ac- 
com-plished  much.  But — there  is  no  getting  away 
from  the  fact  that  the  N.  S.  R.  A.  has  not  had  the  sup- 
port from  the  trade  that  it  should  have.  How  is  that 
support  going  to  be  o'btanied?  How  is  it  going  to  be 
made  truly  representative  of  the  shoe  retailers  of  Can- 
ada? In  one  way,  and  in  one  way  only,  which  is  by 
building  from  the  ground  up — on  the  basis  of  local 
associations. 


Be  an  Early  Bird. 

Keep  your  name  before  the  public.  Use 
lantern  slides  in  your  local  moving  picture 
houses  of  the  better  class  to  announce,  "  Give 
something-  in  Footwear  this  Christmas,"  over 
your  name  and  address.  The  picture  house  can 
make  you  a  slide    for  a  very  reasonable  sum. 
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Individuality  a  Requisite  of  Successful 
Merchandising 

The  weakness  of  many  shoe  stores  is  that  they 
lack  individuahty.  There  is  no  character,  no  distinct- 
iveness about  them.  They  represent  merely  a  con- 
t;lomeration  of  ideas  borrowed  from  various  sources. 
This  is  the  mistake  some  merchants  make;  they  think 
that  they  can  ])orrow  better  ideas  than  they  can  -pro- 
duce. It  is  good  business  of  course  to  keep  one's  eye 
open  for  little  "kinks"  and  schemes  that  may  be  ad- 
apted for  use  in  one's  store,  advertising-  stunts,  eye- 
catchers  for  the  \vindo\v-disi)lay,  and  the  like.  Every 
wise  retailer  does  that.  But  unless  you  can  add  a 
touch  of  individuality  that  will  make  these  ideas  dis- 
tinctively your  own,  they  are  of  no  avail.  Mere  copy- 
ing is  useless.  It  is  ])y  the  differences,  not  by  sim- 
ilarities, that  men  and  stores  stand  out  and  become 
known  to  the  public.  Introduce  the  personal  atmos- 
])here  in  your  store  ;  make  it  expressive  of  your  own 
personality.  Thus  all  big  business  is  built,  and  there- 
in lies  the  romance  of  industry. 

Patriotism,  Prudence  and  Profits 

Business  is  getting-  back  to  normal  slowly  but  sure- 
ly, but  we  are  not  altogether  out  of  the  woods  yet.  And 
in  the  meantime  there  are  certain  precautions  which 
il  is  very  essential  we  should  take  in  order  that  there 
may  be  no  set  l)ack  to  our  prcjgress.  The  cost  of  liv- 
ing is  one  of  the  factors— indeed  probably  it  is  the  chie) 
factor— that  has  caused  a  period  of  comparative  slack- 
ness of  demand  in  practically  all  our  industries.  The 
people— certain  classes  of  them  at  least— were  forced 
to  economize,  with  the  result  that  the  market  became 
clogged  with  goods  that  had  been  manufactured  in 
antici])ation  of  continued  activity.  This,  of  course, 
immediately  broug'ht  about  a  limitation  of  production, 
which  has  resulted  in  the  present  unemployment 
situation. 

Our  problem  now  is  to  revive  the  domestic  demand, 
to  its  normal  proportions— which  in  many  parts  of  the 
country  seems  to  have  been  already  accomplished— 
and  if  possible  to  find  other  outlets  for  our  products. 
In  order  to  do  this  it  is  essential  to  keep  the  price  to 
the  consumer  down.  If  we  cannot  do  this,  we  can  ex- 
pect no  immediate  resumption  of  activity  in  the  dom- 
estic market,  nor  can  we  hope  to  make  any  headway 
in  placing  Canadian  goods  upon  the  markets  of  the 
world.  Hence  our  unemployment  situation  will  con- 
tinue, and  the  country  will  stagnate. 

We  have  urged  this  on  previous  occasions,  ])ut 
we  do  not  think  it  can  be  urged  too  often  or  too 
strongly.  Prices  must  be  kept  down  in  all  industries. 
Manufacturer,  wholesaler  and  retailer— all  of  them 
in  all  lines— must  be  content  to  face  a  period  of  low 
profits.  Any  attempt  to  take  advantage  of  a  tempor- 
ary situation  to  increase  prices  is  bound  to  cause  a  set 
back  and  we  will  have  to  regain  just  that  much  ground. 
Get  the  goods  sold--even  if  it  is  necessary  to  cut  the 


mark-up  U>  the  ver\  lowest  point  consistent  with  sound 
business,  b'rom  the  national  viewpoint  that  is  the 
only  wise  ])<jlicy. 

Some  one  may  comjjlain  that  Labor  is  not  bearing 
its  fair  share  (jf  the  burden— and  there  is  no  doubt  that 
the  attitude  dI  a  certain  section  of  Labor  is  slujrt- 
sighted,  even  stui)id.  But,  however  that  may  be,  no 
loyal  Canadian  should  seek  to  offer  as  an  excuse  for 
shirking  his  duty  the  negligence  of  others.  Patriot- 
ism is  as  essential  to  Canada's  welfare  in  times  of 
peace  as  it  was  to  her  safety  in  time  of  war. 

A  Neglected  Opportunity 

One  of  the  biggest  mistakes  a  business  man  can 
make  is  to  get  so  engrossed  in  his  own  special  work 
that  he  can  think  of  nothing  outside  of  it.  He  may 
make  a  success  of  his  business  in  that  way,  but  he 
will  nut  make  a  success  of  his  life.  His  mind  devel- 
ops along  (^ne  line  only.  He  becomes  one-sided,  nar- 
row, small-minded.  Such  a  man  is  not,  and  can 
never  be,  a  nation-builder. 

.\n(l  we  need  nation-builders  in  Canada  to-day 
--men  of  large  vision,  who  conceive  their  work  not 
iinl\-  as  a  meau'^  ol  livelihood,  but  also  as  a  service 
t((  the  conmumit}  ,  w  ho  sec  Ikjw  their  efforts  may  be 
co-ordinated  witii  those  of  like-minded  men  to  pro- 
(Uice  an  ordere<l.  ])urposeful  progress  in  this  great 
Dominion  ol  ours. 

We  c(nne  right  l)ack  U)  that  old  idea-- working  to- 
gether for  a  common  end,  for  the  common  good.  Have 
you  ever  tried  it?  If  you  haven't,  you  have  missed 
one  of  the  big  things  of  life.  There  is  a  satisfaction 
to  l)e  realized  in  this  unremunerated  effort  which  you 
can  never  experience  in  chasing  the  almighty,  l)ut  elus- 
ive, dollar. 

Where  should  a  man  begiti  ?  in  the  association 
which  represents  his  trade  or  ])rofession.  There's  an 
avenue  open  to  you  there  that  leads  to  a  larger  out- 
look on  life,  to  a  sense  of  real  achievement,  to  a  spirit 
of  brotherhood,  if  you  will  but  set  your  feet  upon  it 
and  follow  it  with  enthusiasm  and  determination.  The 
men  who  think  an  organization  is  useless  are  those 
who  have  never  put  their  hearts  into  its  work.  One 
of  the  ofiicers  ol  the  shoe  retailers'  association— a  man 
to  whom  the  trade  owes  a  great  deal— said  to  Footwear 
in  Canada,  not  long  ago:  "I  regret  no  time,  money  or 
effort  I  have  put  into  this  organization.  I  have  been 
repaid  manv  times  over  in  the  joy  I  have  found  in  the 
work,  in  the  pleasant  relations  I  have  had  with  my 
fellow-workers,  in  the  spirit  of  mutual  helpfulness 
which  it  always  yields.  The  one  thing  I  do  regret  is 
that  a  greater  numlier  of  the  members  of  the  shoe  re- 
tail trade  ha\e  not  enjoyed  the  same  experience  as  1 
have.  If  they  would  only  get  into  this  thing  they 
would  realize  that  there  are  benefits  to  be  derived 
from  it  which  cannot  be  calculated  in  dollars  and  cents. 


Hard  limes  are  not  coming.  Isoft  times  are  just 
going. 
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"Reconstruction"  and  the  British  Shoe  Trade 

Footwear  Industry  in  Old  Country  has  Legacy  of  Problems  from  the  War— Diminished  Export 
Business,  with  Increased  Manufacturing  Capacity,  Fluctuating  Exchange, 
Public  Hesitancy— but  Faces  them  with  Energy 

From  the  London  Office  of  "Footwear  in  Canada." 


The  twenty-second  annual  International  Shoe  and 
Leather  Fair  held  in  London,  October  3rd  to  7th  con- 
stituted a  record  one  in  respect  to  the  number  of 
exhibits  497,  which  is  surprising  in  view  of  prevail- 
ing conditions  in  the  industry  in  Great  Britain. 

This  record  is,  I  venture  to  suggest,  a  happy  aug- 
ury for  the  future  and  proves  that  the  trade  interests 
are  not  prepared  to  allow  the  grass  to  grow  beneath 
their  feet. 

The  past  year  has  'been  an  unfortunate  one  for 
British  manufacturers  and  the  present  position  is  one 
of  uncertainty.  There  is  no  lack  of  initiative  or  enter- 
price  on  their  part  to  account  for  the  situation ;  they 
are  rather  victims  of  circumstances — a  legacy  of  the 
war ! 

The  Troubles  of  the  Creditor 

■Continental  Lurope  which  took  a  very  large  per- 
centage of  this  country's  surplus  remains  practically 
a  closed  market ;  prevailing  rates  of  exchange  continue 
to  handicap  France,  Belgium  and  other  countries  buy- 
ing not  only  footwear  but  numerous  other  products. 
The  Pound  Sterling  in  pre-war  days — and  it  is  pro- 
voking- to  (be  reminded  of  the  war — was  equal  to 
Francs  25.22  but  to-day  it  is  equal  to  Francs  51.90. 
Creditor  nations  cannot  export  (because  their  debtors 
already  owe  them  more  than  they  can  pay. 

Up  to  and  including  1914  Great  Britain  exported 
forty  million  pairs  of  .'boots  per  annum ;  she  is  now 
exporting  not  more  than  five  million  pairs. 

Not  only  is  this  country  unable  to  command  the 
European  markets  but  other  valuable  markets  of  pre- 
war days  are  practically  closed.  Australia,  South  Africa, 
India  and  Canada  have  toecome  largely  independent  of 
outside  sources  of  supply.  In  August  1913  Australia 
imported  eighteen  thousand  dozen  pairs  of  boots 
and  shoes  from  this  country.  During  the  long  period 
of  the  war  it  was  almost  impossible  for  Australia  to 
purchase  from  Great  Britian,  throwing  her  on  her 
own  resources,  and  to  meet  the  exigencies  of  the  sit- 
uation, the  manufacture  of  footwear  was  developed 
on  a  larger  scale  within  her  own  borders.  In  August 
of  this  year  only  eighty-five  dozen  pairs  were  shipped 
to  Australia. 

Prior  to  1914  Great  Britian's  export  of  footwear 
was  approximately  twenty-two  per  cent  of  her  total 
production ;  now  it  is  not  more  than  five  per  cent  and 
taking  into  consideration  that  the  total  productive 
capacity  during  the  last  seven  years  has  been  increas- 
ed by  fully  twenty-five  ])er  cent  the  depression  in  the 
industry  is  apparent. 

Export  Trade  the  Determining  Factor 

Remar'king  upon  the  future  of  the  country's  export 
trade,  Mr.  A.  E.  Marlow,  J.  P.,  C.  A.,  President  of 
the  Boot  Manufacturers'  Association,  recently,  stated, 
"  A  good  deal  depends  on  whether  there  is  a  work- 
able agreement  with  Germany,  which  will  see  the 
beginning  of  improvements  in  the  export  trade.  That 
the  export  trade  is  the  crux  of  the  whole  position  is 
realised  nowhere  as  much  as  in  the  boot  trade.  Until 


it  revives,  we  cannot  hope  to  see  our  factories  work- 
ing their  capacity,  or  our  warehouses  denuded  of 
those  stocks  of  boots  which  so  many  months  of 
depression  have  caused  to  accumulate  in  such  large 
quantities." 

The  position  of  the  home  trade  has  been  one  of 
vicissitudes  and  can  be  judged  from  the  foregoing 
remar'ks.  Although  there  is  a  decided  tendency 
towards  lower  prices  old  established  retailers  are 
still  afl^ected  by  the  sale  of  shoddy  productions ;  the 
public  appreciating  that  there  is  a  slump  are  disposed 
towards  these  cheaper  grades  on  the  assumption 
that  they  are  bargains.  This  applies  more  especially 
to  women's  footwear.  There  is  a  growing  inclination 
among  manufacturers  of  quality  productions  to  fix 
the  retail  price  by  stamping  the  cost  plainly  on  the 
soles ;  this  is  a  good  plan  and  efi:ectively  counteracts 
any  possibilty  of  profiteering  on  tthe  part  of  retailers. 

A  Minimum  Standard  Specification 

A  scheme  has  been  a^jproved  by  The  British  Boot 
Association  whereby  all  manufacturers  of  footwear 
meeting  an  approved  standard  of  production  will 
stamp,  or  tag,  boots  or  shoes  "  To  the  specification 
of  The  British  Boot  Association."  This  will  enable 
the  public  to  to  discriminate  when  purchasing. 

It  is  understood  that  a  number  of  the  leading 
manufacturers  of  only  high  grade  branded  footwear 
do  not  favor  this  step,  maintaining  that  they  have 
spent  large  sums  of  money  in  advertising  their  brands 
and  that  manufacturers  who  do  not  brand  their 
products  are  given  an  opportunity  of  capturing 
business  that  has  taken  them  years  to  establish. 
The  guarantee  tag  or  stamp  stands  for  nothing  more 
than  a  minimum  standard  however. 

Feminine  Taste  Shows  Wide  Variety 

While  there  is  no  decided  trend  in  fashion  there 
is  a  wonderful  variety  in  pretty  shoes  for  women ; 
an  unusually  long  period  of  fine  weather,  in  unison 
with  the  fashion  in  short  skirts,  has  witnessed  a 
demand  for  pretty  shoes  in  suede,  kid,  fabric  and  polin 
in  a  variety  of  delicate  colors  and  generally  worn 
with  hose  to  match.  The  sandal  design  has  been 
much  in  evidence ;  it  permits  of  an  almost  unlimited 
variation  in  strapping  to  grace  the  ankle.  The  patent 
oxford,  too,  is  being  favored. 

There  is  little  variation  in  men's  footwear  and 
the  moderately  heavy  boot  remains  in  general  favor, 
although  there  is  a  tendency  towards  lighter  shoes 
in  patent  leather  and  kid. 

Chrome  leather  is  being  more  extensively  em- 
ployed by  manufacturers  for  soles ;  a  national  adver- 
tising campaign  by  the  manufacturers  of  the  "  Dri- 
Ped"  brand  has  created  a  wonderful  demand,  equal- 
ling that  of  "  Neolin"  in  America  although  the  two 
soles  are  totally  different.  "  Dry-Ped"  is  also  being 
largely  employed  by  shoe  repairers. 

Rubber  soles  and  heels  are  becoming  increasingly 
popular  because  of  their  wearing  qualities  and  a  large 
number  of  dififerent  styles  are  marketed. 
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A  Revival! 

'l  h■^  reor^"ani/,ali( )n  of  ilu'  l!aiiiilt(iii  Shoe  Rclailcrs 
/Xssociatiun  has  taken  place  under  favorahle  au.-^pices. 
Already  it  has  90  per  cent  nf  the  local  shoe  retailers 
included  in  its  niembershi]),  and  tlie  work  is  progres- 
sing' in  a  most  gratifying  way. 

It  is  hoped  by  means  of  the  organizatiijn,  the  sec- 
retary. Mr.  Chas.  Levinson.  states,  to  eliminate  a  lot 
of  unnecessary  price  cutting  and  illegitimate  op])os- 
it'on,  and  certain  nationally  representative  concerns 
have  given  the  executive  to  understand  that  they  will 
C(;-()perate  in  any  effort  along  tlii-  line 

Some  Show! 

'ilie  costume  re\ue  to  be  staged  at  llie  National 
Shoe  Retailers'  Cionvention  and  Shoe  I'ixposition  in 
Chicago,  Jan.  9  to  12,  1922,  will  be  an  entertainment 
in  itself.  (let  the  vision — a  l)oard  walk  or  runway 
over  700  ft.  long,  circlinig  the  main  auditorium  of  the 
Coliseum,  brilliantly  illuminated  by  a  system  of  con- 
cealed lights-  Four  thousand  people  can  see  the  show 
at  each  of  the  two  performances.  But  not  only  will 
the  scenic  effect  be  wonderful  and  dazzling,  it  will 
present  an  educational  opportunity  in  the  matter  of 
correct  costuming  which  will  be  invaluable  to  the 
shoe  merchant.  No  model  will  be  permitted  on  the 
"Boardwalk"  who  is  not  correctly  clad  from  head  to 
foot.  The  headgear,  jewelry,  gown,  hose  and  shoes 
must  harmonize  in  every  instance. 


See  you  at  the  Gait  Exhibition 

(ialt,  ()nt.,  is  one  of  the  most  wide-awake  towns 
of  its  size  in  the  province.  It  has  a  large  number  of 
modern  factories,  and  amcjng  them  not  the  least  active 
and  progressive  are  those  of  the  local  shoe  manufact- 
urers. With  the  object  of  showing  what  their  city 
can  produce,  the  heads  of  the  \  arious  industries  have 
arranged  to  stage  a  '"iMade  in  (Jalt"  exh;bition  lasting 
one  week,  Nov.  12  to  19.  .\nd  it  will  surprise  those 
who  may  not  be  acquainted  with  the  development  oi 
(lalt  as  a  manufacturing  centre  to  know  that  some 
seventy  concerns  will  be  taking  ])arl  in  thi^  exhibition. 

Needless  to  mention,  all  the  shoe  manutacturers  in 


(ialt  will  be  displaying  their  products,  and  that  they 
will  make  a  good  showing  for  the  shoe  industry  goes 
without  saving-  (iettv  c*v:  Scott,  Scroggins  Shoe  Co.. 
^'ale  Shoe 'Mfg.  Co..  and  Gait  Shoe  Mfg.  Co.,  will  all 
be  there.  Mr.  W  C.  Fallen,  of  Getty  &  Scott,  is  on 
the  publicitx-  comm:ttee  of  the  exhibition  and  is  bocjsl- 
ing  it  most  enthusiast-callv. 


Observations  on  the  Flayed  Skin 

By  Alfred  Seymour-Jones,  before  Leather  Section, 
American  Chemical  Society. 

The  sk  n  (jf  an  animal  serves  during  life  many  u.^-e- 
ful  pur])oses.  and  possesses  an  intricate  structure  to 
meet  all  the  calls  ujjon  it.  Since  after  death  the  skin 
continues  to  he  highh-  useful,  a  knowledge  of  its 
structure  is  essential  that  the  best  possible  means  may 
lie  adopted  to  deal  with  it 

Before  proceeding  to  deal  with  the  an  mal  skin,  the 
tanner  first  removes  all  the  hair  and  outer  skin  {en- 
dermis)  from  the  outside  and  all  adhering  fleshy  mat- 
ter from  the  inside  of  the  skin.  This  leaves  the  true 
skin  to  be  converted  into  leather.  This  true  skin  con- 
sists of  four  distinct  layers,  dififering  considerably 
structurally  and  chemically. 

The  topmost  layer  is  the  grain  membrane,  which 
varies  considerably  in  feel  and  texture  with  dift'er- 
ent  animals,  largely  according  to  the  type  of  hair  or 
wool.  It  really  ,forins  a  connecting  link  between  the 
epidermis  and  the  true  skin.  Just  below  it  lies  a  thin 
layer,  the  cutis  minor,  vitally  important  in  the  man- 
ufacture of  good  leather.  Below  again  is  the  fatty 
layer,  largely  consisting  of  groups  of  fat  cells,  resem- 
bling in  appearance  bunches  of  grapes-'  The  last 
la\er  is  the  cutis  major,  which  forms  the  major  part 
of  tlie  whole  skin.  It  is  composed  of  white  collagen 
fibres,  intertwining  in  every  direction  to  form  a  firm 
and  inextensi'ble  coat  for  the  bod}'. 

In  the  grain  membrane  and  cutis  minor  the  white 
fibres  are  supported  by  yellow  clastic  fii)res.  When, 
as  in  bating",  the  elastic  fibers  are  removed,  these  two 
layers  become  soft  and  extensible,  and  the  skin  "falls". 
This  is  the  result  desired  in  the  ])re])aration  of  gloxe 
leathers,  kid  and  the  like.  \\u{  it  is  only  necessary  to 
bate  these  two  ujjper  layer:' 
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Make  Your  Store  a  Christmas  Gift  Shop 

^^^^        The  Shoeman  Can  Get  his  Share  of  the  Christmas  ^^^^ 
Trade  by  the  Use  of  Live  Merchandizing  Methods 

^\  — Start  Early  and  Get  the  Holiday  Atmosphere  into  ^\ 

\V  Your  Window  Displays  and  Your  Advertising  —  A  \ 

Few  Suggestions  for  Putting  Pep  into  Your  Campaign  (mJJ 


There's  no  reason  in  the  world  why  the  sho'e 
merchant  should  not  secure  a  fair  share  of  the 
Christmas  gift  business,  if  he  goes  after  it  in  the 
right  way.  It  is,  of  course,  necessary  to  make 
a  very  definite  appeal  to  the  public  and  let  them 
know  that  -you  are  making  a  special  effort  to  meet 
their  requirements  along  this  line.  Impress  it 
upon  them  in  your  ads,  your  window  displays, 
your  show  cards;  suggest  it  to  your  customers  in 
your  every  day  transactions  with  them;  get  the 
gift  idea  right  into  the  atmosphere  of  your  store. 
If  you  want  to  make  anything  out  of  the  Christ- 
mas business,  you've  got  to  be  thorough  in  your 
methods.  Half  measures  won't  bring  results 
worth  while. 

It  will  be  wise  to  identify  yourself  with  tihe 
great  body  of  merchants  in  every  line  who  will 
be  making  a  feature  of  gift  merchandise  for  sev- 
eral weeks  before  Christmas.  Get  in  on  the  "Do 
your  Christmas  S'hopping  Early"  Campaign  in 
your  town,  if  such  a  campaign  is  organized,  and 
if  there  isn't,  then  start  one  yourself.  Propag- 
anda which  has  been  issued  in  recent  years  has 
been  quite  effective  in  alleviating  the  pre-Christ- 
mas  rush,  and  has  thus  benefited  everyone  con- 
cerned. The  merchant  has  been  able  to  spread 
the  extra  business  over  a  longer  period  and  thus 
avoid  in  many  cases  the  hiring  of  extra  help;  the 
salespeople  have  not  been  forced  to  work  for  such 
long  hours  at  high  pressure;  and  the  public  have 
been  doing  their  shopping  in  much  greater  com- 
fort and  with  less  waste  of  time.  There  is  little 
doubt,  too,  that  the  results  have  also  been  shown 
in  a  general  increase  in  Christmas  trade. 

Gift  Selections  of  Footwear 

The  first  essential  in  catering  to  the  gift  bus- 
iness is  to  feature  the  right  goods.  The  merch- 
ant should  analyze  his  stock  and  make  a  list  of 
all  the  lines  that  would  make  appropriate  gifts. 
Then  he  is  in  a  position  to  go  ahead  and  work  out 
systematically,  a  campaign  of  window  display  and 
newspaper   or   direct-by-mail  advertising. 

The  public,  a  large  section  of  it  at  least,  does 
not  think  of  the  shoe  store  as  a  place  to  buy 
Christmas  presents.  A\''ith  the  exception  of  the 
time-honored  "comfy"  slippers,  which  have  prov- 
en themselves  hardy  perennials  among  the  yearly 
offerings   to    Dad   and    Grandma,    people  really 


don't  appreciate  that  there  are  many  delightful 
and  useful  gifts  that  -can  be  secured  in  a  footwear 
establishment.  It's  up  to  the  shoe  merchant  to 
enlighten  them.  Now  just  let  us  set  down  a  list 
of  suggestions: 

Besides  the  aforesaid  bedroom  slippers,  there 
are  dancing  pumps,  fancy  evening  and  afternoon 
shoes,  mules,  children's  fancy  slippers,  moccasins, 
hockey  boots,  hosiery,  all  of  which  would  make 
very  appropriate  presents.  Many  shoe  retailers 
also  carry  travelling  bags,  and  these,  also,  should 
make  a  good  Christmas  feature.  It  might  be  a 
good  idea  to  draw  up  a  list  of  suggestions  that 
would  be  suitable  for  each  member  of  the  family, 
such  as  the  following: 

For  mother:  brocaded  mules,  fancy  Indian 
moccasins,  evening  shoes. 

For  dad:  Bedroom  slippers,  travelling  bag, 
golf  shoes. 

For  sister:  dancing  pumps,  silk  stockings, 
satin  mules. 

For  brother:  patent  dress  oxfords,  hockey 
boots,  moccasins. 

For  the  baby:  Soft  sole  bootees. 

Why  not  a  Gijt  Department? 

If  it  is  at  all  possible,  it  will  be  good  bus- 
iness to  arrange  a  "Gift  Department,"  in  which 
all  lines  that  will  be  featured  in  your  Christmas 
window  displays  and  advertising  will  be  gotten 
together.  This  might  be  arranged  as  an  extens- 
ion to  your  Hosiery  Department,  if  you  have  one, 
as  the  latter  wovdd  be,  of  course,  one  of  the  cen- 
tres of  attraction  to  Christmas  shoppers.  It 
would  be  best  to  display  the  goods  in  show  cases, 
in  order  that  the  buyer  might,  at  a  glance,  have 
a  number  of  appropriate  suggestions  presented 
to  her. 

Having  decided  what  to  feature,  the  next 
tiling  is  to  prepare  advertising.  It  will  of  course 
be  necessary  to  use  newspaper  space,  but  it  v/ould 
not  be  wise  to  stop  there.  Circulars,  personal 
letters  to  your  customers,  window  cards,  posters 
— some,  or  all  of  these  mediums  should  be  used 
in  conjunction. 

Personal  letters  to  a  selected  list  of  custom- 
ers should  prove  effective.    Here  is  a  suggestion: 

Dear  Madam: 

No  doubt  you  find    the    selection  of 
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Christmas  gifts  a  problem,  as  well  as  a 
jjleasure.  Most  women  do.  And  it  occurs 
to  us  that  perhaps  we  could  offer  some  sug- 
gestions that  would  be  helpful  to  you. 

Many  people  do  not  appear  to  realize 
that  in  an  up-to-the-minute  shoe  store  they 
will  find  a  wide  range  of  really  charming,  ■ 
and  useful,  gifts,  which  at  the  same  time 
lia\e  the  ad'ded  attraction  of  being  just  a 
little  difTerent. 

For  example,  we  can  show  you  some 
satin  and  brocaded  mules,  which  would  de- 
light the  heart,  and  the  foot,  of  any  woman, 
be  she  flapper  or  matron.  "Chic"  is  the  vf.T- 
dict  of  all  our  customers  who  have  seen 
them  on  display. 

And  there  are  evening  slippers,  new 
and  exclusive,  not  loud,  but  with  all  the 
style  and  spirit  about  them  that  appeal  to 
the  young  lady  who  dances.  Wouldn't  she 
just  be  delighted  to  have  them  for  the  big 
New  Year's  i)arty? 

Then  we  have  a  range  of  hosiery  which 
you  would  be  interested  in.  The  select- 
ion is  unexcelled  in  this  city,  we  believe, 
and  includes  the  most  recent  and  attractive 
patterns.  We  might  mention,  in  particular, 
some  nev\-  lace  front  effects. 

As  an  appropriate  gift  for  a  young  man, 
we  might  suggest  patent  dress  oxfords,  of 
which  we  have  a  number  of  very  pleasing 
styles.  Or  perhaps  a  pair  of  sport  shoes 
might  appeal  to  you  as  especially  suitable. 
Of  these  we  have  a  very  wide  range,  from 
which  we  feel  sure  you  could  make  a  very 
satisfactory  choice. 

You  can  also  select  presents  which 
would  delight  the  younger  folk.  There  are 
hockey  boots,  moccasins,  shoe  packs,  boy 
scout  boots,  etc.,  which  have  all  the  features 
that  appeal  to  the  young  connoiseur  in 
sporting  and  outdoor  equipment. 

While  for  liaby  there  are  little  bootees 
in  a  number  of  the  most  delightful  patterns 
you  can  imagine. 

These,  and  many  other  equally  attract- 
ive and  appropriate  lines  of  gift  merchan- 
dise, we  have  gathered  together  in  a  Gift 
Department,  for  your  convenience.  And 
if  you  will  pay  us  a  visit,  it  will  be  a  great 
pleasure  for  us  to  show  you  our  very  com- 
plete selection,  and  to  .give  you  any  assist- 
ance which  our  experience  equips  us  to  ren- 
der. 

P.  S.  We  will  exchange  any  shoes  for 
size  after  Christmas  Day,  so  that  there  will 
be  no  difficulty  with  regard  to  their  proper 
fitting. 

Xmas  Post  Card  Attracts  Attention 

Here's  another  idea  which  will  help  to  pull 


business.  Get  out  a  Christmas  postcard,  with  a 
neat  design  on  one  side,  and  on  the  other  a  per- 
sonal message  and  the  address.  This  could  be 
sent  out  to  your  complete  mailing  list,  and  would 
be  sure  to  attract  attention.  The  message  should 
be  brief  and  to  the  point,  something  like  this: 
'"Have  you  been,  considering  the  selection  of 
Christmas  gifts  for  your  friends?  If  so,  you  will 
be  interested  to  know  that  we  have  a  complete 
line  of  gift  footwear,  hosiery,  travelling  bags,  etc., 
from  which  you  can  choose  presents  for  your 
friends  which  are  as  attractive  as  they  are  useful. 
We  shall  be  delighted  to  serve  you  in  any  way, 
if  you  will  pay  us  a  visit." 

This  might  be  printed  on  the  card,  or  if  the 
list  is  but  a  small  one,  it  might  be  written  or  type- 
written, which  wou!(l  add  more  of  the  personal 
touch. 

It  would  also  be  good  advertising  to  have 
an  artist  or  sign-writer  work  up  some  neat  pos- 
ters for  you,  which  might  be  used  in  the  store 
and  on  any  available  space  in  the  vicinity. 

Good  window  cards  are  of  course,  essential 
and  we  are  showing  a  number  of  suggestions  in 
this  article  w'hich  should  make  an  effective  appeal. 
The  originals  of  the  cards  shown  measure  14  in. 
by  22  in.,  which  is  a  suitable  size  for  a  fairly  large 
window.  The  size  of  the  card  used  should  be  de- 
termined, chiefly,  by  the  size  of  the  window.  In 
a  small  window  a  large  card  is  obtrusive  and  dis- 
tracts attention  from  the  display. 

Some  Business-Getting  Idea^ 

It  is  a  common  practice,  and  one  that  has  been 
fruitful  of  results,  to  enclose  dodgers  with  all  cor- 
respondence, accounts,  etc.,  sent  to  customers 
for  some  weeks  i)revious  to  Christmas,  and  also 
to  use  stickers  on  all  parcels  setit  out.  drawing 
attention  to  the  fact  that  the  merchant  has  an  at- 
tractive selection  of  gift  footwear. 

Another  scheme  which  could  be  used  to  ad- 
vantage would  be  to  use  little  red  arrows  on  the 
telegraph  posts  for  some  distance  on  either  side 
of  your  store,  pointing  in  your  direction,  of 
course,  and  then  continue  them  on  your  window, 
having  three  or  four  in  a  line  directing  the  gaze  of 
the  passers-by  to  a  window  card  referring  to  your 
gift  merchandise. 

In  many  instances,  it  would  be  feasible  and 
advantageous  to  follow  u|)  letters  or  circulars  by 
telephone.  If  your  clerks  lia\e  a  personal  clien- 
tele of  customers  (which  they  should)  they  could 
do  particularly  good  work  in  this  connection. 

One  of  the  points  that  you  will  have  to  bring 
out  in  3'our  advertising  is  that  you  will  be  willing 
to  make  exchanges  on  gift  footwear,  after  Christ- 
mas Day,  so  that  recipients  of  Christmas  presents 
may  be  assured  of  having  a  correct  fitting.  It 
would  be  well,  in  this  connection,  to  enclose  with 
each  pair  of  shoes  sent  out  a  small  card  to  this 
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the  .un-atc-t  amount  oi  nierchaiidisc  over  a 
period  of  eacli  two  weeks  a  small  bonus,  say 
$5.00-  Give  a  i^raiul  prize  of,  say,  $25.00  to  the 
salesman,  or  woman,  who  has  the  greatest  amount 
of  sales  to  his.  or  her.  credit  up  to  Christmas. 

Advise  your  salespeople  what  to  push  each 
day.  If  one  idea  does  not  sell  goods,  try  another. 
Don't  get  into  a  rut. 

You  can  gA-e  the  wdiole  store  the  holiday 
atnios])her(.-  hy  using  ajjpropriate  trimmings; 
c(>\'er  incande-cent  lam,ps  with  red  or  green 
paper,  place  evergreen  wreaths  here  and  there, 
string  holly  from  center  light  to  centre  light. 
Get  the  Christmas  spirit  into  your  store  and  start 
not  later  than  the  la't  week  in  November. 

One  live  merchant  last  Christmas  said  he 
found  it  paid  him  to  cultivate  the  assistance  of 
the  newsboys  in  his  locality.  He  got  them  to 
hand  out  circulars  announcing  his  Christmas 
gift  offerings,  for  which  service  they  were 
gratified   to   receive  a   moderate  reimbursement. 


This  ad  .  used  by  Wilkinson's  of  Windsor,  last  year,  has  lots  of  life 
about  it  and  the  Christmas  spirit  is  there,  too. 


effect,  in  case  the  original  wrappings  are  removed 
l^efore  the  gift  is  finally  delivered  and  the  person 
who  receives  it  does  not  know  by  whom  it  was 
sold. 

.\  feature  that  would  l)e  |)articularly  effect- 
ive in  your  advertising  would  l)e  a  good  slogan. 
Here  are  some  suggestions:  "(jifts  that  are  ap- 
preciated", "Buy  Useful  Gifts  at  M— 's",  "H  — 
Footwear,  the  gift  that  pleases",  "We  help  solve 
your  Christmas  gift  problem",  "Gifts  that  Appeal 
to  the  Discriminating",  "Tis  a  sign  of  Good  Taste 
to  select  Christmas  Gifts  at  Y-— 's",  "Gifts  of  B-- 
Footwear  are  in  Good  Taste." 

Hit  on  a  good  slogan  and  then  use  it  in  every 
ad.,  circular,  dod.ger,  sticker,  or  poster. 

Get  your  sales  force  together  for  a  sales 
conference — preferal)ly  after  store  hours,  when 
you  will  not  be  interrupted.  Be  sure  they  are 
familiar  with  all  the  lines  you  are  featuring  for 
the  gift  trade  and  get  them  thoroughly  "  sold" 
on    your    Christmas  plan. 

Give   the   meml)er   of   vour   staff   who  sells 


Follow  the  Crowd 

'  To  the  Biggest  Shoe  Safe  Ever  Held  in 
]       Freaericton  at  This  Time  of  the  Year 

Starling  Saturday,  Dec.  titli,  Ending  Friday,  Dec.  2411) 


Wheth«r  for  Young  M«n  or  Old  M*n,  whether  wsnl- 
ed  in  Blsck  »r  Brown,  B«l  or  Bluthcr.  we  Havc  500  p*i.  t 
Vme  were  •*  h(eh  priced       SIS  OO  >  pair. 

Tlie  Sale  Price  is  $7.50  a  pair 

All  Siui,  All  KuuU    Tik.  Your  Choiu     Thu<  Skou  Ar«  All  MuM  le  PUin  Fiiurai     Sec  fo,  Youridl 


In  Qtfy,  Brown  u,d 
BUcb 


THESE  SHOtS 
RANGED  rtlOM 
17  00  TO  110.00 
TAKE  YOUR 
CHOICE 


In  Brown.  BUek  .md 
tSOO  A  PAIR 


M«n'*  10  inch  Top  Man'.  Or»w  9lHn«., 
HorK  Hia.  P.rki.  (2  98  S  Incb  kf,  M.M 


Slax  Puk>-Oll  T.>. 
Hot.  HU,. 


n'l  Oil  Twi  h 
^  II  49  ■  pur 


1  Cluldrni'i  Oil  T.I. 
Sin.  Pulu.  II  49 


Mw>'.  6  in.  Top  Hone  Bor*' Knee  High  Dr.w  OvwMck.  uid  Wool |  Mm'.  16  is.  Dnw  Bof.' OH  Tutor  Hon 
Hide  P.du,  12  48  Sirina  P.du.  I7  tS.      '  Cfaed  MilU.  98e.  ,  Sirat  Pack.  111. M.       Hide  Pi^.  11.79. 


WINTER  FOOTWEAR.  SUMMER  FOOTWEAR.  EVERY  KIND  OF  FOOTWEAR  13  INCLU  DED  IN  THIS  SALE 
SHOE  PACKS.  CUM  RUBBERS.  OVER  SOCKS.  LEATHER  MTTTi  OVERSHOES  OR  FELT  BOOTS 


Haining's  Shoe  Shop 


•Phone  454 


OPF.  NORMAL  SCHOOL 


Queen  81. 


Here  is  one  retailer's  idea  of  the  most  effective  method  of  getting 
after  Christmas  business  through  the  newspapers,  as  exemplified 
in  his  last  year's  advertising. 
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Oiling  Helps  Heavy  Footwear 

"Here  is  a  little  sug'g'estion  you  may  cons.'der  wor- 
thy of  passing-  along,"  says  a  well-known  Bowman- 
ville  retailer.  "Every  spring  and  fall  we  take  an 
iron  handled  dauber  and  waterproof  oil  and  go  over 
every  pair  of  heavy  shoes  on  our  shelves-  This  is 
quickly  done  and  makes  a  wonderful  improvement. 
It  cleans,  softens  and  gives  the  leather  a  much  better 
feeKng.  We  sell  a  lot  of  the  daubers  and  oil  to  far- 
mers— often  give  their  shoes  a  once  over  while  in  the 
store  and  it  is  very  suggestive.  The  oil  sells  at  25 
cents  a  can,  but  I  keep  it  in  bulk  and  refill  the  cans  for 
15  cents.    Good  stunt  for  both  customer  and  dealer." 


Catch  'em  Young,  Treat  'em  Right 

Every  baby  in  the  Border  Cities  is  a  prospective 
cus'tom'er  for  Wilkinson's  shoe  store.  So  Mr.  Geo. 
H.  Wilkinson  fig"ures,  and  according-ly  he  takes  steps 
to  see  that  the  first  pair  of  shoes  each  little  immigrant 
that  the  "Stork"  delivers  in  the  neighborhood  shall 
be  Wilkinson's.  As  soon  as  a  birth  is  officially  record- 
ed, a  pair  of  shoes,  valued  at  $1.00,  is  laid  aside  for 
presentation  to  the  newcomer,  (or  newcomers,  per- 
haps), and  he  or  she  (or  they)  receives  a  very  attract- 
ive letter  of  welcome.  It  'is  in  the  form  of  a  four-page 
card  folder  on  the  front  page  of  which  appears  the  ub- 
iquitous stork,  together  with  the  foillowing  greeting",  , 

Welcome,  little  citizen,  to  the  Border  Cities.  Thrice 
welcome  are  3^ou,  first 'because  of  father  second  because 
of  vour  dear  mother,  but  over  and  above  all,  because 


of  your  own  dear  little  self.  In  the  name  of  the  Bor- 
der Cities,  we  bid  you  welcome  to  health  and  happi- 
ness and  complete  citizenship  in  the  Border  Cities. 

Signed,  on  behalf  of  the  Mayor,  who  will  be  de- 
lighted to  come  and  visit  you  when  he  gets  his  new 
airplane- 

Geo.  H.  Wilkinson 

On  the  third  page  is  the  announcement  regarding 
the  shoes,  which  reads : 

We  take  pi  easure  ni  extending  to  you  our  hearty 
congratulations  on  your  succe&sfut  entry  to  the  Border 
Cities. 

We  trust  you  will  stay  here  for  many  years  to  come, 
and  make  this  your  home  as  well  as  your  birth  place. 

When  opportunity  presents  itself,  w'll  you  be 
good  enough  to  favour  us  with  a  visit  and  accept  with 
our  heartiest  best  wishes  your  first  pair  of  shoes.  We 
shall  save  a  nice  pair  for  you,  value  $1.00,  and  trust 
we  may  soon  have  the  pleasure  of  a  visit,  when  we 
will  wish  you  all  these  good  things  in  person. 

Until  then,  believe  me 

Yours  for  Health,  Happ  ness  and  Prosperity 
(Signed)  Geo-  H.  Wilkinson. 


Another  Novelty  from  New  York 

One  of  the  newest  things  seen  in  New  York,  "Foot- 
wear" hears  from  Mr.  Howard  Blachford  (of  H.  and  C. 
Blachford,  Ltd.,  Toronto),  who  has  recently  been 
there  taking  in  the  style  situation,  is  the  jet  button, 
with  'beaded  or  metal  tassels-  This  ornament  is  de- 
vised to  cover  the  'button  with  which  the  shoe  is  fas- 
tened, the  tassel  hanging  gracefully  on  the  outer  side 
of  the  shoe. 


This  chap's  convinced  in  his  own  mind  that  it's  raining — hard — and  as 
far  as  he's  concerned  it  might  as  well  be.  He's  like  some  retailers 
one  runs  across,  so  enveloped  in  a  canopy  of  gloom  that  they  can't 
see  when  the  commercial  horizon  is  brightening.  It's  equally  foolish 
to  waste  sunlight  and  trade  opportunities.  And  remember, — Christ- 
mas is  coming. 


Advertising  that  Brought  Home  the  Bacon 

The  live  merchant  takes  advantage  of  every  con- 
vention or  gathering  in  his  local'ty  which  may  ofifer 
an  opportunity  for  effectively  advertising  his  store 
or  attracting  some  extra  business.  Here's  a  letter 
sent  by  Mr.  Fred  R-  F^oley,  of  Bowmaiwille,  Ont.,  to 
all  the  teachers  of  Inspectorate  No.  1  in  Durham 
county,  just  a  week  previous  to  the  holding  of  the'r 
Institute  in  Bowmanville: 

"We  are  pleased  to  learn  that  your  Institute  will 
be  held  in  Bowmanville,  Octoher  13th  and  14th,  and 
we  extend  a  most  cordial  welcome.  We  are  deeply 
interested  in  Educational  work  and  appreciate  the 
splendid  serv'ces  you  render. 

"In  courtesy  to  the  teachers  attending  we  take 
great  pleasure  in  offering  a  special  discount  of  ten 
per  cent,  (10  per  cent)  on  all  goods  purcha.sed  by 
them  at  our  store  during  the  convention.  Our  stock 
includes  Shoes,  Rubbers,  Boudoir  and  Evening  Slip- 
pers, Colored  Gaiters,  Trunks,  Bag-'s,  Suit  Cases,  etc. 

"We  would  call  special  attention  to  our  Foot 
Comfort  Department  which  is  constantly  ^growing  in 
favor.  Our  assistant,  Mr-  W.  Claude  Ives,  has  taken 
a  complete  course  and  holds  a  Post  Graduate  Diplo- 
ma in  Practipedics.  Mr.  Ives  is  having  splendid  re- 
sults in  correcting  foot  troubles  and  properly  fitting 
the  feet. 

"We  sincerely  trust  the  Institute  will  prove  a 
very  profitable  one,  that  your  stay  in  Bowmanville 
will  be  most  pleasant,  and  that  you  will  carry  away 
happv  memories  of  the  nineteen-twenty-one  conven- 
tion.'' 
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"Out  of  98  teachers  in  the  Inspectorate,  we  had 
24  of  them  in  for  footwear,  and  some  others  for  Uttle 
things  like  poUsh  and  laces — We  consider  it  a  most 
satisfactory  little  bit  of  publicity."  I'his  piece  of  ad- 
vice regarding  the  results  brought  in  by  the  above  let- 
ter, reaches  us  from  Mr.  Foley  just  as  we  go  to  press. 
We  agree  with  him  that  it  is  a  "most  satisfactory 
little  bit  of  publicity,"  so  satisfactory  indeed  that  he'll 
use  it  again  at  the  next  o])portunity — unless  we're 
"Teatlv  mistaken. 


Entertaining  the  Young  Folks  Brings  Big 
Business  to  J.  &  M.  Store 

Here  is  one  of  the  livest  stunts  we've  heard  of  for 
boosting  the  children's  business.  Jcthnston  &  Mur- 
ray, of  St.  Thomas.  Ont.,  have  l)een  running  a  special 
sale  in  whicli  children's  footwear  is  ihc  feature,  and 


/■KlD^y  .?/\  i>  SATURDAY 
snot  SPECIALS 

MEN'S  BROWN  CRAlN  eLUCHCRS.  Rol 


$4  95 

KID  STRAP  PUMP 

$3.48 

$7.50 


Do  the  Children  Need 
New  Shoes  ? 

Ill  *ofliiiiiiD3M[i  km  all  riKbl,  Ibv  sboa  olll  >I*o  Tbv  .-  ..in  (IiIdk'i  wo  nfusl^hkt »'»h* a 
iy  our  .  tilldren-*  tbon*    Slordy  »f&o01  »hoei,   ai  «*M         dron  •tiiieg.  ue  no*  off«r»i 

Reduced  Prices  On  All  Lines  of  Children's  Sboes 
"$3  AS 

iLIO    BOX  CALF 

"$1  98 

Johnston  &  Murray 


57  98 
$2.48 


C*LF  Bllic  ^B*'. 


Children's  Week 

AT 

Johnston  &  Murray's 

SPI-CIAI,  PRICES-()N  AM.J.INl  S  Ol 
mil  l)RfN'>  MIOKS 

"sr^r""   --$3.69 

"T«S*S?"T'"" "  $3.39 
$3.45 
$289 
■  $2.48 
$1.98 


KU,  nri. 


Johnston  &  Murray       &  MURRAY 

Opposite  Post  Office  ,   ^^:rS 


300  Pairs  of  Men's  i  Special  Event 


High-Griide  Shoes 


Tile  lot  include!!  bulh  tfrowit 
111(1  black.  F.vrry  pair  Oood-' 
wii  welt.     Nolbiiif;  but  ihc> 


malf  U|.  tlu-jc  shoes      Isold   regillatly  for  JlOOo 


Shoes  for  young  men 
Shoes  for  ihe  cnnserva 
tivt  dtesser.     In  fact 
style  ot  shoe   lor  ewer 


$7.60 


SEE  OUR  WIDOWS 

The  biegest  *hoe  event 
this  seaton     Mail  orders 


For  the 
Children 

JACKIE 

COOGAN 

THE  KID 


Johnston  &  Murray  gave  wide  publicity  to  their  "Children's  Week"  and 
the  free  moving  picture  performance  tendered  their  little  customers. 

in  connection  with  it  they  have  rented  one  of  the  local 
moving  picture  houses  and  are  putting  on  "The  Kid" 
(with  Jackie  Coogan)  for  the  special  benefit  of  their 
little  customers.    With  each  pair  of  children's  shoes 


sold  during  the  sale  a  free  ticket  for  this  performance 
is  given  away  and,  needless  to  say,  the  interest  of  the 
young  folk  has  been  aroused.  The  i)icture  will  be 
shown  on  the  morning  of  Saturday,  Nov.  12,  and  Mr. 
H.  A.  Tanney,  the  manager  of  the  Johnston  &  Mur- 
ray store,  estimates  that  there  will  be  <S00  young  cit- 
izens of  St.  Thomas  there  to  enjoy  it,  most  of  them, 
no  doubt,  wearing  their  new  J.  &  M.  shoes. 

Johnston  &  Murray  carried  out  the  same  stunt 
last  year,  also  with  excellent  results,  and  the  young 
folk  liked  the  idea  so  well  that  they  have  been  coming 
around  to  the  store  for  several  weeks  back  wanting 
to  know  ".\ren't  you  going  to  put  on  a  show  for  us 
again  this  vear?" 


Hamilton  Retailers  Hear  Mr.  Hurlbut 

(  »n  the  evening  of  Oct-  4  the  Hamilton  Shoe  Re- 
tailers' Association  held  a  pleasant  and  profitable 
meeting,  when  the  members  heard  an  interesting  ad- 
dress by  Mr.  Clayton  E.  Hurllnit.  of  the  Hurlbut  Co.. 
Preston. 

Mr.  lrlurll)ut  explained  some  of  the  knotty  points 
regard  ng  conditions  in  the  shoe  manufacturing  indus- 
try. He  pointed  out  that  although  there  was  a  consid- 
erable drop  in  the  price  of  leather,  the  restraint  of 
production,  owing  to  the  hesitancy  in  buying  on  the 
part  of  the  retailer  and  the  consumer,  had  naturally 
increased  the  manufacturer's  percentage  of  overhead 
very  consideraibly,  thus  counteracting  the  lower  lea- 
ther prices-  Mr.  Hurlbut's  contention  was  that  if 
consumer  and  retailer  bought  their  normal  recpiire- 
ments,  the  prices  of  shoes  would  eventually  abate, 
but  not  until  then. 

iMillowing  Mr.  Hurlbut's  talk,  there  was  a  very 
pleasing  selection  of  vocal  and  instrumental  numbers, 
and  the  evening's  enjoyment  was  completed  by  the 
serving  of  refreshments  at  the  close. 


A  Campaign  for  Customers 

A  campaign  to  add  1,000  customers  to  its  clientele 
is  the  rather  uniciue  advertising  enterprise  of  a  prog- 
ressive shoe  store  in  a  middle  western  city.  The  com- 
pany are  using-  widespread  publicity  in  the  news- 
papers, where  they  are  running  paid  editorials,  as  well 
as  the  usual  forms  of  ads,  and  are  also  making  use 
of  the  mails  for  direct  advertising.  They  declare  that 
it  is  their  intention  to  accomplish  their  objective  by 
offering  a  combinat'on  of  price,  cpiality  and  service  un- 
ecpialled  in  the  past,  and  this  is  made  the  feature  of 
their  advertising. 


How  to  Arrive  at  Desired  Selling  Price 

Example : 

Cost  price,  $10.00. 

This  article  must  be  sold  to  make  3.")  per  cent. 

on  the  selling  price — at  $15.33. 

This  figure  is  arrived  at  as  follows: 

Subtract  35  per  cent,  from  100  per  cent,  equals 

65  per  cent. 

Divide  the  cost  price,  $10.00,  by  65  per  cent., 
equals  $15.38,  selling  price. 
Rule: 

Subtract  the  desired  percentage  of  profit  from 
too  per  cent.,  divide  the  cost  price  by  the  remain- 
der and  you  will  arrive  at  the  selling  price. — D. 
C.  Reed. 
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One  Reason  for  the  Success  of  the 
Lindsay  Fair 

Mr.  Felix  Forl)ert,  of  Lindsay,  Ont..  one  of  the 
livest  sh'o-emen  in  that  city,  took  quite  an  active  part 
in  connection  with  the  Lindsay  Fair — iwhich,  by  the 
way,  is  said  by  the  residents  of  the  district  to  beat 
anything-  of  the  kind  attempted  in  any  town  of  the 
size  in  the  country.  Mr.  Forlbert  wa,s  one  of  the  most 
active  members  on  the  Fair  Board  and  was  also  chair- 
man of  the  amusements  committee.  His  own  exhib- 
it at  the  fair  was  a  subject  of  comment  and  proved  a 
very  effective  bit  of  advertising. 


St.  Johns  Retailer  Breaks  Sales  Record 

Here's  the  monthly  sales  record  of  a  well-known 
shoe  retailer  in  St.  Johns,  Que.,  for  eight  months  in 
1921,  as  compared  with  the  same  period  in  1920.  It 
may  be  noted  in  passing,  that  1920  had  'broken  previous 
records  with  this  retailer: 


Monthly  retail  cash  sales 


1921 

1920 

$4,303.79 

J  anuary 

$4,492-46 

4,298.40 

Februarv 

3,997.50 

6,570.00 

March 

5.795.58 

7,160.45 

April 

6,657.23 

9,52644 

May 

8,695.09 

7,458.54 

lune 

■  7,668.51 

9,464.54 

July 

7,376.31 

8,461.21 

August 

7,607.98 

57,243.75 

51.992.66 

Increase, 

$5,291.09. 

Local  conditions  in  St.  Johns  may  be  more  favor- 
able than  in  some  other  localities,  but  nevertheless 
here  is  an  evidence  that  live  merchandising  will  bring 
the  business  even  when  folk  think  times  are  hard. 


The  Chemical  Constituents  of  Skin 

By  F.  \j.  Seymour-Jones 
Before  Leather  Section,  American  Chemical  Bociety 

Animal  skin  consists  of  proteins,  fats,  and  mineral 
salts,  but  for  the  tanner  only  the  former  are  of  much 
importance.  Proteins  occur  in  nature  in  the  colloid 
state,  a  state  of  matter  hitherto  somewhat  obscure  in 
that  it  appeared  impossible  to  apply  normal  chemical 
laws  thereto. 

Professor  Proctor,  of  Leeds,  and  his  collaborators, 
in  particular,  Mr.  J.  A.  Wilson,  for  many  years  studied 
the  swelling  of  gelatin  in  acids  and  hnall}^  succeeded 
in  showing  that  it  followed  a  definite  course  which 
could  be  represented  by  a  mathematical  expression. 
Dr.  Loeb,  of  the  Rockefeller  Institute,  has  carried 
this  further  in  studying  the  effects  of  different  acids, 
alkalies,  and  salts  on  gelatin  and  other  i)roteins,  and 
has  shown  that,  taking  into  consideration  the  hydro- 
gen-ion concentration  (hitherto  neglected),  proteins 
really  follow  ordinary  chemical  laws. 

Of  the  proteins  of  hide,  the  most  important  is 
collagen,  which  is  undoubtedly  closely  allied  to  gel- 
atin.- Elastin  is  most  sta'ble  but  for  light  leathers  is 
generally  removed  in  the  'bating  process.  It  is  highly 
elastic  under  very  small  stresses.  For  keratins  the 
tanner  has  little  use.  and  their  removal  is  one  of  his 
objects.  The  interfibrillary  cementing  su'bstance  is 
usually  removed  in  liming;  it  is  probably  a  mucoid, 
but  its  exact  nature  is  still  doubtful. 

(\  thorough  knowledge  of  the  chemical  constituents 


of  skin  is  essential  if  progress  is  to  be  made  in  the 
science  of  tanning".  So  far  j^rogress  has  been  slow  in 
this  direction,  but  each  advance  materially  aids  in 
increasing  knowledge  and  possibilities  of  further 
ad\'ance. 


Converting  Styles 

A  plan  that  has  I^een  adopted  by  a  number  of  mer- 
chants is.  when  a  patricular  style  proves  unsaleable 
to  convert  it  into  a  pattern  that  is  in  demand.  While 
the  idea  may  not  be  applicable  in  all  cases,  it  is  said 
to  have  proved  quite  successful  in  some.  One  retail- 
er who  had  a  number  of  Louis  heel  oxfords,  that  he 
could  not  sell  returned  them  to  the  manufacturer  and 
had  them  converted  into  pumps.  Another  shoeman 
had  Louis  heel  oxfords,  in  patents,  bright  and  dull 
kid  and  brown  kid.  transformed  into  one-straps,  and 
the  result  was  so  attractive  that  while  previously  they 
failed  to  move  at  a  price  of  $3.45.  after  the  conver- 
sion, he  was  enabled  to  clean  out  practically  the  en- 
tire stock  at  prices  ranging  from  $7.00  to  $8.00  a  pair. 


Hot  Stuff! 

They  arrived  home  late  from  the  party.  Wife 
took  off  her  hat  and  slammed  it  on  the  floor.  Then 
she  confronted  her  hubby. 

"I'll  never  take  yon  to  another  part\-  as  long  as 
1  live!"  she  said. 

"Why?"  he  calmy  wanted  to  know. 

"  You  asked  Mrs.  j(.)nes  hnw  lier  husb;uul  has  been 
standing  the  heat." 

"  Well?" 

"  Well,  her  husiband  has  been  dead  two  months:" — 
Exchange. 


Dad  opens  his  fifth  package  on  Christmas  morning: — This  is  the  result  of 
the  Livewire  Shoe  Company's  "Slippers  for  Dad"  campaign. 
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AND 

SHOES, 


ilAKrtV  iiELL 


For  Quality,  Wear 
and  Appearance 


Harry  Bell 


1192St.  Clair  Ave. 
Phone  June  2629 


I  THE  SHOEMANi 


The  firm  of  Harry  Bell  is  strong  for  street  car  advertising,  under  favorable  conditions.     Here  are  a  couple  of  examples  of  the  cards  they  have 

been  using  in  Toronto  civic  cars. 


This  Firm's  Customers  Stay  With  Them 

Harry  Bell's  Business  has  been  Built  on  a  Basis  of  Special  Attention  to  the 
Needs  of  Individual  Customers  and  Consistent  Advertising 


Ten  years  a,m).  ulien  St.  I'lair  .\ve.  was  to  the 
a\era,^e  Torontonian  little  more  than  a  name  for  the 
northern  honndary  of  the  wcsterlj^  portion  of  the  city, 
the  firm  of  llan\  l\v\\.  shoe  merchants,  moved  from 
l)ufterin  .St.  to  the  new  .\venue.  They  secured  a 
store  on  the  north  side  of  the  street 'between  Diifferin 
and  I!oon  .\\  e.,  and  their  choice  of  location  has  proved 
an  extremelv  fortunate  one,  for  this  has  now  become 
one  of  the  busiest  business  blocks  in  the  city.  It  is 
in  the  heart  of  an  extensive  and  i)opulous  residential 
district,  and  nowhere  in  i'oronto  will  one  lind  a 
lar!:;'er  Saturday  night  shop])ing'  crowd. 

And  the  Harry  Bell  firm  have  Ibeen  jj'etting-  their 
share  of  the  business.  'J'hey  have  hten  catering; 
largely  to  a  good  class  of  family  trade,  of  the  type 
that  will  stick  faithfullv  to  one  store  as  long  as  that 
store  treats  them  right.  Regular  and  continuous 
custom,  is  the  corner  stone  on  which  the  1  larry  liell 
business  has  been  built. 

There  are  two  members  in  the  lirm,  lulgar  Hell 
and  .Alfred  Hell,  both  young  men  whcj  set  out  with 
the  determination  of  making  it  their  special  calling 
in  life  to  cater  to  the  footwear  reciuirements  of  the 
pu'blic.  They  are  putting-  their  energy  and  enthusiasm 
into  the  business,  and  it  is  showing"  results  in  a  steady 
and  continually  increasing  trade.  They  have  never 
put  their  faith  in  "  sales"  or  price-cutting,  but  have 
consistently  stuck  to  the  policy  of  qtiality  goods  and 
satisfaction  guaranteed.  "  What  we  have  we  hold" 
is  their  motto  as  regards  their  customers.  "  It  would 
be  a  crime,"  Mr.  Edgar  Bell  remarked  to  Footwear's 
representative,  "  for  us  to  lose  one  of  these  customers 
who  have  been  buying  goods  from  us  for  the  whole 
family  for  years.  And  we  won't  do  it.  We  know 
exactly  what  their  ])references  and  dislikes  as  regards 
footwear  are,  and  we  are  determined  that  they  will 
never  have  any  reason  to  complain  of  any  fault  in 
service  or  quality  of  goods  in  the  I^Tarry  Bell  store." 

"And  here's  one  instance  of  the  way  we  have  been 
able  to  hold  business,"  joined  in  Mr.  Alfred  Bell. 
"  Just  yesterday  a  lady  was  in  the  store  buying-  shoes 
for  little  boy,  twelve  years  old.  I  was  serving  her, 
and  as  I  took  the  boy's  shoes  I  noticed  that  they 
were  of  English  manufacttire.  'You've  been  to  Eng- 
land,   Mrs.  M  ?'  I   said.    'Yes,'   was   the  rei)ly, 

"we've  just  recently  returned  from  a  tri])  to  the  ( )ld 
Land  where  we  were  visiting  some  relatives.'  'And 
1,  see  you  bought  the  boy  a  mighty  nice  little  |)air  of 


boots  when  you  were  over  there.'  1  continued.  "Yes,' 
the  lady  replied,  "we  found  he  needn't  a  pair  when 
in  England — but,  do  you  know,  they  are  the  only 
pair  1  every  bought  for  him  outside  of  Harry  Bell's 
store,  since  I  brought  him  to  the  store  when  he  was 
six  months  old.  twelve  years  ago.  for  his  first  little 
l)air  of  'bootees.' 

'■  (  )nly  one  pair  of  shoes  Ixiught  outside  of  this 
store  in  tweh  e  years,  and  that  pair 'I)ought  in  another 
country — and  now  she's  back  with  us  again.  A 
pretty  good  record,  isn't  it?"  said  Mr.  Bell. 

We  agreed. 

Then  another  secret  of  the  success  of  the  I  Tarry 
liell  .shoe  store  has  been  a  live  advertising  policy. 
The  firm  found  themselves  in  an  exceptionally  favor- 
able jjosition  for  doing  effective  street  car  advertis- 
ing. The  St.  Clair  car  service  was  operated  by  the 
city  and  was  quite  separate  from  the  Toronto  .Street 
Railway  which,  until  a  few  weeks  ago,  was  controlled 
by  a  private  com])any.  The  St.  Clair  line  had  no 
c(jnnections  with  the  down-town  system  except  at  the 
easterly  and  westerly  extremities,  and  consequently 
the  number  of  passengers  boarding  and  leaving  the 
street  cars  at  these  points  of  junction  was  exception- 
ally large.  The  Harry  Bell  shoe  store  is  located  near 
the  Western  terminus  of  the  line,  and  they  saw  that 
street  car  cards  in  the  St.  Clair  cars  would  attract 
the  attention  of  a  very  considerable  proportion  of 
the  people  living  in  the  St.  Clair  district.  Conse- 
quently, they  made  a  feature  of  this  type  of  advertis- 
ing, supplemented  with  ads.  in  a  live  local  weekly 
newspaper,  and  they  are  convinced  that  their  business 
has  greatly  benefitted  thereby.  It  is  not  always  easy, 
or  possible,  to  trace  direct  results  from  street  car 
cards,  inasmuch  as  limitations  as  to  space  and  leg- 
ibility, niake  it  necessary  to  confine  them  largely 
to  general  announcements  and  good — will  publicity. 
On  one  occasion,  however,  the  firm  had  real  evidence 
that  their  advertising  was  taking  effect.  During  the 
war  they  showed  a  card  illustrating  a  new  military 
last  which  they  had  just  taken  into  stock.  Immed- 
iately, a  large  number  of  enquiries  resulted,  and 
many  men  came  to  the  store  asking  for  "  that  shoe 
shown  in  the  street  car."  From  these  and  general 
indications,  the  firm  believe  that  when  a  retail  mer- 
chant is  as  fa\orably  situated  as  they  have  been  for 
doing  street  car  advertising,  it  is  a  very  effective 
iiK'dinni  indeed. 
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Shoeman's  Merchandising  Calendar 

Christmas  is  the  Big  Stimulus,  but  the  Shoe  Merchant 
should  not  Overlook  Opportunities  for  Regular  Business 
— ^Test  out  the  Feeling  of  your  Trade  for  Relative  Pop- 
ularity of  High  Boots  and  Low-Cuts  with  Arties — Push 
Rubber  Goods,  Hockey  Boots,  etc. 


Chrisitmas  is  such  a  big  event  that  it  seems 
to  fill  the  whole  month  of  December.  Right 
from  December  1  forward,  Christmas  is  in 
ever)'one's  mind  and  is  filling  everyone's  im- 
agination, and  retail  merchants  are  thinking  about 
it  harder  than  most,  for  its  appeal  is  the  biggest 
trade  stimulant  of  the  year.  The  shoeman  has 
his  opportunity  with  the  others,  if  he  takes  it.  His 
success,  of  course,  depends  largely  upon  his  ad- 
vertising and  his  window  displays.  In  another 
article  will  be  found  a  number  of  suggestions, 
which  the  shoeman  may  fin'd  advantageous  in  at- 
tracting the  gift  business. 

The  main  thing  is  to  be  properly  prepared. 
Have  your  publicity  campaign  mapped  out  in 
good  time  and  "Do  your  Christmas  Shopping 
early" — that  is  have  your  decorations,  etc.,  order- 
ed well  ahead.  You  will  need  poinsettias,  fibre 
roping,  fibre  rope  bells,  and  the  like.  If  holly  is 
obtainaljlc,  there  is  of  course  scarcely  any  de- 
coration so  attractive  or  so  in  keeping  with  the 
season,  .\rrange  to  secure  it  if  possible.  A  neat 
little  Christmas  tree  would  also  make  a  very  plea- 
sing feature  in  your  window,  or  in  your  gift  de- 
partment, if  you  organize  one.  It  is  of  course 
much  more  ef¥ective  if  lit  with  colored  electric 
lights,  which  is  easily  arranged. 

But  gift  business  is  not  the  only  business  to 
be  had  during  December.  Winter  comes  iri  in 
earnest,  and  many  who  have  been  postponing  the 
purchase  of  seasonable  footwear  will  be  forced 
to  buy.    Substantial  calf  boots,  with  the  earmarks 


of  quality  and  weather  resistance,  will  tempt  the 
men's  trade,  and  if  it  proves  as  cold  as  the  sum- 
mer was  hot,  there  is  a  possibility  of  a  revival  of 
demand  for  women's  1)OOts.  Be  prepared  for  that 
contingency. 

December  is  also  one  of  the  most  favorable 
months  of  the  year  in  w^hich  to  sell  spats.  Many 
young  men,  and  older  ones,  will  have  bought 
heavy  oxfords  early  in  the  fall,  and  when  Dec- 
ember comes  along  they  will  begin  to  notice  thS 
wind  around  their  ankles,  and  a  suggestion  to 
"wear  spats"  should  be  very  effective.  Another 
advertising  appeal  that  can  be  worked  in  is  to 
"dress  up"  for  Christmas. 

There  will  of  course  be  a  lot  of  rubber  bus- 
iness done.  Many  merchants  are  looking  for  a 
renewed  popularity  in  arctics,  and  it  certainly 
may  Ije  considered  as  a  probability,  though  whe- 
ther the  vogue  will  be  as  strong  as  last  year  can- 
not be  told  beforehand.  The  merchant  will  have 
to  test  out  the  feeling  of  the  trade  in  his  locality 
and  see  what  is  going  to  take.  If  women  start 
buying  high  boots,  it  will  of  course  mean  that 
there  will  not  be  as  many  arctics  or  spats  sold, 
but  if  they  still  stick  to  the  low-cuts,  then  look 
out  for  a  run  on  the  protective  footwear  acces- 
sot:ies. 

Decem1)er  is  also,  of  course,  the  time  to  sell 
hockey  lioots.  A  brief,  but  well  organized,  cam- 
paign should  be  effective  in  moving  a  quantity 
of  this  sport  footwear 
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A  Shoeman  of  Wide  Experience 

J A.  P)runel,  shof  retailer,  Montreal,  lias  been 
connected  with  the  shoe  industry  since  1903. 
•  In  that  year  he  went  into  the  employ  of  the 
Eagle  Shoe  Company,  Montreal,  holding  a  posi- 
tion in  the  factory.  In  l'X)S  he  opened  a  retail  store 
in  the  north  end  of  Montreal.  After  two  years  as  a 
retailer  he  juincd  the  United  ( "o-oi)erati ve  Stores, 
Montreal. 

In  1*)14,  .\lr.  P.rnncl  took  o\er  the  retail  store  of 


Mr.  .1    A.  Bnnift 

A.  Binette  which  he  >till  operates  under  the  name  of 
"Maison  A.  JJinette."  Mr.  llrunet  takes  an  acti\e 
part  in  the  Montreal  branch  of  the  boot  and  shoe  sec- 
tion of  the  Retail  Merchants'  Association  of  Canada. 
Me  is  Vice-president  of  the  .Association. 


A  Clever  Advertising  Idea 

Here  is  a  unic^ue  advertising  idea  used  by  a  Chicago 
shoe  retailer:  A  foldei"  was  gotten  out,  which,  when 
folded,  illustrated  a  shoe  carton  on  the  reverse  side. 
On  raising  the  flap  which  represented  the  lid  of  the 
box,  a  pair  cjf  stra|>  slippers  were  seen  illustrated  as 
thiough  they  were  laid  in  the  box.  On  further  inves- 
tigation the  folder  opened  out  and  displayed  an  at- 
tractive advertisement,  to  the  centre  of  which  a  cou- 
pon was  attached,  stating  that  if  the  coupon  were 
presented  at  the  store  when  selecting  shoes,  a  pair  of 
pure  thread  silk  hose  would  be  given  free.  The  stunt 
cost  some  money,  but  the  merchant  declares  that  the 
results  more  than  justified  it. 


^Department  for  "Little  Stuff"  Develops 
Business 

A  department  devoted  to  "little  stuf¥"  is  a  feature 
of  one  of  the  finest  shoe  stores  in  Indianapolis.  In 
this  department,  all  kinds  of  rubber  footwear,  house 
slippers,  tennis,  golf  and  baseball  shoes,  comfort  shoes, 
spats  and  arch  supports,  which  had  i)reviously  been 
scattered  throughout  the  departments  have  been 
gotten  together  in  this  one  section.  The  i)roprietors 
object  is  to  insure  that  the  customer  making  one  of 
these  small  purchases  will  get  just  at  attentive  and 
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efficient  service  as  one  buying  a  $12  or  $1.5  pair  of 
shoes,  and  this  is  made  more  certain  by  having  the 
goods  all  in  one  sjjecial  de[)artment,  and  handled  by 
salespeo|)le  trained  in  the  selling  of  that  sjjecial  line. 

Ad-Board  Builds  Business 

Price  was  a  live  merchant  in  a  live  town.  lie 
had  comi)etitors,  some  of  them  fairly  keen,  but  sonie- 
h(jw  Trice  alwa\s  seemed  to  have  the  edge  on  them. 
The  business  just  seemed  to  come  his  way  by  sheer 
luck,  as  some  thought,  but  I 'rice  didn't  share  their 
(jpinion, — he  ascribed  his  success  U>  a  uni((ue  device, 
which  he  was  ])leased  to  call  his  "ad-board". 

Perhaps  xou  don't  know  what  an  ad-board  is— 
and  no  wonder.  Xo  one.  probabK-,  ever  had  one 
only  Price.  This  is  it:  .\  four-leaved  blackboard, 
the  leaves  on  hinges  and  detachable,  or  demovmtable.. 
The  leaves  are  hinged  to  the  wall  near  his  desk, 
where  he  can  inspect  them  at  any  moment  by  rising 
and  standing  in  front  of  them.  Or  he  can  take  any 
leaf  off  merely  by  taking  the  pins  out  of  the  hinges. 

On  the  eaves  of  this  ad-board,  Price  pastes  his 
advertisements  clipped  from  newspapers,  his  circular 
letters,  his  folders  or  booklets,  or  any  kind  of  adver- 
tisement he  uses.  It's  a  sort  of  glorified  scrap-book, 
and  he  keeps  it  up-to-date  by  putting  the  new  ads 
in  place  as  they  come  along.  The  old  ones  he  takes 
off  and  files. 

He  keeps  one  leaf  of  this  ad-board  out  in  the 
store.  It  isn't  merely  a  leaf  with  ads.  pasted  on  it, 
as  it  happens.  It  is  a  leaf  with  selected  advertise- 
ments pasted  on  it  in  an  artistic  way.  He  trims  the 
clippings  smoothly  and  mounts  them  on  contrasting 
colored  paper,  or  he  marks  a  neat  border  around 
them  on  on  the  board  with  crayon  and  puts  a  caption 
or  title  under  each. 

This  board  is  set  on  a  nicely  painted  easel  right  in 
the  store  where  most  people  will  see  it.  It  serves  to 
amuse  waiting  customers.  It  interests  them  and 
and  tells  them  about  the  goods.  It  works  while 
the  clerks  are  busy,  and  it  works  on  the  casual  visitor 
or  the  person  who  comes  in  with  a  customer.  And. 
since  Price  often  sets  it  in  his  window  and  leaves  it 
on  exhibition  all  night  it  is  fair  to  say  that  it  works 
w  hile  he  sleeps. 

This  ad-board,  you  see.  brings  Price's  ads.  to  the 
attention  of  people  who  may  overlook  them  in  the 
newspaper.  When  they  stand  there  and  are  told  by 
a  line  underneath  to  look  to  the  showcase  on  the 
right  and  examine  the  gods  you  bet  they  look.  The 
ad-b(jard,  too.  has  taught  them  to  look  for  Price's  ads 
in  the  newspaper,  and  in  that  way  his  newspaper  pub 
licity  has  become  more  effective. 


Weekly  Newspapers  as  Advertising  Mediums 

To  advertise  in  eighteen  small  weeklies  is  some- 
what of  a  new  idea  in  advertising  for  a  shoe  merchant. 
This  is  the  scheme  being  tried  out  by  a  large  footwear 
concern  in  the  West.  It  is  believed  that  in  this  way 
peoi)le  will  be  reached  whom  the  big  city  dailies 
do  not. 


The  cro])  of  ap])les  and  shoe  repairs  are  especially 
plentiful  in  the  Annai)olis  Valley  of  Nova  Scotia  this 
year,  accordin)g  to  the  reports  of  Messrs.  Smith  (5v: 
Weathei^bed,  of  Windsor,  N.  .S  ;  C.  D.  Jeft'erson,  of 
Wolfville.  N.  S. ;  and  John  S.  Kelly,  of  Middleton, 
N.  S.,  wdio  may  be  regarded  as  authorities  on  modern 
shoe  repairing  in  their  own  communities. 
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Show  Card  Writing — Talk  No.  7 


This  is  the  seventh  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ- 
ing. The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  his  hints 
and  suggestions  have,  we  believe,  proved  of  great  value  to  beginners  in  the  art.  In- 
quiries to  our  card-writing  department  will  be  welcomed  and  questions  pertaining  to 
show  card  work  will  be  promptly  answered.  We  suggest  that  the  talks  be  preserved 
and  filed  together  for  future  reference. 


To  the  average  observer,  cards  are  just  cards,  but 
the  peculiarities  of  the  different  card  writers,  as  well 
as  the  variety  of  alphabets  are  without  number. 

For  instance,  some  good  card-writers  always  do 
their  work  while  sitting  at  a  table  with  the  top  slight- 
ly inclined  while  others  who  do  a  great  amount  of  work 
find  it  best  to  stand  while  working.  Each  way  has  its 
advantages,  though  for  the  larger  cards  at  least,  it  is 
found  that  a  standing  position,  using  a  large  flat  board 
which  can  be  tilted  to  any  angle  gives  the  most  free- 
dom. 

Then,  too,  some  card-writers  prefer  to  do  most  of 
their  lettering  with  pen, while  others  stay  almost  entire- 
ly with  the  brush.  Here  again  is  room  for  personal 
preference.  Peculiarities  such  as  these  are  generally 
traceable  to  habits  unconsciously  formed. 

For  our  present  lesson  we  shall  consider  the  pen 
lettering,  primarily,  as  a  neat  and  quick  method  of 
producing  rush  work  successfully. 

The  examples  illustrated  w^ere  done  iiy  w  hat  is  call- 
ed "Soennecken  Pens",  which  come  in  sizes  to  4. 
These  pens  are  designed  especially  to  execute  "round 
writing".  While  "round  writing"  is  the  style  most  eas- 
ily handled  with  the  pen,  in  the  hands  of  the  practised 
card-writer,  many  styles  can  be  drawn  with  good 
results. 
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Like  some  of  the  other  alphabets,  which  we  have 
practised,  the  letters  here  illustrated,  while  made  with 
the  wide  pen,  allow  many  variations  in  form.  Occasion- 
ally -it  will  be  found  convenient  and  wise  to  use  the 
Old  English  Alphabet,  as  well  as  some  forms  of 
Gothic  letters.  Here  again  the  use  of  the  pen  will 
be  found  advantageous. 

India  ink  is  to  be  recommended  for  use  with  the  pen, 
although  good  success  can  be  obtained  with  many  of 


the  card  paints  thinned  somewhat  with  water. 

It  must  be  rememl)ered  that  considerable  pressure 
is  necessary  when  making  the  broad  strokes,  and  the 
whole  width  of  the  pen  must  be  resting  on  the  paper 


all  the  time  regardless  of  the  width  of  the  stroke. 
Wash  the  pen  frequently  in  clear  water  to  obtain  best 
results  and  clean  work. 

Following  our  lesson  of  last  month,  it  will  be 
noted  that  we  have  used  a  grey  shading  in  connection 
with  the  pen  lettering  on  the  card  illustrated.  This 
shade  was  applied  with  a  brush  after  the  lettering- 
was  thoroughly  dry. 


Rubber  Firm  May  Establish  In  Winnipeg 

According  to  advices  from  the  Winnipeg  Board 
of  Trade,  the  Lion  Tire  &  Rubber  Company  of  To- 
ronto has  entered  into  ^communication  with  Winnipeg 
civic,  officials,  with  a  view  to  establishing  a  $250,000 
plant  for  the  manufacture  of  rubber  goods  in  Win- 
nipeg. 
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Are  You  Insured  Against  Fire  ? 

Insurance  an  Old  Institution  and  a  Most 
Essential  one  in  Modern  Business. 

Address  by  H.C.  Bdgar  bsfore  Retail  Merchants' Banquet,  Preston 

F.ach  incrclianl  sliould  he  as  interested  in  insur- 
ance as  he  is  in  the  financial  standin<:^'  of  his  credit 
customers.  Insurance  at  the  time  of  a  fire— and 
there  is  no  (jucstion  of  the  fires — istands  between  the 
merchant  and  insolvency — pays  his  lia'bilities,  and 
])erm  ts  him  to  resume  his  position  in  the  business 
world. 

insurance  is  a  very  old  institution  I  hv  .Supreme 
l->einr;-  offered  insurance  aj^ainst  flood  to  the  ancients 
— using  Noah  as  his  agent.  A  ])rcmium  was  charged 
— certain  work  on  the  Ark  and  faith  in  I  lis  word — 
and  we  all  know  what  happened  to  those  who  failed 
to  take  advantage  of  the  coverirtg. 

How  they  did  it  in  the  "Good  Old  Times" 

in  ancient  times  in  London,  lingland,  fire  insur- 
ance companies  were  formed  ;  each  company  built 
wdiat  is  known  as  a  fire  station  and  installed  therein 
fire  fighting  apparatus.  They  insured,  at  a  certain 
premiimi,  the  'buildings  and  goods  surrounding  their 
station,  and  when  an  alarm  was  given  they  proceeded 
to  the  scene  of  the  fire,  and  if  the  building  which  was 
burning  was  insured  with  this  company  all  speed 
was  made  to  check  the  flames  and  jnit  out  the  fire;  if 
on  the  other  hand,  the  buildinig  was  not  insured  in 
this  c(jnv])any,  the  men  in  charge  of  the  apparatus 
would  return  to  the.r  station,  no  effort  having  been 
made  to  reduce  the  flames, — a  rather  selfish  method 
of  doing  business  and  one  which  would  not  be  toler- 
ated  n  these  days. 

From  that  time  on  the  business  of  fire  insurance 
has  developed  until,  at  this  date,  adequate  insurance 
coverage  of  all  assets  is  the  first  recjuisite  of  the  sev- 
eral business  necessities — being  placed  even  before 
'"credit",  which  w  11  not  he  e.xtended  to  a  borrower 
or  purchaser  of  goods  until  a  statement  of  sufficient 
insurance  i^laced  is  submitted  to  the  financial  backer 
or  seller. 

There  was  a  time  some  years  ago  when  fire  insur- 


ani  (•  com|)anies  and  their  rei)resentati\ cs  were  looked 
ni)on  with  suspic'on  ])y  the  insuring  ])ublic — ^this  was 
the  result  of  the  action  f)f  some  disreinilablc  compan- 
ies refusing  to  ])ay  claims  altogether,  or  attempting  to 
settle  losses  in  a  manner  unfair  to  the  assured.  It 
has  been  proven  by  experience  that  fair  and  liberal 
dealings  must  be  the  fotmdation  of  all  successful  bus- 
iness, and  to-day  the  fire  insurance  companies,  doing 
business  in  Canada,  are  looked  upon  as  havens  of  re- 
fuge in  the  time  of  fire — and  so,  when  your  fire  insur- 
ance is  pro])erly  written — when  the  schedule  attached 
to  your  ])ol:cies  is  correct — there  is  no  ([uestion  of  the 
payment  <jf  a  loss  by  the  companies,  and  if  you  are 
insured  for  $10,000.,  and  a  fire  occurs,  and  .ycnir  re- 
cords show  that  you  had  goods  to  the  value  of  $10,000 
destroyed  in  that  fire,  you  get  $10,000.00 

.\n  insm^ance  company  also  expects  you  to  carry 
a  fair  amount  of  insurance  up  to  \00'/f .  It  is  not  just 
to  the  company  to  co\  er  your  plant  or  stock  to  the  ex- 
tent of  a  possible  loss  of  50%,  when  your  plant  could 
suffer  a  SOVt  loss  in  one  fire  in  a  small  corner  of  it. 
In  that  case  the  C(jm'|)anies  carrying  your  insurance 
would  be  liable  for  a  loss  equalling  the  amount  of 
your  i)olicy — or  a  total  loss  to  them — and  the  jjlant 
or  stock  pay  onlv  prem  um  sufficient  to  warrant  them 
in  jiaying  5()'v  of  their  policy — which  50'/(  would  be 
the  actual  i)ercentage  of  loss  over  your  whole  \alue. 


Footwear  Displays  al  Yarmouth  County  Fair 

l'o(jtwear  was  singularly  well  in  ev  deuce  this  year 
at  the  Yarmouth  County  Fair,  held  at  Yarmouth, 
N.  S.,  no  less  than  three  enterj)rising  shoe  retail  con- 
cerns of  that  city  having  displays  at  the  fair  that 
would  have  been  creditable  to  even  a  larger  afl:'air. 

.Messrs.  Forter  il'  Robhins  had  a  well  arraifged 
exhibit,  featur'ng  among  other  lines  the  Classic,  In- 
victus  and  Fmpress,  in  a  variety  both  stylish  and  dis- 
tinctive. One  corner  of  their  booth  was  devoted  to 
a  showing  of  Crosby's  Solids,  a  line  of  children's  shoes 
manufactured  by  the  H.  H.  Crosby  Co,  of  Hebron, 
N.  S.,  and  another  feature,  which  was  part'cularly  sea- 
sonalble,  was  a  display  of  iMoose  Head  Brand  oil-tan- 
ned footwear.  The  judges  viewed  the  Porter  &  Rob- 
bins  booth  with  such  favor  that  thev  attached  three  l.st 
class  award  tags  to  the  exhibits. 

Shane  Bros.  Cash  Shoe  Store  had  a  tastefully  de- 
corated booth,  showing  a  number  of  attractive  lines- 
Noticeable  among  these  were  the  Astoria  shoe  for 
men  and  the  well  known  ".Strider"  brand. 

Ba'ker's  Shoe  Sho])  had  another  splend'd  exhibit. 
(>f  which  the  feature  was  a  showing  of  "Chums,"  the 
children's  line  manufactured  by  Chas.  A.  Ahrens  Co., 
of  Kitchener.  This  was  a  very  complete  display,  and 
met  with  the  ajiproxal  of  the  judges,  for  one  of  the 
cox'eted  red  1st  award  tags  was  affixed  to  a  fine  sami)!c 
of  a  smoked  elk  s:indal  in  a  ])rominent  position. 


L.  .S.  .Sliaffner,  on?  of  the  prom  iient  shoe  retailers 
of  Middleton,  X.  S,  speaks  highlv  of  the  trade  con- 
dition? in  his  immediate  community  and  the  famous 
Annapolis  X'alley  this  year.  Mr.  ShalTner  attributes 
this  highly  satisfactory  business  to  the  handling  of 
staples  and  the  exclusion  of  fanc\-  and  freak  styles. 
His  many  years'  experience  as  a  practical  shoemaker 
in  this  section  have  increased  his  ability  to  select  lines 
that  are  espec'ally  suited  to  the  neighborhood  require- 
ments and  build  up  a  trade  that  "comes  again". 
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Pointers  for  the  Retailer  re 
Hosiery  Manufacture 

Distinguishing  Characteristics  of  Full-fashioned 
and  Seamless  Types 

Perhaps  one  reason  why  some  shoemen  hesitate 
to  install  a  hosiery  department  is  because  they  know 
1  ttle  of  nothing  about  the  goods.  It  is  not  difficult, 
however,  to  acquire  suffiicient  knowiledge  to  suffice 
for  the  requ'.rements  of  merchandising  hosiery,  pro- 
\  ided  one  deals  with  a  thoroughly  reliable  wholesale 
or  manufacturing  house. 

In  the  footwear  industry  we  have  some  half  dozen 
or  more  methods  of  shoemaking — Goodyear  welt,  Mc- 
Kay, turn,  stitchdown,  standard  screw,  pegged  and 
loose  nailed.  In  the  hosiery  trade  we  find  there  are 
but  two  processes  of  manufacture,  and  two  main  types 
of  hose  produced — namely,  the  circular  or  seamless, 
and  the  full-fashioned.  The  former  is  much  the  cheap- 
er method  and  has  been  much  longer  in  use-  In  the 
manufacture  of  the  seamless,  or  circular,  type,  the  hose 
is  knit  on  a  cylindrical  form  from  the  top  downwards. 
It  is  all  in  a  piece  and  all  the  same  width.  Hence  the 
terms  "circular"  and  "seamless".  In  order  to  shape 
the  hose  so  it  will  fit  snugly  around  the  ankle  and  fol- 
low the  curves  of  the  limb  it  has  to  be  shrunk.  For 
this  purpose  it  is  placed  over  a  "board"  of  the  rec^uired 
shape,  and  when  the  shrinking  process  has  been  carried 
out,  the  web  of  material  has  taken  the  form  of  a 
stocking. 

The  full-fashion  hosiery  is  made  on  a  quite  diff- 
erent principle,  wh'ch  requires  very  expensive  and 
complicated  machinery.  Unlike  the  seamless  type, 
the  goods  are  knit  in  a  flat  web  and  are  "fashioned" 
in  the  actual  process  of  knitting  to  conform  to  the 
proportions  of  the  human  l.'m'b-  When  the  web  is 
completed  the  ed'ges  from  heel  to  top  are  sewn  togeth- 
er and  thus  we  have  the  familiar  seam  up  the  back  of 
the  stoc'kinlg.  The  obv'ous  advantage  of  the  full-fash- 
ioned, hosiery  is  that  it  is,  so  to  speak,  tailored  to  fit. 
The  texture  is  uniform  throughout,  while  in  the  cir- 
cular type  it  varies  with  the  width  of  the  stocking. 
Thus  at  the  ankle  of  a  stocking  made  by  the  latter 
process  the  tissue,  having  been  considerably  shrunk- 
en, is  much  thicker  and  heavier  than  around  the  calf 
or  the  knee.  Again,  in  the  full-fashioned  goods  the 
toe  is  fashioned  in  accordance  with  the  actual  shape 
of  the  foot,  while  in  the  circular  hose  it  is  merely 
rounded. 

Practically  all  circular  hosiery  to-day  is  made  with 
a  iTiock  seam  in  imitation  of  the  full-fashroiied  pro- 
cess, this  mock  seam  being  applied  after  the  hose  has 
been  made  and  a  very  similar  appearance  is  obtained. 

By  far  the  greater  part  of  the  production  of  hos- 
iery in  Canada  is  of  the  circular  type,  there  bein^g 
only  one  plant  in  the  country  equ.'pped' with  machin- 
ery for  the  manufacture  of  fviU-fashioned  goods.  As 


the  seamless  hose  is  much  lower  in  price,  it  is  in 
greater  demand,  but  a  shoe  store  catering  to  the  best 
class  of  trade  must  of  course  carry  the  full-fashioned 
article. 


A  New  Departure  in  the  Production  of 
Canadian  Hose 

A  new  feature  so  far  as  Canad  an-made  hosiery  is 
concerned  is  the  pyramid  heel  splice.  It  has  been 
produced  elsewhere  for  some  t'me  past,  but  not  in  Can- 
ada until  within  the  last  few  mionths.  By  examining 
a  stocking  one  will  quickly  comiprehend  what  is  meant 
by  the  "pyramid  spl'ce."  The  ordinary  stocking  has 
a  square  heel  splice  around  the  back  of  the  ankle-  As 
the  name  suggests,  the  pyramid  splice  extends  upward 
from  the  heel  in  a  pyramid  or  pointed  shape,  several 
inches  above  the  top  of  a  low-cut  shoe.  This  produces 
a  sort  of  stream  line  effect  which  tends  to  give  the 
ankle  a  slender  and  graceful  appearance. 

The  Canadian-made  article  embodying  this  feat- 
ure has  not  yet  been  placed  on  the  market,  but  del- 
iveries will  be  made  in  December  and  it  will  be  pro- 
duced on  a  quantity  basis  after  the  New  Year. 


What  Stockings  will  Milady 
Choose? 

That  Depends  on  the  Kind  of  Shoes  You  Sell  Her 

The  hosiery  style  situation  does  not  constitute 
nearly  so  complex  a  problem  as  do  footwear  fashions. 
The  scope  for  variety  is,  by  the  very  nature  of  its  use, 
much  more  limited.  A  woman  may  wear  fanciful 
shoes  without  attracting  undue  attention,  but  any- 
thin^g  in  hosiery  approaching  the  freakish  would  be 
of  such  obtrusive  and  vulgar  appearance  that  with  all 
refined  women  it  would  be  quite  taboo. 

High-grade  silk  hosiery  is  of  course  the  delight 
of  every  woman-  It  is  always  in  style  and  always 
will  be.  Even  severe  climatic  conditions  do  not  re- 
strict its  use  to  any  great  extent ;  it  will  be  worn  in- 
doors in  any  case  and  we  have  seen  it  worn  outdoors 
also  when  the  temperature  was  registering  not  very 
far  from  Zero. 

Following  the  trend  of  shoe  styles,  black  is  the 
predominating  shade  in  the  silk  goods.  The  hosiery 
manufacturers  are  prepared  for  a  black  and  white 
season  next  spring,  as  a  result  of  the  vogue  in  patent. 
Outside  of  the  black  and  white,  brown  and  be;ge  are 
most  popular.  Medium  browns  have  been  in  strong- 
demand  this  fall,  and  it  is  expected  that  next  spring 
there  will  be  a  trend  toward  the  lighter  shades. 

"Clocks"  as  a  decorative  feature  in  hosiery  seem 
to  have  achieved  undying  popularity.    It  is  many 
years  since  they  were  first  introduced,  and  thev  are 
still  in  favor  with  both  sexes- 
Lace  front  effects  are  a  more  recent  innovation  and 
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have  been  going  strong  in  the  States.  Hose  of  this 
type  is  expensi\'e  to  manufacture  and  certain  varieties 
of  it  are  selling  up^  to  $30.00  per  pair.  The  numl)er  of 
people  in  Canada  who  would  be  willing  to  pay  this 
])rice  for  a  pair  of  stockings  is,  we  believe,  very  li'm- 
ited,  though  they  might  of  course  be  gradually  educ- 
ated to  it.  There  are,  however,  lace  patterns  at  cheaj)- 
er  prices  which  would  un(loul)tedly  l)e  popular  wilh 
the  Christmas  trade. 

English  wool  hosiery  has  been  latterly  quite  a 
feature  t^f  the  market.  It  is  'being  shown  mainly  in 
heather  and  lovatt  mixtures  and  in  pleasing  tones  of 
l.'rovAU  and  fawn  This  type  of  hose  is  at  once  very 
smart  and  very  serviceable  with  walking  shoes,  and 
has  been  ;n  distinct  favor  with  the  Canadian  girl. 

The  less  expensive  grades  of  hose  of  course  follow 
the  trend  of  styles  of  the  more  costly  goods.  The  num- 
ber of  those  who  can  afiford  pure  silk  hosiery  is  limited 
and  there  is  always  a  large  demand  for  the  lisle  thread 
|jrt)duct.  Artificial  silk  is  also  now  used  to  a  consid- 
erable extent  iti  the  manufacture  of  hosiery. 

Some  Terms  Commonly  Used  in  the  Hosiery 
Trade 

Here  are  a  number  of  terms  used  in  ci  mncclion 
with  hosiery  which  the  merchant  who  is  not  very 
f;iiniliar  with  the  manufacture  (if  the  goods  may  find 
useful : 

Boot — Practically  all  silk  hose  are  made  with  a 
top  of  a  dififerent  nraterial.  I'hey  will  have  16  or  19 
inches  of  silk  and  then  a  top  of  mercerized  cotton, 
generally.  The  silk  portion  of  the  stocking  is  known 
as  the  boot. 

Cashmere — ^^Refers  to  hosiery  made  of  fine  wors- 
ted yarn  s])un  from  soft  wool. 

Corduroy — The  ri'b  jmttern  in  childiren's  stock- 
ings, with  two  ribs  alternating  on  face  and  back. 

English  foot — The  foot  of  a  stocking  having  two 
seams,  one  on  either  side  of  the  sole. 

French  foot — Having  a  single  seam  in  the  centre 
of  the  sole 

Full  regular — This  term  applies  to  hosiery  in 
which  the  seams  have  been  connected  by  hand  knit- 
ting. 

Gauge — Indicates  the  numl)er  of  meshes  or  wales 
to  the  inch  in  a  stocking.  A  16-gauge  web  has  16 
wales  to  the  inch. 

Herringbone — The  stitching  co\ering  the  edge  of 
the  split  sole  in  hosiery. 

Merino — A  cotton  and  wool  mixture  used  in  hos- 
iery. 

Ingrain — Yarn  that  is  dyed  before  knitting. 

Jacquard — Fancy  patterns  worked  into  hosiery  by 
special  mechaiiical  means. 

Lisle  thread — Cotton  of  which  the  yarns  have  been 
hardened  and  made  smooth  in  a  machine  which  ex- 
poses them  to  the  blaze  of  gas  jets- 

Lovatt — Applied  to  various  col(»r  mixtures  in  wool 
hosiery. 

Maco — z\pplied  to  hosiery  m;ide  from  pure  Egypt- 
ian undyed  cotton. 

Richelieu  rib — A  jxittern  in  a  woman's  plain  stock- 
ing having  a  single  drop-stitch  at  intervals  of  three- 
cjuarters  of  an  inch  running  the  full  lengih  of  the  hose. 

Split  foot — 'Refers  to  a  white  or  unbleached  sole 
in  black  or  colored  hose. 

Spun  silk — A  low  grade  oi  silk  used  in  cheap  hos^ 
icry — made  from  floss,  waste  from  reeling,  etc. 

Welt — .\  doubled  thick  portion  at  the  toj)  of  plain 
hosiery  which  provides  a  grip  for  the  garter. 
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Will  Longer  Skirts  Lessen 
Interest  in  Hosiery? 

Conflicting  Opinions  as  to  the  Effect  of  New 
Costume  Styles 

The  questi(jn  as  to  whether  skirts  shall  be  longer 
has  been  exercising  the  minds  not  only  of  the  shoe 
manufacturers  but  also  of  the  hosiery  manufacturers. 
And  now  that  Paris  has  led  the  way  and  it  seems  cer- 
tain that  a  less  liberal  display  of  stocking  will  be  the 
rule,  there  is  considerable  discussion  as  to  the  efifect 
upon  the  hosiery  business.  Some  say  that  it  will  re- 
sult in  a  trend  to  chea])er  hosiery,  while  others  argue 
that  the  less  hose  a  woman  d  s|)lays  the  nrore  partic- 
ular will  she  be  about  the  (|ualit}-.  The  Underwear 
and  Hosiery  Review  has  some  interesting  comments 
in  this  connection  : 

When  word  was  first  received  that  the  Parisian  ar- 
biters of  fashion  were  to  put  the  ban  on  the  short  skirt 
the  general  feeling  here  was  that  the  decree  would 
be  imiversally  disregarded  by  the  American  woman. 
The  reign  of  the  short  .skirt  in  this  country  had  been 
s(j  satisfact<ir\-  that  any  attempt  to  end  it.  it  was  be- 
lieved. Would  be  met  b\'  ojjen  rebellion. 

Nevertheless,  now  that  it  is  realized  that  Paris 
is  definitely  committed  to  longer  skirts,  there  is  abun- 
dant evidence  that  American  'fashion  creators  are 
bowing  to  the  inevitable  and  that  hereafter  skirts  ^\•'ill 
be  longer  not  only  in  Paris  and  other  European  cap- 
itals but  all  o\  er  the  Avorld  including  the  United 
States. 

How  will  longer  skirts  afifect  the  hosierv  business? 

Obxiously,  the  longer  the  skirt  the  less  will  be 
seen  of  the  hosiery.  Does  that  mean  that  women 
will  be  content  to  wear  cheaper  grades  of  hosiery  than 
they  were  when  skirts  were  shorter  and  showed  more? 

The  question  is  answered  affirmatively  'by  those 
interested  in  the  cheaper  grades  of  hosiery,  who  re- 
gard the  change  in  skirt  fashion  as  a  decided  boon 
to  them.  With  longer  skirts,  women  may  still  wear 
silk  hosiery  from  choice  but  no  longer  will  they  feel 
con.strained  to  do  so.  Long  skirts,  they  believe,  will 
cover  a  multitude  of  cheap  hosiery. 

Strangely  enoi:gh,  manufacttirers  of  full-fashioned 
silk  hcxsiery  and  the  more  expensive  novelty  numbers 
feel  equally  elated  with  the  abandonment  of  the  short 
skirt.  The  less  hosierv  milady  is  enabled  to  display, 
they  feel,  the  more  anxious  will  she  be  that  what  she 
shows  shall  be  good.  She  will  fall  into  the  same  way 
of  thinking  wdiich  has  developed  the  rule  in  the  adver- 
tising profession :  the  smaller  the  space,  the  better 
must  the  copy  be. 

Now,  of  course,  both  can't  be  right.  The  longer 
skirt  Avill  either  hurt  cheap  hosiery  and  benefit  the 
more  expensive  grades,  or  it  will  prove  a  boon  for 
cheap  hosiery  and  automatically  hurt  the  more  expen- 
sive styles.  Only  the  future  can  tell  which  way  the 
wind  will  blow.  In  the  meanw'hile,  it  is  gratifying 
to  know  that  hosiery  manufacturers  generally  are  go- 
ing on  with  their  knitting — save  where  the  unions 
hold  sway — and  worrying  little  about  the  inches  in 
miladv's  skirt. 


Prom  the  shoeman's  viewpoint,  the  medium  length 
skirt  is  preferable.  If  too  short,  the  eye  is  apt  to 
hesitate  between  competing  attractions. 
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From  the  Retail  Salesman's  Viewpoint 

What  is  the  Ideal  Type  of  Merchant  and  How  Can  He  Most 
Successfully  Co-Operate  with  his  Employees? 

By  Fred  W.  Horn 


Woe  to  the  modern  merchant  who  would  attempt 
to  adopt  for  his  motto  the  Latin  phrase  "  caveat 
emptor,"  which  means,  "  let  the  'buyer  beware,"  as  on 
this  standard  the  seller  had  no  obligation. 

To-day  the  business  of  the  retail  shoe  merchant 
expresses  of  the  moral  standard  of  the  owner. 

Quality,  service,  value,  guarantees  covering  all 
reasonable  demands — these  are  the  merchants'  code 
of  ethics.  The  merchant  shoe  man  must  know  and 
use  the  code.  All  this  has  for  its  basis  the  fact  that 
ultimate  success  does  not  rest  on  one  transaction, 
or  one  sale,  disregarding  immediate  profit,  but  on  a 
continuity  of  friendly  relationship  season  after  season. 

Co-operation  and  goodwill  are  the  foundation 
stones  U'pon  which  each  must  build ;  the  success  of 
the  one  depends  upon  the  success  of  the  other.  Co- 
oi)eration  -between  manufacturers  and  merchant  has 
eliminated  the  o'bligation  of  sixty  years  ago  for  a 
])ersonal  inspection  by  the  merchant  of  every  pair  of 
shoes. 

As  one  illustrattion  of  the  spirit  of  co-operation 
working  among  merchants  we  may  turn  to  the  follow- 
ing samples  of  resolution  adopted  several  years  ago 
by  the  Ohio  Retail  Shoe  Dealers  Association:  "Re- 
solved that  improper  fitting  of  shoes  is  often  the  in- 
direct cause  of  shoes  not  wearing  well  and  the  direct 
cause  of  many  injuries  done  to  trade. 

"  Resolved  that  we  re-affirm  our  faith  in  organized 
associations  of  retailers  as  the  Ibest  means  to  better 
trade  conditions  and  solve  trade  problems." 

New  thoughts  were  these  a  few  years  ago,  but  to- 
day accepted  as  fundamentals  of  successful  retailing. 
A  moment's  reflection  on  the  above  will  serve  to 
determine  in  the  reader's  mind  essentials  to  the  attain- 
ment of  the  merchant  ideal. 

The  merchant  ideal  acts  upon  the  dictates  of  his 
conscience  which  says  "  Do  unto  others  as  you  would 
have  them  do  unto  you"  for  while  legally  he  is  not 
accountable  for  business  and  personal  welfare  of  his 
salemen  and  clerks,  morally  he  is. 

The  merchant  ideal  will  recognize  his  duty  in  the 
exercise  of  his  franchise  and  will  vote  intelligently 
to  the  best  interests  of  his  country's  welfare.  J-Ie  will 
keep  posted  in  all  current  events  and  neglect  no 
opportunity  to  influence  to  the  betterment  of  himself 
and  his  fellow  man. 

The  merchant  ideal  will  be  obserxant  of,  and  alert 
in  getting,  the  almighty  dollar,  but  he  must  not  make 
it  his  god.  He  will  recognize  that  in  the  accumulation 
of  wealth  it  does  not  in  itself  stand  for  respe'ct  and 
honor  among  his  fellow  men,  nor  does  it  stand  for 
health,  nor  happiness  in  the  home.  He  will  recognize 
that  right  living  brings  respect,  honors,  health  and 
happiness. 

The  merchant  ideal,  to  be  first  of  all  a  merchant, 
must  have  goods  to  sell  so,  he  must  buy  to  sell.  The, 
adage  "  goods  well  'bought  are  half  sold"  is  a  real  live 
fact  of  to-day,  and  so  the  a'bility  to  buy  must  be  one  of 
the  main  qualifications  of  the  merchant  or  his  agent 
if  his  business  is  of  such  proportions. 

As  a  buyer,  the  merchant  must  possess  character. 


His  dealings  must  be  "  above  'board"  with  the  whole- 
salers, the  manufacturers,  the  travelling  saleman  and 
his  own  sales  people.  He  must  be  a  man  of  courage. 
He  must  have  faith  enough  in  his  own  judgement 
to  make,  accurate  decisions  and  stick  to  them. 

He  must  know  his  trade,  their  demands,  and  must 
decide  in  his  own  mind  as  to  style,  quality  and,  most 
important  of  all,  quantity.  He  must  be  strong  enougb 
to  say  ■'  No"  at  the  proper  time.  Intimate  friendship 
should  not  be  allowed  to  enter  into  the  transaction 
to  the  extent  of  any  possibilit}'  of  overloading,  one 
question  'being  always  before  him  :  "  Can  I  use  these 
goods  profitably"?  I-fe  will  inspect  every  line  reason- 
ably possible  and  in  this  inspection  should  gain  know- 
ledge to  his  benefit.  He  will  be  fair,  courteous,  watch- 
ful and  punctual  in  his  appointments.  The  most 
efficient  l)uyer  as  merchant  ideal  confines  his  dealings 
to  as  few  houses  as  is  conducive  to  Ijest  results. 

The  merchant  ideal  will  plan  a  s\-stem  of  stock- 
keeping  and  through  the  co-operation  of  his  sales- 
people this  system  should  enlighten  him  at  any  time 
as  to  the  condition  of  his  stock,  will  show  at  a  glance, 
and  conclusively,  where  shelf  warmers  are,  where 
there  has  been  o\'er-buying,  where  inaccurate  sizing 
has  been  responsible  for  out-size  ends  of  different 
lines,  and  where  in  the  season's  selling  certain  styles 
l)roved  to  be  off  demand,  or  more  than  cjrdinary  sell- 
ing of  certain    sizes  has  left  big   holes  in  the  size 


Tan    calf    semi-brogue    oxford.      Brogue    last.      Medallion  tip. 
Heavy  single  sole.     Shown  by  Talbot  Shoe  Co. 
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range,  and  finally,  will  act  as  a  record  for  guidance 
in  placing  further  orders. 

The  merchant  ideal  will  court  and  a|)])reciate  any 
advice  or  pointers  from  his  salespeople  who  in  many 
instances  are  in  closer  touch  with  the  customer  than 
he.  Store  staff  meetings  will  be  arranged  by  him 
and  a  free  exchange  of  ideas  encouraged  from  which 
valuable  good  is  almost  sure  to  result. 

The  merchant  ideal  will  take  a  holiday  from 
business,  will  relax  completely  for  a  spell,  and  will 
arrange  for  and  insist  on  his  .sales'  staff  taking  a 
similiar  holiday  as  the  circumstances  of  the  business 
may  allow. 

Finally  in  the  merchant  ideal  we  ex])ect  U<  lind  a 
character,  a  personality,  oustanding  in  some  way  tlial 
will  appeal    to  his  sales'  staff'  and    his  ])atrons  and 


while  great  diversity  exists  in  these  human  character- 
istics and  they  cannot  be  classified  as  to  set  a  rule  for 
guidance  in  individual  attainment,  there  are  qualities 
that  always  exist  to  conform  to,  and  constitute,  such 
business  ethics  as  have  elsewhere  in  this  article  been 
spoken  of. 

The  merchant  ideal   will  not  make  unreasona^ble 


IN  CANADA 

demands  on  his  sales  force.  He  will  recognize  in  just 
compensation  the  efforts  and  painstaking  service  of 
employees  and  will  award  promotion  according  to 
results  achieved  and  according  to  his  needs. 


Corson  Shoe  Mfg.  Co.,  Extends 

The  firm  that  can  progress  during  "hard  times"  is 
the  one  that  is  on  the  road  to  real  success  when  pros- 
perity returns.  And  it  is  the  enterprise  of  progres- 
sive concerns  that  is  going  to  restore  prosperity  in 
this  country.  One  of  the  most  encouraging  signs  at 
the  moment  is  the  confidence  displayed  by  sf  me  of  our 
shoe  manufacturers  in  extending  their  plants.  The 
Corson  Shoe  Mfg.  Co.  is  one  of  these.  Just  recently 
this  company  has  added  8,000  scp  ft.  to  their  floor  space 
by  taking  in  another  floor  of  the  buildimg  in  which 
they  are  located.  The  intention  is  to  equip  this  floor 
as  a  self-contained  plant  for  the  product'on  of  boys' 
and  youths'  shoes.  This  will  give  the  company  most 
complete  fac  litics  for  catering  to  the  footw^ear  require- 
ments of  the  male  sex  from  the  "little  nipper"  right  up 
to  granddad.  Their  line  will  run  as  follows :  Youths', 
sizes  11  to  1^2  ;  boys',  IVp.  to  5^/2 ;  men's,  6  to  12. 

This  is  the  second  time  that  the  Corson  Shoe  Mfg. 
Co.  has  seized  the  opportuity  of  entering  a  new  field. 
The  sli]>per  department,  inaugurated  last  year,  has 
proved  a  real  success,  and  there  is  no  doubt  that  this 
last  venture  will  do  likewise.  The  company  has  been 
enjoying  excellent  business  and  is  very  optimistic  re- 
garding the  coming  seas'on. 


Perfect  Package  Month 

All  trades  and  industries  have  ibeen  asked  to  co- 
operate in  the  "  I'erfect  Package  Movement"  inaug- 
urated by  the  railroads,  steamship  lines  and  express 
companies  in  Canada  and  the  United  States,  this 
month,  which  has  been  designated  as  "  Perfect  Pack- 
age Month." 

The  ])urpi)se  of  the  movement  is  to  stimulate 
further  pul)lic  interest  in  good  packing  of  shipments 
and  to  ena'ble  the  carriers  to  improve  the  transpor- 
tation service  of  the  country.  During  November, 
an  examination  of  all  shipments  sent  iby  freight  or 
express,  will  be  conducted,  to  obtain  information  as 
to  the  ibest  shipping  methods  carried  on  by  the  various 
trades  and  industries. 

Comjjarisons  of  the  records  made  by  the  various 
cities  during  November  will  'be  announced  at  the 
conclusion  of  the  dri\e.  The  entire  working  forces 
of  the  railroad  and  express  carriers,  comprising  some 
2,000,000  men,  will  aid  in  the  movement. 


Better  Business  in  Niagara  District 

"In  St.  Catharines  and,  we  might  say,  the  Niagara 
District,  the  conditions  appear  to  be  slightly  on  the 
improvement  although  weather  conditions,  while 
ideal,  have  not  been  conducive  to  good  footwear  busi- 
ness, being  too  stmimery,"  say  Dillon  &  Moore.  "We 
find  that  our  last  month's  business  was  ahead  of  that 
of  the  preceding  month,  and  also  shows  a  gratifying 
increase  over  that  of  1920." 

The  demand  is  for  shoes  at  $6.00  to  $7.00  for  men, 
this  firm  state,  with  a'bout  10  per  cent,  of  the  trade 
paying  $10.00  to  $12.00.  With  women  they  find  it 
albout  the  same,  with  possibly  a  less  percentage  buying 
the  high  grade  shoes — ^possiibly  5  per  cent. 


Good  Wages 
and  Free  Labor 

It  was  pointed  out  recently  by  Governor 
Ephraim  F.  Morgan  of  West  Virgina,  in  a  state- 
ment in  the  New  York  Commercial,  that  40% 
of  the  bituminous  coal  produced  in  this  country 
is  from  mines  where  non-union  labor  is  employ- 
ed. He  says,  in  speaking  of  the  leaders  of  the 
United  Mine  Workers:  Under  the  present  wage 
scale  they  have  found  it  an  impossibility  to 
lessen  the  tonnage  from  the  non-union  districts." 
After  a  long  course  of  rioting  and  murder  which 
received  countenance  or  apology  from  the 
national  leaders,  developing  into  an  armed 
insurrection  which  only  the  United  States  Army 
could  suppress,  these  mine  leaders  discovered 
more  than  the  governor  ascribes  to  them,  or  at 
least  would  have  found  it  if  they  possessed  an 
intelligent  sense  of  proportion. 

They  themselves  had  stimulated  the  non- 
union production  by  the  encouragement  of  loaf- 
ing, costly  labor  conditions  and  excessive  wage 
demands  among  union  workers.  The  per  capita 
production  of  the  non-union  miner  is  far  greater 
than  that  of  the  unionized  worker-  His  labor 
conditions  are  eminently  tolerable,  his  net  wages 
are  as  good  or  better,  and  he  has  practically 
continuous  work  against  fewer  days  a  week  in 
the  unionized  districts.  When  will  labor  begin 
to  understand  that  a  union  is  a  means  and  not 
an  end?  If  the  workman  can  secure  better 
conditions  in  the  open  shops  of  the  United  States 
Steel  Corporation,  is  it  any  wonder  that  93% 
of  that  corporation's  employees  were  not  in 
sympathy  with  the  indefensible  strike  of  two 
years  ago?  To  judge  from  the  utterances  of 
some  labor  apologists,  and  more  particularly 
those  who  carry  their  half-baked  economics  into 
the  pulpit,  a  strike  is  something  good  for  its  own 
sake  and  a  union  is  an  end  in  itself.  Everybody 
is  looking  around  for  signs  of  better  times. 
The  non-unionized  miner  is  one  of  them,  and  he 
is  getting  big  wages  at  that. — Barron's  Weekly 
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Salesmanship  in  the  Repair  Business 

Here  is  a  Point  where  the  Trade  Needs  Strengthening- 
Make  "Please  the  Public"  your  Motto. 


Salesmanship  d-oes  not  loccupy  as  prominent  a 
place  in  the  consideration  of  the  shoe  repair  man  as 
it  should.  In  every  transaction  'between  a  man  in 
business  and  his  customers,  there  are  the  goods,  or 
the  job,  the  service,  and  the  salesmanship. 

Now  the  repair  man  does  not  sell  goods,  except  in 
the  findings  end  of  his  business — he  sells  repair  work. 
The  first  question,  then,  is.  Is  the  workmanship  good? 
That  is,  of  course,  the  fundamental.  It  is  surely  woe- 
ful waste  to  spend  time  and  energy  selling  something 
that  won't  satisfy  the  customer.  Sound,  profitable 
business  is  not  built  up  on  sing-'le  transactions  but 
through  the  good-will  of  regular  customers. 

But,  taking  for  granted  the  workmanship  is  O.  K., 
there  are  the  service  and  the  salesimanship  to  consider, 
which  are  so  closely  connected  that  perhaps  it  is 
hardly  wise  to  try  and  separate  them.  Salesmanship 
might,  however  be  described  as  having  to  do  with  the 
impression  the  repairer  makes  upon  the  customer. 
Will  he  leave  the  store  feeling  that  he  has  been  cour- 
teously and  honestly  treated  by  a  man  who  knows 
his  business  and  that  he  has  got  the  best  possible 
value  for  his  money?  It  is  the  business  of  the  sales- 
man to  create  that  impression.  And  every  repairer 
ought  to  be  a  salesman. 

Its  Quality  of  Service  that  Counts 

Service,  on  the  other  hand,  is  a  matter  of  store  pol- 
icy and  includes  the  matter  of  delivei-ies,  whilc-you- 
wait  work,  care  and  handling  of  shoes,  etc.  The 
amount  of  service  a  shoe  repairer  renders  must  large- 
ly he  determined  by  the  local  conditions  under  which 
he  operates,  but  the  quality  is  what  must  always  have 
the  closest  attention.  Quality  of  service  means  do'ng 
what  you  undertake  to  do  when  you  undertake  to  do 
it.  If  you  say  a  pair  of  shoes  will  he  ready  for  the 
customer  "Thursday  morning",  have  them  ready 
Thursday  morning.  If  you  promise  that  they  will 
be  delivered  "to-morrow  afternoon",  deliver  them 
to-morrow  afternoon.  It's  not  so  much  a  cjuestion 
of  whether  you  have  facilities  for  delivering  godds,  or 
for  doing  rapid  work,  that  decides  whether  or  not 
you're  a  good  business  man — those  things  must  be 
decided  by  your  location  and  other  conditions — so 
much  as  to  whether  you  efficiently  render  whatever 
service  you  actually  do  offer. 

Don't  treat  'em  rough 

A  detail  of  service  to  which  "Footwear"  has  made 
reference  on  more  than  one  occasion  previously  and 
one  wh'ch  cannot  Ibe  too  strongly  emphasized  is  the 
care  and  handling  of  the  shoes.  Many  repair  men 
seem  to  think  that  their  only  concern  is  with  the  sole 
of  the  shoe,  and  it  doesn't  matter  a  hang  a'bout  the 
upper.  It's  like  the  case  of  a  doctor  who  in  sewing 
up  a  wound  in  a  patient's  face  put  his  eye  out  with 
the  needle.    We  have  reason  to  believe  that  some  re- 


pair men  damage  the  upper  nearly  as  much  as  they 
improve  the  sole.  They  throw  the  shoes  around  like 
so  much  junk;  they  leave  them  lying  in  dirty  piles 
from  which  it's  almost  like  a  Chinese  puzzle  to  extri- 
cate them.  The  shoes  get  scuffed,  and  mussed  and 
bruised  unmercifully,  and  when  they  finally  hand  them 
to  a  customer,  they  don't  look  as  if  they  were  worth 
the  sole  that's  on  them.  It's  not  fair  to  the  customer 
and  it's  not  fair  to  the  repair  man  himself,  for  he  loses 
business  by  it. 

We  have  said  that  service  and  salesmanship  are  al- 
most inseparably  combined,  evidence  of  which  lies  ;'n 
the  fact  that  a  good  salesman  will  never  offer  poor 
service.  If  conditions  in  the  store  won't  allow  of  his 
offering  a  high  quality  of  service,  he'll  either  change 
the  conditions  or  get  out.  He  realizes  that  apologies 
and  excuses  should  not  be  necessary  as  part  of  the 
salesman's  stock  in  trade.  He  should  have  the  kind 
of  goods  and  the  kind  of  ser\  ice  that  require  neither 
apology  nor  excuse.  In  short,  it's  his  function  to  an- 
ticipate the  customer's  rec|uiremenits  and  satisfy  them. 
And  to  do  this  he  must 

Get  the  Customer's  Viewpoint 

It's  necessary,  of  course,  to  learn  to  size  up  a  cus- 
tomer, and  any  one  with  ordinary  intelligence  and 
powers  of  observation  can  learn  to  do  that  with  a 
little  experience.  The  working  man  will  have  a  dif- 
ferent viewpoint  from  the  bank  clerk,  and  the  washer- 
woman from  the  stylish  young  stenographer.  You 
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Saving  Shoes 

/^ONSULT  us  about  your 
old  shoes  before  discard- 
ing them.    It  may  save  you 
the   price    of   a    new  pair. 


can  take  it  for  granted  that  the  thing  that  is  upper- 
most in  the  mind  of  he  average  young  woman  of  to- 
day in  taking  a  pair  of  shoes  to  be  repaired  is  the 
finished  appearance.  She's  not  particularly  interested 
in  the  methods  you  use,  and  in  all  probability  doesn't 
know  a  turn  from  a  welt — all  she  cares  about  is  what 
it  looks  like  when  the  job's  done,  and  of  course  that 
it  wears  reasonalbly  well.  The  question  she  is  asking 
herself  when  she  enters  your  store  is  something  like 
this :  "I  wonder  am  I  safe  in  having  these  repaired,  or 
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will  he  spoil  tlif  style  of  them?  Soinetiiiies  it's  cheap- 
er to  buy  a  new  pair."  Knowing  that  this  is  what  the 
customer  is  thinking-  about,  the  repair  man  can  set  her 
mind  at  rest  with  a  "Yes,  Miss,  Ave  can  make  a  nice 
neat  job  of  these  for  you — they'll  be  ready  to-morrow 
at  five.'"  And  then  it's  u])  t<i  him  to  turn  out  the  kind 
of  jo'b  lie  i)romised. 

'i'he  workman  will  of  course  want  wear,  while  the 
liusiness  man  will  ])r()])al)ly  be  equally  interested  in 
wear  and  appearance.  Some  customers  will  be  very 
interested  to  know  the  "how"  of  shoe  repairing,  while 
others  don't  care  what  way  you  do  the  job  so  long  as 
you  do  it  right.  \'ou  can  make  a  favorable  imi>res- 
sion  on  the  man  who  wants  to  be  shown  by  giving' 
a  ibrief  explanation,  but  it  is  a  good  rule  to  avoid  long 
I'lnversations.  They  waste  time,  and  time  is  valua- 
ble. A  good  salesman  can  tell  the  talkative  type  at 
a  glance,  ami  is  on  his  guard  against  getting  involved 
in  any  deep  di.scuss'ons.  He  is  never  curt  or  abrupt, 
but  refuses  to  allow  the  customer  to  get  the  bit  be- 
tween his  teeth,  so  to  spea'k,  and  soon  takes  the  o])por- 
tunity  of  courteously  closing  the  conversation. 

It  is  generally  poor  ])olicy  to  talk  in  technicalit- 
ies to  a  woman.  If  it  is  necessary  to  make  any  ex- 
jilanations  to  her,  do  it  in  as  simple  and  clear  langu- 
age as  is  possible,  and  don't  make  explanations  that 
aren't  necessary.  Tell  her  what  you  can  do  with 
her  shoes  and  if  that  seems  satisfactory  to  her,  then 
do  it. 


In  dealing  with  the  public,  the  >hoe  repair  man 
-'lonld  always  have  these  two  ideas  in  mind:  to  please 
the  customer,  and  to  impress  him,  or  her,  with  the 
economy  and  desirability  of  having  shoes  repaired. 
Never  argue  witli  the  customer  or  try  to  force  your 
ideas  mi  him.  That's  not  the  :good  salesman's 
ir.ethod  ;  he  makes  his  hints  and  suggestions  so  di- 
l)lomatically  that  the  customer  accepts  them  quite  un- 
consciously. He  avoids  any  attitude  which  will  arouse 
opposition  in  the  customer's  mind.  While  he  seems 
to  agree  with  the  customer  in  reality  he  is  getting 
the  customer  to  agree  with  him.  Of  course,  there 
mav  be  a  cantankerous  individual  once  in  a  long  while 
whom  it  is  imjxtssible  to  please,  but,  whatever  the 
circumstances,  the  man  who  controls  his  temper  and 
his  irritation  is  the  one  whf)  will  master  the  situation. 

"The  Customer  is  always  right" — or  thinks  he  is 

In  the  matter  of  complaints,  the  jjolicy  of  the  big- 
gest and  most  successful  concerns  now  is  "The  cus- 
tomer is  always  right."'  It  may  not  be  possible  for 
a  man  in  a  small  way  (jf  business  to  carry  this  idea  as 
far  as  the  big  departmental  stores,  but  the  further  he 
can  carry  it  the  better.  And  if  you  feel  that  a  com- 
plaint is  not  justified  and  that  you  can't  afiford  to  ac- 
cede to  the  customer's  demands,  always  be  courteous 
about  it  in  any  case.  Nothing  is  to  be  gained  by  un- 
necessarily antagonizing  him.  Make  "Please  the  pub- 
lic" your  motto,  and  then  the  i)ubl!c  will  be  |)leased  to 
come  your  way. 


Practical  Advertising  Methods  for  the  Repairer 

From  an  Address  by  Mr.  Jas.  Fisher  before  the  Toronto 
Convention  of  Ontario  Shoe  Repairers. 


Advertising  can  help  to  lift  the  business  of  shoe 
repairing  out  of  the  rut;  it  can  helj)  to  place  it  on  a 
higher  level;  it  can  make  it  more  profitable.  How 
will  it  do  this?  In  the  first  place,  1  might  say  that 
the  very  fact  that  }'ou  are  organizing  indicates  that 
vou  are  getting  into  a  frame  of  mind  that  will  enable 
you  to  get  the  benefits  of  advertising.  This  is  an  age 
when  bitter  comi)etition  between  business  men  is  to 
be  eliminated.  This  is  an  age  when  men  who  are 
even  in  direct  opposition  to  one  another  are  getting 
together  in  a  fraternal  way  in  associations. 

The  average  shoe  repairer  has  asked  too  little  ni 
the  past.  I  don't  believe  there  has  ever  been  a  mil- 
lionaire made  in  the  repairing  business.  Advertis- 
ing will  help  to  get  you  a  better  margin  of  profit,  be- 
cause the  man  who  advertises  is  going  to  set  up  a  stan- 
dard of  quality,  he  is  going  to  impress  on  the  public 
the  fact  that  he  wants  their  work  on  a  c|uality  basis. 
If  vou  jjroceed  along  this  line,  it  seems  to  me  that 
every  dollar  you  put  into  advertising  is  a  dollar  saved 
It  takes  a  good  business  man  to  lead  from  the  stand- 
])oint  of  quality  rather  than  from  the  standpoint  of 
cut  i^rices,  but  he  is  the  man  who  is  going  to  be  in 
the  business  in  the  future. 

In  order  to  get  the  i)rice  that  is  necessary  to  make 
your  business  pro])erly  remunerative,  there  is  no  other 
agency  you  can  employ  more  ef¥ectively  than  the  ag- 
ency f)f  good  advertising.  Advertising  begins  the 
moment  you  select  your  premises.  No  matter  how 
small  your  shoj)  is  you  should  aim  to  make  it  clean  and 
attractive,  .'?o  that  the  passer-by  will  ha\e  the  feeling 
that  it  would  be  a  good  place  to  do  business. 


The  next  step,  in  my  mind,  is  to  remember  that 
the  man  in  charge  is  something  more  than  a  mechanic. 
He  is  a  salesman  or  advertiser,  and  he  should  be  able 
to  tell  everybody  who  comes  in  about  the  quality  of 
his  work  and  be  able  to  say  something'  tactful  to  each 
customer  that  will  impress  that  customer  with  the 
fact  that  he  is  getting  good  service. 

In  approaching  the  question  of  advertising,  some 
imagine  it  is  a  big  and  expensive  undertaking,  but 
advertising  can  be  done  in  a  modest  way  in  propor- 
tion to  the  business  it  is  possible  for  a  man  to  do,  and 
the  two  items  1  have  already  mentioned  really  cost 
nothing,  only  thought  and  care. 

We  have  been  dealing  with  advertising  to  people 
who  pass  your  store  and  who  come  in.  The  next  ques- 
tion is  blow  to  reach  people  who  do  not  pass  your 
store  or  who  pass  it  and  do  not  come  in.  That  can 
be  done  in  print  better  than  any  other  way.  If  you 
are  in  a  small  town  or  city,  as  opposed  to  a  large  place 
like  Toronto,  you  should  probably  find  it  good  bus- 
iness to  advertise  in  your  local  newspaper.  It  can  be 
done  on  a  scale  that  will  fit  your  business.  If  you  are 
not  an  advertiser  get  in  touch  with  your  local  news- 
pa])er  man  and  get  him  to  help  you  write  up  bright 
little  ads.,  either  for  the  display  colmnns,  or  reader 
annoimcements — each  announcement  keeping  the  front 
the  idea  of  quality.  If  you  give  the  public  quality  in 
your  work  and  tell  them  aibout  it  you  need  never  fear 
but  that  you  will  be  always  busy 

Some  people  in  thinking  of  advertising  imagine 
they  must  get  some  long-haired  clever  individual  to 
write  it  for  them.    That  is  the  wrong  idea.    The  first 
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element  in  successful  advertising  is  sincerity.  If 
your  advertising  rings  true,  it  will  'bring  you  trade.  The 
public  to-day  are  looking  for  sincerity  rather  than 
cleverness. 

That  rinlg  of  sincerity  is  just  as  apt,  and  perhaps 
much  more  apt,  to  be  secured  by  the  man  who  runs 
the  sho])  himself  and  knows  the  service  he  can  give. 
.So,  if  you  have  never  tackled  advertising  in  the  past, 
don't  hold  'back  because  yoit  think  you  are  not  clever 
cnoulgh- 

There  are  other  methods  that  may  be  adopted  in 
addit'on  to  newspaper  advertising.  Circulars  sent  out 
bv  mail  (rather  than  delivered)  are  a  good  medium. 

^  

Better  Than  New  | 

A  Repaired  Shoe  is  | 

sometimes  better  than  I 

a  new  one  —  if  it's  | 

I  repaired  right.     It's  J 

I  got  COMFORT.  1 

.  j  1 

Select  a  list  of  families  in  which  there  are  a  number 
of  children,  or  in  which  you  think  there  would  be  the 
largest  number  of  prospective  customers,  and  write  a 
straight-forward  message  telling  what  you  can  do 
for  them. 

Within  reasonable  limits,  I  believe  you  will  find 
that  $1.00  invested  in  advertising  is  worth  $2.00  in  the 
bank,  because  it  not  only  helps  you  get  more  trade 
but  helps  you  raise  the  standard  of  your  shop.  Ad- 
vertising- in  these  days  has  come  to  be  looked  upon 
as  an  economy  by  the  most  progressive  concerns,  not 
as  an  expense  or  a  luxury  The  shoe  repair  business 
has  reached  the  sta,ge  where  nearly  everyone  is  using 
machinery.  That  machinery  is  going  to  be  used  more 
economiically  if  it  is  kept  busy,  and  it  is  going  to  be 
kept  busy  by  advertising.  If  you  word  your  adver- 
tising in  simple  straightforward  fashion,  every  dollar 
invested  should  help  you  on  the  road  to  prosperity. 


A  Six-Man  Shop  in  a  Town  of  Eight 
Thousand  Population. 

A  most  inspiring  example  of  what  may  be  accomp- 
lished by  modern  handling  in  present  day  shoe  repair- 
ing is  'being  set  by  Mr.  J.  T.  Horne,  who  conducts 
a  most  successful  repair  shop  on  Archimides  St., 
New  Glasgow,  N.  S. 

In  spite  of  the  fact  that  New  Glasgow  only  has  a 
population  of  approximately  8,000  and  that  the  prin- 
cipal industries  of  the  district  are  closed  down  with 
consequent  general  trade  stagnation,  Mr.  Horne  is 
employing  five  hands  and  has  developed  such  a  vol- 
ume of  business  that  much  of  his  work  is  some  ten 
days  overdue.  A  large  Goodyear  outfit  is  kept 
o])erating  steadily  and  every  possible  means  for  hand- 
ling the  work  with  despatch  is  employed. 

Asked  as  to  what  he  attributed  his  notable  success 
when  other  business  men  are  complaining,  Mr.  Horne 


rather  pithil\-  remarked,  "  Advertising,  and  living 
up  to  it." 

In  addition  to  the  high  class  of  rei)airing  which 
Mr.  Horne  believes  is  the  trade's  best  recommen- 
dation, a  steady  campaign  of  advertising  that  was 
kept  constantly  changing  in  surrounding  district 
newspapers  and  periodicals  was  part  of  his  business 
programme.  The  effectiveness  of  this  publicity  is 
amply  evidenced  by  the  fact  that  the  whole  stafif 
s])ends  upwards  of  two  days  each  week  in  getting 
out  mail  order  repairs  from  outlying  districts. 

A  very  noticeable  feature  of  the  organization  is 
that  Mr.  Home's  youngest  son  devotes  his  whole 
time  to  waiting  on  customers,  receiving  and  dispatch- 
ing work  and  handling  all  work  that  must  be  done 
on  the  patching  machine.  A  very  detailed  inspection 
is  made  of  all  completed  work,  the  linings,  heel  pads, 
insoles,  eyelets  and  seams  receiving  special  attention 
and  scrutiny  and  no  shoe  is  allowed  to  go  out  with 
a  defect  unattended  to.  Even  missing  lace  tips  are 
replaced,  or  if  the  laces  are  in  bad  shape  a  new  pair 
is  substituted. 

That  the  public  appreciates  and  is  waiting  to 
patronize  and  pay  the  modern  repair  men  who  will 
deliver  a  high  class  of  work  in  a  busine.s.slike  manner 
is  evidenced  by  the  load  of  parcels  under  wliich  the 
postman  daily  staggers  into  this  popular  shop  and 
the  big  file  of  letters  of  acknowledgement  and  ap- 
preciation that  hang  on  the  wall  close  to  Mr.  Home's 
work  fcenoh  as  he  busily  sets  the  space  and  example 
for  the  establishment. 


Returns  to  Repair  Business 

Mr.  Earnest  Cecchnetts,,  who  recently  sold  his 
shoe  repairing  business  in  Sydney,  C.  B.,  N.  .S.,  has 
returned  to  this  city,  after  a  holiday  tour  of  the  big 
centres  in  the  U.  S.,  where  he  visited  many  repair 
shops,  and  has  taken  over  the  repairing  establishment 
formerly  operated  by   Mr.   M.  Tink, 


Mr.  Creese  with  Negro  Improvement  Assn. 

Mr.  Geo.  D.  Creese,  the  well-known  colored  shoe- 
maker, of  Sydney,  N.  S.,  has  been  elected  a  com- 
missioner of  the  Universal  Negro  Improvement 
Association  to  represent  Canada  and  is  now  making 
an  extended  tour  of  the  Dominion  lecturing  and 
organizing  in  the  interest  of  the  work. 

The  shoe  repairing  business  operated  by  Mr.  Creese 
has  been  left  in  the  care  of  his  brother  during  his 
absence. 


Fine  New  Repair  Shop  for  Vancouver. 

Vancouver  has  a  new  and  splendidly  equipped  re- 
pairing- establishment,  just  opened  a  few  weeks  ago 
by  the  Fix-Rite  Shoe  Repairing  Company.  It  is  mod- 
ern in  every  respect  and  expresses  the  owner's  ideas 
as  to  what  an  up-to-date  repairing-  establihment 
should  be.  Its  ecpiipment  includes  a  15-foot  Champion 
Finisher  and  stitcher. 

The  proprietor  of  the  new  concern  is  Mr  Geo. 
Eabrum,  who  formerly  owned  and  operated  the  Fix- 
all  Shoe  Repairing  Works  at  Saskatoon,  Sask.,  for 
eight  years.  In  1920  Mr.  Labrum  sold  this  thriving 
business  to  Mr.  PI.  Smith,  who  had  been  in  his  employ 
for  a  number  of  years,  and  decided  to  move  to  Van- 
couver. 
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Well-known  Toronto  Repairer  Sets  Sail 
for  his  Native  City 

Mr.  J.  W.  Hendry,  of  the  Granite  City  Shoe  Re- 
pair Shop,  Toronto,  is  leaving-  Canada.  Mr.  Hendry 
is  known  to  the  trade,  not  only  in  Toronto,  hut 
throughout  Ontario,  as  one  of  the  most  enthusiastic 
of  association  men.  He  was  ]>res  dent  of  the  Toronto 
Shoe  Repairers'  Assoc'ation  n  1919  and  the  previous 
year  held  the  office  of  vice-president.  Durinig  the 
present  year  he  has  been  treasurer.  Indeed,  since  the 
formation  of  the  organization,  he  has  continuously 
held  some  office  on  the  executive. 

Mr.  Hendry  is  returning  to  his  native  city,  i\.ber- 
deen,  Scotland,  where  he  already  has  all  arrangements 
made  for  the  esta'blishment  of  an  up-to-the-minute 
rei)air  shop,  having  spent  se\cral  weeks  .'n  the  old 
land  this  summer.  His  sho^p  is  fitted  \v  th  complete 
and  modern  mechanical  equipment,  and  he  intends  to 
introduce  the  one-day  service  idea,  which  will  be  (juite 
new  in  Aherdeen.  He  is  cjuite  confident  that  the  pub- 
lic in  that  city  will  (ju'ckly  appreciate,  and  take  ad- 
vantage of,  this  imjjroved  service. 

On  Thursday,  Nov.  3,  Mr.  Hendry  left  Toronto 
for  Montreal,  where  he  stopped  over  a  couple  of  days, 
and  set  sail  on  Saturday,  Nov.  5-  His  business  at  the 
Granite  City  Shoe  Repair  Shop  has  been  taken  over 
by  his  brother.  Mr.  G.  K.  Hendry. 

Needless  to  say,  the  Toronto  Association  regard 
Mr.  Hendry's  dei)arture  as  a  real  loss  to  their  organ- 
ization. 'i"he  r  last  meeting  was  the  occasion  of  a 
presentat-on  to  him,  as  a  .small  token  of  their  esteenr 
Mr.  S.  Burnett,  in  making  the  presentation,  which 
took  the  form  of  a  leather  wallet,  sj^oke  of  the  splendid 
work  Mr.  Hendry  had  done  for  the  Association  and 
expressed  the  regret  which  the  members  feel  in  losing 
him.  Mr.  Hendry  in  reply  spoke  of  the  ])leasant  re- 
lations he  had  had  with  the  members  in  Toronto  and 
the  pleasure  he  had  taken  in  the  association  work.  He 
also  said  that  he  would  not  drop  h's  connection  with 
the  Toronto  organization,  but  would  act  as  their  over- 
seas delegate  and  would  represent  them  at  any  trade 
conventions  in  the  old  land. 

It  was  interesting  to  note  that  all  but  two  of  the 
original  members  of  the  Toronto  As.sociation  were 
present  at  this  meeting,  all  having  gathered  for  the 
express  purpose  of  showing  their  regard  for,  and  bid- 
ding godspeed  to,  one  of  their  most  active  and  faith- 
ful co-workers- 


Combines  Sport  and  Shoemaking 

Carl  Herman,  shoemaker  and  sportsman,  of  Yar- 
mouth, N-  S.,  last  month  paid  one  of  his  periodic  visits 
to  h:s  huting  camp  and  came  hack  hke  a  giant  re- 
freshed to  his  last  and  the  lahors  of  the  city.  Many 
shoeinakers  have  hrVbbies  besides  their  daily  vocation 
but  Carl  ui  addition  to  his  shoe  repair  business  has 
an  extensive  fox  ranch  with  a  present  population  of 
some  23  foxes,  while  he  also  keeps  a  private  hunting 
camp  to  which  he  repairs  from  time  to  time,  when 
tired  of  city  life,  to  hunt  and  fish. 

Carl  has  earned  a  reputation  as  a  .skilled  tier  of 
good  fishing  flies,  and  fishermen  from  many  parts  en- 
l.st  his  skill  in  this  direction.  As  a  sportsman  he  is 
known  for  miles  around. 


A  Veteran  in  the  Repair  Game 

Mr.  Vved  Gilles,  veteran  shoemaker  of  Main,  St., 
Trenton,  N.  S.,  now  in  his  eightieth  year,  is  still 
actively  engaged  in  tending  to  .soles.'  Mr.  Gilles 
learned  the  art  as  a  boy  in  Pictou  county  and  has 
spent  a  lifetime  following  the  trade.  In  spite  of  his 
many  years  he  still  puts  in  a  full  day  regularly  at  his 
bench  and  "  packs  a  clout"  with  the  hammer  that 
luight  well  l)e  the  envv  of  vounger  men. 


McDougall's  Corner 

Not  every  shoemaker  has  the  distinction  of  having 
a  town  corner  and  electric  railway  stop  named  after 
himself  or  his  business,  ibut  such  is  the  compliment 
accorded  J.  \V.  McDougall  of  New  Glasgow,  N.  S. 
McDougall's  corner  is  called  regularly  hv  the  car 
conductors  of  the  electric  line  that  runs  between 
Trenton,  New  Glasgow,  Stellarton  and  other  points, 
being  an  acknowledgement  as  a  public  landmark 
of  a  widely  known  shoemaking  business  that  has 
been  conducted  in  one  shop  for  upwards  of  sixty 
years.  The  building  was  erected  by  the  father  of  the 
present  proprieter  as  a  custom  shoemaking  shop  and 
has  been  operated  as  such  every  since.  The  present 
l)roprieter,  has  achieved  local  fame  for  himself  as  a 
custom  shoemaker,  his  orthopaedic  work  being  known 
throughout  the  district.  Shoes  are  hand  assembled, 
stitched  and  finished  on  the  Goodyear  outfit  of  which 
John  W.  is  an  accomplished  operator.  Four  hands 
are  employed  by  Mr.  McDougall  in  repair  and  custom 
work,  all  cutting  being  attended  to  by  himself. 
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Happenings  in  the  Shoe  and  Leather  Trade  | 

Bipii^m[giMigiM[«iB<i[ai[><iiai[giisw^^ 


A  wide  circle  of  liis  acquaintances  in  the  shoe  trade  will 
be  very  pleased  to  learn  that  Mr.  N.  B.  Detwiler,  of  the 
Hydro  City  Shoe  Mfrs.,  Ltd.,  has  sufficiently  recovered  from 
his  recent  illness  to  get  liack  into  harness  again.  Mr. 
Detwiler,  as  most  of  the  trade  is  aware,  had  a  rather  serious 
break-down  which  resulted  in  his  confinement  to  bed  for 
about  five  months.  He  is  now  up  and  around  again,  and  has 
been  getting  down  to  the  office  daily  for  a  short  time  at 
least. 

H.  M.  Shipley,  operator  of  the  Hanover  Inn.  Hanover, 
Ont.,  has    sold  out  his    interests  in  this    concern  and  has 


opened  up  a  store  in  Woodstock.  It  will  be  known  as  the 
■■  Invictus"  store. 

R.  C  .Mann,  of  Toronto,  has  bought  the  repair  business 
in  Port  Ho.pe,  Ont.,  formerly  operated  by  .\.  \\".  Perry. 
Mr.  Mann  will  overhaul  the  store  and  put  everything  into 
attractive  shape,  he  states. 

J.  A.  Creech,  representative  of  Chas.  Tilley  &  Sons,  Ltd., 
tells  "  footwear"  that  on  recent  trip  taking  in  Wiarton, 
Hanover,  Chesley,  Palmerston  and  neighboring  towns  he 
found  business  quite  fair.  The  farmers  have  been  buying 
rubber  footwear  and  other  heavy  goods  in  anticipation  of 
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dirty  weather  and  trade  generally  seems  to  be  more  optim- 
istic in  tone. 

The  partnership  of  Law  &  White,  shoe  repairers,  Wiar- 
ton,  Ont.,  has  been  dissolved.  Mr.  Wliite  continues  to 
operate  in  the  same  premises  and  has  installed  a  new  finish- 
ing machine,  while  Mr.  Law  is  opening  a  new  shop,  also 
in  Wiarton. 

W.  Young,  formerly  representing  Getty  &  Scott,  Ltd., 
has  transferred  to  the  Williams  Shoe,  Ltd. 

J-  Harden,  shoe  repairer,,  Newmarket,  Ont.,  has  installed 
a  new  finishing  outfit. 

Hugh  F.  Murray,  of  the  lirm  of  Johnston  &  Murray, 
London,  Onlt.,  has  been  elected  district  secretary  of  the 
Kiwanis  Club. 

A.  Melitides,  a  progressive  merchant,  has  recently  com- 
pleted the  opening  of  a  modern  shoe  repairing  department 
in  his  new  store  at  39;i  Barrington  St.,  Halifax.  His  premises 
are  spacious  and  attractively  fit'tcd  and  he  now  caters  to 
patrons  who  require  shoes  shined,  hats  cleaned,  or  shoes 
repaired,   besides  carrying  magazines,   cigars,  tobaccos,  etc. 

James  Hopton,  a  well-known  Stellarton  (N.  S.)  shoenian, 
is  at  present  taking  treatment  at  Kentville  Sanitorium  to 
remedy  the  effects  of  poison  gas  to  which  he  was  subject 
when   overseas.    He   is   reported   as   progressing  favorably. 

C.  S.  Corson,  president  of  the  Corson  Shoe  Mfg.  Co., 
Toronto,  has  just  set  out  on  a  five-week  trip  which  will  take 
him  all  the  way  to  Van'couver  and  back.  He  will  visit  all 
the  principal  cities  and  tov\'ns  m  mute  carrying  a  full  line 
of  Corson  samples. 

Live  men  are  progressing  even  these  days.  J.  F.  Longo 
has  recently  opened  a  new  shoe  repair  shop  at  192  Dundas 
.St.,  E.,  Toronto,  which  makes  the  third  up-to-date  estab- 
lishment owned  1)y  him  in  this  city.  They  are  all  operated 
under  the  name^  ".Shoe  Rejjairing  Shops." 

Geo.  Mcisner,  the  well-known  shoeman  of  Yarmouth, 
N.  S.,  took  advantage  of  the  hunting  season  recently  to  en- 
joy a  few  days  well  earned  vacation  and  betook  himself  to 
tlie  tall  timbers  with  the  expressed  intention  of  returning 
with  a  moose.  We  have  not  yet  heard  whether  Cieorge  has 
proved  his  ability  to  shoot  the  hu'I. 

H.  VV.  Upham^  executive  of  the  progressive  shoe  findings 
house  of  the  same  name,  which  recently  moved  from  Sussex 
to  larger  premises  at  Moncton,  N.  B.,  is  now  making  his 
business  headquarters  at  the  office  of  the  firm  at  Moncton. 

The  Truro  Shoe  Repair  Factory.  Truro,  N.  S.,  has  been 
taken  over  by  S.  Torraville,  a  young  man  with  modern  ideas 
who  is  following  the  advances  of  the  trade  closely  and  is  an 
exponent  of  uji-to-the  minute  methods  of  shoe  repairing. 

Tom  T"orravi!le,  formerly  a  well-known  shoe  repairer 
in  Truro.  N.  S.,  whose  name  has  become  familiar  to  the  trade 
in  that  district  as  one  of  the  recent  ■  Neolin  demonstratoTs, 
is  now  covering  the  Maritime  provinces  as  salesman  for  the 
firm  of  H.  W.  Upham,  Moncton,  N.  B.  "Tom"  has  the 
distinct  advantage  of  being  able  to  talk  to  the  trade  in  their 
own  language. 

Fred  W.  Horn,  formerly  head  salesman  for  E.  R.  Gavin 
in  Fort  William,  Ont.,  has  fo'lowcd  a  famous  piece  of  advice 
and  "gone  West."  Mr.  Horn  now  finds  himself  surrounded 
by  the  rolling  prairies,  lieing  located  at  Saskatchewan's  cap- 
ital city.  He  has  joined  tlie  staff  of  McDonald  &  Wray  (the 
Yale  Shoe  Store),  who  cater  to  the  highest  class  trade  in  Re- 
gina,  and  reports  favorable  first  impressions  of  that  city. 
Prices,  he  says,  appear  to  be  just  about  on  a  level  with  those 
in  more  eastern  centres. 

C.  A.  Davies,  president  &  general  manager  of  the  Davies 
Footwear  Co.  Ltd.,  Toronto,  has  left  on  his  annual  trip  to 
Western   Canada.    Mr.   Davies  will  stop  in  Winnipeg  for 
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ahr)ut  one  week  and  will  then  continue  to  the  Coast  stoppmg 
at  all  of  the  larger  centres  en  route. 

Joseph  Jordan,  a  veteran  Toronto  shoeman,  passed 
away  recently  after  a  brief  illness.  The  late  Mr.  Jordan 
was  born  in  England  fifty-two  years  ago  and  came  to  C^anada 
at  the  age  of  twelve.  He  entered  the  shoe  business  early  in 
life  and  had  nearly  fort}' years'  experience  in  it.  His  premises 
were  located  at  868  Bathurst  St.,  where  he  carried  on  both 
a  shoe  retail  and  repairing  business.  He  is  survived  by  a 
widow  and  three  boys,  who  w^ill  continue  to  operate  the 
store. 

Morris  (teller  has  started  a  shoe  business  in  Hamilton, 
Ont. 

.Another  new  shoe  store  in  Hamilton,  Ont ,  is  that  opened 
by  J.  T.  Campbell. 

The  shoe  business  formerly  operated  by  O.  H.  Ronnie 
in  Wetaskiwin,  Alta.,  has  been  taken  over  by  Frank  Black- 
well  Mr.  Blackwell  was  previously  with  the  Nickle  Boot 
Shop,  Calgary. 

Ralph  Clarke  has  joined  up  with  the  Perth  Shoe  Co. 
and  will  carry  their  colors  in  Western  Canada,  from  Port 
Arthur  to  the  Coast.  He  is  taking  the  place  of  John  .'\ber- 
nethy,  wdio  is  seriously  ill. 


GAITERS 

We  specialize  in  the  manufacture  of — 

^^The  Better  Gaiter^^ 

In  felt  and  broad  cloth. 

Our  price.s  are  adjusted  to  meet  replacement 
values,  and  we  have  produced  a  better  gaiter 
at  a  lower  price. 

American  Gaiter  Mfg.  Co.,  Ltd. 

2168  St  Lawerence  Main.  Montreal 
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Established  1853 


Each  Year 


Adds  to  the  High  Reputation 

The  "Si.  Francis'' 

Maintained  Since  1853 


The  "Bar-harbor'' 


6c75if.  ■ 


East  Weymouth,  Mass.,  U.  S.  A. 


A  "Man's"  Shoe 


SOLID  leather  throughout,  made  to  fit 
the  foot  and  built  to  stand  the  hardest 
wear.  The  sort  of  shoe  you  can  recommend 
to  the  man  who  declares  he  is  "hard"  on 
shoes.    Priced  to  compel  brisk  sales. 

Solid,  All  Leather  Shoes, 


Hydro  City  Shoe  Mfrs. 

Limited 

Kitchener     -  Ontario 
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FACE  THE  FACTS 

New  business  methods  are  required 
to  meet  new  business  conditions 

Old  methods  invite  failure 

This  merchant  is  trying  to  meet  present-day  condi- 
tions with  an  out-of-date  store  system. 

(1)  He  can*t  get  the  records  he  needs. 

(2)  He  guesses  about  the  amount  of  outstanding 
accounts. 

(3)  His  customers  get  slow  service. 

(4)  He  gives  no  receipt  to  his  customers. 

(5)  There  is  no  incentive  for  his  clerks  to  do  better 
work. 

(6)  He  hasn't  been  able  to  reduce  expenses. 

He  complains  about  conditions. 

He  is  discouraged.    He  fears  failure. 


; WE  MAKE  CASH  REGISTERS  FOR  EVERY  LINE  OF  BUSINESS.  I^OW  PRICED  AS  LOW  AS  $J00c.;^ 

']F^  H  (O)  ^ILa 

CASH    REGISTER    COMPANY-  TORONTO  ONT. 
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FACB  TH£  FACTS 

New  model  National  Cash  Registers 
help  merchants  meet  new  conditions 

New  methods  insure  success 

This  merchant  has  installed  a  new  model  National 
Cash  Register  especially  designed  to  help  merchants 
meet  new  conditions. 

( 1 )  It  gives  facts  necessary  for  managing  his  business. 

(2)  It  provides  an  easy  way  to  keep  tax  records. 

(3)  It  gives  quick,  accurate  service  to  customers. 

(4)  It  prints  a  receipt  for  each  customer. 

(5)  It  helps  clerks  sell  more  goods. 

(6)  It  reduces  overhead. 

He  has  made  conditions  in  his  store  right. 

He  is  meeting  present-day  conditions  successfully. 


A  National  Cash  Register  is 
the  only  machine  that  issues  a 
receipt,  indicates,  adds,  prints, 
classifies,  and  distributes  rec- 
ords at  the  time  of  the  sale, 
all  in  one  operation.  No  figure 
work.  No  delays.  No  mistakes. 
Just  read  the  totals. 


WE  MAKE  CASH  REGISTERS  FOR  EVERY  LINE  OF  BUSINESS.  NOW  PRICED  AS  LOW  AS  $100c*iS». 

CASH   REOppTKR   COMPANY-  TORONTO  ONT 
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A.  A.  COTE  &  SON 

 LIMITED  


A /fen's,  Boys', Vouths' 
Little  Gents'  and 
G  h  i  1  d  r  e  n's  Staple 
McKays.  Also  Men's 
Ghrome  Heavy  Work- 
ing Shoes. 

If  you  are  looking  for 
value  get  our  prices 
now. 


ST.  HYACINTHE  P.  Q. 


JOBBERS 


HOCKEY  BOOTS 


Our  Hockey  Boots  have  extensive  sales  and  supply  a 
wide  demand  at  a  reasonable  price.  The  quality  and 
workmanship  put  into  their  manufacture  insure  a  first- 
class  product  on  which  you  can  realize  a  large  and  pro- 
fitable turnover.    Write  us  for  samples. 

J.  E.  SAMSON  ENR 

QUEBEC 


The  Fabric  Tip- 
that  can  V  come  of 

Till'.  I'';il)ric  Til  I  rtipi'csents  tin- 
jir(!atest  advance  in  Shoe  Laccrs 
in  recent  years.  It's  getting  big  repeat 
orders  for  Nnfashond. 
Made  Hat,  tubnlar  and  cord  in  all  coloi's 
and  ill  lengths  for  all  shoes. 
Excellent  selling  helps  ;iiid  display 
cards  furnished. 

NUFASHOND.  Reading,  Pa. 


Shoe  Lacers 


Ask  your  jobber  Jor 
sampleg  and  ftriren. 


HUMBERSTONE 

NON-RIP  SANDAL 
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Huniberstone  Sandals  are 
built  to  wear.  Solid  leather 
is  used  throughout  with  ex- 
tra strong  stitching.  They 
won't  rip. 


Re(!oniinend  Huniber- 
stone  Sandals  for  they 
always  give  satisfac- 
tion. Made  in  two 
colors — l)lack  and  tan. 


Humberstone  Shoe  Co.,  Ltd. 

HUMBERSTONE,  ONT. 
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Tfie  Greatest  \ 

Dancers 

of ifie  Day 

insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. ,  ••  . 


by  Arthur  Franks  are  supplied 
to  Mesdames  Pavlova,  Kaisa- 
vina  and  Vera  Karalli,  and 
Messieurs  Novikoff,  Volinini, 
Adolph  Bolm,  etc. 


.X 


jirthur  FrankMi 

3  Cotton  Street,  Australian  Avenue, 
London,  E.C.  1,  England. 


ihf 


Time,  Material  and  Labor 

are  three  elements  on  which  you  can  effect  increased 
savings  in  your  repair  department  by  making  cer- 
tain that  your  equipment  is  Progressive. 


The  "Both-in-One"  Combination 

Sole  Cutter  and  Skiver 

is  a  typical  Progressive  product.  With  it,  your 
repairman  can  cut  out  a  half  sole  and  skive  the 
butt  on  the  one  machine  without  removing  his  liand 
from  the  crank. 

The  Skiver  makes  a  wide,  flat  bevel  on  any  stock; 
the  Sole  Cutter  cuts  out  any  shape  of  piece  desired 
gnd  leaves  a  smooth  edge. 

Write  for  new  circular  on  this  machine. 

Progressive  Shoe  Machinery  Co. 

Minneapolis,  Minn. 


The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

Send  for  Catalogue 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


IF 

'The  Shoe  Pinches  My  Toe" 


THE  PEERLESS 


Shoe  Lengthen- 
er  will  take  the 
pinch  out  of  it. 
The  Peerless  fills 
a  real  need  in  a 
shoe  store. 

When  complaint 
is  made  that  "the 
shoe  pinches  my 
toe,"  it  is  more 
often  that  the 
shoe  is  too  short 
rather  than  too 
narrow. 

The    ordinary    stretcher    will    not    remedy  this 
trouble — The  Peerless  Shoe  Lengthener  will. 

The  Peerless  is  easily  handled — it  works  quickly 
— the  ratchet  can  be  released  without  reaching  in- 
side the  shoe. 

Price,  with  3  toe  pieces,  $4.50. 

Progressive  Shoe  Machinery  Co. 

Minneapolis,  Minn. 
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The  Lincoln  Paper  Mills 

Company,  Limited 

can  su|»|ily 
your  rc(|uir('inciits 
ill 

GLASSINE 

Super- Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

Till'  aliHVc  arc  t lioroiifi'lily 
( 'aiia<liaii-iiia(lc  |  iroducts  of 
the  highest  (|iiaHly  and  at 
the  attractive  pi'iccs  (|iiote(l, 
sliould  ajipeal  to  every  Can- 
adiaii    shoe    iiianiit'aci  iircr. 

Will  \dii  get  in  loiich  with 
ii  < 

LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        -  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing  :       C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickelt  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :   The  Provincial  Cut  Sole  Co.  Kitchener 

Sloc\  of  above  Well  known  lines  always  on  hand. 
Call  and  inspect  them. 


RESULTS! 


Th<-  iiit  lhijils  al  llic  (•(iiniiiauil  of  the  «hoe  rf- 
tiiiliT  for  |)i<)curiu<i  a  thcjroiiglil y  relialilc 
inailiiii;  list  arc  often  expensive  and  iiiiecrtaiii 
l'"<ir  iiistaiiic.  Ihcdfail  letter  matter  cneoini- 
tercd  u  licn  lisis  luive  been  coinpiled  from 
lclc|ili(iiic  and  cil)  directoi-it'H  or  voters'  lists 
would  somcl  iiiics  |ia\'  lor  unc  ttiird  of  tliead- 
vertisinji. 

Tlie  best  v\ay  is  to  send  direct  to  uh.  We 
have  the  iriosl  up-to-date  inailini;-  lists  on 
llic  irjarkcl.  'i'ticy  are  revised  ainiilally  and 
have  provt'd  98  per  cent  correct. 
Prices  are  .siirprisiiifily  low  w  hen  coinpai  inj;- 
the  coat  of  direct  adveitisiiifi  and  results  \\  ith 
other  advertisinji. 

No  extra  office  staff  required,  your  |irintin>i, 
addressinjj  and  inailin<r  hamlledat  vcrv  small 
cost. 

Lei  IIS  send  full  particulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1,  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  light, 

which  means  low  freight 
charges. 

3 — They     cannot     be  opened 
without  breaking  the  seal. 


4.  —  Ihey  save  time  in  packing. 

5.  — They  save  storage  space, 
ti. — They     have     strong  adver- 
tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their     first     cost     is  lower 

than  wood. 

Our  booklet  "How  tc  Pack 
It"    explains   all — write  for 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONT.ARIO 
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"Judge  It  by  Its  Users" 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  West,  Montreal 
Factory: — Wilmington,  Del.,  U.S.A. 


H.  W.  UPHAM 

MONCTON,  N.  B. 

Leather  and  Findings 

Promptness  and  quality  is  our  motto. 
No  orders   too   largfe   or   too  small. 

We  solicit  a  trial  order. 

ALL  KINDS  OF  SHOE  REPAIRING 
MACHINERY 


7oTtum 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manxifacturers  of 
Shoes,  Box  Toes,  Trimmings,  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Agents  for  Canada 

Fort  una   Machine  Co. 


147-153  Waverly  Place 


NEW  YORK 


Hector  Footwear  Much  Admired 
By  Well  Dressed  Women 


Our  new  lines  for  Spring  are 
especially  captivating  and  no 
live   merchant   should  over- 
look their  possibilities. 

Get  in  touch  with  your  job- 
ber for  samples. 


Hector  Shoe  Co.  -  Montreal 

331  Demontigny  St,  East, 


S.  Desrochers  — 


F.  X.  Leblanc 
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vWORKERS  UNION/ 
UNIO^^STAMP 

.Facto 


WORKERS  mm/ 


UNIOgjST/si/iF 

Factory 


A  Real  Sales  Factor  Which 
Costs  You  Nothing 


The  Union  Label  on  any  merchandise  is  given 
preference  over  the  non-labelled  article  by  more 
than  4,000,000  people. 

Union  made  shoes — stencilled  with  the  stamp  of 
the  Boot  and  Shoe  Workers'  Union— is  a  sales- 
factor  which  bears  great  weight  with  this  army  of 
buyers  and  costs  the  retailer  nothing. 

This  label  on  the  shoes  you  sell  automatically  ex- 
pands your  market.  Look  for  it,  insist  upon  hav- 
ing it,  show  it  to  your  customers.  They  will  un- 
derstand its  meaning. 


Boot  and  Shoe  Workers^  Union 

Affiliated  with  the  American  Federation  af  Labor 

246  SUMMER  STREET       -         -       BOSTON,  MASS 

COLLIS,  LOVELY,  CHAS.  L.  BAINE. 

General  President  General  Sec. -Treasurer 
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"La  Duchesse'' 
McKays  for  Women 
Turn  Slippers  for  Men 


Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  "ha 
Duehesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value.  ' 

Jobbers  Only 


La  Duehesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son  &  Co.,  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell  h.  n.  Lincoln 

International   Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  «  M  JOBBERS 

Shoe  Machinery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses : — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston,  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co.,  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,   Cincinnati,  Ohio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  O. 

Shoe  machinery. 
E    L.  Glennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum,  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and   Embossing  Machines,   Compounds,   Inks,  etc 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 

Wax  Thread  Sewing  Machines, 

Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating"  Equipment. 
The  S.   M.   Supplies  Co. 

Factory  Supplie.s,  Needles,  etc. 
J.  Spaulding  &  Sons  Co.,  N.  Rochester,  N.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  Stay  Co.,  Cambridge,  Mass. 

Leather   and    Imitation   Leather    Facing,    Welting,  etc. 

that  we  may  serve  you  promptly, 
these  stocks. 


Quality 
Goods 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  Street  S.,  KITCHENER  «  m  566  St.  Valier  Street,  QUEBEC 


GO 


1"  O  ( )  T  W  I<:  .\l<    IN    C  A  N  A  D  A 


All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS    BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  We^t  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  scjuare  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Selling  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landis  No.  12  Shoe  Stitcher, 
outright— No  royalty. 


Landis  Machine  Co.,  isis  N.25ihst.,  St.  Louis,  U.S.A. 
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IVs  No  Longer  a  Question 

of  Can  You  Afford  a 

GOODYEAR 

SHOE  REPAIR 
OUTFIT  ? 

BUT 

Can  You  Afford  to  Do  Without  It? 


We  have  made  it  possible  for  every  Shoe  Repairer  to  install  one  of 
these  GOODYEAR  Slioe  Repair  Outfits  on  very  easy  terms.  Simply 
drop  us  a  line  and  we  will  tell  you  why  you  cannot  afford  to  delay 
installing  a  Shoe  Repair  Outfit. 

United  Shoe  Mach'y  Co.  of  Canada,  Ltd. 
MONTREAL 


Toronto 


Kitchener 


Quebec 


08 
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USMC  Skate  Sliarpciicr.   Model  A 

Fitted  with  one  emery  wheel. 


USMC  Skate  Sharpener,   Model  B 

Fitted  with  one  coarse  and  one  tine  emery  wheel. 


EXTRA  PROFITS 


DURING  THE 


WINTER  MONTHS 

GOOD    MONEY   EARNERS    IN    THE   DULL  SEASON    OF  THE 

SHOE   REPAIR  BUSINESS. 


You  cannot  afford  to  be  without  one  of  these  machines. 
N(3W  is  the  time  to  enter  your  order  so  as  to  get  dehvery 
and  become  famihar  with  the  machine  all  ready  for  the 
first  rush  of  the  Skating  Season. 


THESE  SKATE   SHARPENERS  CAN   BE  ATTACHED  TO  PRAC- 
TICALLY ALL   MAKES   OF  OUTFITS. 

Write  Us  for  Particulars 

United  Shoe  Machinery  Company  of  Canada,  Limited 


City  Office  : 
227  Craig  Street  West. 

TORONTO 
90  Adelaide  Street  West 


MONTREAL 

KITCHEN  I:R 
46  Foundry  Street  South 


Main  Office  and  Factory  : 
Bennett  Avenue,  Maiscnneuve 

QUEBEC 
28  Demers  Street 
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This  Heel 

Is  the  One  You 
Should  Sell 

It  is  the  heel  that  people  want — they 
ask  for  it.  It  is  the  heel  that  gives 
satisfaction — in  wear,  resiliency  and 
comfort. 

Keep  a  sign  in  your  window 
that  you  sell — 

'^Maltese  Cross''  Rubber  Heels 
GUTTA  PERCHA  &  RUBBER,  LTD. 

Head  Office  and  Factory,         -        -  TORONTO. 


TO  FOOTWEAR    IN  CANADA 


<< 


LA-RITA 


A  New  Number 
in  this 
Popular  Line 


"Young 
Misses 


•'La-Rita"  Bal)ifs',  Iiil'anti^',  and  children's  high  grade 
Htitchdowiis  have  longbeen  a  |)opular  Hue  with  the  trade. 
Because  of  their  ])opnlarity  we  have  added  a  new  iinird)er 
"Young  MisHcs"  stitcliilowiis  which  are  of  tlie  same  high 
(juality. 

Write  un  for  i)articulars. 

The  Rita  Shoe  Co. 

Limited 

St.  Hyacinthe  Que. 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc, 

Edwards  &  Edwards  Limited 


Head  Office  and  Sale  Rooms 


Tanneries 


27  Front  £.  Toronto       Woodbridge,  Ont. 

Quebec  and  Maritime  Province! 

JOHN  McENT?RT"LTD''^«a?iT^F^Y^^^^^^^ 


HEEL  PADS 


To  The  Shoe  Manufacturer 

Let  us  supply  you  your  Heel  Pads.  Our  prices  are  so  low  they 
will  surprise  you.  Made  from  two  qualities  of  felt,  sized  and  soft,  or  from 
artificial  leather  backed  with  felt  or  from  Kendex  in  three  colours,  oak, 
grey  and  white.  Packed  a  thousand  pairs  in  a  carton.  Count  guaranteed, 
with  extras.    Send  us  your  patterns  and  get  our  prices. 

To  The  Repair  Man 

Trim  up  your  job.  Send  us  $L00  and  let  us  send  you  parcel  post 
100  pairs  each  ladies'  and  men's  sizes  felt  heel  pads. 

Kenworthy  Bros,  of  Canada,  Limited 

St.  Johns,  Quebec 

KENDEX  SPECIALTIES 

PIECE  FELTS  HEEL  PADS  FELT  TONGUE  LININGS 
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Display  Fixtures  That  Sell  Shoes 


BEAUTIFUL  ADAM  and  POMPEIAN  DESIGNS 

FINISHED  IN  OLD  IVORY  OR  ROMAN  GOLD. 

These  Clatworthy  Fixtures  make  i>ossilile  the  displaying  of  your  shoes  to  the  best  possible  advantage,  and 
improve  the  ai>pearance  and  character  of  your  store.    They  are  a  sales  help  you  should  not  be  without. 

NEW  ILLUSTRATED   CATALOGUE  GLADLY  SENT  ON  REQUEST 

CLATWORTHY  &  SON,  LIMITED 

TORONTO  REPRESENTATIVES:  CANADA 

MONTREAL,  E.  0.  Barette  &  Co.,  301  St.  James  St.  VANCOUVER,  M.  E.  Hatt  &  Co.,  318  Homer  St. 
QUEBEC,  Nap.  Debigare,  205  Des  Fosses  St.  WINNIPEG,  S.  J.  Barley,  General  Delivery. 


FOOTWI'AR    IN  CANADA 


PATENT  LEATHER 

Comes  into  its  own 

Capitalize 
Fashion^ s  trend 
by  handling 
CLARKE'S 


On  Top 

Since 
1852 


Throughout  the  length  and 
breadth  of  the  country  the  call 
comes  for  patent  leather  shoes. 
Wherever  style  is  known  the  de- 
mand is  sharp  for  this  popular 
material. 

Style  has  set  the  pace  for 
patent. 

If  you  are  going  lo  keep  up 
with  the  procession  you  must  sell 
a  product  that  invites  repeat  sales. 

The  quality  of  Clarke*s  is  your 
assurance  of  customer  satisfact- 
ion. Demand  Clarke's  for  the 
sake  of  your  future  trade. 


A.  R.  CLARKE  &  CO.,  LTD. 

The  largest  producers  of  patent  leather  in  the  British  Empire 

MONTREAL  TORONTO  QUEBEC 
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jOww^atarptolie 


— the  Christmas  wish  of 


The 


Panther  Rubber  Company 

Limited 

Sherbrooke,  Quebec 


AIM'-  villi  ar(|Hainlcil  w  itii    ' '  I 'iili(< -."  the 
new  inodiict  lliat  will  not  break  away 
>i-.<l(lit  ill  the  >titch('s  ?    ]t  is  <>iiaraiitee"l  to 
ast  Iw  ii-e  as  loiiii  as  leather  and  is  j)ro\  in<; 
iiimieiisely  poiiiilar  witli  repairrren  ami  jml)- 
ic  alik(\       Maiiv  iiiisoliritcd  testimonials 
I  ro  \  e  that 
■  I'anco' ' is  niak- 
ili;i     tor  liettei' 
msiness  wlier- 
evcr  i lit n h Inced. 


Punco  Sta-Tite  Heels 
.\eed  I\o  Cement 
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The  daily  production  of 
Invictus  Turn  Shoes  has 
increased  threefold  dur- 
ing the  last  six  months. 

Here  is  a  reason  : 

E042/215  --  Black  Suede 
One  Strap.  Patent  Leather 
Tip  and  Fox.  White  Kid 
Top. 

Price:  $7.50 

Less  5  per  cent,  for  24 
pr.  D  lots  of  not  more 
than  two  widths. 


GEO.  A.  SLATER,  Limited 

MONTREAL 
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As  in  the  past 

—so  in  the  future 


May 
Healthy  Wealth 
and  Happiness  be 
Yours  throughout 
the  Coming 
Year 


Tetrault  has  always  been  the  Symbol  of  Sales  Power.    The  name  has 
stood  for  the  utmost  in  value. 

Let  nineteen-twenty-two  find  you  among  those  who  are  selling  shoes  which 
have  a  real  pulling  power  for  sales  with  the  people. 

Tetrault  Shoe  Co.,  Limited 


MONTREAL 


QUEBEC 
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I' on  rw  I'.XR    IN  CAXXDA 


YJfTE  JOIN  you  in  welcoming  1922  as  a 
ff     year  of  success.     We  believe  that  the 
shoe  trade  as  a  whole  has  confidence  in 
the  future  and  that  the  coming  year  holds  a  re- 
ward for  those  who  have  braved  the  past  months 
of  industrial  reconstruction. 


iVo.  H5i7.     Women's  Gun  Metal  Calf  Oxford  with  self  saddle.    On  last 
55.    tl  ith  slip  sole,  carrying  11/8  Sport  Heel. 


The 

Eureka  Shoe  Company 

Limited 

Three  Rivers,  Quebec 
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HE  manufacturers  of  "Black 
Beauty"  Chrome  Patent 
Sides  send  you  the  Season's 
Greetings.  May  we  also  convey 
our  sincere  wishes  for  a  year  of 
prosperity  and  happiness  during 
1922  to  our  good  friends  in  the 
shoe  trade. 

December  1921 


THE  ROB  SON  LEATHER  CO. 

L  INl  ITED 
TANNERS     AND  CURRIERS 

OSHAWA    CANADA 
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Yuletide  Greetings 

Good  News 


For 


Canadian 
Shoe  Manufacturers 

We  have  just  been  appointed 
Sole  Canadian  Agents 


For 


Mitchell  and  Peirson 

(Philadelphia) 

BLACK  AND  COLORED  "KIDS" 

Complete  Stocks  Carried  in  Montreal 

J.  EINSTEIN,  LIMITED 


152  Notre  Dame  St.,  W. 


Montreal 
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Yuletide  Greetings 
"BRIGHTEX" 

and 

*'BEECHTEX'' 


Two  New  White  Shoe  Cloths 

(Made  with  care.    Prepared  for  long  wear.) 

Treated  with  a  recently  discovered  electrical  process  which  makes 
the  Fabric  "Water  Repellant"  and  increases  the  life  and  wear, 
without  hardening  the  cloth.  White  cleaners  do  not  penetrate  these 
fabrics,  thereby  protecting  the  cloth  from  deterioration. 

Look  us  up  at  our  Booth  at  the  Chicago 

CONVENTION  JANUARY  9th,  1922 


What  a  Retailer  Says:— 

Copy  of  letter  received   from   Byck   Bros.,  Co. 

Atlanta,  Ga.  Aug.  11  1921 
J.  Einstein  Inc., 

9  Spruce  Street,  N.  Y.  C. 
Gentlemen : — 

In  reply  to  your  favor  of  the  8th.  in- 
stant, we  wish  to  state,  that  all  of  the  shoes, 
which  we  had  the  Watson  Shoe  Co.,  and  other 
factories  make  for  us  out  of  "Beechtex"  cloths 
have  been  perfectly  satisfactory  and  we  do  not 
remember  receiving  a  single  complaint. 

We  see  no  reason  why  all  high  grade 
manufacturers  should  not  use  this  material  in 
preference  to  the  much  higher  priced  cloth,  which 
we  do  not  consider  any  better  than  yours. 

Yours  very  truly 
(Signed)  Byck  Bros.,  Co., 

W.  Byck,  Pres.  &  Treas. 


What  a  Manufacturer  Says:— 

Copy  of  letter  received  from  C.  P.  Ford  &  Co. 
July  23rd.  1921. 

J.  Einstein  Inc., 

.  9  Spruce  St.  N.  Y.  C. 
Gentlemen : — 

Now  that  we  have  finished  making  white 
shoes  for  this  season,  we  wish  to  say  a  word  of 
appreciation  of  the  white  "Beechtex"  which  we 
have  been  using  in  our  shoes. 

We  have  never  made  as  handsome  white 
cloth  shoes  as  we  have  produced  the  past  six 
months,  and  our  customers  without  exception 
have  complimented  us  on  these  shoes. 

As  you  know,  we  have  been  users  of  your 
white  cloth  for  several  years,  and  we  think  the 
cloth  this  year  has  produced  the  prettiest  shoes 
which  we  have  ever  made.  In  addition  to  that  we 
have  experienced  absolutely  no  trouble  with  the 
cloth  in  giving  satisfaction  to  the  wearer  of  the 
shoe. 

It  is  a  pleasure  to  give  any  article  such 
strong  praise  as  we  are  glad  to  give  your  cloth. 

Yours  truly, 
(Signed)  C.  P.  Ford  &  Co 

ROCHESTER,  N.Y. 


J.  EINSTEIN,  LIMITED 


152  Notre  Dame  St.  W., 


Montreal 
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S  CHRISTMAS  Bells  are 
ringing  out  the  old  year, 
we  are  reminded  of  our 
many  good  friends  in  the 
trade  whose  good  will  we  have  en- 
joyed in  the  past.  The  Beckwith 
Box  Toe,  Limited,  extend  greetings 
and  good  wishes  to  one  and  all, 
hoping  that  we  may  continue  to 
serve  you  to  your  entire  satisfaction 
through  Nineteen-Twenty-two. 


Beckwith 


Box 

Sherbrooke 
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A  Better  Toe 

for  all  the 

Shoes  of  1922 


Toe  Limited 


Quebec 


FOO'l'\VEy\R   J  N  CANADA 


^    Aunt  Polly  (oversize)  carried  in'stock 


Write  for  new  In-Stock  Catalogue 


nrHE  Lady  Belle  Shoe  Com- 
■■'  pany  takes  this  opportunity 
of  wishing  you  one  and  all  a 
Merry  Christmas  and  a  Happy 
New  Year. 

In  expressing  this  wish  we  can- 
not but  hope  that  during  the 
coming  year  we  may  again  serve 
the  needs  of  all  our  old  custom- 
ers, and  perhaps  many  new 
ones.    Will  you  let  us  try? 


The  Lady  Belle  Shoe  Co.,  Limited 


Kitchener,  Ontario 
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HRISTM  AS  once 
again  reminds  us  of 
those  most  valuable 
of  all  our  assets — our 
business  friendships, 
and  the  goodwill  that 
makes  them  real  factors  in  our  daily 
transactions  throughout  the  year. 

In  expressing  our  appreciation  of  this 
goodwill,  The  House  of  James  Robin- 
son Company,  Limited,  wishes  each 
one  of  you  a  good  old  Merry  Christ- 
mas and  fullest  prosperity  in  the  New 
Year  following. 
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The  Outlook 

The  uncertain  days  of  rapidly  fluctuat- 
ing war  prices  are  past  and  the  shoe  bus- 
iness begins  to  assume  the  even  tenor 
of  its  way  as  manufacturer  and  dealer 
join  in  the  long  and  steady  pull  for  pro- 
sperity. 

The  fundamentals  of  Shoe  merchand- 
ising must  now  be  studied  by  the  re- 
tailer if  he  would  progress  with  cer- 
tainty. 

It  is  evident  that  the  public  must  be 
furnished  with  what  they  want — as  to 
design,  workmanship  and  price — if 
sales  are  to  materialize. 

The  House  of  Robinson  has  been  study- 
ing these  merchandising  problems  for 
a  generation. 

The  outlook  for  1922  is  excellent — for 
the  man  who  buys  wisely.  Can  we  help 
you? 

James  Robinson  Co.,  Limited 

specialists  in  Fine  Footwear 

Montreal 
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-from  the  makers  of 


A.  R.  Clarke  &  Company  Limited;  Toronto,  Montreal,  Quebec. 
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Patent  Leather 

in 

Quality  and  Quantity 

It  is  not  always  that  Quality  and  Quantity  production  go 
hand-in-hand.  Clarke's  is  the  exception  that  proves 
the  rule. 

The  explanation  is  Simple 

Clarke's  first  created  a  demand  through  quality.  That 
demand  hab  made  Clarke's  not  only  the  largest  produc- 
ers of  patent  leather  in  the  British  Empire,  but  one  of 
the  greatest  organizations  of  its  kind  in  the  world, 
simply  because  we  have  never  compromised  the  quality 
of  our  product. 


A.  R.  Clarke  &  Co.  Limited 

MONTREAL   -  TORONTO  -  VANCOUVER  ■  QUEBEC 


I'  O  O  T  W  I<:  A  K    I  N    C  y\  N  A  U  A 


1921 
1922 


**Merry 
Christmas'^ 

— and  may  the 
skin  of  a 

gooseberry 
be  always 

big  enough 

to  be  an 

umbrella 
for  your  troubles^ 


United  Last  Company 

Limited 

Montreal,  P,  Q. 


FOOTWEAR   IN  CANADA 


19 
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— Your  Christmas  Turkey  will 
not  be  as  tough  as  Breithaupt 
Leather. 
—  This  Christmas  will  be  the 
happiest  you  have  ever 
known. 

— The  coming  year  will  bring 
you  and  yours  health  and 
prosperity  aplenty. 


The  Breithaupt  Leather  Co. 

Limited 

Manufacturers  of  ''The  Standard  of  Canadian  Sole  Leather" 


KITCHENER 
PENETANG 


TORONTO 


Sales  Offices  : 
VANCOUVER 

Tanneries  at : 
KITCHENER 


MONTREAL 


QUEBEC 


WOODSTOCK 


BURK'S  FALLS 


ipHlllJMJilllill^^ 
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Display  Fixtures  That  Sell  Shoes 


BEAUTIFUL  ADAM  and  POMPEIAN  DESIGNS 

FINISHED  IN  OLD  IVORY  OR  ROMAN  GOLD. 

Th«!se  Clat wiiitliy  Fixtures  make  |>ossil)lc  the  <lis])laviu<;-  of  your  sIkk-s  to  the  l)est  po,s.«il)le  advantage,  auil 
improve  the  a|ii>earance  and  character  of  your  8tore.    They  are  a  sales  help  you  should  not  he  witliout. 

NEW  ILLUSTRATED   CATALOGUE  GLADLY  SENT  ON  REQUEST 

GLATWORTHY  &  SON,  LIMITED 

TORONTO  RKPRESENTATIVKS:  CANADA 

MONTREAL,  E.  ().  Barette  &  (.'o.,  301  St.  James  St.  VANCOUVER,  M.  E.  Ilatt  &  Co.,  :{|,H  Homer  St. 
(QUEBEC,  Nap.  Debigare,  205  Des  Fosses  St.  WINNIPEG,  S.  J.  Barley,  General  Delivery. 
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Becoming 
Footwear 
for  the 
Little  Miss 


HERE  is  a  range  of 
Juveniles  that  some- 
how never  fails  to  at- 
tract attention  and  produce 
results.  Particularly  has 
this  been  true  since  people 
tightened  their  purse  strings 
and  began  buying  with  some 
degree  of  prudence.  For 
more  than  anything  else, 
"Eclipse"  shoes  are  known 
to  be  economical. 


We  might  also  go  on  to  tell 
of  their  charming  style  and  excellent  workmanship, 
but  only  a  personal  inspection  could  do  them  justice  in 
these  respects.  And  so  we  invite  you  to  write  us  for 
samples.  We'll  send  them  immediately  upon  receiving 
your  request. 

The  Gait  Shoe  Co.^  Ltd. 


Gait 


Ontario 


To  wish  you  the 
Compliments  of 
the  Season  and 
every  success  dur- 
ing 1922. 


Manufacturers  of  Growing  Girls',  Youths',  Little 
Gents',  Misses',  Children's  and  Infants'  Shoes. 
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^^Hewetson" 
Advertising 


Will  Help  Wide  Awake 
Dealers  in  1922 

The  "Hewetson"  Advertising  Campaign  to  the 
Consumer  will  mai<e  isnown  the  good  points  of 

The  "Hewetson"  Shoe 

for  Children 


ANA  1)1  AN  mothers  and  fathers  will 
learn  ahont  the  Trne-to-Nature  Last,  the 
Solid  Leather  Qnality,  the  comfortable  and 
durable  Oak  Bend  Soles,  the  Cushion  Insole 
(jf  Felt  and  other  features  that  make  the 
".Jrlewetson"  the  ideal  shoe  for  children. 

To  tie  your  store  uj)  to  our  national  ad- 
vertising— to  share  in  the  prestige  and  good- 
will it  will  create — to  cash  in  on  the  demand  it 
will  produce-^it  will  be  necessary  for  you  to 
stock  our  shoes  with  the  "Hewetson"  name 
stamped  on  the  sole. 

( )ur  ad  x  ertising  will  tell  the  consumer  to 
look  on  the  sole  for  the  "Hewetson"  name. 

^'()u  should  exj)erience  no  difficult}-  in  buy- 
ing om^  shoes  bearing  the  "Hewetson"  name. 

Sold  by  Jobbers  Only 

The  sale  of  the  "Hewetson"  Shoe  is  not 
confined  to  one  jobber.  Jobbers  all  over  Can- 
ada handle  our  line.    Thev  realize  the  advan- 


tage of  handling  a  nationally  advertised  pro- 
duct, and  have  promised  co-operation. 

By  ordering  from  the  jobber  serving  your 
territory,  y(ni  are  assured  reasonably  rapid 
deliveries  of  the  "Hewetson"  Shoe.  You  can 
quickly  replenish  your  stocks  of  sizes  and  styles 
that  are  running  low. 

Smaller  Stocks.    Quicker  Turn-overs 

You  will  not  have  to  carry  as  heavy  stocks 
or  tie  up  as  much  capital  as  you  would  if  you 
had  to  order  the  "Hewetson"  Shoe  from  some 
distant  point.  You  will  not  have  to  miss  sales 
through  being  out  of  sizes,  due  to  delays  from 
long-distance  shipping.  You  will  be  able  to 
make  frequent  turn-overs  and  quick  profits  on 
the  "Hewetson"  line. 

Place  your  order  now  for  the  "Hewetson" 
.Shoe  with  the  name  "Hewetson"  stamped  on 
the  sols.    Remember:    Oin^  advertising  to  the 
consumer  starts  with  1922. 


The  "Hewetson"  Welt  (jMailc  at  Iiianiptoii. )  P>al)y  Welts 
with  Velvet  Soles  in  si/.es  2  to  .'>.  (Jhildrcn's  Welts  w  ith  Oak 
Bend  Soles  in  sizes  4  to  11,  in  all  leathers. 

The  "Hewetson"  Pla  Shu  (  Made  at  Acton.)  A  full  ranoe  fn.ni 
Infants'  to  Misses',  includini;  iiarefoots,  Sport  O.xfords,  Slippers 
and  .Jockey  Boots. 

J.  W.  Hewetson  Co.,  Limited 

"Shoemakers  to  Children" 

Brampton,  Ont.,    find    Acton,  Ont. 
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The  Hector  Shoe  Company  thanks  you  for 
the  past  year's  patronage,  and  takes  this  oppor- 
tunity to  convey  to  each  and  all 

The  Compliments 

of  the 

Season 

with 

Health  and  Prosperity 

for 

1922 

HECTOR  SHOE  CO.  -  MONTREAL 

331  Demontigny  St.  East 
S.  Desrochers  :-:  F.  X.  Leblanc 
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MEN^S  &  WOMEN^S 
WELTS 

For  the  Better  Trade 


The  lines  shown  are  just  two  of  the  40  others 
carried  in  stock 


CATALOGUE  AND  PRICE  LIST 

It's  your  own  fault  if  you  haven't  got  it!    A  post- 
card will  bring  you  a  complete  list  of 
our  lines  together  with  prices 

Write  us  to  day 

Eagle  Shoe  Co.,  Limited 

587  Beaudry  Street,  Montreal 


By  Every  Standard  of 
Comparison  *  STRIDER 
SHOES"  are  better 


No.  5003  Women',  tan  calf  Bal  C  «&  D  width*. 
Sizes  2  1-2  to  7.  Same  in  black  kid.    Price  $5.90 


No.  6003  Men'»  Black  Vici  Kid  C  width  5- 10,  D 
width  6-11    Price  $6.75 

No.  1  grade.    All  solid  leather. 
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This  popular  woman^s  sport 
model  is  curried  in  black  and 
colored  calf.  lis  imitation 
wing  lip  is  in  line  with  the 
newer  ideas.  Goodyear. 

•'Give  the  Public  what  they  want"  is  good  advice  for  the  man 
who  seeks  sales.  It  is  just  here  that  Ames  Holden  McCready 
can  serve  the  retailer  by  supplying  him  with  merchandise  of 
stability.  And  the  essentials  of  good  style  are  never  lacking  in 
the  most  saleable  of  footwear.    Our  product  has  proven  that. 

Ames  Holden  McCready  representatives  are  now  in  the  field 
with  the  class  of  goods  the  public  want. 


Sales  Warehouses  at 


St. John, 

Halifax, 

Quebec 

St.  Hyacinthe; 

Montreal, 

Ottawa, 

Toronto, 

Kitchener, 

London. 

Winnipeg, 

Regina, 

Saskatoon, 

Edmonton, 

Calgary, 

Vancouver. 


AMES  HOLDEN  McCREADY,  LIMITED 


Head  Office 


MONTREAL,  P.  Q. 
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IT  gives  us  the  greatest  of  pleasure  to  wish  our  many 
friends  in  the  trade  the  Compliments  of  the  Season 
and  to  thank  them  for  their  esteemed  patronage. 

We  look  forward  to  1922  with  confidence  that  "  Yamaska 
will  hold  the  friendships  it  has  made,  and,  perhaps,  form 
many  new  ones. 


La  Compagnie 


J.  A.  &  M 
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Try 


A 


for 

1922 

Sales 


s 


K 
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A  Special 
''Sports"  Line 


— Sporting  Bal 

— Brown  and  Black  Elk 

—English  Kip 

— Tan  Grain 

—Pearl  Ooze  Split 


COTE 


St.  Hyacinthe,  Quebec 
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li7E  desire  to  extend  to  our  many 
friends  in  the  trade  hearty 
Christmas  Greetings  and  the  sincere 
wish  that  the  New  Year  will  hold  for 
them  and  theirs  health,  happiness  and 
prosperity. 

We  also  wish  to  take  this  oppor- 
tunity of  thanking  them  for  their  kind 
co-operation  and  patronage  extended 
us  in  the  past,  and  we  look  forward 
with  pleasure  to  enjoying  their  con- 
tinued confidence  and  again  serving 
them  during  1922. 


DAVIES 
FOOTWEAR 
CO.  LIMITED 


CHRISTMAS  1921 


TORONTO 
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In  Stock 


No.  31— Men's  Gun  Metal  Calf  Blu.,  Vi  D,  Sole 
Welt,  1-inch  Heel.  D-E,  5^/10, 

No.  32— Same  in  Mah.  Calf, 

No.  19— Gun  Metal  Calf  Blu.,  Single  Sole, 

No.  20— Same  in  Mah.  Calf,  Single  Sole, 


READY 
FOR 
SHIPMENT 


In  Stock 


No.  14— Men's  Gun  Metal  Calf,  'Welt,  Single  Sole, 
C-D,  51/2/11, 

No.  15 — Same  in  Mahogany  Calf, 


No.  254 — Women's  Tan  Calf,  One  Strap  Welt, 
10/S  Heel.  C-D,  25^/75^  Special  price  15-pair 
lots. 


No.  2006— Misses'  Tan  Calf  H.C.  Bal.  McKay  11/2 
No.  2106— Childs,  8/10^, 

No.  2007 — Misses',  same  in  Gun  Metal  Calf. 
No.  2107 — Child's,  same  in  Gun  Metal  Calf. 


No.  255 — Same  except  Gun  Metal. 
15-pair  lots. 


Special  price 


No.  23— Men's  Black  Kid  Bal.,  Single  Sole  Welt, 
London  Toe,  1-inch  Heel.  Straight  Last.  D, 
5;4/10i^, 

No.  35 — Same  in  Tan  Kid. 

No.  24— In  Black  Kid  D-E  5></10  Belgian  Last. 


No.  1250—  Women's  Black  Kid  One  Strap,  12/8, 
'Cuban  Heel  Turn.  C-D,  2^/7,  Special  price 
12-pair  lots  only. 

No.  1257 —  Women's  Black  Kid  Lace  Oxford, 
same  last  as  1250 — special  price  12  pair  lots. 


No.  203—  Women's  Black  Kid  8-inch  Bal.,  Rubber 
Top,  11/8  Cuban  Heel,  Welt.  D. 

No.  250 — Same  except  in  Lace  Oxford,  D,  2^/8, 

No.  204 — Cushion  Insole  Med.  Round  Toe  Lace 

No.  205 — Cushion  Insole  Med.  Round  Toe  Button 


No.  27— Men's  Gun  Metal  Calf  Bal.,  Vz  D  Sole 
Welt,   1-inch   Heel  C-D,  5J^/10^, 

No.  28— Same  in  Mah.  Calf. 

No.  10— Same  in  Gun  Metal  Calf,  Single  Sole. 

No.  11— Same  in  Mah.   Calf,  Single  Sole. 


=The  Specialty  Shoe  House 
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A  New  Shoe^  and  an  Old  Wish 

The  Shoe.  A  Talbot  of  latest  design;  one  that  prom- 
ises to  be  exceedingly  popular  for  Spring  and  there- 
fore worthy  of  every  retailer's  consideration  at  this 
time.     We  shall  be  pleased  to  send  you  full  details. 

The  wish.  "That  you  will  enjoy  a  very  merry  Christ- 
mas and  a  New  Year  replete  with  Health,  Happiness 
and  Business  Success. 
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Seasonable  Greetings  to  the  Trade 
from  Valentine  &  Martin  Ltd. 

1% /TAY  we  take  this  opportunity  of  thank- 
-J-*-^  ing  you  for  the  business  you  have 
given  us  during  the  year  just  coming  to  a 
close,  and  to  extend  to  one  and  all  the 
compliments  of  the  season  and  every  good 
Wish  for  the  New  Year. 

For  our  part  we  believe  1922  holds  a  fair 
amount  of  success  for  all  who  are  willing 
to  go  after  it.    Why  not  let  us  try  ? 


Valentine  and  Martin  Ltd. 

Waterloo  -  Ontario 

Manufacturers  of  high  grade  Goodyear  Welt  Staples  for 
Men  and  Boys  -        -        -       .       .       _  . 
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O  our  business  friends  we  extend  heartiest  Christmas  Greet- 
ings.  We  hope  your  New  Year  will  be  full  of  prosperity. 


Tred-Rite  shoes  have  been  a  tremendous  success  in  1921.  It  is 
the  loyal  co-operation  of  the  trade  that  has  made  them  so.  We 
desire  to  make  known  our  appreciation  to  you  who,  by  your 
loyal  support,  have  enabled  us  to  make  Tred-Rite  shoes  what 
they  are  today. 


The 
Tred-Rite 
Company, 

Otterville, 
Ontario 


FOOTWEAR   IN  CANADA 


33 


A  proof  that  solid  merit  and  dependability  makes  itself  known 
swiftly  and  surely  is  the  reputation  already  attained  by  K.  B. 
lines  of  Felt  Shoes  and  Slippers  as  the  Standard  of  High 
Grade  Felt  Footwear, 

For  the  Retailer  and  the  Jobber  there  is  no  safer  guarantee 
than  the  tried  and  tested  judgment  of  the  thousands  of  satis- 
fied K.  B,  Felt  Shoe  and  Slipper  Wearers, 

Made  by  the  cobourg  felt  co.  Sold  by  the  leading  shoe  jobbers 


Can  We  Help  You? 

There  may  be  certain  articles  which  you  cannot  find  in  these  advertis- 
ing pages  that  you  would  like  to  have  information  on.  Do  not  hesitate 
to  use  this  form,  no  matter  what  it  is.  If  we  can  be  of  any  service  to  you 
in  supplying  that  information,  it  will  be  a  pleasure  to  do  so.  We  want 
you  to  feel  that  Footwear  in  Canada  is  published  in  your  interests,  and 
we  want  to  help  you  whenever  we  can. 


INFORMATION  WANTED 

Footwear  in  Canada, 

347  Adelaide  St.  West,  Date  19 

TORONTO. 

Please  tell  me  


Name  . 
Address 


FOOTWEAR    IN  CANADA 


SPAULDING'Q 

Guaraniaod 


True  to  Form  because  they 
conform  to  the  shoe 

There's  no  secret  to  the  vast  volume  of 
SPAULDING'S  Fibre  Counters  sold 
each  year.  Their  superior  quality,  fit, 
and  uniformity  have  made  them  leaders. 

J.  Spaulding  &  Sons  Co.,  Inc. 


Main  Office  and  Factory 

NORTH  ROCHESTER,  N.  H. 


Boston  Office 

203-B  ALBANY  BUILDING 


CINCINNATI 
rhe  Taylor- Poole  Co. 
410-412  E.  8th  St. 


ST.  LUUIS 
The  Taylor-Poole  Co. 
1602  Locust  St. 


CHICAGO 
J.  E.   D.   McMechan  &  Co 
217  W.  Lake  St. 


I'HlLAiJELl'IlIA 
lohn  G.  Traver  &  Co. 
141-143  No.  4th  St. 

SEVEN  FACTORIES 

Tonawanda,  N.  Y.  Rochester,  N.  H.  English  Agents:  J.  Whitehead  &  Co.,  Ltd.. 

No.  Rochester,  N.  H.  Milton,  N.  H.  Leicester,  England. 

Townsend  Harbor,  Mass. 

Canadian  Agents 

International  Supply  Co.,  Kitchener,  Ontario,  and  Quebec  City      V.  Champigny,  Montreal 


:PAipiNG\ 

OAK TAN 
.HBREINNERSOUNG  ; 


/ 
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The 

Miner  Rubber  Company  Limited 

Montreal  -  Ottawa  -  Quebec  -  Toronto 


jZINDLIEST  Christmas 
greetings  to  our  host  of 
friends  in  the  trade.  We 
wish  them  the  Comphments 
of  the  Season  and  every  suc- 
cess in  the  New  Year. 

Our  sincere  thanks  are  also 
extended  to  all  those  who 
handled  Miner  footwear  dur- 
ing the  past  twelve  months. 
We  shall  do  everything  with- 
in our  power  to  again  merit 
their  patronage  during  1922. 


Christmas  1921 
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A  Plant  Where  Quality  Rules 

This  plant  during  the  present  year  has  received 
its  full  share  of  business,  and  we  believe  an  earn- 
est effort  to  produce  a  quality  shoe  at  a  fair 
price  has  been  the  real  reason. 

At  the  present  time  business  in  this  plant  is  good 
and  steadily  getting  better.  The  year  just  open- 
ing up  will  no  doubt  witness  still  further  gains. 
You  can  share  in  this  prosperity  by  linking  up 
your  store  with  the  products  of  this  plant.  Our 
salesman  would  gladly  call  and  submit  samples 
and  full  details  for  your  consideration. 

We  take  this  opportunity  of  thanking  the 
trade  for  their  many  favors  during  the  past 
year  and  extending  to  them  the  compliments  of 
the  season. 


Williams  Shoe  Limited 

Brampton,  Ontario 
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Xmas  '21 


Success  and  Prosperity 
in  the  New  Year 


We  extend  every  good  wish  to  our  many  friends 
and  customers  at  this  festive  season.  We  thank 
them  for  their  splendid  patronage  and  hope  we 
may  again  serve  them  during  1922. 

Any  information  concerning  our  new  lines  for 
the  coming  season  will  be  gladly  supplied  by  our 
nearest  wholesaler. 


Independent  Rubber  Co.,  Ltd. 

Merritton       -  Ontario 
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Season  s  Greetings 

from 


:{9 


J.  E.  Samson  Enr. 

Quebec  City 


ETTING  after  the  busi- 
ness in  1922  will  be  ever 
so  much  easier  if  you  are 
off  to  a  good  start  with 
the  right  merchandise  at  the  right 
price. 

Past  performance  has  shown  that 
men  who  choose  the  Sampson  line 
are  the  successful  men. 
Are  you  planning  to  handle  Samson 
shoes  in  1922  ? 


The  Christmas  Season  em- 
phasizes the  sales  value  of 
a  good  Hockey  Boot.  This 
model  has  been  very  popular 
indeed  and  a  heavy  seller  dur- 
ing the  last  few  months.  Why 
not  try  a  sample  shipment  ? 
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A  Merry  Christmas  and 
all  Good  Wishes  for 
the  New  Year 


DUPONT  &  FRERE 

301  AirdAve.  Montreal 
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For  Christmas 

and 

The  Year  1922 

We  extend  our  Sincere  Wish  for 
Joy,  Health  and  Prosperity 


Standard  Welt  Co.  Ltd. 

3  St,  Alexander  Street 
MONTREAL  QUEBEC 
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IV/f  AY  we  take  this  oppor- 
tunity of  extending  to 
every  member  of  the  trade 
the  CompHments  of  the 
Season  and  all  good  wishes 
for  the  New  Year?  It  is 
indeed  a  pleasure  for  us  to 
do  so. 

We  also  desire  to  thank  our 
many  customers  for  their 
valued  patronage  and  to  hope 
we  may  again  be  at  their 
service  during  1922. 
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What  of  1922? 


I 

\  J-^AVE  you  placed  your  orders 

yet  for  next  season — in  the 
more  staple  lines?  If  not,  we 
strongly  advise  quick  action  in 

I  order  to  avoid  possible  disappoint- 

ment when  the  goods  are  needed. 

The  fact  is,  most  merchants'  stocks 
are  comparatively  low,  while  few 
factories  have  enough  on  hand  to 
meet  an  emergency. 

!  You  do  not  want  to  be  caught  with 

empty  shelves  when  the  season 
opens,  so  why  not  let  us  have  your 
orders  now?  We  are  certain  we 
can  satisfy  you  on  the  question  of 
price. 


Dufresne  &  Locke 

Limited 
Montreal   -  Que. 
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Greetings  to  the  Trade 


from — 


T.  SISMAN 


0' 


THE 

T.  SISMAN    SHOE  COMPANY 

LI  M  I  TED 

AURORA  ONTARIO 
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W'c  cxtciid  to  all  iiicinlicrs  nl'  tlic  Trailc,  oui'  sinccix' 
wi.sht'S  £()]■  a  juyou.s  Christmas,  and  we  trust  that 
we  may  co-operate  to  make  192'J  a  higger,  tjrighter 
year  tliau  ever  l)et'ore. 

A.  A.  ("(iTK  A'  Sox,  r>i.\ri  I'KD.  will  einlcavour  to 
su|i|»ly  you  with  uicichaudise  for  the  coining  year's 
husiuess  which  will  exccll  in  salaMlity  anything 
they  have  i)revionsly  put  on  the  niai'ket. 


A.  A.  COTE  &  SON  Limited 

St.  Hyacinthe,  Que. 
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We  take  this  opportunity 

to  wish 

our  many  friends 

in  the  trade 

A  Merry  Christmas 

and 

A  Happy  and 

Prosperous  New  Year 

THE  METROPOLITAN  SHOE  CO. 

91  ST.  PAUL  ST.,     ■  MONTREAL 

Branch  of  Daoust,  Lalonde  &  Co.  Ltd.,  Montreal 


FOOTWEAR   IN    CANADA  47 


Kay  Baby  Louis  heel. 


That  you  will  celebrate  the  happiest  Christ- 
mastide  you  have  ever  known  and  that  the 
coming  year  will  bring  to  you  and  yours  a 
full  measure  of  health,  happiness  and  pros- 
perity, is  the  sincere  wish  of 

DAOUST,  LALONDE  &  CO.,  LIMITED 

MONTREAL,     QUE.  Makers  of  Men^s  wen,  and 

Women  s  turns  and  McKays. 


I'OOrW  I'-.  A  K    I  X  r.WADA 
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A  National  Journal  of  its  Findings,  Making  and  Sale,  with  a 
quality  circulation — every  reader  a  possible  buyer. 

Published  Monthly. 

HUGH  G.  MACLEAN  PUBLIGATIONS 

LIMITED 

THOMAS  S.  YOUNG,  Managing  Director 


HEAD  OFFICE  -  347  Adelaide  Street  West,  TORONTO 
Telephone  A.  2700 


MONTREAL 
WINNIPEG 
VANCOUVER 
NEW  YORK 
CHICAGO 
LONDON,  ENG. 


119  Board  of  Trade  Bldg. 
Electric  Ry.  Chambers 
Winch  Building 
396  Broadway 
Room  803,  63  E.  Adams  St. 
16  Regent  Street  S.  W. 


Authorized  by  the  Postmaster  General  for  Canada,  for  transmission 
as  second  class  matter. 


SUBSCRIPTION  RATES 
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An  Opportunity  for  Helpful  Propaganda 
Regarding  Shoe  Trade 

The  Medical  l  lealth  Department  of  the  cit}-  of 
Toronto  has  l)een  making-  an  investigation  into  the  cost 
of  living  and  the  shoe  'business,  for  once,  seems  to 
be  getting  a  little  fair  and  favorable  ptiblicitv.  In  one 
report  the  Medical  Officer  of  health  stated  that  the 
prices  of  boots  and  shoes  had  been  reduced  an  average 
of  33-'/^'  per  cent,  and  on  some  lines  as  'much  as  .^0 
per  cent.  In  another,  he  made  the  following  state- 
ment : 

"From  the  report  of  this  in\-estig'ation,  which  shows 
that  ten  representative  retail  shoe  merchants  within 
the  cit)^  have  made  an  average  reduction  of  24.2  per 
cent,  on  the  price  of  their  goods  to  the  intl)lic,  and 
that  one  wholesaler,  one  jobber,  and  one  manufacturer, 
show  an  average  decrease  in  the  price  of  their  goods 
to  the  retailer  of  22.6  per  cent.,  it  would  appear  as  if 
the  public  were  getting  a  fairly  square  deal,  and  that 
the  retailer  is  working  on  a  lower  scale  of  profit,  with 
hopes  of  a  greater  turno\'er  thau:  formerly.  The  maj- 
ority claim  to  have  been  caught  with  large  stocks  on 
hand  when  the  drop  came,  which  entailed  a  number 
of  them  considera'ble  loss,  as  the  old  stock  had  to  be 
marked  at  replacement  \'alue." 

It  is  gratifying  that  a  committee  appointed  by  a 
pu'blic  body  should  at  least  admit  that  "the  public  is 
getting  a  fairly  square  deal"  from  the  shoe  retailers. 


There  is  matter  here  for  some  effectixe  propaganda 
to  cultivate  a  fa\-orable  attitude  toward  the  shoe  trade, 
and  we  think  the  retailers  would  do  well  to  take  ad- 
vantage of  the  opportunity,  both  individuallv  and 
through  their  organization. 


"Business  is  Business" 


"Business  is  Busine.s-s."  It  is  a  sinister  i)hrase— 
dang-erous  not  because  of  what  it  says,  but  of  what  it 
leaves  unsaid.  There  is  a  subtle  inference  that  life 
can  be  divided  up  and  partitioned  off— that  it  can  be 
lived  in  compartments— one  for  business,  another  for 
activities  of  the  home,  another  for  social  interests, 
another  for  religious  duties,  and  so  on. 

I'.ut  life  is  not  brick  and  mortar  aftair  that  one  can 
build  in  so  many  sections.  Rather  is  it  a  stream,  a 
fluid  thing,  of  which  all  parts  mingle  and  flow  together. 
If  filth  is  poured  into  it,  then  all  of  it  is  polluted.  What 
It  receives  it  dissolves  and  assimilates  as  part  of 
itself. 

A  man  may  fool  himself  that  he  can  deal  cr(.ok- 
edly  with  his  enemies  and  still  be  an  honest  man  to 
his  friends.  He  may  imagine  that  charities  and  ])hil- 
anthro])ies,  and  perhaps  a  deaconship  in  the  church, 
will  counterbalance  a  compromise  with  his  con- 
science in  business  transactions.  It's  a  delusion  and 
a  snare.     Partial  integrity,  is  no  integritv. 

There's  a  story  told  of  a  curate  who  when  he  went 
to  visit  the  bishop  of  the  Diocese  was  gixen  an  egg 
for  breakfast.  A  certain  hesitancy  in  liis  manner 
indicated  that  all  was  not  well  with  the  contends. 
His  modesty  prevented  him  from  making  any  com- 
ment, however,  until  the  Insho]),  observing  the  slow- 
ness of  his  progress,  enquired  whether  the  egg  was 
alright.  "Oh!  Yes.  .Sir!  Very  good  .Sir!  In  spots!" 
was  the  curate's  somewhat  equivocal  reply. 

A  man's  character  may  bt-  com])ared  to  an  egg. 
If  it's  only  honest  "in  s])ots."  well— it's  not  very 
sa\'ourv. 


Shelf  Numbering  System  Increases 
Efficiency  of  Extra  Men 


What  do  you  think  of  this  scheme  for  increasin"- 
the  efficiency  of  extra  men?  The  different  sections  of 
shelving  are  numbered  with  metal  plates,  and  the 
clerk  is  supplied  with  a  card  showing  where  the 
various  styles  of  shofs  are  to  be  found,  according  to 
these  numbers.  For  instance,  he  wants  to  locate  a 
man's  Russia  calf  brogue  oxford;  he  consults  his  card 
and  finds  it  is  listed  2811.  The  number  28  indicates 
the  section,  and  the  "1!"  indicates  that  it  is  to  be 
found  between  the  tenth  shelf  and  the  ceiling.  The 
sections  on  the  right  hand  side  of  the  store  are  all 
numbered  e\-en,  and  on  the  left  in  odd  numbers.  "A" 
means  the  first  ten  shehes,  and  "H"  means  from  the 
ele\  enth  shelf  to  the  top. 
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No  Foreign  Brands  to  Appear  on  Canadian- 
made  Footwear 

The  executive  committee  of  the  Shoe  Manufactur- 
ers' Association  of  Canada  has  authorized  the  state- 
ment that  as  a  result  largely  of  the  efTorts  of  the  assoc- 
iation and  the  loyal  co-operation  of  its  mein'bers,  the 
branding-  of  Canadian-made  footwear  with  names 
suggestive  of  United  States  manufacture  has  been 
discontinued  almost  entirely. 

"This  regrettable  practice  was  f(.)rced  ujion  the 
manufacturers  some  years  ago  b}'  the  prejudice  in 
favor  of  imported  footwear  and  keen  competion  fo/ 
business,"  the  statement  continues.  "At  that  time 
it  was  exceedingly  difficult  to  sell  women's  fine  shoes 
of  Canadian  manufacture  if  the  purchaser  knew  that 
they  were  made  in  this  country.  This  condition 
gradually  has  been  changed,  as  the  public  has  come 
to  realize  that  Canadian-made  shoes  of  excellent 
quality  are  o^Dtainable  at  prices  substantially  lower 
than  those  of  imported  footwear  of  similar  grades. 
Fine  Canadian-made  shoes  can  now  be  sold  on  their 
merits  and  represent  the  best  possible  values. 

"More  than  a  year  ago  the  Shoe  Manufacturers' 
Association  of  Canada  took  a  strong  stand  against 
the  use  on  footwear  of  brands  which  might  be  mis- 
leading as  to  the  country  of  manufacture.  As  a 
result,  the  old  dies  have  been  scrapped  and  some  of 
the  finest  footwear  produced  on  this  continent  or  any- 
where in  the  world  is  now  made  in  Canada  and  is 
being  so  marked.  Not  a  few  of  the  members  of  this 
Association  have  refused  orders  calling  for  the  use 
of  the  old  stamp  or  markings  and  have  lost  trade 
rather  than  return  to  the  former  practice." 


Ontario's  Lieutenant  Governor  Pays  Tribute  to 
Value  of  Canada's  Business  Newspapers 

Ontario's  Lieutenant  Governor,  Col.  Henry  Cock- 
shutt,  himself  an  outstanding  success  as  a  business 
man,  paid  an  understanding  tribute  to  the  business 
newspapers  of  Canada  when,  speaking  at  a  luncheon  in 
connection  with  the  annual  meeting  of  the  National 
Newspapers  and  Periodicals  Association  at  the  King 
Edward  Hotel,  Toronto,  on  Thursday,  Nov.  10,  he 
said:  "I  am  especially  glad  to  be  with  you  today 
because  I  believe  that  the  intiuence  of  the  business 
press  will  be  one  of  the  most  important  factors  in 
re-establishing  business  conditions  in  Canada  on  a 
safe  and  sane  basis.  I  make  a  distinction  between 
the  business  newspapers  and  the  daily  press  because 
I  'believe  that  your  papers — the  business  newspapers 
of  Canada — exert  a  greater  influence  than  the  daily 
press  because  of  the  greater  confidence  your  readers 
have  in  them.  People  read  the  daily  newspapers  to 
keep  abreast  of  the  general  news  of  the  day.  They  are 
interested  in  what  is  happening  around  them  and 
they  read  to  satisfy  their  desire  for  excitement  or 
interest  or  entertainment.  ,  What  they  read  in  the 
daily  newspapers  today  is  forgotten  tomorrow. 

"But  this  is  not  the  case -with  the  business  news- 
papers. Business  men  need  the  service  of  these  papers 
in  tiie  conduct  of  their  everyday  business  life.  I  have 
noted  that  they  usually  have  a  business  paper  or  two 
in  their  pocket  when_  they  go  home  Saturday  night. 
I  do  not  say  that  they  read  them  on  Sunday,  that  I 
do  not  know,  'but  I  do  know  that  they  study  them 
carefully,  and  that  a  great  number  of  your  readers 
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will  come  to  their  business  on  Monday  morning  with 
some  clipping  from  your  paper  in  their  pockets.  They 
will  say  to  their  associates,  'this  is  the  situation,'  I  can 
show  it  to  you  in  this  clipping.  For  that  reason 
gentleman,  I  say  that  yours  is  the  greater  obligation, 
because  you  are  leaders;  because  you  are  helping  to 
build  up  the  'business  fabric  of  the  country. 

"You  should  be  very  careful  that  everything  that 
appears  in  your  columns  bears  the  imprint  of  the  truth. 
You  must  be  sure  that  the  news  you  give  is  correct 
beyond  question,  'because  there  are  thousands  of  your 
readers  ready  to  set  their  business  course  by  the  name 
and  advice  you  give  them. 

'"•I  am  familiar  with  a,  good  many  of  your  pub- 
lications, and  I  can  personally  attest  to  their  high 
character.  It  is  of  vital  importance  that  this  high 
character  should  be  maintained,  and  that  no  efl:'ort 
should  be  spared  to  give  in  your  columns  the  maxi- 
mum of  service. 

In   these    days    when    there    is  disorganization. 

dissension,  disruption  in  all  walks  business,  politics 

and  religion,  there  is  a  great  place  for  the  business 
paper  to  bring  out  more  com])lete  information,  to 
assist  in  making  us  all  realize  we  must  work  for  a 
common  cause,  the  upbuilding  of  your  country. 

"The  business  men  of  this  countrv  need  your  as- 
sistance. They  are  Icjoking  to  you  for  information 
and  advice,  and  are  expecting  it.  On  your  shoulders, 
therefore,  perhaps  more  than  on  the  shoulders  of  any 
other  single  agency,  rests  the  obligation  to  meet  the 
needs  of  these  trying  days,  with  a  sane  and  sound 
presentation  of  the  case  as  it  exists  at  the  present 
time,  a  presentation  free  from  private  bias,  or  the 
desire  to  serve  a  popular  demand. 

"You  can,  and  I  believe  will,  'be  one  of  the  larg- 
est factors  in  helping  to  bring  about  a  satisfactory 
readjustment  of)  the  business  conditions  of  this 
countrv." 


Take  a  Mental  Inventory 

The  New  Year  is  a  good  time  to  take  a  mental 
inventory.  One  has  to  be  honest  with  oneself  once 
in  a  while,  else  Dr.  Economic  Law,  or  our  old  friend 
Competition,  will  make  it  their  business  to  open  a 
man's  eyes  some  day,  suddenly  and  unpleasantly. 
It's  a  good  thing  at  least  to  know  where  one  stands, 
then  he  can  hit  out  in  the  right  direction.  Ignorance, 
may  be  'bliss,  for  a  very  short  time,  and  wisdom  may 
make  a  man  see  that  he's  been  a  fool.  Still  it's  better 
to  be  wise.  And  wisdom  largely  consists  in  knowing 
where  you've  failed. 

Therefore,  we  say,  take  a  mental  inventory.  A 
business  reflects  the  mental  efficiency  of  the  man  who 
runs  it.  Its  defects  are  his  neglects.  Its  stagnation 
is  his  inertia.  The  things  you  meant  to  do,  but  didn't, 
are  the  canker  that  strikes  at  the  root  of  your  enter- 
prise. \\'hat  about  that  improved  system  of  stock 
records  3'ou  intend  to  install,  and  didn't?  AYhat  about 
the  programme  of  ad\ertising  you  intended  to  work 
out,  and  didn't?  What  about  the  monthly  stafl:  con- 
ference, you  were  going  to  initiate,  and  didn't?  What 
about  the  new  ideas  you  were  going  to  introduce  in 
vour  window  dis'plays,  and  didn't? 

Be  honest  with  yourself.  Go  right  on  down  the 
list  of  your  good  intentions  still-born  in  1921  and  de- 
termine that  you  shall  be  guilty  of  no  mental  miscar- 
riages in  1922. 
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The  Outcome  of  the  Printers^  Strike 

It  is  now  six  months  since  the  publishers  of  "Footwear  in  Canada"  and  the  majority  of 
other  publishers  and  commercial  printers  in  Toronto  went  to  the  mat,  so  to  speak,  with  the 
International  Typographical  Union.  Frequent  inquiries  having  been  made  by  our  readers  as 
to  the  situation,  it  may  not  be  amiss  to  review  the  various  phases  of  the  strike  up  to  this  date. 

The  Typographical  Union  may  be  said  to  be  the  Union  de  Luxe.  The  railroad  labor 
organizations  fade  into  insignificance  when  compared  with  this  clever  aggregation  of  United 
States  officials  which  has  endeavored  to  control  the  printing  art.  Yet  their  very  strength  proved 
their  undoing.  More  men  can  stand  up  against  adversity  than  against  prosperity.  So  it  would 
seem  to  be  in  respect  to  unionism.  Arbitrary  demands  followed — virtually  a  closed  shop,  where 
no  man  could  work  peacefully  unless  a  member  of  the  union,  the  foreman  controlled  by  the 
union,  priority  laws  in  respect  to  employment,  etc.  The  wage  demand  was  $44.00  for  44  hours 
— an  increase  in  pay,  a  reduction  in  working  hours,  the  combined  factors  making  an  increase 
of  36  per  cent,  in  cost  of  production,  which  we  were  expected  to  pass  on  to  our  advertisers  and 
subscribers.  We  refused  to  agree  to  their  demands.  What  we  will  call  Scene  One  closed  with 
every  man  in  our  plant  walking  out  on  June  1st. 

In  the  intermission,  please  read  the  following  ; 

In  the  Book  of  Laws  of  the  International  Typographical  Union,  in  effect  January  1st,  1921,  appears  the 
obligation  for  members  : 

"  Article  12,  Sec.  1  :  All  subordinate  unions  shall  have  an  article  in  their  constitution  which  shall 

read  as  follows:  '  that  my  fidelity  to  the  union  and  duty  to  the  members 

thereof  shall  in  no  sense  be  interfered  with  by  any  allegiance  that  I  may  now  or  hereafter  owe  to 

any  other  organization,  social,  political,  or  religious,  secret  or  otherwise  To  all 

of  which  I  pledge  my  most  sacred  honor.' " 

The  opening  of  the  Second  Scene  found  the  men  on  the  streets,  picketing  the  plants,  a  few, 
perhaps,  downcast  because  forced  out  by  their  Indianapolis  of?icials,  but  the  big  majority  of  them 
beaming  with  contentment  and  decidedly  "  chesty  "  because  of  the  assured  victory  in  a  few  days, 
or  a  few  weeks  at  most.  And  why  not  ?  For,  through  the  practice  of  closed  shop  rules,  non- 
union compositors  in  Toronto  were  almost  non-existent.  But  they  overlooked  at  least  three 
important  points — the  injustice  of  their  cause ;  the  moral  influence  against  them  when  they 
attempted  to  show  that  "  Might  is  Right,"  and  the  determination  of  the  employers  to  conduct 
"  open  shop  "  in  future.  The  first  few  weeks  were  strenuous.  Getting  a  new  organization 
together  was  a  slow  process.  Our  publications  suffered  to  some  extent,  but  our  readers  and 
advertisers  everywhere  gave  commendation  for  the  stand  taken.  The  office  staff  turned  in;  some 
printers  were  procured  from  outside  ;  a  few  of  the  locals  drifted  back  to  their  positions,  and 
intensive  training  of  apprentices  was  inaugurated.  The  employers,  at  a  large  expense,  equipped 
a  school  for  compositors  and  it  was  not  long  before  they  began  to  benefit  by  the  product  of  this 
school.  New  pupils  were  sent  to  the  school  as  rapidly  as  graduations  were  made  therefrom,  with 
the  result  that,  without  the  assistance  of  the  compositors  who  went  out  on  strike,  the  48-hour 
plants  in  Toronto  are  almost  back  to  normal.  , 

The  tragedy  occurs  in  the  Third  Scene,  which  is  the  present-day  situation.  The  Indiana- 
polis organization  called  out  on  June  1st  something  over  700  compositors  from  the  Toronto 
employers  who  refused  to  grant  their  demands.  To-day  there  are  at  work  in  the  48-hour  "  open 
shops  "  604  compositors,  and  each  day  the  number  continues  to  grow.  These  shops  represent 
about  80  per  cent,  of  the  total  production  of  printing  in  the  city.  To  these  men  permanent  em- 
ployment has  been  guaranteed  as  long  as  they  perform  satisfactory  service.  What,  then,  of 
the  strikers  ?  Several  hundred  craftsmen  out  of  employment  and  only  a  few  positions  at  best. 
Misled  by  their  leaders,  living  on  day-to-day  promises  that  the  strike  was  about  to  end, 
encouraged  by  occasional  bonuses  to  strengthen  their  morale,  the  rank  and  file  have  been  kept 
in  the  dark  as  to  the  true  situation.  As  the  curtain  drops,  what  do  we  find  ?  The  "  open  shop  " 
firmly  established  in  the  printing  industry  in  Toronto  ;  the  employers  able  to  take  care  of  their 
work  ;  the  veil  lifted  from  the  eyes  of  the  strikers,  and  the  weaknesses  of  autocratic  leadership 
revealed  in  a  positive  but  painful  manner.   The  Winter  before  the  men  and  no  work. 

The  fight  of  the  publishers  and  employing  printers  in  Toronto  has  been  a  fight  for  prin- 
ciples, a  fight  against  arbitrary  rule,  a  fight  for  right.  It  should  encourage  employers  generally 
to  stand  out  for  the  "  open  shop,"  which  in  substance  means  the  right  of  every  man  to  be  per- 
mitted to  work  regardless  of  union  affiliations. 

Throughout  the  strike  "Footwear  in  Canada"  and  other  Hugh  C.  MacLean  publications 
have  appeared  regularly,  and,  with  the  exception  of  some  slight  interruption  at  the  outset,  on 
time.  Not  an  issue  has  been  missed.  The  publishers  are  very  grateful  for  the  courtesies  and 
consideration  extended  during  this  period. 
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The  Public  Needs  Education  Regardin 
Shoes  and  the  Shoe  Trade 


There  are  still  some  queer  ideas  extant  regard- 
ing" the  sh(.>e  industry,  and  there  is  evident  in  the 
agricultural  element  of  the  community  a  feeling  that 
the  manufacturers  are  putting  something  over  them. 
Putting  it  plainly,  the  walking  population  of  this 
country  stands  in  need  of  education,  and  both  manu- 
facturers and  retailers  should  unite  in  an  effort  to 
clarify  their  ideas  about  footwear  manufacture  and 
footwear  prices. 

Consider,   for  example,  the  following  letter  and 
copy  of  resolution  recei\'ed  by  "Footwear  in  Canada, 
from  FI.  Higgenbotham,  pro\incial  secretary  of  the 
United  Farmers  of  Alberta: 

■Calgary,  Alta.    November  4th.,  1921 
Editor,  Footwear  in  Canada, 

I  enclose  herewith  copv  of  resolution  passed  by 
the  Nisbet  Local  of  the  U.^  F.  A.  No.  925,  Mrs.  A.M. 
Nisbet,  Secretary,  Nisbet  P.  O.,  Alberta. 

Vou  will  no  doubt  l)e  interested  to  see  the  interest 
being  taken  by  farmers  in  the  quality  and  construction 
of  shoes,  as  indicated  by  this  resolution. 

The  resolution  has  been  referred  to  the  Central 
Ofifice  of  the  U.  F.  A.  for  action,  and  it  occurred  to  us 
that  it  would  be  best  to  refer  this  to  the  Shoe  Manu- 
facturers' Organization,  and  we  would  'be  glad  if  you 
would  kindly  turn  the  matter  over  to  that  organization. 

W ould  you  also  kindly  send  vis  the  name  and  ad- 
dress of  the  Secretary  of  the  Shoe  Manufacturers'  As- 
sociation for  Canada,  in  order  that  we  may  take  up 
such  matters  direct  with  them  in  future. 

Thanking  you  for  your  co-operation  in  this 
matter. 

Yours  very  trul}', 

H.  Hig'ginbotham 

Provincial  Secretary. 

Resolution  passed  by  Nesbit  Local  U.  F.  A.  No.  925. 

Resolved   : — 

"Whereas,  it  being  the  practice  of  shoe  manu- 
facturers to  use  shoddy  materials,  particularly  for 
insoles,  slip  soles,  and  counters  in  the  manufacture 
of  shoes,  and, 

"Whereas,  the  public  buy  these  products  expecting 
them  to  contain  solid  leather  with  the  result  that 
when  the  shoes  get  wet  the  insoles  spread  and  the 
counters  fall,  and  the  shoe  loses  its  shape  and  becomes 
practically  useless, 

"Therefore,  be  it  resolved,  that  this  Local  L".  F.  A. 
condemns  the  practice,  and  would  have  this  matter 
brought  before  the  proper  authorities  with  a  view  to 
having  the  manufacturers  of  shoes  state  on  the  article 
for  sale  whether  shoddy  material  has  been  used  in 
its  construction." 

The  ibody  of  men  and  women  by  whom  this  res- 
olution was  passed  were  evidently  laboring  under 
the  delusion  that  unless  a  shoe  is  "all  leather"  it  can- 
not be  a  good  shoe.  What  does  it  matter  what  a  shoe 
be  made  of,  so  long  as  it  gives  comfort,  satisfaction 
and  wear?  Leather  is  indubitably  the  only  suitable 
material  for  the  upper  of  a  shoe  for  ordinary  wear ; 
and  while  it  has  competitors  for  a  place  on  the  sole, 
it  is  in  no  serious  danger  of  being  displaced.  But  for 
other  parts  of  the  shoe,  such  as  the  counter,  fibre  has 


come  into  a  place  of  prominence  and  is  widely  used. 
Is  fibre  a  satisfactory  material  for  a  shoe  counter? 
Again  it's  a  question  of  quality.  There  are  fibre  count- 
ers and  fibre  counters.  A  well-made  fibre  counter 
is  undoubtedly  superior  to  a  poor  leather  one.  And 
the  service  any  counter  will  give  is  largely  dependent 
upon  the  care  given  the  shoe.  If  one  treats  a  shoe 
with  ordinary  care,  a  good  fibre  counter  will  give 
good  service. 

The  folk  who  mabe  the  above  complaint  cannot 
expect  to  obtain  for  $4.00,  or  less,  a  shoe  that  exempli- 
fies the  best  in  workmanship  and  materials,  and  one 
that  will  stand  up  under  any  kind  of  use,  or  abuse, 
they  care  to  give  it.  They  say  that  "when  a  shoe  gets 
wet  the  insoles  spread  and  the  counters  fall,  and  the 
shoe  loses  its  shape  and  -becomes  practically  useless." 
The  average  Canadian-made  staple  shoe  will  not  dev- 
elop these  defects  except  it  is  exposed  to  so  much 
dampness  that  it  continually  gets  saturated.  The 
ordinary  s'hoe,  whether  it  be  half  leather  or  all  leather, 
■cannot  stand  up  under  the  deteriorating  effects  of 
alternate  saturation  and  drying  before  a  hot  fire.  If 
a  man  is  going  to  'be  continually  slopping  through 
wet  and  mud,  the  boot  for  his  purpose  is  the  type 
that  is  supplied  to  lumbermen,  prospectors,  fishermen, 
etc. 

As  a  matter  oi  fact,  the  average  workman,  and  we 
believe  the  average  farmer,  too,  takes  very  little  care 
of  his  shoes.  If  he  uses  a  shoe  dressing  on  them, 
it  is  only  a  very  irregular  and  infrequent  intervals, 
with  the  result  that  the  leather  loses  it  natural  oils 
and  becomes  stiff  and  hard  and  finally  cracks  or  rots. 
If  shoes  are  going  to  be  exposed  to  moisture  to  any 
extent  they  should  either  be  protected  with  rubber 
overshoes  or  'be  well  greased  or  oiled.  AVhen  they  have 
become  soaked  with  mud,  so  that  they  cannot  be 
readily  brushed  clean,  the_v  should  1:ie  thoroug^hly 
cleansed  with  warm  water  and,  while  the  pores  of 
the  leather  are  still  open,  swa'bbed  with  linseed  oil  or 
castor  oil.  The  castor  oil  is  suitable  for  the  finer  clas- 
ses of  shoes,  and  does  not  prevent  shining  the  shoe 
once  it  has  dried  out  somewhat — provided  it  has  not 
been  used  too  lavishly. 

Another  sin  which  people  commit  against  their 
footwear  is  to  allow  it  to  go  too  long  without  repairs. 
If  the  heel,  for  instance,  is  allowed  to  wear  down  on 
the  outside  until  the  cejitre  of  gravity  of  the  foot  is 
changed,  an  undue  strain  is  put  on  the  counter. 

We  feel  quite  sure  that  if  people  would  use  reason- 
able care  with  their  shoes  and  not  subject  them  to 
continual  abuse,  as  is  too  often  the  case,  they  would 
find  little  or  no  reason  to  complain  of  the  wearing- 
qualities  of  any  staple  shoe  made  by  a  reputable  Can- 
adian manufacturer.  At  least  they  will  secure  none 
better  by  importing  them. 


Something  new  in  the  shape  of  window  equip- 
ment is  show  card  frames  of  matboard.  These  frames 
are  made  in  attractive  designs  and  set  off  a  show  card 
to  good  advantage.  A  plain  card  can  of  course  be 
used  to  much  better  advantage  in  this  way  than  it 
could  be  otherwise. 
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This  is  a  general  view  of  Mr.  Ludger  Bastien's  tannery  at  Lorette  which  conveys  some  idea  of  the  picturesque  environment  of  the  industry. 
The  yard  on  the  right  is  set  aside  for  racks  of  skins  undergoing  the  bleaching  process.  Of  unique  interest  are  the  dog  teams — the  time-honored 
method  of  getting  home  quickly  used  by  the  workers.  A  75-lb.  dog  will  draw  a  50-lb.  cart  and  a  150-lb.  tnan  at  the  rate  of  five  miles  an  hour. 
Some  sensation  such  a  method  of  transportation  would  cause  if  it  were  seen  at  Peel  and  St.  Catherine  Streets,  Montreal,  or  at  King  and  Yonge 
Streets.  Toronto! 


Moccasin  and  Indian  Slipper  Industry  at  Lorette,  Que. 

Ten  miles  from  Old  Quebec  there  is  a  picturesque  French-Indian  village  of  some 
three  thousand  people,  where  the  main  industry  is  the  tanning  and  making  of 
moccasins  and  Indian  slippers.  The  story  of  this  industry,  the  foundation  of 
which  was  laid  many  generations  ago,  is  told  in  the  accompanying  text  and  photos 

I'>y  tlie  Moiittval  Ivlitor  of  "iMxHwear-In-Caiiada". 


yue'bec  City  and  it.s  environs  arc  noted  for  their 
picturesque  charm  and  romantic  appeal.  Most  visit- 
ors to  the  .Ancient  Capital,  however,  stick  too  closely 
to  the  guide  books.  They  consider  that  they  have 
"(lone  Quebec"  after  Nurve3'ing  the  stately  St. 
Lawrence  from  the  Citadel  heights,  making  their 
round  of  the  narrow  streets,  old  buildings,  churches 
and  statues,  and  paying  a  visit  to  the  Kent  I  fouse, 
Montmorency  Falls,  and  the  shrine  of  .*^te.  .\nne  de 
Beaupre.  Such  of  these  visitors  as  may  be  identified 
with  the  important  industrv  which  this  journal  repre- 


sents, little  know  that  they  ha\'e  missed  an  attraction 
of  uni(|ue  interest  and  charm  in  the  moccasin  and 
Indian  sli])per  industry  conducted  at  the  \illage  of 
Indian  I.f)rette. 

The  writer  had  the  |)leasure  of  making  this  trip 
recently  in  the  company  of  Mr.  R.  h".  Lindsay,  Mana- 
ger of  the  well-known  tirm  of  Messrs.  Holt,  Renfrew 
tK:  Company,  f.imited,  who  lia\e  a  large  factory  at 
Indian  Lorette. 

'Lhe  road  by  motor  is  through  a  winding  stretch 
of  |)icturesque   country.     Lorette   itself  is  onlv  ten 
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miles  from  old  Quebec,  but  it  lives  within  a  little 
world  of  its  own — in  an  atmosphere  which  still  re- 
tains the  breath  of  the  old  habitant-Indian  life  of 
generations  ago. 

Moccasin  Industry  Has  Historic  Associations 

The  population  of  Indian  Lorette  is  engaged 
practically  exclusively  in  tanning-  and  making  moc- 
casins, Indian  slippers,  snow-shoes,  and  gloves.  The 
industry  is  a  survival  of  the  times  when  the  Hurons 
were  driven  inland  by  the  Iroquois  and  Algonquins 
and  the  French  Governor  of  New  France  set  aside 
an  Indian  Reservation  at  Ancient  Lorette  and  placed 
the  Flurons  under  the  protection  of  the  French 
■Crown.  Times  have  advanced  and  the  races  fused ; 
while  that  which  was  originally  a  primitive  pursuit 
in  which  the  Indians  engaged  for  their  own  comfort 
and  clothing,  has  developed,  under  skilled  guidance, 
into  a  'branch  of  manufacture  which,  year  by  year, 
grows  in  im'portance  and  popularity. 

The  views  shown  herewith  are  presented  by  the 
kind  co-operation  of  Messrs.  Holt,  Renfrew  &  Com- 
pany, Limited,  of  Quebec  City,  and  serve  to  illust- 
rate the  manufacture  of  moccasins  and  Indian  slippers. 
From  begiiuning  to  end — from  raw  undressed  elk  skin 
to  the  dainty,  finished  slipper,  or  moccasin — this  in- 
dustry is  most  interesting-. 

Elk  And  Deer  Skins  Serve  As  Raw  Materials 

Large  quantities  of  elk  skins  brought  from  the 
the  far  places  of  the  earth  are  used  for  the  leather. 
These  skins  come  from  China,  Siam,  and  India.  Some 
Mexican  deer  are  also  used,  while  a  ready  market 
is  found  for  all  the  Canadian  deer  and  moose  skins 
that  can  be  secured.  Passing-  throug-h  the  tannery 
you  see  these  skins  in  the  various  stages  of  the  dress- 
ing process, — an  "Indian  tan",  in  which  no  chemicals 
are  used ;  you  see  the  skins  soaking  in  the  waters  of 
the  Lorette  River — -which  runs  underneath  the  tan- 


nery ;  you  see  how  the  grain  is  taken  off  by  hand, — 
large  sharp  scrapers  being  used.  Finally  you  see  the 
skins  hung-  out  in  the  open  air  to  dry  on  clothes 
lines, — thousands  at  a  time.  Incidentally,  the  Lor- 
ette River  aforesaid  originates  in  the  beautiful  Lake 
St.  Charles  and  loses  part  of  its  volume  in  giving 
Quebec  City  its  supply  of  water. 


This  is  the  Holt  Renfrew  factory  at  Lorette,  where,  under  skilled 
guidance,  the  Habitant-Indian  now  pursues  the  calling  of  his  fathers — 
and  of  his  fathers'  fathers.  This  little  picture  will  grow  upon  you.  It 
shows  a  well-lighted  cosy  little  building  which  has  an  individuality  all 
its  own.  The  brick  addition  on  the  left  is  the  skin  vault.  The  old  apple 
tree  is  there — and  so  are  the  bee-hives! 


The  finest  selected  skins  used  for  making  "jack 
buck,"  are  given  an  oil  dressing,  which  gives  the 
leather  a  softer  and  thicker  finish.  Finally,  when 
the  skins  are  dried,  they  are  put  into  the  "smoke 
house"  where  smoke  from  the  fires  on  the  floor  cir- 


Above  we  have  an  interior  view  of  the  Holt  Renfrew  factory  which  shows  the  first  stage  of  the  work---^the  cutting.  This 
work  is  done  by  hand,  as  the  leather  used  for  Indian  moc  casins  and  slippers  does  not  lend  itself  to  die  cutting. 

In  the  inset  photo  is  another  interior  view  of  the  Holt  Renfrew  factory.  This  is  the  machine  section.  Here,  women  are 
seen  sewing  feet  to  uppers,  and  taping.  This  is  the  only  part  of  the  work  done  by  machine.  The  pleating  and  beading 
of  the  moccasins  and  moccasin  slippers  are  done  at  home — still  carried  on  as  a  native  industry.  It  is  in  this  way  that 
that  the  work  retains  the  desired  characteristic  of  real  han  dicraft, — as  compared  with  the  machine-made  precision  and 
commercial  appearance  of  the  factory  article. 
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A  picture  of  real  home  comfort,  isn't  it?  For  cosiness,  you  can't  beat  the  moccasin.  And  there's  some  genuine 
art  in  this  Indian  workmanship,  too,  isn't  there?  Look  at  the  three  examples  shown  inset.  The  kiddies'  moc- 
casins, in  the  centre,  are  made  in  white,  pink,  and  blue,  fur  edged,  and  are  wool-lined.  On  the  left  is  a  pair 
in  gray  horse,  pure  wool  lined,  with  beaded  front  and  sides,  and  fringed.  The  moccasins  on  the  right  are  also 
in  gray  horse  and  are  Iamb  lined,  with  high  top  and  fur  edge. 


dilates  throui^h  them  and  gives  them  an  even,  soft 
color. 

This  plant  is  the  only  one  of  its  kind  in  Canada — 
of  the  Indian  tanning-  variety — that  can  handle  large 
quantities  of  skins.  It  is  operated  'by  Mr.  Ludger 
Bastien. 

The  factory  of  Messrs.  Holt,  Renfrew  &  Com])any, 
Limited,  is  the  next  step.  Here  you  see  quantities 
of  skins,  dressed  and  ready  for  use  in  the  factory  store 
room,  awaiting  their  turn  to  pass  on  and  'be  made  into 
Indian   moccasins  and   mocca'sin  slii)])ers. 

The  Indian  Cutter  At  Work 

The  factory  itself  is  conveniently  laid  out  and  is 
well  lighted.  The  cutters — mostly  of  Indian  blood — 
stand  at  wooden  tables,  cutting  the  skins  by  hand. 
They  use  galvanized  iron  patterns  as  guides,  so  that 
the  finished  articles  will  run  evenly  in  size  and  shape. 
From  the  cutter  each  jjair  i)asses  on  to  the  pleaters 
and  embroidery  workers,  l^his  is  a  most  interesting 
part  of  the  process,  it  being  done  at  the  homes  of  the 
natives. 

The  toe-ca|)s  of  the  fancv  moccasins  are  embroid- 
ered by  hand  witli  moose  hair.  The  material  used 
for  this  purpose  is  taken  from  the  nape  of  the  neck 


of  the  animal,  where  the  hair  is  about  six  inches 
long — longer  than  on  any  other  part  of  the  body. 
The  hair  is  dyed  bright  colors  and  is  then  worked 
into  the  attractive  designs  one  sees  on  the  toe-caps 
of  the  moccasins.  The  pleating  is  also  a  hand  operat- 
ion, this  being  done  as  the  embroidered  toe-cap  is 
attached  to  the  rest  of  the  moccasin. 

These  features  are  the  real  characteristics  of 
Indian  handicraft  and  are  not  to  !be  found  in  any 
machine-made  articles. 

The  Indian  moccasin  slip])ers  made  in  this  fac- 
tory are  a  most  desirable  and  useful  article.  They 
are  made  from  moose  skin,  horse  hide,  bear  skin, 
seal  skin,  and  sheep  skin,  lined  with  fur  or  soft  fleecy 
linings,  and  trimmed  in  many  cases  with  fur  bind- 
ing, with  fancy  beaded  toe-caps.  They  lend  them- 
selves to  a  variety  of  combinations  of  trimmings  and 
are  not  only  attractive  and  distinctive,  but  are  most 
useful  for  household  wear. 

Messrs.  Holt,  Renfrew  &  Company,  produce  many 
thousands  of  dozens  of  moccasins  and  slippers  in  .this 
factory  each  year.  The  utmost  care  is  taken  in  sizing 
and  llnishing  the  ])roduct.  which  is  one  of  the  few 
native  hand-work  industries  not  as  yet  replaced  by 
machine-made  substitutes. 


FOOTWEAR 

Canada's  Oldest  Manufacturer 
of  Indian  Made  Goods 

Another  Impression  of  Indian  Lorette 

The  gentleman  whose  photograph  we  reproduce 
herewith  is  very  closely  identified  the  one  and  onl}' 
trade  of  which  this  journal  is  the  mouthpiece.  He  is 
Maurice  Bastien,  the  oldest  manufacturer  in  Canada 
of  Indian-made  goods — moccasins,  Indian  slippers, 
mitts,  and  snow-shoes.  This  snapshot  was  given 
to  a  representative  of  "Footwear-in-Canada"  on  the 
occasion  of  a  recent  visit  to  Lorette.  Here  we  see 
Mr.  Bastien  in  his  proud  ofifice  of  Chief  of  the  Hurons. 
That  this  ofifice  in  indeed  a  proud  and  honorable  one 
may  be  gathered  from  the  fact  that  to  Maurice  Bastien 
and  his  forefathers  there  have  come  many  valuable 
and  interesting  relics,  among  the  most  treasured  of 
which  may  be  mentioned  medals  presented  'by  Louis 
the  Fifteenth,  George  the  Third,  George  the  Fourth. 
Queen  Victoria  and  other  sovereigns,  as  well  as  a 
pair  of  silver  armlets  made  especially  to  the  order 
and  for  the  express  gift  of  the  late  King  Edward. 

In  the  romantic  village  of  Indian  Lorette — a  pict- 
uresque place  which  has  retained  all  the  charm  of  the 
early  French-Indian  settlement — Maurice  Bastien 
and  his  family  live  and  thrive — and  make  the  most 
wonderfully  attractive  Indian  goods  in  the  land ! 

Maurice  Bastien,  senior,  is  a  native  of  Indian  Lor- 


M.  Maurice  Bastien 

ette — and  is  its  Big  Chief.  He  is  a  successful  bus- 
iness man,  popular  in  his  community,  well-knoAvn  in 
the  Province,  Government  Agent  of  the  Local  reserve, 
ex-Chief  of  the  (Hurons,  and  the  proprietor  of  an  ex- 
tensive silver  fox  farm,  where  the  "Footwear"  repre- 
sentative saw  some  three  hundred  black  silver  beaut- 
ies disporting  themselves  amidst  the  snows. 

Maurice,  Senior,  has  a  son — ^Maurice,  Junior — who 
manages  the  firm  of  Bastien  Brothers,  identified  with 
Maurice  Bastien,  Regd.,  established  by  Maurice  the 
elder  nearly  fifty  years  ago. 

The  next  time  you  are  in  Quebec,  take  a  run  out 
to  Indian  Lorette  and  ask  Mr.  Bastien  to  show  you 
the  most  intimate  and  valued  of  his  many  relics, — a 
belt  of  that  curious  Indian  money  of  bygone  days, 
antedating  even  Jacques  Cartier.  The  native  name 
for  it  is  "Wampum." 


A  New  Footwear  Firm 

Samson  Angus,  Limited,  .S  Jurors  St.,  Montreal, 
is  the  title  of  the  new  firm  that  is  making  its  de'but 
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in  the  footwear  industry  this  month.  The  personnel 
of  the  firm  consists  of  men  who  have  had  a  varied 
and  extensive  experience  in  the  boot  and  shoe  trade. 
The  president  is  J.  E.  Samson,  of  Quebec  City,  well- 
known  to  the  trade  a's  the  maker  of  sporting-  foot- 
wear and  specializing  in  hockey  boots.  The  vice- 
president  is  A.  R.  Angus,  late  of  the  Miner  Shoe 
Compan}^  Limited.  AVe  understand  the  firm  will 
carry  a  full  range  of  men's,  boys',  women's,  misses', 
arid  children's  fine,  medium  and  staple  lines,  together 
with  the  Samson  sporting  features. 

E.  Boutet,  formerly  of  the  Miner  Shoe  Companny, 
Limited,  will  cover  the  Maritime  Provinces.  J.  C. 
Casselman,  also  of  the  Miner  people,  will  handle 
Eastern  Ontario,  while  O.  A.  Lachapelle  and  J.  A. 
Fortin  have  been  alloted  Ouefcec  Provice.  The  in- 
terests of  the  company  in  Western  Canada  are  ])eing 
taken  care  of  by  G.  A.  Armstrong,  of  Calgary,  Alberta, 
who  was  formerly  the  Western  representative  for 
the  Miner  Shoe  Company,  Limited.  The  firm's  travel- 
lers are  now  on  the  road  for  Spring"  placing".  They 
report  business  as  being  fairly  good  and  in  some 
districts  particularly  so. 

The  offices  and  warehouse  of  the  company  cover 
a  total  area  of  5,500  square  feet  and  will  afford  ample 
floor  space  for  the  large  stocks  that  the  firm  intend 
to  carry.  By  the  begining  of  the  year  the  firm  expect 
to  be  operating  to  capacity. 


Here's  a  Good  One 

And  we  had  it  from  an  eye  witness. 

A  British  Tommy  was  bidding  good-bye  to  his 
girl  as  she  got  on  a  London  omni'bus.  Evidently  they 
were  g'oing  to  be  parted  for  some  time,  for  he  kissed 
her  most  tenderly  'before  he  helped  her  on  board — an 
operation  which  was  of  course  the  cause  of  much 
interest  and  amusement  among  the  passengers.  One 
person,  however,  whose  bearing  and  appearance  in- 
dicated cockney  extraction,  eyed  the  proceedings  with 
profound  disgust,  and  as  the  lady  who  had  attracted 
so  much  attention  entered  the  'bus,  gave  vent  to  her 
feelings  in  a  voice  audible  to  all.  "I'd  like  to  see  any 
man  akissing  of  me  in  public,"  she  said,  with  the  most 
cutting"  sarcasm.  The  other  placed  her  arms  akimbo 
and  looked  at  her  appraising"ly,  and  quick  as  a  flash 
came  her  sauve  reply.  "So  would  I,  indeed.  The 
only  place  you  would  get  a  mite  would  be  in  the  in- 
stitute for  the  blind." 


Shoe  Trade  Conventions  in  January 

According  to  present  arrangements,  the  conven- 
tions of  the  shoe  wholesalers'  and  shoe  manufactur- 
ers' associations  will  be  held  during  the  same  week 
in  January.  The  Shoe  Manufacturers'  Association 
of  Canada  have  decided  to  meet  in  Montreal,  January 
25  and  26,  with  an  extra  session  on  the  27th.  if  it  is 
found  necessary. 

The  two  preceding  days,  Jan.  23  and  24,  are  the 
days  suggested  hy  the  provisional  executive  of  the 
National  Wholesale  Shoe  Association  in  Montreal, 
and  it  is  believed  they  will  be  considered  convenient 
and  satisfactory  by  the  trade  in  general. 


W'hen  using  artificial  flowers,  'be  sure  that  they 
are  in  season.  Don't  use  chrysanthemums  in  the 
spring  or  violets  in  the  fall.  It  is  the  duty  of  artists 
in  any  line  to  follow  nature. 
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Notes  on  the  Trend  of  Footwear  Fashions 


Paris  Never  was  Behind  the  Times 

Despite  the  lengthened  skirt,  the  I'arisienne  is 
just  as  interested  as  ever  in  fcjntwear.  She  is  still 
seeking  cut-out  patterns  in  her  shoes  for  the  street, 
and  is  inclined  to  favor  the  darker  shades  of  leather. 
While  patent  continues  to  be  used  very  freely  in 
fanciful  styles,  kid  is  beginning  to  come  into  greater 
prominence,  and  Imck  and  antelope  are  also  seen  in 
shoes  of  the  more  exj)ensive  type.  Among  the  shades 
wdiich  are  becoming  most  popular  are  Havana  brown, 
dark  blue  and  gray.  Walking  shoes  with  cross  strains 
and  buckles  and  flat  soles  take  the  place  of  the  laced 
sports  shoe. 

In  evening  footwear  there  is  much  that  is  inter- 
esting. Lasts  are  getting  longer  and  the  sandal 
models  are  still  popular.  The  buckle  is  strongly  in 
favor  as  a  decoration  and  it  is  generally  set  on  a 
foundation  of  velvet  contrasting  in  color  with  the  ma-: 
terial  used  in  the  shoe.  For  exam]>le.  one  may  see 
a  shoe  in  black  and  gold  with  a  buckle  on  a  base  of 
red.  Steel  'beading  is  another  popular  decoratixe 
agent,  both  on  shoes  and  on  gowns.  Stitchings  in 
brilliant  colors  are  also  much  seen  on  shoes  of  patent 
or  black  satin.  There  is  a  tendency  to  get  away  from 
colors  that  merely  match  the  costume  and  to  intro- 
duce striking  contrasts.  One  evidence  of  this  new 
feeling  is  seen  in  the  frequent  use  of  heel  coverings 
that  sharply  contrast  with  the  shade  of  the  upper. 

Monkey  fur  is  another  ncjvel  trimming.  It  is 
sometimes  seen  outlining  a  large  tongue,  and  colored 
to  match  the  gown. 

For  formal  evening  wear,  silver  cloth  is  very  much 
in  evidence.  There  is,  however,  wide  variety  in  taste, 
and  makers  are  not  limited  in  their  selection.  Black 
satin,  fa'brics  to  match  the  gown,  brocades,  etc.,  are 
all  being  cpiite  widely  used. 


Madam  Bob's  Footwear  Creations 

At  Madam  i>ol/s.  New  York  City,  you  pay  $50  or 
more  if  you  like,  for  a  pair  of — footwear  creations 
— if  you  are  a  movie  queen  or  a  steel  princess.  It  is 
therefore  presumed  that  Madam  Bob  has  some  ideas 
on  footwear  fashion,  and  it  should  be  interesting  to 
examine  one  or  two  of  her  models.  For  instance, 
here's  an  evening  slii)per  of  velvet — the  lady  is  using 
velvet  fairly  freely,  it  seems — in  a  dark  but  glowing 
sapphire  shade,  which  will  without  df>ubt  add  grace 


when  it  embraces  a  dainty  ankle,  and  at  the  same  time 
enhance  the  flashing  beauty  of  a  gown  of  ornate  bro- 
cade in  corresponding  color. 

Then  see  a  shoe  of  rose  and  >ilver  brocade 
which  might  perchance  be  thou,ght  worthy  to  accom- 
pany Irene  Castle  to  the  dance,  ft  provides  a  liberal 
display  of  stocking,  being  cut  away  so  as  to  scarcely 
cover  the  heel.  A  strap  arcnind  the  ankle  meets  an 
instep  strap  of  flesh -satin,  and  these  are  clasped  with 
a  jeweled  tassel.  The  Louis  heel  also  has  a  covering 
of  flesh  satin. 

Another  model  in  'black  velvet  with  decorations 
in  fine  steel  beading  on  cjuarter,  toe  and  strap  takes 
a  prominent  place  as  an  exam])Ie  of  the  ]M"e\ailing 
mode.  Its  strap  has  two  buttons  and  i^  at  ankle 
height. 

We  see  also  an  ankle-strap  model  in  scarlet  satin, 
heeled  with  silver,  and  many  other  comibinations  of 
metallic  cloths  with  delicate  satins.  Madame  appears 
to  have  a  penchant  for  silver  cloth  and  uses  it  fre- 
quently to  |)roduce  novel  and  interesting  jjatterns. 


U.  S.  Style  Committee  has  a  Hunch 

The  Style  Committee  of  the  .\'.  .S.  R.  A.  recently 
issued  a  re])ort  on  the  footwear  fashion  -situation. 
Here  are  some  of  the  high  lights: 

It  is  believed  that  strap  patterns  will  continue  as 
the  outstanding  feature  of  women's  styles  in  1922. 

The  average  length  of  women's  vamp  recommen- 
ded is  3-^  inches — nothing  over  that. 

Heels — Spanish  and  Louis  to  continue  ])opular,  but 
tendency  is  away  from  extreme.  For  the  Louis  2-'A 
is  considered  the  reasonable  limit,  and  the  Spanish 
brand  is  expected  to  keep  itself  down,  in  the  main,  to 
about  2  inches.  Leather  Cubans  will  vary  all  the  way 
from  1  to  2^2  inches. 

Colors —  Black  and  browns  still.  Combinations  will 
use  medium  shade  of  grey.  Patent  leather  expected 
to  hold  its  place  in  the  front  line.  Locality  will  be 
an  important  factor  in  choice  of  diiTerent  tones  of 
browns. 

Boots — N'ot  considered  a  style  proposition. 

Oxfords —  Antici])ate  good  demand.  Plain  ef¥ects 
looked  for  in  big  cities,  but  still  a  fair  share  of  brogues 
to  be  sold. 

Men's  Goods 

The  committee  feel  that  s|)ring  buying  should 
be  separated  into  two  periods,  Jan.  1  to  May  1.  and 


Paris  Does  Some  Deft  and  Dainty  Things  in 
Footwear  Ornamentation  and  Design 
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May  1  to  August  1.  During  the  first  period,  they 
expect : 

That  in  leathers,  black  and  tan  calf,  grain  and  kid 
will  be  the  material  desired. 

Calf  and  grain  going  lighter  in  shade ;  tan  kid 
slightly  lighter. 

Anticipated  proportion  of  tans  to  black  in  calf 
leather  is  placed  about  65  per  cent,  to  35  per  cent. 

Low  and  high  cuts — taking  the  country  as  a  whole, 
high  cuts  75  per  cent,  low-cuts  25  per  cent.  In  large 
cities,  high  cuts  35  per  cent.,  low-cuts,  65  per  cent. 
Popularity  of  low  shoes  with  wool  hose  among  city 
men  anticipated. 

Lasts — ^broader ;  more  in  custom  efifects. 

Brogues — To  continue  in  demand,  with  heavy  soles, 
wide  extensions,  low  flange  heels,  wing  tips,  and  the 
rest. 

For  the  second  period,  a  definite  change  in  trend 
is  expected.  Oxfords  will  be  asked  for  in  calf,  kid, 
white  buck  and  canvas,  very  plain  effects  and  custom 
in  design — such  is  the  consensus  of  opinion.  Bevel 
and  fudged  edge ;  lighter  shades  in  tan ;  smart  sport 
designs  and  snappy  combinations  are  also  looked  for 
as  strong  features.  Ideas  not  very  well-defined,  how- 
ever. 


Feathered  Footwear  is  Selling  in  the  U.  S. 

Fur,  used  on  women's  dress  shoes  is  now  so  com- 
monplace that  it  fails  to  arouse  comment  but  the 
newest  fad  for  feathered  shoes  and  slippers  for  after- 
noon and  evening"  wear  is  being  featured  by  some  of 
the  leading  stores  across  the  line. 

This  new  footwear  is  unique,  not  only  in  material, 
but  also  in  style  and  trimming.  For  instance,  a 
bright  blue  Colonial  model  has  a  pheasant  buckle 
set  neatly  on  the  feather  tongue. 

Very  much  cut-out  sandals  are  in  the  collection, 
and  these  are  trimmed  variously  with  applique  de- 
signs in  conti^asting  shades.  A  one-strap  model  has 
stripes  of  black  not  more  than  an  eighth  of  an  inch 
wide.    Some  shoes  have  crescents  and  others  motifs. 

One  flame  color  slipper  has  a  heel  and  wide  stripe 
across  the  toe  of  silver  cloth.  Tiny  curled  tips  are 
used  with  a  bit  of  pheasant  as  a  semi  buckle  effect 
across  the  front  of  another  slipper.  An  orange  and 
black  model  has  a  little  button  also  with  the  tiny  tips 
as  a  finish  on  the  toe. 


California  Retailers  Handle  Their  Own  Designs 

The  high  class  Californian  retailers,  according  to 
Mr.  C.  L.  Owens,  who  has  recently  returned  from 
a  trip  to  that  part  of  the  country,  are  not  satisfied 
with  the  standardized  styles  of  any  manufacturer, 
but  Avant  their  own  exclusive  designs.  The  service 
they  appreciate  is  that  of  a  manufacturer  who  will 
make  up  shoes  for  them  exactly  according  to  their 
ideas,  as  outlined  in  patterns  which  they  themselves 
draw. 

In  California  the  greatest  emphasis  is  placed  upon 
style  in  footwear,  and  the  population  are  exception- 
ally well-dressed  as  to  their  feet.  Their  lasts  show 
'a  French  tendency,  being  rather  short  in  the  vamp, 
though  not  stubby-toed.  The  French  effect  is  ob- 
tained by  the  shortness  of  the  pattern,  which  is  gen- 
erally cut  low  at  the  throat.  The  last  itself  is  quite 
moderate,  and  better  fitting  qualities  are  thus  se- 
cured than  where  the  extremely  short  last  is  used. 
Sandals  are  the  feature,  and  patent  and  black  satin 
are  the  predominating  materials.      The  plain  one- 


strap,  buckling  at  the  side,  is  most  in  evidence.  The 
heel  which  Mr.  Owens  found  to  meet  the  ideas  of  the 
Southerners  best  was  the  "spike,"  a  modified  Spanish 
curved  a  trifle  to  look  more  graceful  than  the  original 
Spanish,  which  inclines  to  a  stilted  appearance. 


The  Vogue  of  White 

Authorities  in  women's  wear  fashions  are  agreed 
that  white  will  be  a  feature  next  spring  and  summer. 
Paris,  as  usual,  has  taken  the  lead,  and  now  an  in- 
ternational tendency  toward  white  is  plainly  evi- 
denced. 

This  is  a  natural  development.  Black  is  the  pre- 
dominating color,  internationally,  in  millinery,  dress, 
and  footwear,  and  striking  contrasts  have,  as  a  result, 
come  into  prominence.  The  primary  colors,  red,  blue 
and  yellow,  have  all  'been  used  in  combination  with 
black  to  produce  these  striking  eft'ects,  'but  the  white 
and  black  combination  is  easily  the  most  telling,  and 
white  has  gradually  been  gaining-  ground.  It  will 
probably  be  seen  next  spring  combined  with  bright 
colors,  particularly  reds,  as  well  as  with  black. 

The  influence  o'i  this  trend  in  dress  fashions  upon 
the  footwear  trade  is  obvious.  If  the  aibove  forecast 
is  correct,  next  summer,  is  almost  bound  to  be  an 
unusually  'big  white  s'hoe  season,  and  white  and  black 
combinations  will  be  strongly  in  evidence  from  the 
opening  up  of  spring. 
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A — The  wrovg  fit.  The  stick  measure  was 
t<hort  ajid  the  shoes  shorter — the  ball  was  thrust 
fornmrd  and  a  dangerous  fitting  resulted. 


NO  QAPtMO  3JDE5 


TOtjnttt  WtMUOT  BALLOrrOOT  UPPtB  LtATHtJ!  FITTINO  aOSt 
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B — This  shoe  was  fitted  from  heel  to  ball — the 
toes  took  care  of  themselves — every  time  the  foot 
flexed  the  toes  had  room  and  the  foot  was  in 
comfort. 

Are  the  methods  of  shoe  fitting  in  common  use  today  right?  Some 
claim  that  they  are  not — that  heel  to  toe  measurement  by  the  use  of  the 
size  stick  is  wrong  in  principle.  Ball  to  heel  fitting,  as  they  see  it,  is 
the  one  and  only  correct  system.  The  above  cut,  from  the  Shoe  Economist, 
illustrates  their  idea.  What  do  you  think  about  it?  A  discussion  by  our 
readers  will  be  welcomed. 
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Show  Card  Writing -Talk  No.  8 


This  is  the  eighth  of  Footwear's  Series  of  illustrated  talks  on  modern  show  card  writ- 
ing. The  author  of  these  talks  has  had  wide  experience  in  show  card  work  and  his 
hints  and  suggestions  have,  we  believe,  proved  of  great  value  to  beginners  in  the  art. 
Inquiries  to  our  card-writing  department  will  be  welcomed  and  questions  pertaining  to 
show  card  work  will  be  promptly  answered.  We  suggest  that  the  talks  be  preserved 
and  filed  together  for  future  reference. 


The  alphaibet  .shown  this  month  is  ont  the  writer 
chanced  ui)on  some  time  ago.  Many  would  not  in- 
clude it  in  a  course  un  card  writing,  but  it  commends 
itself  because  it  is  unusual.  This  alphabet  will  be 
found  useful  in  producing  a  novel  and  striking  Christ- 
mas show  card.  While  the  icicle  effect  could  be  used 
in  connection  with  any  style  of  heavy  lettering,  it  is 
particularly  suited  to  this  alphaibet. 

For  small  letters  of  this  style  the  letters  should 
first  be  drawn  or  sketched  with  a  pen  and  after- 
wards filled  in  with  a  lirush.  Various  treatments  of 
the  body  of  the  letters  will  sug~gest  themselves  as 
shown  in  A.  B.  and  C,  which  are  done  with  the  pen. 
However,  for  bold  efTect  lettering,  it  has  been  found 
wise  to  have  solid  faced  lettering. 

The  icicle  effect  is  particularly  striking  if  the  let- 
tering is  done  on  colored  cardboard.  In  that  case  the 
icicles  can  be  painted  on  with  white  paint.  To  add 
further  to  the  realistic  appearance,  diamond  dust  or 
frosting  can  be  added,  either  while  the  paint  is  still 
wet,  or  on  wet  mucilage  which  has  been  daubed  on 
over  the  white  paint.  The  result,  especially  under 
artificial  light,  is  particularly  "Christmassy"  in  its 
sparkling  appearance. 

As  a  streamer  for  interior  deccjration  or  window 
background,  these  letters  cut  out  in  a  ten  or  twelve 
inch  size  and  painted  as  suggested  can  be  strung  to- 
gether forming  words  such  as  "Seasons  Greetings," 
etc.,  and  make  a  novel  and  pleasing  change  in  the 
usual  decorations.    Especially  is  this  so  when  the 


letters  are  painted  a  Christmas  red  with  white  icicles, 
and  are  placed  against  a  green  background. 

As  lettering  of  this  kind  takes  (|uite  a  l)it  of  time 
for  the  bu.sy  cardwriter,  two  or  three  words  only  on 
a  card  as  suggested  by  our  illustration,  carry  out  the 


effect  just  as  well  if  not  l^etler  than  when  the  entire 
card  has  been  lettered  in  the  same  alphabet. 


Decline  in  Rate  of  Imports 

The  negligi'ble  quantity  of  shoes  being  imported 
by  Canada  from  the  States  is  indicated  by  figures 
printed  in  recent  issue  of  the  U.  S.  Commerce  Reports. 
In  July  of  this  year  3,593  pairs  at  a  value  of  10,002 
were  shipped  into  Canada,  in  .August,  2,202  pairs  at 
a  value  of  $9,4.S4,  and  in  Septem'ber.  2.942  at  $13,762. 
The  total  for  the  three  months  therefore  is  8,737— 
and  in  September  the  peak  of  the  U.  S.  fall  shoe-export 
was  passed,  the  Commerce  Reports  state.  We  may 
then  conservatively  use  this  figure  as  a  basis  on  which 
tf)  calculate  the  percentage  of  imports.  Estimating 
the  annual  footwear  requirem.ents  of  the  people  of 
Canada  at  16,000.000  for  the  year — which  is  a  very 
moderate  estimate  (the  lowest  production  of  shoes  in 
Canada  in  any  year  since  the  begining  of  the  ])resent 
century  was  15',000,000  pairs  in  1910)  the  rate  of  U. 
.S.  imports  on  the  figures  quoted  abo\  e  works  out  at 
2.18  per  cent. of  the  rate  of  consum|)tion. 

It  is  also  interesting-  to  note  that  the  average  price 
per  pair  of  the  imported  shoes  in  Jtily  was  so  low  as 
to  arouse  suspicion  of  "dumping,"  the  figures  being 
$2.78.  This,  however,  shows  a  decided  increase  in 
July  and  a  still  further  increase  in  September,  when 
tlie  average  price  ])er  ])air  is  shown  to  l)e  $4.68. 


If  you  have,  or  can  secure,  dark  red  and  green 
velours  they  will  be  a  big  help  to  yon  in  dressing 
your  Christmas  window.  Velour  is,  of  course,  the 
material  for  drai)ing  windows  ;  nothing  else  is  nearly 
as  effective,  unless  a  heavy  quality  of  silk. 
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The  "Why"  and  "How"  of  Taking  Inventory 

Physical  Inventory  is  the  Alpha  and  Omega  of  Business  Records 
^Correct  Methods  of  Valuation  and  Calculating  Depreciation 


There  is  considerable  variety  in  practice  as  to  the 
date  of  taking  inventory  in  the  shoe  trade.  Some 
merchants  take  inventory  immediately  after  New 
Year ;  and  others  wait  as  late  as  the  first  of  March. 
It  is  not  a  matter  that  can  be  standardized,  'but  must 
be  determined  by  the  policy  of  the  store,  routine  of 
business  and  methods  of  keeping  stock  records. 

One  thing  is  certain,  however,  an  accurate  invent- 
ory is  necessary  at  regular  intervals,  and  it  is  be-i 
coming  fairly  general  practice  to  ma'ke  it  a  semi-an- 
nual event.  In  some  stores,  every  three  months  is 
not  considered  too  freciuent,  but  twice  a  year  is  as 
often  as  the  average  shoe  retailer  thinks  necessary  to 
make  such  a  thorough  investigation  of  the  condition  of 
his  stock. 

The  Importance  of  the  Inventory 

It  is  of  course  for  the  dealer  who  has  no  proper 
stock-keeping  system  that  the  inventory  is  most  es- 
sential. Without  it  he  would  be  lost.  First,  it  gives 
him  a  glimpse  of  the  financial  condition  of  his  bus- 
iness which  otherwise,  and  at  other  times,  he  merely 
guesses  at,  and,  secondly,  it  sho'ws  him  the  condition 
of  his  stock— how  much  of  it  is  shop-worn,  out  of 
style,  or  subjected  to  any  of  the  other  factors  of  de- 
preciation—which, also,  is  little  more  than  a  matter 
of  conjecture  with  him  during  the  balance  of  the  year. 
A  dealer  who  does  business  in  this  fashion  has  only 
one  way  of  discovering  how  much  he  is  to  the  good, 
or  to  the  bad,  and  that  is  to  count  the  stock  on  hand 
and  calculate  its  value,  and  subtract  the  total  from  the 
stock  value  at  the  last  date  of  inventory  plus  the  cost 
of  goods  sold,  and  by  subtracting  that  figure  from  his 
total  sales  during  the  period,  he  arrives  at  his  gross 
profit. 

But  even  the  modern  merchant,  who  keeps  a  con- 
tinuous inventory  record,  never  omits  taking  his  phy- 
sical inventory  by  actual  count,  regularly.  It  serves 
as  a  check  upon  his  stock-lkeeping,  and  prevents  the 
accumulation  of  errors.  Theoretically  the  stock  re- 
cords should  be  absolutely  correct,  but  the  fallible 
human  element  enters  into  the  situation,  and  losses  or 
oversights  may  occur,  which  over  a  period  of  six 
months  would  not  aflfect  the  accuracy  of  his  figures 
to  any  appreciable  extent,  but  which  if  allowed  to  ac- 
cumulate indefinitely,  would  render  them  unreliable, 
and  hence,  useless. 

Spreading  Out  the  Work 

Inventory-time  is  a  time  of  turmoil,  trouble  and 
night-lights  in  some  establishments,  due  to  a  lack  of 
proper  planning  in  advance  and  failure  to  spread  out 
the  work  so  as  to  avoid  that  "peak-load."  Most  up- 
to-the-minute  retailers  nowadays  use  the  advance 
count  method,  so  as  to  spread  out  the  work  and  mit- 
igate the  burden  and  rush  of  "inventory  day."  Ad- 
vance count  slips  are  supplied  and  the  staf¥  is  ar- 
ranged in  teams  of  two,  to  each  of  which  a  section  of 
the  stock  is  assigned.  For  several  days  previous  to 
the  final  check,  each  team  devotes  its  spare  time  to  the 
counting-  of  its  particular  section,  and  marking  the 
records  upon  the  advance  count  slips.    These  slips 


are  first  numbered  consecutively,  so  as  to  provide 
against  their  being  lost  or  oveidooked.  Space  is  pro- 
vided for  marking  down  the  stock  number,  the 
number  of  pairs,  and,  in  some  instances,  the  cost  and 
selling  prices.  The  slips  are  signed  by  the  members 
of  the  stafif  handling  them,  and  are  placed  on  the 
shelves  or  tacked  up  at  the  section  to  which  they  refer. 

This  means  that  on  inventory  day,  it  is  only  neces- 
sary to  make  a  final  check  and  transfer  the  figures  to 
mventory  sheets,  which,  the  clerks  having  been  over 
the  stock  once,  is  not  nearly  so  tedious  an  under- 
taking and  complete  accuracy  is  more  likely  to  result. 
In  the  interval  between  the  advance  count  and  the 
final  check,  each  team  has  the  responsibility  of  seeing 
that  any  goods  sold  from  its  section  are  marked 
off  the  slips  and,  similarly,  if  any  new  goods  are 
taken  in  that  they  are  added. 

Loose-leaf  System  Most  Convenient  for  Records 

For  the  inventory  records  in  a  retail  business,  a 
loose  leaf  system  has  been  found  preferable.  Many 
retailers  use  a  bound  book,  or  a  number  of  books,  but 
the  loose-leaf  plan  has  the  advantage  that  any  number 
oi  the  staff"  may  work  on  the  inventory  at  the  same 
time,  the  sheets  being  consecutively  numbered  before- 
hand to  prevent  any  being  lost  or  mislaid. 

Various  forms  of  inventory  sheets  are  used,  some 
more  suitable  for  one  business  and  some  for  another. 
The  main  items  for  which  provision  must  be  made 
are  stock  number,  number  of  pairs,  unit  cost  and  total 
cost,  but  some  prefer  to  show  further  details,  and  ad- 
ditional columns  may  be  ruled  in  to  provide  for  a  brief 
description  of  the  shoe,  marked  down  selling  prices, 
etc.  Sometimes,  a  merchant  may  differentiate  be- 
tween old  and  new  goods  by  the  use  of  dift'erent  col- 
ored sheets,  say,  white  for  merchandise  in  stock  less 
than  six  months,  pink  for  merchandise  in  stock  over 
six  m'onths  and  less  than  a  year,  and  so  on,  or  he  may 
have  extra  value  columns  on  his  inventory  form  to 
show  price  adjustments  due  to  depreciation.  If  the 
merchant  himself  is  on  hand  when  depreciated  goods 
are  being  called,  the  adjusted  price  may  be  entered 
then  and  there,  but  in  any  case,  the  extra  column  for 
showing  this  figure  will  prove  useful  when  calcul- 
ating how  much  has  been  written  off  in  this  way. 

Checking  Up  the  Stock  Records 

The  physical  inventory  furnishes  the  opportunity 
for  checking  up  the  stock -keeping  system.  Perhaps 
the  most  convenient  way  of  doing  this  is  by  filling 
in  the  inventory  figures  beforehand,  in  red  ink,  from 
the  stock  records.  The  advance  count  of  the  stock 
would,  in  this  case,  be  made  in  the  usual  way,  and  the 
inventory  forms  would  not  be  placed  in  the  hands  of 
the  clerks  until  the  time  for  the  final  checking  up,  so 
that  there  would  be  no  tendency  toward  carelessness 
on  their  part  through  knowing  the  number  of  pairs 
that  ought  to  be  in  stock.  Where  any  differences 
were  shown  between  the  number  of  pairs  found  to  be 
on  the  shelves  by  actual  count  and  the  number  filled 
in  from  the  stock  records,  the  correct  figures  could  be 
filled  in  in  black  ink,  and  a  glance  at  the  sheet  would 


62  FOOTWEAR 

then  indicate  the  accuracy,  or  otherwise,  of  the  stock 
keeping  system. 

Some,  however,  consider  the  most  satisfactory 
way  of  checking  up  the  stock  records  is  to  wait  until 
after  the  inventory  has  been  taken  and  then  compare 
the  figures  in  the  office. 

Inventory  Valuation 

There  has  been  some  dilTerence  of  opinion  as  to 
the  method  of  inventory  valuation.  This  was  par- 
ticularly the  case  a  year  ago  when  the  drop  in  whole- 
sale prices  had  left  the  retailer  in  a  rather  puzzled 
state  as  to  what  his  goods  were  worth.  Many  con- 
sidered the  most  satisfactory  and  sensible  thing  to  do 
was  to  value  the  goods  at  the  prevailing  wholesale 
price  at  the  time  the  inventory  was  taken,  regardless 
of  the  original  cost,  and  take  their  loss  right  then 
and  there.  This  was  undoubtedly  warranted  by  con- 
ditions. Shoe  prices  had  simply  dropped  to  a  lower 
level  and  the  stock  was  not,  and  showed  no  possib- 
ility of  again  ibecoming,  worth  what  was  paid  for  it  in 
the  first  place.  The  loss  had  to  be  written  off  some-" 
time,  and  by  taking  it  at  once,  the  retailer  was  saved 
from  misconcej)tions  as  to  the  actual  condition  of  his 
finances.  But,  under  ordinary  circumstances,  the  rule 
handed  down  by  accounting  authority  is  this :  If  the 
intrinsic  value  and  the  style  value  of  the  goods  is 
unchanged,  they  should  be  shown  in  the  inventory  at 
their  original  cost.  If  by  reason  of  the  changing  style 
trend,  shop  soiling,  poor  selection  in  size  range,  or 
other  causes,  goods  have  become  unsaleable,  except 
at  a  radical  price  reduction,  they  are  then  considered 
by  the  accountant  to  have  depreciated  and  their  value. 
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invc:ntory 
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There  are  many  types  of  inventory  sheets  in  use.  The  above 
form  perhaps  shows  more  than  the  average  shoe  retailer 
would  need,  but  it  indicates  a  basis  on  which  to  work. 

as  shown  in  the  inventory  records,  will  be  scaled 
down.  The  fluctuations  of  wholesale  prices  are  not 
taken  into  account.  If  from  this  cause,  unexpected 
losses  or  profits  appear  likely  to  accrue,  that  is  a  mat- 
ter to  ibe  taken  care  of  in  the  records  of  the  financial 
period  during  which  the  goods  are  sold. 

Some  merchants  do  follow  the  practice  of  valuing 
the  goods  at  the  original  cost  or  the  prevailing  whole- 
sale price,  if  the  latter  he  the  lower.  But  there  may 
perhaps  be  an  upward  fluctuation  again  before  the 
merchandise  is  sold,  and  in  this  case  losses  may  be 
recorded  which  are  never  sufifered. 

The  Problem  of  Pricing 

The  pricing  of  the  inventory  requires  careful  con- 
sideration. First,  of  course,  it  is  laid  down  as  an  ax- 
iom that  the  cost  recorded  shall  be  the  cost  as  laid 
down  on  the  shelves,  that  is  including  such  charges  as 
freight,  drayage,  insurance  during  transit,  storage, 
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etc.  As  to  the  cash  discount,  it  seems  to  be  the  more 
generally  accepted  practice  to  leave  this  out  of  consid- 
eration in  all  cases,  and  use  the  invoice  price,  whether 
or  not  the  discount  has  been  taken  advantage  of. 

Some  firms  make  it  their  rule  in  recording  their 
costs  to  use  the  price  shown  on  the  most  recent  in- 
voice, on  which  any  particular  line  was  received. 
What  is  generally  considered  the  more  exact  and 
efficient  method,  owever,  where  there  have  been  price 
fluctuations,  is  to  strike  an  average  figure  from  the 
different  prices  at  which  goods  were  billed.  Some 
even  go  to  the  trouble  of  counting  the  number  of  car- 
tons at  each  cost  figure. 

Calculating  Depreciation 

In  calculating  depreciation  of  stock,  there  are  two 
methods  in  general  use  in  the  retail  shoe  business.  The 
first  is  the  percentage  method,  which  is  used  in  difif- 
erent  ways.  The  retailer  may  deduct  a  general  ])er- 
centage  from  the  total  value  of  his  whole  stock,  vary- 
ing from  1  up  to  20  per  cent.,  to  account  for  deprec- 
iation, or  he  may  apply  difTerent  percentages  to  goods 
that  have  been  in  stock  for  dififerent  periods  of  time. 

A  superior  system  to  the  above  is  the  ap])raisal 
method,  by  which  every  line  i.s  valued  according  to 
'ts  individule  condition.  If  a  i^air  of  shoes  has  de- 
preciated so  that  it  cannot  ^be  sold  at  the  original 
mark-up,  the  retailer  estimates  the  price  at  which  he 
believes  it  is  bound  to  sell,  and  scales  down  the  whole- 
sale value  in  proportion  and  uses  this  reduced  figure 
in  bis  inventory  record. 

Sometimes  it  may  be  found  advantageous  to  use 
a  combination  of  the  two  plans,  applying  the  ap- 
praisal method  to  badly  depreciated  goods,  and  de- 
ducting a  small  general  percentage  from  the  stock  as 
a  whole  to  cover  the  less  obvious  decreases  in  value. 


N.  S.  R.  A.  Activities 

A  meeting  of  the  executive  of  the  National  Shoe 
f'ietailers  Association  was  held  in  Toronto.  Nov.  9, 
when  a  number  of  important  matters  were  discussed. 
The  question  of  smuggling  in  goods  at  the  border 
towns  was  again  taken,  and  a  letter  has  been  written 
to  the  Commissioner  of  Customs  in  this  connection. 
It  appears  that  there  is  still  a  little  trouble  with 
the  duty-free  ^'importation"  of  the  U.  S.  goods  by 
individuals.  This  now  applies  more  particularly  to 
men's  lines. 

While  in  session  the  excutive  gave  out  a  statement 
to  the  press,  which  appeared  in  the  local  newsi:iapers. 
In  this  it  was  pointed  out  that  the  prices  of  footwear 
had  reached  the  lowest  level  i)ossible  for  some  time 
to  come.  It  was  emphasized  that  at  the  present  time 
the  retailers  were  co-operating  with  the  other  branches 
of  the  industry  in  their  endeavor  to  keep  prices  at  a 
minimum,  and  the  reduction  in  the  i)rice  of  footwear 
to  the  consumer  was  estimated  at  25  to  35  per  cent. 

It  is  interesting  to  note  that  the  following  day 
there  api)eared  a  statement  in  the  local  papers  a  state- 
ment made  by  Dr.  Hastings.  M.  O.  H.,  in  his  monthly 
report  to  the'  Board  of  Flealth,  to  the  efifect  that  the 
])rices  of  boots  and  shoes  had  ibeen  reduced  an  aver- 
age of  33  1/3  per  cent  and  on  some  lines  as  much  as 
50  per  cent.  These  figures  were  given  out  as  the 
result  of  Dr.  Hastings  investigation  into  the  cost  of 
living.  By  way  of  comparison  it  may  be  noted  that 
the  price  of  meat  was  shown  as  having  been  reduced 
28.4  per  cent. 
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Hosiery  Lends  Interest  and  Variety  to 
a  Shoe  Window  Display 


Hosier}'  is  not  only  a  profitable  proposition  for 
the  shoe  merchant;  it  is  also  an  adjunct  to  his  window 
display  man.  Hose  can  be  used  in  a  footwear  dis- 
play to  excellent  effect ;  and  gives  the  window  dres- 
ser a  latitude  in  treatment  which,  when,  conffned  to 
shoes  alone,  he  often  lacks. 

Avoid  Overcrowding 

Perhaps  the  first  |)oint  that  should  be  emphasized 
in  connection  with  the  display  of  hose  is  to  avoid 
overcrowding.  A  few  pairs  of  stockings  cleverly  ar- 
ranged will  add  distinction  to  a  shoe  window,  but  too 
many  will  simply  cheapen  it  and  confuse  the  display. 
It  would  be  rather  dangerous  practice  on  the  part  of 
a  shoe  merchant  to  use  trims  that  would  characterise 
his  store  as  a  bargain  hosiery  shop. 

While  black  is  the  predominating  color  in  hosiery 
at  the  moment,  as  it  is  in  footwear,  still  there  are 
other  colors  in  vogue  which  lend  themselves  to  very 
interesting  schemes.  There  are  the  ibrovvn  tones  and 
beige— a  shade  which  will  blend  effectively  in  most 
displays.  And  of  course  there  are  gold  and  silver 
stockings  which  are  popular  with  brocade  evening 
shoes  in  the  same  color.  Even  in  this  limited  sel- 
ection there  is  sufficient  variety  to  give  a  color-interest 
to  a  shoe  window. 

Follow  The  Unit  Plan 

Where  hose  is  used  in  a  trim,  it  is  best  to  fol- 
low the  group  or  unit  plan — many  window  dressers 
say  that  this  is  the  principle  upon  which  all  trims 
should  be  arranged.  Build  up  one  little  centre  of 
interest,  including  shoes  and  stockings  to  match, 
suitable  for  one  particular  use  or  occasion,  then,  sep- 
arate from  it,  build  up  one  or  more  similar  groups. 
One  unit  may  include  afternoon  shoes  of  patent  and 
black  kid,  with  black  silk  hose,  clocked ;  and  another, 
evening  shoes,  with  white  and  silver  stockings.  Or 
the  whole  window  might  be  given  over  to  one  or 
other  type  of  shoe,  with  hosiery  to  match,  grouped 
as  sug"gested.  In  the  most  exclusive  stores,  articles 
intended  for  wear  on  different  occasions — as  for  out- 
doors and  for  evening — are  never  shown  together  in 
the  same  window. 

There  are  a  variety  of  methods  of  displaying  hose. 
■It  may  be  shown  on  half  forms,  draped  over  fixtures, 
artistically  arranged  in  the  shoe,  shown  in  the  carton, 
or  placed  on  the  floor  of  the  window.  Expert  window 
dressers  in  high-class  women's  wear  stores  seem  to 
favor  the  use  of  the  half  form  ;  the  same  method  is 
quite  applicable  to  the  shoe  window  and  undoubtedly 
it  shows  off  a  handsome  stocking  to  the  best  possible 
advantage —  excepting,  of  course,  a  shapely  feminine 


limi).  These  various  methods  can  naturally  be  used 
in  the  same  display  to  good  advantage  in  many  in- 
stances, and  there  are  fixtures  specially  adapted  for 
the  combined  showing  of  hose  and  shoes. 

An  Attractive  Display 

A  very  attractive  display  which  recently  came  to 
our  attention  was  arranged  as  follows.  At  the  back, 
in  the  left  hand  corner  was  an  circular  glass  plate, 
supported  on  a  walnut  stand.  On  this  glass  rest  were 
three  shoes  of  slender  fixtures  of  varying  heights.  One 
was  of  silver  brocade,  another  of  gold  brocade  and  the 
third  of  black  satin,  the  latter  being  in  the  centre  of 
the  group.  Each  of  the  brocade  shoes  was  filled  with 
one  silver  and  one  gold  stocking,  and  the  satin  shoe 
with  a  black  silk  lace  front  effect  stocking.  From 
under  the  black  satin  shoe,  which  was  on  the  tallest 
fixture  and  placed  between  the  other  two,  there  hung 
one  silver  and  gold  stocking,  crossed  in  front  and 
covering  the  base  of  the  fixture. 

Another  group,  lower  down  and  toward  the  centre, 
consisted  of  two  shoes  in  brown  suede,  in  each  of 
which  were  arranged  tan  and  sand  colored  stockings. 
Balancing  this,  on  the  right,  were  two  shoes  in  patent 
and  white  kid,  holding  a  similar  arrangement  of  white 
and  black  silk  stockings. 

The  floor  of  the  window  was  covered  with  grey 
velvet,  upon  which  a  few  more  pairs  of  shoes  and 
hose  in  harmonizing  shades  were  placed. 

The  Black  And  White  Combination 

The  window  trimmer  will  do  well  to  keep  in  mind 
that  black  and  white  make  a  •  particularly  striking 
combination.  This  suggests  that  a  complete  display 
of  shoes  in  black  or  black  and  white  combined  with 
stockings  in  black  and  white  silk  would  be  very 
effective. 

Men's  hose  may  be  used  to  equally  good  eft'ect 
in  a  window  display.  Wool  socks  in  heather  and 
lovatt  mixtures  are  particularly  timely  at  the  moment 
and  introduce  a  variety  which  makes  the  trim  more 
interesting.  The  same  applies  to  children's  hose. 
Boys'  fancy  top  sport  stockings  make  a  distinctive 
feature  in  a  high  class  store. 

Hose  In  Christmas  Window 

Hosiery  is  of  course  one  of  the  shoeman's  best 
bets  for  the  Christmas  gift  trade,  and  should  have 
a  prominent  place  in  his  special  gift  displays.  Perhaps 
the  most  suitable  manner  to  show  it  in  this  case  is  in 
fancy  cartons,  the  lid  of  course  removed  and  the  feet 
of  the  stockings  loosened  and  "fanned''  out  in  artistic 
fashion.  Manufacturers  will  co-operate  by  supplying 
decorative  cartons  and  labels  for  this  purpose. 
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Hosiery  a  Profitable  Feature  of 
Christmas  Business 

I  f  he  has  cultivated  the  field  properly  beforehand, 
the  merchant's  sales  of  hosiery  will  prove  a  very  pro- 
fitaihle  feature  of  his  Christmas  business.  Stockings 
are  a  popular  Christmas  gift,  and  the  better  grades, 
such  as  the  average  shoeman  would  carry,  are  nat- 
urally most  in  demand  as  presents.  An  Ottawa  shoe 
retailer  states  that  for  several  days  previous  to  Christ- 
mas, he  has  three  or  four  salespeople  behind  the 
counter  all  the  time  selling  hose.  It's  a  good  clean 
profitable  business  in  itself,  and  at  the  same  time  it 
is  excellent  advertising  for  the  store.  People  come  in 
to  buy  hose  who  might  not  otherwise  visit  the  store  at 
air,  and  once  they  have  been  in,  they  are  a  step— i-and 
a  long  one— nearer  becoming  regular  customers. 
And  if  you  have  a  gift  department,  including  the  hos- 
iery, the  suggestions  a  customer  receives  from  the 
show  case  displays  and  in  conversation  with  the  sales- 
man may  lead  him,  or  her,  also  to  purchase  foot- 
wear for  gifts. 


Popular  Choice  of  Colors  in  Hosiery 

According  to  the  representative  of  a  well-known 
knitting  mill,  the  present  demand  from  the  Canadian 
retail  trade  is  for  the  following  colors  in  hosiery : 
White,  silver,  beige,  chestnut  ibrown,  cordovan  and 
navy,  and  of  course,  black.  The  chestnut  brown  and 
cordovan  seem  to  cover  the  call  range  for  browns, 
while  the  silver  and  beige  meet  the  demand  for 
shades  of  grey.  This  hosiery  m'an  states  that  there  is 
a  decided  tendency  for  the  dry  goods  stores  to  buy 
according  to  present  demand,  and  to  overlook  the 
changes  in  style  trend  which  may  af¥ect  the  situation 


very  considerably.  The  shoeman's  knowledge  ot  the 
color  tendencies  in  the  shoe  business  should  help  him 
very  appreciably  in  selecting  the  right  lines  of  hosiery. 
The  ajjpearance  of  the  lighter  tans  in  new  footwear 
models  cannot  but  produce  some  call  for  hose  in  the 
lighter  shades  of  brown.  And  while  there  may  be  but 
little  demand  for  whites  during  the  winter  and  early 
spring,  from  the  a])proach  of  summer  it  is  bound  to  go 

big- 
Greys,  it  is  reported,  are  again  shimmering  on  Fifth 
Avenue  ankles.    Last  easter  the  greys  beat  a  retreat, 
but  they  are  now  on  the  offensive  and  making  good 
progress,  in  combination  with  black  crepe  dresses. 

Some  of  the  New  York  hosiery  men  are  prophesy- 
ing that  the  lace  effects  will  have  a  strong  vogue  for 
another  season.  Black,  which  is  in  keen  demand,  is 
inclined  to  be  a  bit  sombre,  and  the  openwork  cer- 
tainly gives  a  snap  of  interesting  color.  There  are 
those  who  hold  the  opinion  that  the  younger  fem- 
inine element  will  be  looking  for  a  splash  of  some- 
thing brighter  that  will  counteract  the  effect  of  the 
longer  skirts,  if  the  latter  come  into  general  popul- 
arity. 


Harvard  Experts  at  Chicago  Conventon 

The  presence  of  a  large  staff  of  Administrative 
Method  Experts  from  the  Harvard  Bureau  of  Busi- 
ness Research  at  the  N.  S.  R.  A.  convention,  Chicago, 
Jan.  9-10-11-12,  will  form  a  feature  of  the  proceedings 
that  will  attract  many  retailers.  The  Harvard  rep- 
resentatives will  be  headed  by  D'ean  Melvin  Copeland 
and  their  object  will  be  to  thresh  out  with  merchants 
ways  and  means  of  better  bookkeeping,  cost  accounting 
stock  records  and  matters  of  better  business  conduct. 
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Be  Prepared  For  House  Cleaning  Time 

The  stickers  Must  be  Cleared  at  any  Price— Arguments  for  and  against  Semi- 
annual Sale — If  Your  Stock  is  in  Need  of  Cleaning,  Plan  January  Clearance 


Clean  stock  is  one  of  the  first  essentials  of  suc- 
cessful merchandis'ng'.  Stickers  must  be  turned  in- 
to cash  at  any  price.  And  to  this  end  the  semi-annual 
sale  has  become  a  recognized  institution.  It  is  part 
of  the  policy  of  a  large  majority  of  shoe  merchants,  and 
retailers  of  wearing  apparel,  and  is  generally  consider- 
ed as 'being  a  necessary  evil.  Some  are  quite  opposed 
to  the  idea  and  declare  that  the  same  object  can  be 
served  much  more  satisfactorily  by  continuous  clear- 
ance. A  well-known  retailer  in  a  large  way  of  bus- 
iness, catering  mainly  to  a  working  class  trade,  in  a 
recent  conversation  with  "Footwear"  stated  that  he 
had  found  the  latter  plan  to  'be  the  hest.  His  method 
is  week-end  clearance.  Bargains  are  featured  every 
Friday  and  Saturday,  and  advertised,  including  mer- 
chandise that  has  been  specially  bought  and  can  be 
sold  at  a  price  and  also  any  inactive  lines  from  regular 
stock.  The  shelf-warmers  are  picked  out,  placed  on 
tables  and  ticketed  at  as  low  a  price  as  seems  neces- 
sary, and  in  this  way  they  are  kept  cleaned  out  all  the 
time,  instead  of  being  allowed  to  accumulate  to  the 
end  of  the  season.  The  retailer  referred  to  asserts 
that  with  a  manager  who  knows  exactly  the  condition 
of  his  stock  and  live  salesmen  who  will  show  custom- 
ers the  less  active  lines  at  every  favorable  opportun- 
ity, the  semi-annual  sale  can  be  done  away  with  en- 
tirely. 

Continuous  Clearance 

The  prolblem  of  the  store  catering  to  a  fashionable 
trade  is  somewhat  dififerent.  Style  in  this  case  is  the 
controlling  factor  and  what  was  g-ood  yesterday  may 
be  out-of-date  to-morrow.  Again,  some  lines  that 
looked  like  winners  at  the  time  they  were  bought  may 
prove  to  be  bloomers  when  it  comes  to  the  actual 
selling.  It  is,  therefore,  as  every  shoe  merchant 
knows,  a  most  difficult  problem  to  prevent  accumul- 
ations of  vmpopular  and  stale  styles.  Some  declare 
it  can  be  done  most  effectively  by  the  continuous  clear- 
ance. As  soon  as  a  shoe  toegins  to  show  a  shelf- 
warming  tendency,  it  is  marked  down  or  a  P.  M.  is 
put  on  it,  or  perhaps  both  of  these  expedients  are  re- 
sorted to.  Sooner  or  later  the  price  will  be  cut  to  the 
point  where  the  shoe  will  have  to  move. 

The  apparent  advantage  of  the  continuous  clear-l 
ance  is  that  there  is  a  greater  demand  for  the  goods  at 
the  time  the  reduction  is  made.  If  they  lie  on  the 
shelf  till  the  end  of  the  season,  they  will  then  be  an- 
tiques from  the  standpoint  of  the  modern  lady  of 
fashion.  But  during  the  season  they  may  'be  grad- 
ually gotten  rid  of  before  the  style  clock  strikes  an- 
other hour. 

Arguments  in  Favor  of  Semi-annual  Sale 

There  is  another  side  to  the  cjuestion,  however. 
Where  a  merchant  adopts  the  semi-annual  sale  policy, 
he  gets  his  full  price  on  all  goods  sold,  whether  rapid 
or  tardy,  right  up  to  the  end  of  the  season,  and  when 
he  puts  on  his  sale  the  greater  cjuantity  of  merchan- 
dise at  reduced  prices  and  the  wider  advertising  which 
he  has  the  opportunity  to  give  it  secures  greater 
pulling"  power  and  he  may  bring  crowds  to  his  store 
that  would  be  attracted  in  no  other  way. 


Another  plan  which  seems  to  have  been  used  to 
good  advantage  in  many  instances  is  the  bargain 
basement.  Merchants  who  establish  a  department 
of  this  kind  generally  make  it  an  outlet  for  the  slow- 
movers  in  their  main  stock.  As  soon  as  a  shoe  shows 
that  it  is  an  undesirable  number  in  the  main  stock,  it 
is  "sent  down,"  cut  in  price  and  placed  on  the  bargain 
ta'ble.  Cheaper  grades  of  shoes  are,  as  a  rule,  also 
bought  especially  for  the  basement  stock. 

Whichever  of  these  plans,  or  whatever  combination 
of  them,  a  merchant  may  use,  one  thing  is  certain, 
he  must  have  some  method  of  clearance,  and  when 
January  comes  around,  if  he  has  not  been  using  means 
to  get  rid  of  the  shelf-warmers  during-  the  season,  he 
must  stage  a  sale  and  turn  all  goods  into  cash  that 
are  not  staple  and  safe  to  hold. 

Don't  Start  Too  Early 

The  question  to  which  the  shoe  merchant  must 
now  give  his  attention  almost  immediately  is:  How 
most  successfully  to  put  on  a  sale.  He  must  plan 
well  ahead,  but  avoid,  albove  all  things,  starting  too 
early.  Some  retailers,  in  the  endeavor  to  get  ahead 
of  their  competitors,  cut  into  their  own  regular  bus- 
iness, disorganize  the  trade,  and  take  losses  that  are 
quite  unnecessary. 

The  first  essential  to  a  successful  clearance  is  that 
the  prices  should  be  reduced  sufficiently  to  make  it 
evident  to  the  public  that  they  are  being  offered  bar- 
gains.   After  that  the  big  factor  is  advertising. 

Would  a  Store  Newspaper  Take  With  Your  Trade? 

The  nespaper  is  of  course  the  most  popular  and 
probably  the  most  effective  medium,  but  it  is  not 
available  in  many  small  towns  and  for  the  retailer  in 
a  large  -city  who  does  merely  a  local  trade  the  use  of 
any  of  the  dailies  is  out  of  the  question.  He  may, 
perhaps,  make  use  of  a  district  weekly  to  good  effect, 
or  may  get  out  a  store  newspaper  of  his  own  especially 
for  the  occasion.  Some  retailers  g'et  out  their  own 
store  papers  regularly  and  have  found  it  good  adver- 
tising, but  in  any  case  it  should  prove  effective  as  a 
temporary  expedient  during  a  sale.  The  store  paper 
should  preserve  the  appearance  of  a  newspaper  as 
far  as  possible  and  should  not  contain  more ,  than 
two-thirds  advertising  matter.  The  balance  of  the 
material  may  be  in  the  form  of  neighborhood  news, 
editorial  discussions,  liumorous  items,  etc.  The  ar- 
rangement might  be  something  like  this — for  a  special 
sale.  A  four-page  sheet,  say  9  in.  'by  12  in.,  with  the 
first  page  devoted  to  a  discussion  of  shoe  prices  and 
the  costs  entering  therein.  The  centre  page  might 
'be  given  over  to  a  two-|pag'e  spread  advertising  the 
main  items  in  the  sale  offerings  and  the  last  page, 
about  half  and  half  advertisiug-  and  neighborhood 
news  and  material  of  interest  to  the  children  or  to 
jokes.  This  would  attract  more  attention  than  the 
ordinary  dodger,  not  only  on  account  of  the  news  in- 
terest, but  also  because  it  is  a  little  different.  The 
store  newspaper  may  also  'be  used  effectively  to  sup- 
plement circular  advertising. 

It  is  also  well  during  a  sale  to'  give  your  store  win- 
dows and  store  arrangement  some  variety  in  order 
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This  splendid  new 
store  front  recently 
installed  by  Dillon  & 
Moore,  St.  Catharines. 
Ont.,  has  attracted 
very  general  attention 
locally,  and  looks 
like  a  real  business 
builder.  The  firm  are 
strong  believers  in  the 
value  of  good  window 
displays  and  pay  a 
great  deal  of  attention 
to  this  medium  of 
publicity.  Note  the 
artistic  display  fix- 
tures used. 


that  the  puhlic  may  l)e  aware  that  there  is  soiuetliin<;' 
special  going  on.  How  far  a  retailer  may  go  in 
"stunt"  advertising  depends  largely  upon  the  class 
of  trade  he  does.  With  a  high  class  trade,  a  little 
goes  a  long  way,  and  with  any  trade  an  overdose 
is  worse  than  too  little.  However,  a  window  may- 
he  striking  without  being  blatant,  or  cheap. 

The  interior  of  the  store  should  be  arranged  for 
maximum  efficiency  in  handling  the  larger  crowds 
which  may  be  expected.  One  of  the  dangerous  fea- 
tures of  a  sale  is  that  it  may  give  a  casual  customer 
a  very  poor  opinion  of  the  service  ofifered,  unless  the 
matter  is  dealt  with  very  carefully.  Some  of  us  have 
had  the  experience  of  being  left  sitting  for  ten  or 
fifteen  minutes  with  a  shoe  on  that  neither  fitted  our 
fancy  nor  our  foot,  while  the  salesman  gave  atten- 
tion, no  doubt  equally  satisfactory,  to  other  custom- 
ers.   Bad  for  future  business— very ! 


A  shoeman  of  long  experience  advises  that  a  sales- 
man should: 

(Ij  Never  leave  a  customer  without  a  shoe  on 
lur  foot  with  which  she  has  shown  some  signs  of 
satisfaction. 

(2)  Never  leave  a  customer  without  sales  talk  to 
convince  her  of  the  value  erf  the  shoe. 

(3)  Never  leave  a  customer  without  first  obtain- 
ing his  or  her  permission. 

It  is  also  very  essential  that  the  stock  should  be 
arranged  in  the  most  convenient  manner  possible.  It 
has  been  found  conducive  to  efficiency  to  department- 
ize  the  lines  carefully,  and  placard  each  section  with 
neat  signs.  The  customer  then  naturally  will  enter 
the  department  carrying  the  particular  kind  of  shoes 
he  or  she  desires,  and  the  goods  are  right  to  the  sales-> 
man's  hand,  enal)ling  him  to  render  service  in  the 
shortest  possible  time. 


Activity  in  Shoe  Manufacturing  Industry  Continues 


Reports  received  by  the  Manufacturers'  Associa- 
tion of  Canada  indicate  gratifying  conditions  in  the 
shoe  industry, 

A  manufacturer  of  medium  grade  McKays,  located 
in  the  Maritimes,  states  that  he  finds  trade  exception- 
ally good.  In  fact  orders  for  Sirring  and  for  immediate 
delivery  exceed  by  some  10  per  cent,  the  volume  <^f 
business  enjoyed  at  any  previous  time  in  the  history 
of  the  concern. 

It  is  encouraging  to  note  that,  while  last  year  at 
this  time  many  of  the  factories  in  Ouebec  City  were 
closed,  to-day  they  are  working  at  about  75  per  cent 
capacity,  according  to  one  member's  report.  Orders, 
he  says,  are  showing  a  tendency  to  increase  in  size 
and  dealers  are  more   inclined    to  order    for  future 


delivery.  Factories  are  estimated  to  have  sufficient 
business  ahead  to  kee])  them  running  for  three  months. 

From  Montreal,  it  is  stated  that  some  plants  are 
working  to  100  per  cent  capacity  and  that  business 
in  all  lines  is  much  better  than  last  year,  men's  shoes 
being  in  especially  heavy  demand. 

From  London  district  the  report  is:  factories 
working  to  100  per  cent,  capacity  in  all  lines,  as  com- 
pared with  60  per  cent,  this  time  last  year. 

Kitchener  shoe  manufacturers  also  seem  to  have 
no  reason  for  complaint.  Plants  producing  men's 
and  boys'  footwear  were  stated  to  be  working  to  100 
per  cent,  capacity,  and  women's  almost  to  full  capacity. 
Most  of  the  children's  ])lants  were  also  said  to  be 
turning  out  their  full  output. 
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Shoeman's  Merchandising  Calendar 

Time  to  Think  of  Clearance  Sales  and  Inventories— Start  1922  with  a 
Clean  Sheet — New  Year  Presents  Opportunity  for  Introducing  New 
Ideas — Take  Advantage  of  the  Weather  to  Push  Heavy  Goods 


In  the  majority  of  shoe  stores  the  two  hip; 
events  of  the  month  of  January  will  be  inven- 
tory, and  Clearance  Sale.  Not  in  all  however 
for  some  do  not  take  inventory  till  l^'eliruary 
and  some  don't  put  on  semi-annual  sales.  The 
motto  of  the  retailer,  in  any  case,  should  'be:  "be 
prepared  in  advance."  Elsewhere  in  this  issue 
are  two  articles  dealing  with  these  two  important 
events,  which  he  will  find  it  advantageous  to 
peruse. 

January  is  as  good  a  time  as  any  other  for 
turning  over  a  new  leaf,  if  not  better.  If  you 
know  there  are  weaknesses  in  your  business 
methods  that  should  be  corrected,  take  the  op- 
portunity presented  by  the  less  active  selling 
season,  to  attack  your  problems  and  solve  them. 
If  you  procrastinate  the  spring  opening  will  be 
upon  you  and  the  matter  will  be  let  slide  for 
another  year. 

Ask  yourself  these  questions:  Is  my  stock 
arrangement  the  most  efficient  possible?  Are 
my  records  adequate  to  the  needs  of  my  busin- 
ess Is  my  store  equipment  as  complete  and  up- 
to-date  as  befits  a  modern  footwear  estal>lish- 
ment?  Have  I  got  the  confidence  of  my  stafif 
and  is  there  the  team  play  among  its  members 
that  builds  business? 

If  you  can  answer  all  these  questions  in  the 
affirmative,  you  can  look  forward  with  optim- 
ism to  trade  development  during  1923.  If  not 
the  New  Year  is  the  time  to  take  the  necessary 
action  to  rectify  your  inefficiencies. 


January  is  also  a  igood  time  for  the  win- 
dow trimmer  to  introduce  new  window  display 
features  that  will  attract  interest  to  the  store 
and  stinitulate  sales.  The  pu'blic  are  in  a  frame 
of  mind  to  look  for  and  assimiilate  new  ideas 
and  will  be  likely  to  respond  to  attractive  orig- 
inality in  the  window  display.  Make  a  clean 
sweep  o'f  the  holiday  trimmings  and  introduce 
fresh,  clean-cut,  forceful  selling  features. 

Take  ad\'antage  of  the  weather  during  the 
month  to  put  on  a  l^ig  winter  shoe  and  rubljer 
campaign — quite  apart  from  your  clearance  sale, 
if  you  have  one.  January  isn't  only  a  month 
for  cleaning  shop — you  can  do  some  profitaljle 
business  as  well.  The  market  will  not  yet  be 
saturated  with  heavy  footwear  and  protective 
goods. 

Usher  in  the  New  Year  with  something- 
striking  in  the  way  of  a  trim.  The  New  Year's 
Day  crowds  won't  be  out  with  any  thoughts  of 
l:iusiness.  They  will  be  in  a  jolly  mood,  a  mood 
for  gaiety,  a  mood  to  comment  upon  anything 
novel  that  may  come  to  their  attention.  You 
can  therefore  afford  to  l)e  a  little  fanciful  in 
your  display  on  that  particular  day,  a  little  l)oll- 
der  and  a  little  different.  Ordinarily  you  should 
plan  your  window  trim  with  the  sole  o1)ject  of 
selling  goods,  but  in  this  instance  you  are  justi- 
fied in  making  it  take  the  form  of  a  greeting. 
I'ut  across  a  message  to  the  public  that  they  will 
remember  and  do  it  in  a  way  that  will  impress 
them. 
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The  Need  for  Economical  Merchandisin 

Quick  Turn-over  on  Small  Investment  is  the  Secret  of  Successful 
Retailing  To-day  —  Miscalculation  in  Buying  Sizes,  More 
Than  Styles,  the  Cause  of  Losses  in  the  Shoe  Business. 


Merchandising  to  day  is  a  very  different  propositiuii 
to  what  it  was  two  or  three  years  ago.  That  queer 
fellow  "  Supply  and  Demand  "  seems  to  have  shifted  to 
the  opposite  side  of  the  see-saw  and  it's  the  consumer 
who  is  now  sitting  on  the  weig<hty  end  of  the  plank, 
while  merchant  and  manufacturer  are  having  their 
turn  "  up  in  the  air  "  and  some  are  in  danger  of  falling 
off.  No  longer  is  the  shoe  retail  business  safe  for 
everybody,  and  it's  pro'bably  a  mighty  good  thing  that 
it  is'nt.  We  don't  want  every  Tom,  Dick  and  Harry 
running  shoe  stores  ;  we  want  only  real  business  men — 
men  who  make  a  keen  study  of  cimditions,  who  have 
got  their  business  compleftely  in  hand,  and  who  can 
adjust  their  policy  to  meet  the  exigencies  of  a  time 
such  as  the  present. 

There  are  three  main  elements  in  merchandising — 
buying,  selling  and  stock-keeping  or  stock  control — 
and  no  retailer  can  afford  to  neglect  any  one  of  them. 
The  last-mentioned  is  of  great  importance,  because  it 
furnishes  the  information  which  is  essential  to  really 
intelligent  buying.  A  man  may  have  the  knack  of 
making  a  good  bargain  and  a  "  nose  "  for  cheap  goods, 
but  his  ability  along  that  line  won't  suffice  under  pres- 
ent circumstances,  except  it  is  backed  up  by  the 
knowledg'e  which  a  proper  stock-keeping  system  will 
furnish.  The  price  may  be  alright  and  the  goods  may 
be  alright,  but  it  they  don't  fit  in  with  the  stock 
already  in  hand,  the  advantage  may  be  entirely  lost. 

Expense  of  Carrying  Goods  on  Shelves. 

The  shoe  buyer  to-day  more  than  ever  before,  must 
keep  two  points  in  mind — the  reduction  of  the  amount 
of  cajMtal  tied  up  in  stock  to  the  lowest  possible  point, 
and  the  increase  of  turnover  to  the  highest  possible 
point.  The  importance  of  the  former  is  fully  com- 
prehended when  it  is  pointed  out  that  only  about  one- 
fourth  or  one-third  of  the  expenses  of  the  average  §hoe 
store  is  chargeable  to  actual  selling  costs ;  the  balance, 
for  the  most  part  is  chargeable  to  the  merchandise  in 
stock,  on  account  oi  interest  on  cai)ital  invested,  rent, 
taxes,  depreciation,  insurance,  and  so  on.  The 
longer  a  pair  of  shoes  remain  on  the  shelves,  the  more 
expensive  they  become,  and,  under  present  conditions, 
the  less  valua'ble.  Perhaps  it  is  not  putting  it  too 
strongly  to  say  that  "  One  pair  on  the  feet  (of  the 
customer)  is  worth  two  on  the  shelf."  It  certainly 
works  out  that  way  very  frequently. 

The  ideal  for  the  merchant  then  under  conditions 
such  as  exist  at  the  present  is  to  carry  the  least  poss- 
ible (|uantity  of  shoes  of  the  kind  the  ])ublic  doesn't 
want,  and  of  the  kind  that  the  public  does  want,  the 
smallest  stock  that  will  meet  the  requirements — and 
to  turn  that  stock  the  greatest  number  of  times  poss- 
ible in  the  year. 

Don't  Let  the  Stickers  Stick. 

It  is  impossible  for  any  man  to  avoid  picking,  now 
and  again,  styles  that  won't  please  the  popular  taste — 
unless,  indeed,  he  were  gifted  with  prophetic  vision. 
For  the  public  is  fickle  and  its  whims  very  difficult  to 
anticipate.    There  are  the  staple  styles,  of  course,  on 


which  he  can  estimate  his  recjuirements  fairly  accur- 
ately but  more  and  more  the  really  profitable  business 
is  being  done  in  seasonable  styles.  It's  the  new  goods 
that  draw  the  public,  but,  unfortunately,  they  won't 
I)uy  everything  that's  new,  and  some  styles  that  may 
look  just  as  pretty  to  the  man  who  bought  them  don't 
"  take  "  though  he  may  advertise  them  just  as  prom- 
inently and  display  them  as  frequently.  The  ten- 
dency is  of  course  to  pu.sh  the  goods  for  which  the  de- 
mand is  keen  and  re-stock  in  them,  at  the  same  time 
overlooking  the  less  popular  lines.  This  is  a  serious 
mistake.  For,  as  pointed  out  above,  the  longer  the 
shelf-warmers  remain  on  the  shelves,  the  more  ex- 
pensive they  become,  and  the  less  valuable.  Prompt 
measures  must  be  taken  to  move  them.  It's  better  to 
cut  the  price  on  them  early  in  the  season  and  put  spiffs 
on  them,  if  necessary,  than  to  wait  in  hopes  that  they 
will  be  sold  in  the  ordinary  way,  and  find  them  still 
"  sticking  "  at  the  end  of  the  season,  when  they  may 
have  to  be  got  rid  of  at  a  dead  loss. 

In  this  connection,  the  value  of  a  proper  system  of 
stock  control  becomes  immediately  apparent,  inas- 
much as  it  will  show  the  merchant  at  once  what  styles 
are  not  being  sold,  so  he  can  take  whatever  action  is 
needed  to  move  them. 

Too  Many  Styles. 

One  of  the  mistakes  that  many  average  retailers 
are  making  to-day  is  that  of  carrying  too  many  styles. 

In  numerous  cases  the  number  of  styles  could  un- 
doubtedly be  cut  in  half  without  any  detriment  to  busi- 
ness- We  read  of  a  case  recently  where  the  proprietors 
of  a  chain  store  system,  carrying  about  one  hundred 
styles  of  women's  shoes,  dropped  over  fifty  per  cent., 
and  stocked  more  heavily  in  the  fast  selling  sizes  and 
widths  of  the  more  popular  lines.  The  result  of  this 
policy  was  a  reduction  of  the  amount  of  capital  tied 
up,  an  increase  in  sales  volume  and  a  larger  net  profit. 

Sizes  and  Widths  that  Won't  Sell 

However,  it  is  not  the  selection  of  unpopular  styles, 
but  the  miscalculation  in  buying"  sizes  and  widths  in  the 
lines  that  do  .sell,  that  is  the  most  prolific  cause  of 
losses  in  the  shoe  retail  business.  It  is  here  that  a 
record  of  sizes  is  going  to  prove  valuuable.  Can  you 
tell  the  percentage  of  the  various  sizes  and  widths  that 
you  sell  to  the  women's  trade  and  to  the  men's?  The 
call  for  sizes  varies  quite  considerably  in  different 
localities,  and  you  cannot  be  sure  that  the  '"run  of 
sizes  "  which  the  wholesaler  may  supply  you  fills  the 
bill  accurately.  Probably  most  retailers  err  on  the 
side  of  buying  too  heavily  in  the  out  sizes.  In  the 
women's  shoes  it  is  claimed  in  some  quarters,  that 
the  sizes  5,  5^  and  comprise  over  fifty  per  cent,  of 
the  total  sales,  Init,  in  view  of  the  variations  with 
locality,  as  pointed  out  above,  the  retailer  cannot  take 
any  general  figures  as  to  the  sales  of  sizes  and  use  them 
with  the  assurance  that  they  will  exactly  apply  to  his 
own  trade.  Indeed  changes  in  the  call  for  sizes  may 
take  place  in  the  same  locality. 

Close  figuring  means  reduction  of  expenses,  but  in 
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Illustrating  proper  use  of  XSRay  reflectors.  On  the  left,  the  lamp  is  shown  in  correct  position,  with  proper  holder  in  use; 
in  the  centre,  lamp  is  too  far  down  in  reflector,  wrong  holder  being  used,  or  lamp  too  large;  on  the  right,  lamp  too  far 
up  in  reflector. 


order  to  figure  closely,  the  merchant  must  have  scien- 
tific records  upon  which  to  base  his  policies,  and  even 
then,  of  course,  some  chances  must  be  taken.  Busi- 
ness cannot  be  made  absolutely  safe  for  the  merchant 
by  any  system  whatever,  for  there  is  always  the  poss- 
ibility of  unforseen  conditions  arising  which  may  upset 
his  calculations.  The  man,  however,  who  will  win 
out  during-  the  present  period  is  the  one  who  can  trim 
his  expenses  to  the  limit  by  keeping  down  the  number 
of  styles  he  carries  to  the  lowest  point  that  will  enable 
him  to  satisfy  the  preferences  of  his  particular  class  of 
trade  and  by  properly  proportioning  his  purchases 
among  the  various  sizes  and  widths. 

And  as  to  the  Selling  End. 

It  would  seem  that  the  conditions  of  to-day  demand 
that  the  expenses  connected  with  the  actual  selling 
of  goods  and  service  to  the  public  be  cut  down  as  low 
as  possible.  Many  merchants  are  finding  it  feasible  and 
advantag-eous  to  eliminate  credit  to  customers,  and  in 
general  the  wisest  course  is  to  cut  down  the  number  of 
accounts  receivable  to  the  lowest  possible  point.  On 
another  page  there  is  an  article  regarding  the  method  a 
U.  S.  concern  used  in  the  elimination  of  credit  without 
offending  customers — which  was  by  means  of  a 
"  shopping  cheque."  Our  readers  will  probably  be 
very  interested  in  this  item. 

However  the  question  of  cutting  down  service  in 
the  matter  of  credit,  deliveries,  etc.,  must  be  largely 
determined  by  local  conditions  and  the  class  of  trade 
catered  to- 

The  department  in  which  a  large  number  of  mer- 
chants start  to  trim  expenses  and  very  often  the  one 
in  which  they  can  least  afford  to  do  so  is  in  advertising. 
Publicity  is  needed  to  sell  goods,  and  more  so  in  a 
period  of  depression  than  in  the  boom  times.  It  is 
poor  policy  for  a  merchant  to  reduce  his  advertising 
appropriation  when  there's  a  slump,  unless  he  is 
actually  forced  to  it. 

We  believe  the  policy  of  the  livest  merchants  in 
Canada  at  the  present  time  is  to  operate  on  the  lowest 
margin  of  mark-up  possible  and  make  their  profits  on 
increased  turn-over.  The  public  are  looking  for  goods 
at  a  price,  and  will  buy  when  they  can  get  the  price 
that  seems  to  them  reasonable.    The  proprietor  of  one 


of  Canada's  largest  chain  store  systems  told  "  Foot- 
wear "  recently  that  for  the  past  six  months  he  had 
been  featuring  goods  at  $4.95.  He  had  felt  that  his 
class  of  trade  wanted,  if  possible  to  keep  below  the 
$5.00  mark,  and  he  had  standardized  to  some  extent  on 
the  $4.95  figure,  selling  shoes  at  that  price  almost  re- 
gardless of  what  they  cost.  The  result  of  this  policy 
is  an  increased  turn-over  in  dollars  as  compared  with 
last  year,  which  of  course  means  that  the  pairage  is 
away  up.  Economy  and  turn-over  make  a  good  team 
just  at  present. 

For  the  rest,  push  the  seasonable  goods,  use  good 
live  publicity  and  snappy  displays ;  if  you  cut  down  on 
c|uantity  of  service,  make  up  for  it  in  quality ;  get  the 
public  to  understand  that  you're  saving  money  for  them 
by  so  doing ;  and  make  courtesy  your  watchword,  first 
last  and  all  the  time. 


Advance  in  Hide  Prices 

A  sign  of  the  times  is  the  advance  in  the  price  of 
hides.  Packer  "extremes"  have  advanced  this  fall 
from  11  cents  to  14j/4  cents.  Only  1  cent  to  cent 
of  this  increase  can  be  attributed  to  the  better  con- 
dition (if  the  hides.  There  is  at  least  2  cents  actual 
increase  in  the  price  level.  Country  "extremes"  like- 
wise now  cost  11  cents  to  lljA  as  against  8^  cents 
two  months  ago. 

This  will  mean,  where  side  leather  is  used,  an  in- 
crease of  20  cents  in  the  cost  of  manufacturing  a  pair 
of  shoes. — which  would  seem  to  indicate  that  those 
who  are  looking  for  further  decreases  in  prices  of 
shoes  in  the  near  future  are  doomed  to  disappointment. 


Reduced  Ocean  Rates  on  Leather 

The  fact  that  ocean  rates  on  sole  leather  to  the 
Old  Country  have  been  cut  in  half  is  likely  to  have 
quite  an  appreciable  effect  on  the  Canadian  trade — 
so  a  well-known  tanner  states.  Enquiries  are  being- 
received  from  British  concerns  anxious  to  impor't 
Canadian  leather,  and  with  the  Pound  Sterling  grad- 
ually regaining  a  more  favorable  position  and  the 
reduced  freight  charges,  it  is  believed  that  former 
overseas  connections  can  be  re-established  by  the 
Canadian  tanner  on  a  profitable  basis. 


TO 
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New  Shoe  Jobbing  House 

Annoimcement  is  made  of  a  new  shoe  jobbing 
house  under  the  name  H,  W.  Pearson  Shoe  Co.,  Ltd. 
This  announcement  will  be  of  more  than  usual  inter- 
est, as  the  personnel  of  the  new  firm  includes  names 
very  well,  and  very  favoraljly,  known  to  the  Canadian 
shoe  trade.  Mr.  H.  W.  Pearson  himself,  who  was  a 
traveller  with  Ames-Holden-McCready,  Ltd.,  for  some 
ten  years,  and  for  the  last  eight  years  has  been  man- 
ager of  their  Toronto  office,  is  one  of  the  most  widely 
acquainted  men  in  the  trade.  Another  member  of  the 
new  firm  is  b'red  R.  Foley,  shoe  merchant,  of  Bow- 
manville,  Ont.,  who  is  giving  up  his  retail  bus'ness  to 
devote  himself  to  the  new  firm's  interests ;  Mr.  Foley 
has  been  one  of  the  most  successful  of  Canada's  shoe 
retailers  and  may  be  depended  upon  to  follow  the  same 


Net  Sales  =  100% 

Lowest  Highest  Common 

Wcagcs  of  Salesforcc                               4.3%  17.7%  9.7% 

PM's   4.2  0.5 

Advertising   6.5  1.9 

Wrappings  and  Other  Selling                    0.05  2.1  0.2 

Total  Selling                                      5.0  21.8  12.3 

Delivery   3.4  0.3 

Buving,  Management,  and  Office  Sala- 

ries                                                0.4  12.8  3.9 

Office   Supi)lies,   Postage,   and  Other 

Management                                     f'.03  3.1  0.3 

Total  Buying  and  Management              0.(»  13.1  4.2 

Rent                                                0.4  15.9  2.6 

Heat,  Light,  and  Power                         0.08  2.8  0.5 

Taxes  (exccj)t  on  buildings,  income,  and 

profits)                                             0.01  3.4  0.5 

Insurance  (except  on  buildings)               0.07  1.5  0.5 

Repairs  of  Store  Lquipmcnt                    0.01  2.2  0.2 

Depreciation  of  Store  Ecjuipment             0.03  2.2  0.3 

Total  Interest                                     0.5  7.4  3.0 

Total  Fixed  Charges  and  Upkeep            2.8  18.1-  7.6 

Miscellaneous                                       O.Ol  8.0  1.4 

Losses  from  Bad  Del)ts   3.8  0.2 

Total  Expense                                     12.5  48.0  26.0 

The  above  table  shows  an  analysis  of  operating'  expenses  in  retail  shoe 
stores  in  1920.  as  complied  by  the  Harvard  Bureau  of  Business  Re- 
search from  figures  submitted  by  397  stores  in  Canada  and  United 
States. 


aggressive  policy  in  his  new  business  as  he  had  done 
in  the  old.  Two  other  well-lknown  members  are  W.  J. 
Drysdale,  who  has  been  covering  eastern  Ontario  for 
Ames-Holden-McCready  for  ten  years,  and  R.  PL  Par- 
tridge, an  old  and  valued  employee  of  the  same  com- 
pany. It  will  thus  be  seen  that  everyone  connected 
with  the  business  is  a  thoroughly  experienced  shoe- 
man,  with  the  right  appreciation  of  the  value  of  ser- 
vice as  well  as  of  shoes.  The  office  of  the  new  com- 
panv  is  at  20  Wellington  St.,  W.,  dating  from  Jan.  1. 
1922. 


the  benefit  of  the  farmers,  the  chamber  of  commerce 
have  made  arrangements  for  the  use  of  an  auction 
mart  near  the  central  square  of  the  town  one  day  each 
month,  and  here  household  goods,  farm  imi)lements 
and  livestock  are  auctioned  off.  The  farmers  are 
I)rivileged  to  list  their  goods  and  make  use  of  the 
stalls  free  of  charge.  On  the  same  day,  the  retail 
merchants  offer  bargai*n  merchandise  at  attractive 
l)rices. 


Upstairs  Shoe  Store  in  Hamilton 

The  Up  .Stairs  .Shoe  Stores  is  the  firm  name  of  a 
new  concern  which  has  recently  started  business  in 
Hamilton,  Ont.  As  the  name  indicates,  this  com- 
pany have  applied  the  upstairs  idea  to  shoe  retailing, 
as  it  has  already  been  applied  in  the  clothing  business. 
Their  premises,  which  have  an  area  of  2,800  sq.  ft., 
are  located  on  the  second  floor  at  193-193X>  King 
St.,  West,  and  their  claim  is  that  by  escaping  the  high 
ground  floor  rent  charges  they  will  be  able  to  mater- 
ially reduce  their  overhead  expenses.    They  carry  a 


Mr.  M.  Geller 

complete  line  of  men's  and  women's  shoes. 

Mr.  M.- Geller,  the  proprietor  of  the  new  enterprise, 
has  had  considerable  experience  in  the  shoe  business, 
having  fromerly  operated  shoe  stores  at  .Sherman  Ave., 
N.,  Hamilton,  and  at  Welland.  Ont. 


Combatting  the  Mail  Order  House 

.\  monthly  sales  and  auction  day  is  the  plan  the 
retail  merchants  in  a  little  town  down  south  have 
e\olved  for  combatting  the  mail  order  habit.  For 


Staging  a  Visit  from  Santa  Claus 

The  Danfortli  Jlusiness  Men's  Association.  Toronto, 
which  numbers  among  its  members  some  of  the  livest 
shoe  merchants  in  the  city,  is  putting  on  a  big  Christ- 
mas advertising  stunt.  One  fine  day  the  people  of  the 
Danforth  district  will  see  Santa  Claus  sailing  along 
in  his  aeroplane  with  a  load  f)f  Christmas  gifts.  He 
will  circle  around  over  Riverdale  I 'ark  and.  finally, 
drop  lightly  from  his  ])lane  to  the  ground.  That  there 
will  l)e  hundreds  of  children  there  to  greet  him  goes 
without  saying,  and  there  will  also  be  a  waggon  in 
readiness  drawn  by  a  pair  of  noble  white  horses  at 
his  disposal  to  enable  him  to  continue  his  journey 
in  befitting  state.  He  will  ride  alo-ng  Danforth  Ave. 
stopping  at  the  various  stores  and  will  distribute 
souvenirs  to  all  and  sundry.  The  stores  will  be  ap- 
propriately decorated  for  the  occasion  and  will  have 
special  bargains  to  celebrate  his  visit. 

(Needless  to  say  the  .'^anta  Claus  wIuj  dro])s  from 
the  aeroplane  will  l)e  a  dummy.) 
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Another  New  Wholesale  Shoe  Concern 

Mr.  D.  R.  Feetham,  who  for  many  years  has  had 
charge  of  the  mail  order  shoe  department  of  the  T. 
Eaton  Co..  Ltd.,  has  just  recently  established  himself 
in  the  wholesale  shoe  business  in  Toronto,  having 
opened  a  warehouse  at  55  Bay  St.  Mr.  Feetham  has 
a  wide  reputation  as  a  shoeman,  and  has  had  long 
and  intensive  experience  in  merchandising  footwear 
and  gauging  the  needs  of  the  public,  particularly  in 
Ontario.  He  has  also  selected  for  his  staff,  men  who 
are  well  and  favorably  known  to  the  trade.  Mr.  Dan 
H.  Presho,  a  veteran  shoe  traveller,  who  was  formerly 
connected  with  the  firm  of  Albert  Lambert,  Montreal, 
will  cover  the  city  of  Toronto.  Mr.  Palmer  Blackhurst 
a  traveller  of  sixteen  years'  experience,  will  cover 
Western  Ontario,  while  the  shoe  merchants  or  North- 
ern Ontario  who  ha\e  had  pleasant  relations  with 


Mr.  D.  R.  Feetham 


Mr.  R.  A.  Adams,  as  the  representative  of  the  Dom- 
inion Rubber  System,  may  now  expect  to  see  him 
sail  in  under  the  Feetham  colors. 


Putting  Across  a  Successful  "Fire  Sale" 

As  a  result  of  a  fire  which  occurred  in  the  same 
building  with  one  of  the  Rannard  Shoe  stores  in  Win- 
nipeg recently,  Mr.  C.  F.  Rannard  decided  to  put  on 
a  fire  sale  which  was  running  right  through  the  month 
of  Novemlber.  It  was  in  the  rooms  above  his  establish- 
ment at  536  Main  St.  that  the  fire  actually  took  place 
on  the  morning  of  Sunday,  Oct.  30,  and  the  damage 
done  in  the  store  was  caused  'by  smoke  and  water. 
It  was  not,  however,  very  heavy,  the  general  adjust- 
ment made  to  stock  and  fixtures  being  less  than  $3, 
500. 

Mr.  Rannard  himself  took  hold  of  the  sale  and  at 
once  decided  that  it  would  be  the  best  policy  to  place 
on  sale  everything  in  the  store,  as  it  was  his  object 
to  reduce  stock.  The  drive  opened  on  Friday  Nov. 
4th.,  and  on  the  Saturday,  though  there  were  nearly 
20  salesmen  in  attendance,  it  was  with  difficulty  that 
the  business  was  handled.  The  sale  continued  for 
the  balance  of  the  month,  and  as  an  indication  of  how 
the  demand  was  maintained,  it  is  interesting-  to  note 
that  Saturday,  November  19,  proved  one  of  the  big- 
gest days. 

"'Footwear"  asked  Mr.  Rannard  to  express  his 
opinion  regarding  the  value  of  this  fire  sale  and  the 
essentials  to  success  in  sales  of  a  similar  nature. 

"In  the  first  place, "said  Mr.  Rannard,  "I  decided 
to  give  legitimate  bargains,  selling  merchandise  at 


as  close  to  cost  as  possible,  in  some  cases  below  cost, 
or  at  half  the  price  of  the  former  retail  markings.  Our 
advertising  was  not  heavy  and  I  claim  the  success  of 
the  sale  was  largely  due  to  two  things : 

( 1 )  The  quality  of  the  merchandise  sold. 

(2)  The  honest  values. 

"These  were  easily  recognized  by  the  customers. 
In  fact,  I  made  it  my  business  to  overhear  the  expres- 
sions of  the  customers  when  they  were  leaving  the 
store  with  their  parcels,  and  I  became  confident  that 
we  were  measuring  up  to  their  expectations  when 
they  said  that  the  sale  was  a  genuine  one,  and  that  they 
were  pleased  with  the  quantity  and  quality  of  the 
goods,  and  also  the  prices. 

"After  being"  in  the  retail  business  for  nearly 
twenty  years,  I  naturally  have  had  an  opportunity  of 
judging  the  public,  and  I  find  that  they  are  keen  buy- 
ers, and  any  merchant  who  intends  to  put  on  a  legiti- 
mate special  sale,  must  make  up  his  mind  to  give  his 
customers  something  more  than  they  expected  to 
find,  otherwise  his  sale  will  soon  fall  flat  and  will  not 
give  the  returns  he  so  desires.  Besides  if  he  intends 
to  continue  in  business,  he  cannot  afford  to  make  mis- 
statem'ents  or  have  the  buying  public  criticize  him 
adversely.  Success  to-day  can  only  be  attained  by 
giving  the  public  good  values  in  return  for  the  money 
received." 


Standard  Shoe  Carton  Sizes 

The  card  reproduced  herewith  indicates  the  final 
standard  of  sizes  for  shoe  cartons  decided  upon  by 
the  Shoe  Manufacturers  Association  of  Canada.  One 
addition  has  been  made  to  provide  for  children's  stitch- 
downs,  sizes  8  to  10,  for  which  the  standard  carton 

STANDARD  SIZES  OF  SHOE  CARTONS. 


No. 

To  Contain 

Length 

Width  Depth 

10 

Men's    fine  shoes  

127/8" 

6-H" 

4Mt" 

11 

Men's  slippers   

12/8" 

5>4" 

4/8" 

12 

Men's  6"  staples   

13/8" 

7/4" 

4/8" 

13 

Men's  14"  boots   

133/8" 

iQYi" 

5" 

14 

Men's  high-cut  staples 

(8"  to  12 

'  Prospectors' 

etc.)   

13/8" 

9'4"  ■ 

5" 

15 

Men'$  high  top  boots 

(14"  to  16")   

17/8" 

12/8" 

16 

Women's  fine  shoes.. 

IIH" 

5-)4" 

3/8" 

18 

Women's  high-cut 

llKs" 

8K" 

3/8" 

20 

Misses'    fine    shoes  .. 

5>i" 

3/8" 

22 

Misses'  staples  and 

youths'    fine    shoes .  . 

9/8" 

5-/" 

3/8" 

24 

Boys'  regular  and 

Misses'   heavy  shoes 

11-3^" 

6:4" 

3/8" 

26 

Boys'  heavy  and  wo- 

men's heavy  shoes.. 

11^8" 

7" 

4/8" 

28 

Little  Maids'  and  Little 

Men's,  sizes  8  to  10 

.  8-5/16' 

'  5-3/16" 

3^8" 

30 

Infants'    regular  and 

stitchdown. 

4-5/16" 

7" 

2/8" 

31 

Infants'  high-cut  shoes 

..  7" 

6-11/16" 

25/8" 

32 

Softs,  regular,  sizes 

1   to  4   

6/" 

3-15/16" 

2->/s" 

size  is  7^2  inches  long  x  4^  inches  wide  x  3-1  /8  deep. 

The  figures  shown  represent  the  outside  measure- 
ments (with  the  cover  of  the  box.) 

Lender  an  agreement  with  the  Canadian  Paper 
Box  Manufacturers  Association,  shoe  manufacturers 
can  obtain  a  trade  discount  of  five  per  cent,  on  all 
purchases  of  cartons  in  the  above  sizes. 
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Make  Friends  With  The  Little  Folks 

An  Efticient  Children's  Department  is  a  Profitable  Proposition 
in  Itself  and  Builds  Firm  the  Foundation  of  Future  Business 


Practically  every  shoe  merchant,  as  a  matter  of 
course,  carries  an  assortment  of  children's  sizes,  but 
there  are  unfortunately  many  who  overlook  the  ad- 
vantages of  segregating-  the  children's  lines  as  a  dis- 
tinct part  of  the  stock  and  featuring  them  in  a  spec- 
ialized section  catering  exclusively  to  the  needs  of 
the  young  folks. 

It  is  evident,  however,  that  the  shoemen  are  grad- 
ually coming  to  realize  that  there  are  great  possibil- 
ities of  building  business  in  an  efficient  children's 
department  While  this  applies  principally  to  city 
stores,  yet  retailers  at  country  points  are  also  paying 
more  attention  to  the  needs  of  the  younger  generation 
and  though  not  exactly  forming  a  separate  section 
for  children's  shoes  and  hose  are  keeping  the  smaller 
sizes  apart  from  the  adult's  lines. 

Forming  a  Buying  Habit 

The  store  that  pays  some  extra  attention  to  pleas- 
ing children  has  not  only  taken  a  big  step  forward 
in  obtaining  immediate  business,  but  has  also  made 
a  strong  hid  for  future  trade.  A  child  that  has  formed 
a  habit  of  going  or  being  taken  to  a  certain  store  for 
footwear  is  going  to  keep  that  habit  as  it  grows  older, 
and  it  is  these  constant  steady  customers  who  come 
back  to  a  store  year  after  year  that  makes  a  little 
business  grow  to  be  a  big  one. 

A  separate  corner  of  the  store  set  apart  for  chil- 
dren's foot  wear  is  an  advantage  in  every  way.  It 
concentrates  a  goodly  portion  of  the  stock  in  one 
place,  so  that  it  can  be  more  closely  watched,  not  only 
for  short  items,  but  also  for  stickers;  it  makes  the 
kiddies  feel  they  are  of  some  importance  to  warrant 
their  own  "shoe  shop"  and  wbat  is  of  equal  value,  a 
separate  section  for  children's  footwear  is  of  great 
convenience  to  the  weary  mother  who  is  faced  with 
the  ordeal  of  keeping  the  youngster  quiet  while  sev- 
eral pairs  of  shoes  are  tried  on. 

Correct  Fitting  Important 

As  a  general  thing  not  enough  attention  is  paid 
to  featuring  children's  shoes  in  the  advertising  of  the 
average  store ;  once  in  a  while  an  odd  corner  is  de- 
voted to  a  special  children's  footwear  ad,  but  seldom 
is  any  greater  effort  made  to  attract  this  class  of  bus- 
iness. Correct  fit  is  an  essential  to  children's  shoe 
trade.  Children's  feet  are  continually  growing  yet 
most  parents  put  the  cost  of  a  shoe  before  the  correct 
fitting  and  it  is  the  merchant  who  has  educated  them 
to  this  view,  by  always  featuring  price,  instead  of  fit. 

To  make  a  success  of  the  children's  footwear  sec- 
tion in  any  store  four  main  essentials  are  necessary. 
It  must  have  a  clerk  who  has  a  limitless  stock  of 
patience  and  has  some  knowledge  of  the  anatomy  of 
a  child's  foot ;  it  must  appeal  to  the  little  folks  by 
means  of  the  decorations,  the  personality  of  the  clerk 
or  the  way  the  child  is  handled,  and  last  but  by  no 
means  least,  the  children's  shoe  section  must  be  ad- 
vertised as  such. 

This  last  qualification  might  be  again  subdivided 
but  the  essential  part  of  the  publicity  is  telling  the 
people  that  the  needs  of  children  are  studied  and  the 


clerk  in  charge  specializes  in  correct  fitting.  As  an 
instance  a  merchant  in  a  small  town  in  Saskatchewan 
never  issued  an  advertisement  without  making  some 
mention  of  his  children's  footwear  department.  One 
of  his  ads  read  after  this  style : — 

"Spoiling  the  Foot  to  Save  a  Dollar" 
Would  you  cripple  your  boy  or  girl  to  save  a 
few  cents  on  their  shoes?  Of  course  not,  but 
many  people  are    doing   lasting   injury  to 
growing  feet  by   considering   the  price  of 
shoes  instead  of  the  fit.      We  specialize 
on  correct  fitting  for  little  feet.    Bring  your 
boy  or  girl  to  us  for  footwear. 
"You  Must  Be  Satisfied  Before  We  Are" 
This  merchant  by  never  allowing  the  public  to 
forget  that  he  specialized  in  children's  footwear,  made 
a  big  feature  of  that  department,  and  only  on  rare 
occasions  did  he  find  it  necessary  to  cut  i)rices  ff)r  he 
did  not  accvunulate  odds  and  ends. 

Special  Department  for  Children's  Shoes 

One  successful  exami)le  of  the  increased  business 
that  catering  to  children's  footwear  brings  is  pres- 
ented by  the  Yale  Shoe  Store,  Winnipeg.  Until  re- 
cent years  this  store  had  its  stock  of  children's  foot- 
wear on  the  main  busy  floor  together  with  other  lines, 
but  it  was  found  that  during  busy  periods  this  method 
hindered  the  service  because  if  a  person  brought  in 
a  child  to  be  fitted  it  meant  that  at  least  two  chairs 
were  in  use  until  the  purchase  was  made. 

Eventually  the  large  basement  was  chosen  for  the 
future  location  of  the  children's  shoe  shop.  A  sec- 
tion was  cut  out  of  the  floor  with  wide  stairway  lead- 
ing down  into  it  and  all  the  children's  stock  moved 
down,  and  since  that  day  the  children's  section  has 
shown  a  constantly  increasing  volume. 

Children's  Shop  Brings  Business 

"Correct  fit  is  everything  in  specializing  in  chil- 
dren's footwear,"  stated  Mr.  John  Affleck,  manager 
of  the  Yale  Shoe  Store,  "that  and  stocking  only  the 
better  grades  of  footwear.  Since  we  installed  a  chil- 
dren's shoe  shop  as  distinct  from  regular  main  floor 
stocks,  our  children's  trade  has  grown  by  lea])s  and 
bounds.  The  man  in  charge  of  this  dei)artment  does 
nothing  else  but  fit  children,  and  he  is  a  favorite  with 
our  little  shoppers  who  like  to  be  served  by  him." 

Commenting  upon  the  likes  and  dislikes  of  chil- 
dren, Mr.  Afifleck  stated  that  for  some  reason  or  other 
every  youngster  wanted  to  have  the  measuring  stick 
used  on  its  foot,  evidently  under  the  impression  that 
it  was  part  of  the  ceremony  of  buying  shoes.  Even 
parents  seemed  to  like  the  idea  of  measuring  the  feet 
as  an  evidence  of  greater  care  in  assuring  a  ])erfect 
fit. 

Speaking  of  the  importance  of  an  absolute  fit  Mr. 
AiTleck  stated  that  no  matter  how  much  trouble  it 
may  be,  his  store  made  a  point  of  exactly  fitting  each 
customer.  We  never  talk  size  to  purchasers  of  chil- 
dren's footwear  for  parents  seem  to  forget  that  little 
feet  are  growing  all  the  time,  and  while  a  mother  may 
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ask  for  size  8  we  are  not  satisfied  until  we  are  sure 
that  8}4  would  not  be  better,  for  though  the  smaller 
size  may  do  for  the  time  being,  before  the  shoes  are 
ready  to  be  discarded  they  may  cramp  the  growing 
foot.  So  I  always  make  it  a  point  of  allowing  for 
growth  before  completing  the  sale." 

Sell  the  Better  Grades 

"Shoes  that  will  stand  up  under  the  heavy  wear  a 
youngster  gives  them  are  the  only  kind  carried  at  the 
Yale  shoe  store.  Such  brands  are  usually  well  known 
to  parents  and  moreover  they  will  give  ample  service. 
As  a  matter  of  fact  a  pair  of  shoes  at  $5.00  will  out- 
wear two  pairs  at  $2.50  each,  so  that  we  always  advise 
mothers  to  buy  the  better  grades  as  being  more  ec- 
onomical in  the  long  run.  One  of  the  attractions  to 
dhildren  are  the  souvenirs  given  away.  Little  slates, 
Kewpies,  picture  books  and  similar  inexpensive  items 
are  always  wrapped  in  with  a  purchase  of  children's 
shoes,  and  these  are  constant  reminders  of  the  store." 

The  Graduation  Class 

Answering  the  question  "When  a  child  is  not  a 
child?"  Mr.  Affleck  said  that  when  a  girl  reached  the 
age  when  she  needed  size  2  in  boots  the  clerk  told  her 
she  had  graduated  to  the  "Young  ladies"  class  and 
sent  her  upstairs  to  the  main  floor,  and,  though  the 
children's  section  saw  her  no  more,  yet  her  trade  was 
still  retained  owing  to  her  having  formed  the  habit  of 
buying  her  footwear  at  the  store  before  she  graduated 
into  the  grown-up  department. 

Asked  if  he  considered  a  department  de\oted 
solely  to  children's  shoes  was  a  good  investment,  Mr. 
Affleck  was  c|uite  enthusiastic  about  the  possibilities. 
"It  more  than  carries  its  share  of  expense,"  he  said. 
"Our  business  in  that  line  is  growing  quicker  than  I 
expected  and  if  we  had  room  I  would  devote  double 
the  space  to  our  children's  shoe  shop." 


Shoe  Concerns  to  the  Fore  at  Gait  Exposition 

The  Made-in-Galt  Exposition,  during  the  week 
Nov.  14-19.  was  a  pronounced  success  and  awakened 
the  citizens  of  that  3'oung",  but  rapidly  growing,  in- 
dustrial centre  to  a  fuller^  appreciation  of  the  extent 
and  importance  of  their  local  industries.  There  was 
a  total  of  16,500  paid  admissions,  and  counting  the 
admissions  on  children's  days  and  the  free  passes, 
the  total  number  of  visitors  amounted  to  nearlj^  25, 
000. 

Needless  to  say,  the  Gait  shoe  manufacturing 
concerns  took  a  prominent  part  in  the  event.  All  of 
them — Getty  &  Scott,  the  Yale  Shoe  Co.,  the  Scroggins 
Shoe  Co.,  and  the  Gait  Shoe  Co. — had  interesting 
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exhibits,  and  Mr.  W.  G.  Fallen,  of  Getty  &  Scott  was 
on  the  publicity  committee. 

The  photographs  illustrate  the  type  of  displays 
used.  Getty  &  Scott  had  a  large  booth,  in  which  they 
made  a  most  attractive  showing  of  their  latest  models. 
A  special  feature  was  a  number  of  samples  of  Persian 
lamb  slippers,  in  brown,  grey  and  black,  which  we 
understand  are  the  first  of  the  kind  to  be  exhibited 
in  Canada. 

Boys'  and  girls,"  as  well  as  their  jjarents,  took  a 
li\-ely  interest  in  the  display  of  the  Scroggins  Shoe 
Co.,  which  included  a  number  of  their  lines  of  child- 
ren's and  misses'  high  grade  McKays. 


"Eclipse"  shoes  had  a  prominent  place  at  .the  Made-in-Galt  Exposition 


The  Gait  Shoe  Company's  exhibit  was  of  quite 
unique  and  attractive  appearance.  A  silver  moon 
hung  overhead,  sailing  in  white  clouds,  and  accomp- 
anied by  a  retinue  of  twinkling  stars,  with  snow- 
clapped  mountains  directly  underneath.  This  part 
however  was  subsidiary  to  an  attractive  showing  of 
the  company's  lines  of  shoes  for  the  younger  mem- 
bers of  the  family. 

The  Yale  Shoe  Mfg.  Co.,  were  right  there  with 
a  complete  display  of  men's  and  boys  shoes.  Their 
booth  was  attractively  furnished  and  decorated  and 
won  the  interest  of  man}^  visitors. 


Have  you  joined  the  N.S.R.A.  yet? 


Getty  &  Scott's  interesting  and  attractive  display  at  the  Made-in-Galt  Exposition 
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Notes  from  London,  Ont. 

Western  Ontario  Manufacturers  and  Retailers 
Still  Enjoy  Good  Business 

The  closing-  month  of  the  year  finds  local  retail- 
ers handling"  a  splendid  volume  of  business  in  spite 
of  the  fact  that  in  a  great  many  cases  stocks  have 
never  been  so  low.  This  means  good  early  New  Year's 
business  for  the  manufacturers  according  to  some  of 
the  largest  merchants  who  declare  that  with  trade 
keeping  U])  as  it  has  and  w  ith  e\  erv  ])ros|)cct  that 
it  will  continue  steady,  the  time  has  come  when  they 
must  replenish.  Taking  business  month  by  numth 
the  year  through  retailers  say  they  have  little  cause 
for  com])laint.  There  have  been  cjuiet  periods,  seas- 
onable lulls,  and  one  or  two  weeks  when  trade  dragged 
a  little,  but  when  the  'books  are  balanced  and  stock 
taking-  is  finished  most  retailers  say  they  expect  to 
find  they  have  had  a  very  satisfactory  year.  London 
and  district  is  in  an  exceedingly  fortunate  position  as 
far  as  the  unemi)l()yment  situation  is  concerned  and 
this  is  undoubtedly  a  big  factor  in  keeping  nwrchand- 
ise  turning-  over  steadily. 

See  Good  Business  Ahead 

I^ocal  shoe  merchants  are  a  unit  in  the  view  that 
there  is  good  ^business  ahead  and  that  1922  will  see  a 
great  improvement  over  conditions  generally.  With 
that  object  in  view  they  are  i)lanning  their  buying, 
their  advertising- Campaigns,  and^  their  year's  program. 
Back  of  London  for  many  miles  is  one  of  the  richest 
farming-  sections  in  the  Province,  and  this  lends  stab- 
ility to  all  kinds  of  retailing".  The  farmers  are  pros- 
perous, and  thousands  of  them  buy  in  London.  'Jliis 
in  addition  to  the  city  trade  means  a  large  and  con- 
tinuous turnover  and  there  is  no  indication  of  any 
kind  that  it  is  gf)ing-  to  he  diminished.  Retailers  look 
for  careful  'buying  to  continue,  but  thev  are  laying 
their  own  plans  for  i)uying  with  a  view  of  handling 
a  greater  turno\er  in  1''22  than  this  year. 

Is  Optimistic 

"I  am  optimistic  regarding  the  general  outlook 
for  'business",  said  Philip  'Cook,  of  the  J.  P.  Cook  Shoe 
Com])any.  We  have  found  business  very  steady  and 
very  satisfactory  throughout  the  year.  There  has 
'been  a  big  country  trade.  Farmers  are  well  to  do  and 
are  buying-  whatever  they  need.  This  does  not  mean 
that  they  are  buying  extravagantly.  Farmers  seldom 
do  that  but  they  are  buying  steadily,  and  our  turn- 
over in  iboots  and  shoes  has  been  well  maintained 
throughtout  the  year.  We  have  no  complaints  to 
make  about  either  the  city  or  country  trade,  as  buy- 
ing has  gone  along  steadily  right  through  the  year. 
Just  now  seasonable  lines  are  moving^  well  and  we 
are  expecting  a  splendid  business  in  holiday  gift  goods. 
From  what  1  know  of  the  situation  in  I^ondon  there 
is  little  dou'bt  that  retailers  stocks  are  very  low. 
In  many  cases  they  are  unusually  low.  Personally 
1  am  looking-  for  good  business  in  1922.  There  is 
nothing-  to  indicate  that  buying  will  fall  off.  On  the 
contrary  I  believe  there  is  g'oing-  to  be  more  purch- 
asing- done  than  for  some  time.  I  am  not  looking  for 
any  material  changes  in  price.  This  is  a  factor  that 
is  ])erhaps  largely  responsible  for  many  retailers  not 
having-  larger  stocks  on  hand.  They  did  not  want 
to  carry  ([uantities  of  merchandise  i)urchased  at  high 
prices  in  case  reduction  can-ie.     Now  with  bu-^iiiess 


continuing  steady  and  likely  to  imi)rove  niaterially 
they  will  buy  to  meet  the  needs  of  their  trade  and 
this  will  stinmlate  the  factories  and  help  to  stimulate 
other  buying  indirectly. 

Gets  Good  Results 

The  ].  P.  Cook  Company,  maintains  excei)tionally 
well  arranged  and  attractive  window  displays  and 
Mr.  Cook  pointed  out  that  these  are  one  of  the  firms 
best  advertising  mediums  anrl  real  i)roducers  of  bus- 
iness. 

"We  always  get  splendid  results  from  our  window 
displays,"  he  said  and  they  are  well  worth  the  time 
and  trouble  we  take  to  keej)  them  in  first  class 
condition." 

Had  Splendid  Year 

"( )ur  year's  business  will  show  a  nice  g'ain"  said 
Manager  Smith  of  the  .Vgnew  Shoe  Store.  "There 
have  been  one  or  two  (|uiet  periods  but  on  the  whole 
business  has  been  \ery  satisfactory. 

Manager  Smith  expressed  a  little  different  view 
from  some  of  the  other  retailers  in  regard  to  the  tend- 
encies of  the  buying  public. 

"'We  have  been  finding,"  he  said,  "that  adults  are 
buying-  more  carefully  and  conservatively  than  for 
some  time,  but  the  younger  people,  especially  the 
young  men  and  women  who  work  in  the  stores  and 
factories,  in  fact  young  i)eople  generally,  are  making 
their  purchases  just  about  the  same  as  before.  W  e 
do  a  large  business  with  this  class  of  buyer  annd  we 
have  found  our  turnover  fully  maintained  through- 
out the  year.  They  are  heavy  buyers  of  seasonable 
lines.  For  instance  when  the  heavy  snow  came  the 
other  day  there  was  a  big  rush  for  rubbers,  winter 
boots  and  other  seasonable  g"oods." 

Manager  Smith  is  looking  for  business  to  be  fully 
as  good  in  1922  as  in  the  year  just  past. 

"In  fact  I  am  inclined  to  think  it  may  be  better," 
he  said.  With  the  election  over  and  things  getting 
settled  business  will  get  back  on  a  normal  basis. 
.Stocks  carried  by  the  retailers  generally  are  undoubt- 
edly low  and  from  information  I  am  receiving  from 
the  travellers  there  is  a  general  speedinng  up  of  buy- 
ing. Retailers  are  preparing  for  good  business  in 
the  coming  months  and  I  can  see  no  reason  why  they 
will  not  get  it." 

The  Agnew  store  has  been  going-  after  the  trade 
of  the  early  Christmas  sho]:)pers  by  two  very  attract- 
i\e  window  displays,  featuring,  slippers,  house  shoes- 
cpiality  club  bags  annd  other  lines  suitable  for  really 
serviceable  and  appreciated  gifts. 

""There  is  a  good  deal  of  early  Christmas  buying 
being-  done,"  said  Manager  Smith,  "and  we  have  been 
getting  our  share  of  the  trade.  Our  window  displays 
always  produce  excellent  and  immediate  results. 

Better  At  The  Border 

Reg.  Johnston,  who  for  some  months  past  has  had 
to  practically  relinquish  business  activites,  has  suf- 
ficiently recovered  from  his  illness  to  be  arotind  again 
and  visit  his  store  in  Windsor  occasionally.  He  stated 
that  business  at  the  border  is  slowly  but  gradually 
improving.  The  situation  at  the  border  largely  re- 
volves around  the  automobile  industry  and  until  that 
business  is  on  its  feet  again  border  trade  will  not  be 
normal.  There  is  however  considerable  activity  in 
Windsor  in  some  other  liness  and  various  factories 
are  slowly  adding  to  their  stalifs.  After  the  first  of 
the  w'di-   inipro\  emcnt    in    this  is   expected   and  by 
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s])ring-  it  is  likely  that  'business  will  be  going  along 
again  nicely. 

Successful  Drives 

Very  successful  "drives"  on  seasonable  lines  have 
been  made  lately  by  Hubert  Ashplant  &  Sons.  Snappy 
advertising  featuring  specials  in  women's  shoes,  slip- 
pers, spats  and  other  lines  have  been  speeding  turn- 
over in  these  goods  most  satisfactorily.  A  recent 
offering  of  'boot  tops  in  fawn  and  grey  was  featured 
at  $3  a  pair  and  produced  big  business. 

Mr.  Ashplant  stated  that  he  has  found  business 
throughout  the  year  uniformly  good  and  he  is  looking 
for  it  is  to  continue  so.  People  he  believes  are  not  stop- 
ping buying  real  necessities  such  as  shoes  and  are  not 
likely  to.  The  firm  is  preparing  for  a  larger  lous- 
iness than  ever  in  1922. 

Helping  Civic  Project 

Philip  Pocock,  of  the  London  Shoe  Company,  who 
has  been  chairman  of  the  Public  Utilities  Commis- 
sion for  several  years,  is  taking  an  active  interest  in 
the  project  to  establish  a  large  hockey  arena  in 
London. 


The  Krippendorf  Kalculator 

Mr.  W.  G.  Zimmermann,  who  was  formerly  with 
the  Hurlbut  Co..  Preston,  Ont.,  was  recently  appointed 
Canadian  agent  for  the  Krippendorf  Kalculator  Co., 
of  East  Lynn,  Mass.  For  those  of  our  readers  who 
may  not  be  acquainted  with  the  Kalculator  and  its 
uses,  we  are  showing  a  cut  herewith  which  illus- 
trates the  apparatus.  The  purpose  of  the  machine  is  to 
promote  economy  in  the  cutting  room  by  determining 


the  proper  relation  between  sizes  and  widths.  There 
is  also  a  service  offered  to  all  shoe  manufacturers  who 
install  it.  The  company  have  a  large  staff  who  devote 
their  time  to  the  survey  of  patterns  to  enable  them  to 
furnish  their  customers  with  relia'ble  figures  for  ac- 
curate room  costs,  Ibased,  is  it  claimed,  on  every 
known  condition  for  cutting  upjoer  leather. 


Boston  Round  Table  Completes  Year's  Work 

The  Boston  Round  Table  for  Retail  Salesman  has 
iinished  a  year's  work,  the  first  meeting-  having-  been 
held  on  Nov.  24,  1920.  Thus  is  successfully  completed 
the  first  attempt  of  a  group  of  retail  shoe  salespeople 
to  get  together  in  study,  discussion  and  demonstra- 
tion of  the  problems,  principles  and  practices,  of  the 
profession  of  retail  shoe  salesmanship.  Meetings  have 
been  held  regularl}'  every  week,  except  during  the 
sun^mer,  and  the  basis  of  stud\'  and  discussi(_)n  has 


been  the  eight  volumes  of  the  Training-  Course  and 
service  of  the  Retail  Shoe  Salesmen's  Institute.  As 
soon  as  the  final  results  of  tests,  examinations  and 
problems  are  determined,  graduation  exercises  will  be 
held  for  the  members,  who  have  'been  successful  in 
completing  all  work.  There  were  about  sixty  in  the 
class,  from  the  principal  shoe  houses  of  Boston,  and 
they  are  enthusiastic  in  their  testimony  as  to  results. 
A  second  round  ta'ble  will  be  opened  in  Boston 
shortly. 


Young  Shoeman  Passes 

Many  memibers  of  the  shoe  trade  will  learn  with 
sincere  regret  of  the  death  of  Mr.  Herbert  O.  Doran, 
of  the  Big  88  Shoe  Store,  Toronto.  The  late  Mr. 
Doran  was  a  ibrother-in-law  of  Mr.  Warren  T.  Fegan, 
the  proprietor  of  the  Big  88.  and  had  'been  in  charge  of 
the  men's  department.  His  death  was  the>  result  of 
a  nervous  break-'down,  his  health  having  gradually 
failed  over  a  period  of  many  months.    It  was  about 


a  year  and  a  half  ago  that  his  health  gave  way  and 
since  then  he  had  been  practically  unfitted  for  work. 

The  deceased  first  entered  the  shoe  business  in 
Mr.  Fegan's  establishment  in  the  year  1900,  at  the 
age  of  seventeen,  and  as  a  result  of  hard  and  con- 
scientious work  was  given  an  interest  in  the  bus- 
iness soime  years  ago.  By  his  untimely  death  the 
shoe  retail  trade  loses  one  who  had  given  promise  of 
becoming  prominent  and  influential  in  the  business. 


Kiddies'  Karnival  Proves  Big  Success 

In  last  month's  issue  we  made  reference  to  the 
plan  adopted  by  Johnston  &  Murray  for  interesting 
the  little  folks  of  St.  Thomas,  Ont.,  in  their  sale  of 
children's  shoes,  by  oft'ering  a  .free  ticket  to  see  the 
"Kid"  to  each  young  customer.  The  results  were 
surely  worth  seeing.  On  the  day  appointed  the  Prin- 
cess Theatre  was  fairly  swarming-  with  children,  eight 
hundred  of  them,  merry,  happy  youngsters,  just  burst- 
ing with  enthusiasm,  and  everv  one  of  them  had  sec- 
ured his,  or  her,  ticket  from  the  Johnston  &  Murray 
store  with  some  purchase.  Looks  like  as  if  the  J.  & 
M.  people  sold  some  kiddies'  shoes. 

This  was  the  fourth  annual  Kiddies'  Karnival  or 
celebration  which  the  firm  has  arranged.  Next  year 
they  intend  doing  something  even  ibigger. 
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Shoe  Style  Revue  at  Chicago 

'ilie  Style  Revue  at  the  bis^-  X.  S.  I\.  A.  coinen- 
tion  in  Chicago,  111.,  Jan.  10.  11,  12,  will  it  is  stated 
be  the  bis^t^est  thini;-  of  the  kind  ever  ])Ut  on  in  any 
mercantile  line.  h'our  thousand  spectators  will  be 
as4le  to  view  it  at  one  time,  'i'he  committee  in  charge 
of  the  event  has  'been  working  diligently  in  selec- 
ting the  most  beautiful  women  in  Chicago.  These 
have  perfect  limbs  and  feet  so  that  all  shoes  that  ap- 
|)ear  in  this  promenade  will  l)e  attracti\ely  displayed. 


Joins  Staff  of  L.  H.  Packard  &  Co. 

Mr.  j.  l\  Mluteau,  of  tlic  ( dolje  .Shoe  Limited, 
Terrebonne,  has  severed  his  connection  with  that  firm, 
and  is  now  representing  L.  11.  Packard  and  Compan\-, 
l.iniited,  Montreal,  in  the  l'ro\ince  of  Quebec.  .\lr. 
Bluteau  has  been  in  the  shoe  business  for  a  numljer 
(jf  vears. 


Hamilton  Retailer  Opens  New  Store 

Mr.  1).  .Snlton,  a  ])rogressive  shoe  merchant  of 
llamilton.  (  )nt.,  has  recently  mo\'ed  from  261  James 
St.  North,  to  new  cpiarters  at  152  James  St.,  North, 
where  he  has  scope  for  the  expansion  of  his  ])usiness. 
His  new  store  is  a  well  lighted  cheery  establishment, 
and  presents  an  attractive  front  to  the  passing  public 
on  fames  St. 


The  Shoe  Manufacturers'  Association  of 
Canada  propose  to  shortly  adopt  an  emblem  for 
their  association,  and  it  has  been  decided  that  a 
contest  is  the  most  Hkely  way  of  striking  some- 
thing particularly  appropriate.  They  are  there- 
fore offering  a  prize  of  $100  for  the  device  sub- 
mitted which  is  adjudged  to  be  the  best.  .The 
contest  is  open  to  all,  and  there  are  no  strings 
of  any  kind  to  it.  .Nor  is  fine  drawing  an  essen- 
tial— the  idea  is  the  whole  thing.  .Something 
simple  is  required  that  could  be  reduced  to  small 
size  and  would  be  suitable  for  use  on  letterheads, 
cartons,  etc. 


Small  Fire  at  Invictus  Plant 

The  oitices  and  sam])le  rooms  of  Geo.  .\.  Slater, 
Ltd.,  Shoe  Manufacturers,  Montreal,  were  damaged 
I)y  tire  and  water  on  December  3rd.  Due  to  the  laycnit 
of  the  building  the  lire  did  not  reach  the  manufac- 
turing de])artments  at  all.  Temporary  offices  have 
been  opened  in  the  factory  while  repairs  are  being 
made.   


Mr.  Sutton  has  successfully  catered  to  the  work- 
ing class  trade  and  has  gained  a  reputation  as  "the 
working  man's  friend."  He  is  optimistic  regarding 
conditions  in  the  year  1922  and  is  confident  of  a  large 
increase  in  business. 


A  National  Advertising  Campaign 

Retailers  throughout  Canada  will  watch  with  in- 
terest the  elTects  of  the  recently  inaugurated  national 
advertising  cam])aign  of  the  J.  W.  Hevvet.son  Co.,  Ltd.. 
of  Bram])ton.  This  com])any's  ads  will  appear  in 
newspapers  from  coast  to  coast  and  the  residts  are 
bound  to  be  quickly  felt. 


An  Original  Method  of  Solving  the  Credit  Problem 


A  Richmond.  Va.,  shije  merchant  has  developed 
what  appears  to  be  a  very  effective  solution  to  the 
credit  problem.  Realizing  that  the  present  condit- 
ions in  the  retail  trade  made  necessary  the  trimming 
of  expenses  to  the  lowest  possible  limit,  this  concern 
determined  to  switch  from  a  credit  to  a  cash  basis 
of  doing  business,  but  at  the  same  time  felt  that  they 
should  make  some  compromise  with  customers  who 
had  been  dealing  steadily  with  them  for  a  long  time. 
Accordingly  they  decided  to  use  a  cheque  that  would 
extend  a  positive  term  of  thirty  day's  credit,  so  that 
the  credit  customers  would  not  be  embarrassed  if 
they  were  minus  funds.  This  was  called  the  "  shop- 
ping cheque." 

The  idea  "took"  immediately,  and  the  firm,  realiz- 
ing that  they  had  originated  a  useful  instrument, 
immediately  applied  for  patent  in  the  United  States 
and  Canada. 

Shopping  checks  are  drawn  on  regular  accounts 
and  are  deposited  on  their  due  dates.  When  a  patron 
does  not  have  a  bank  account,  the  shopping  cheque 
is  drawn  on  "Self."  It  is  stated  that  actual  ex- 
perience shows  that  two-thirds  of  the  shopping 
checks  are  paid  before  due  date,  when  drawn  on 
"Self",  which  brings  this  proportion  of  the  users  back 
to  the  store,  developing  a  prospect  for  an  additional 
sale. 


Some  of  the  advantages  claimed  for  the  shopping 
cheque  system  are : 

"Shopping  cheques  are  immediately  available  as 
collectible  assets  at  all  times.  Open  accounts  are. 
not. 

"Correctness  of  shopping  chefjues  are  not  disput- 
ed.      They  can't  be. 

"Shopping  cheques  are  a  candid  acknowledgment 
of  debt. 

"Open  accounts  lead  to  hypocrisy. 

"If  an  unworthy  person  is  extended  the  use  of  the 
shopping  cheque,  the  fact  is  known  on  the  thirty-first 
day,  giving  an  immediate  opportunity  to  proceed  to 
collect  by  legal  or  other  means. 

"An  imworthy  credit  transaction  on  open  account 
is  not  usually  known  until  three  c^r  four  months  have 
elapsed." 

That  the  change  from  a  credit  to  a  cash  basis,  us- 
ing the  shopping  cheque  system,  has  worked  to  the 
advantage  of  the  firm  is  evidenced  by  the  statement 
that  the  average  increase  in  sales  since  its  inaugurat- 
ion from  June  1920  to  March  1  of  this  year,  is  18  per 
cent,  while  the  decrease  in  total  overhead  expenses 
is  14  per  cent,  plus.  .Annual  turnover  of  stock  is 
said  to  have  increased  ai)])roximately  100  per  cent., 
while  complaints  for  bad  wear  and  exchanges  of 
shoes  have  practically  disappeared. 
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How  Shoe  Repair  Prices  Adjust  Themselves 

Law  of  Supply  and  Demand  Provides  a  Natural  Check  on 
Exorbitant  Charges  for  Repairing. 


The  question  of  repair  prices  is  one  that  is  the 
subject  of  much  discussion  and  some  argument.  There 
are  those  who  say  that  prices  are  too  high  and  there 
are  others  who  assert  that  they  are  scarcely  high  en- 
ough. Most  association  men  will  assert  without  hes- 
itation that  they  are  not  asking',  and  have  never  asked, 
too  much  for  their  work.  That  they  are  rig-ht  will 
be  apparent  after  an  examination  of  the  matter. 

The  prices  of  all  products  are  subject  to  the  law 
of  supi^ly  and  demand-  If  the  demand  is  greater 
than  the  supply,  the  prices  will  rise  and  will  continue 
to  rise  as  long  as  that  condition  exists,  but  as  soon 
as  they  become  exorbitant  a  counteracting-  influence 
immediately  begms  to  operate.  In  the  first  place, 
the  demand  will  gradually  lessen,  and,  in  the  second 
place,  competition,  quick  to  realize  where  a  harvest 
of  profits  is  being  reaped,  will  immediately  come  into 
the  field  and  increase  the  supply,  with  the  result  that 
prices  will  recede  until  they  find  their  natural  level. 
Abnormal  conditions,  such  as  wars,  famines,  and  the 
like,  may  seem  to  interfere  with  the  operation  of  this 
law  and  monoplies  and  combines  may  seem  to  evade  it, 
but  not  for  long — eventually  it  is  bound  to  regulate 
the  situation,  else  commercial  chaos  would  result. 
A  Natural  Check  on  Exorbitant  Prices 

The  repair  business  is  differently  situated  from 
most,  and  in  it  the  law  of  supply  and  demand  oper- 
ates with  peculiar  precision  as  a  check  upon  exor- 
bitant priices.  The  service  the  repairer  has  to  ofifer 
is  not  a  necessity,  nor  yet  is  it  a  luxury— it  is  an  ec- 
onomy. And  as  soon  as  it  ceases  to  be  an  economy, 
the  demand  automatically  diminishes  and  would  in  a 
short  time  disappear  entirely.  In  most  other  lines 
of  business,  thisi  condition  could  not  arise.  Take 
the  clothing  industr}-  for  example-  People,  in  this 
hemisphere  at  least,  must  have  clothes  or  freeze,  and 
while  the  demand  might  dwindle  almost  to  the  van- 
ishing point  for  a  time,  it  could  never  be  shut  off  al- 
together. In  the  repair  business,  however,  if  the 
public  find  that  they  are  not  getting  value  for  their 
money  they  will  simply  dispense  with  the  services  of 
the  repair  man  and  buy  new  shoes. 

This  makes  it  cpute  evident  that  corribines  in  the 
repair  trade  would  be  utterly  viseless — even  more  so 
than  in  the  other  industries.  What  the  repairer  has 
to  do  is  to  find  the  happy  medium  between  the  high 
price  that  will  drive  away  his  trade  and  the  low  price 
that  will  not  yield  him  a  profit.  It  is  a  pity  that  the 
law  of  supply  and  demand  did  not  operate  as  effect- 
ively to  keep  prices  from  being  cut  too.  low  as  it  does 
to  keep  them  from  being  fixed  too  high,  for  it  still 
remains  true  that  in  many  localities  there  are  repair- 
ers, so-called,  who  are  trying  to  do  business  on  a  star- 
vation basis. 

Of  course  it  is  also  true  that  the  value  of  the  work 
done  by  different  repairers  varies  very  widely.  One 
man  may  be  able  to  ask  $3.50  for  a  job  that  another 


can't  get  $2-00  for.  The  one  has  expert  service  and 
workmanshi]:i  to  offer  and  the  other  has  neither  ;  one 
shop  may  take  the  greatest  care  with  its  work,  spend- 
ing" time  on  the  details  and  using  only  the  best  mat- 
erials, while  another  may  specialize  on  cheap,  quick 
jobs.  Naturally,  therefore,  the  prices  must  vary,  and 
the  public  generally  proves  itself  a  fairly  just  judge 
of  a  man's  work. 

The  question  of  overhead  must  come  into  almost 
any  discussion  on  prices.  The  -aim  of  every  up-to- 
the-minute  business  man  is  to  reduce  the  percentage 
of  his  overhead  to  his  volume  of  business  as  low  as 
po.ssible.  It  is  sometimes  more  profitable  to  lower 
prices  and  secure  more  business,  as  that  may  allow 
of  a  turn-over  so  much  larger  being  done  with  the 
same  overhead  expense  that  the  net  retui^ns  at  the 
end  of  the  year  will  be  g"reater.  But  of  course  it  is 
onlv  the  m'an  who  knows  exactly  what  his  overhead 
is,  who  is  acquainted  with  every  detail  of  his  costs, 
that  can  safely  start  fig-uring  along  this  line.  No  man 
is  fair  to  himself  or  his  competitor  who  has  not  stud- 
ied principles  of  cost-keeping  and  applied  them  to  his 
own  business.  Association  price  lists  are  a  good 
thing  and  are  helpful  all  around,  but  the  man  who 
cannot  determine  for  himself,  scientifically,  what  his 
prices  should  be  in  consideration  of  his  expenses  is  no 
asset  to  the  trade  but  a  liability- 


British  Federation  Believes  in  Co-operative 
Publicity 

llie  National  Federation  of  Boot  Trades'  'As- 
sociations believes  in  the  value  of  co-operative 
advertising  in  the  repair  trade.  Mr.  John  Hoyle,  the 
general  secretary,  has  recently  gotten  out  two  cards 
for  the  use  of  mem'bers  in  their  sho]3  windows.  These 
cards  take  advantage  of  certain  statements  in  the  re- 
cent report  of  the  committee  on  profiteering  to  boost 
the  association.  One  reads  as  follows :  "What  the 
profiteering  report  says :  'Shoddy  boot  repairers  do 
not  combine  for  educational  purposes.'  Note —  Our 
methods  are  up-to-date ;  our  craftsmanship  is  good ; 
our  prices  are  right.  Why  pay  dearly  for  shoddy 
work.    Trust  us  with  your  repairs." 

The  second  card  reads :  "What  the  profiteering- 
report  says :  'Custorners  are  dependent  upon  the 
honesty  of  boot  repairers  for  the  quality  of  leather 
used  in  boot  repairing.'  Remember — we  use  only 
the  best  leather.  We  guarantee  our  workmanship. 
Why  run  risks?  Your  are  safe  here.  .Bring  your 
repairs." 

Members  of  Federation  are  also  making  use  of 
an  attractive  emblem  which  was  approved  at  the 
Blackpool  conference.  This  emblem  is  upon  glass, 
transparent,  portable,  and  is  sent  out  ready  for  hang- 
ing-.   The  conditions  in  connection  with  its  use,  as 


FOOTWEAR    IN  CANADA 


worked  out  hy  the  repairers'  committee,  are  as  fel- 
lows : 

The  emblem  will  be  loaned  to  Federation  members 
at  a  rental  of  5s.  per  year,  and  will  remain  the  property 
of  the  Federation,  the  rental  fee  to  be  paid  in  advance. 
Present  mennbers  who  have  paid  their  current  mem- 
bership fee  are  entitled  to  the  immediate  use  of  the 
sign  upon  payment  of  the  rental  charge  of  5s. 

New  members  joining  the  Federation  must  have 
paid  a  twelve-months'  membership  fee  with  an  ad- 
ditional 5s.  for  rental  to  entitle  them  to  the  use  of 
the  B.  T.  A.  sign.  Reasonal)le  re])lacements  free  of 
charge. 

All  users  of  the  sign  will  be  re(|uired  to  sign  an 
agreement  with  a  stamp  duty  of  6d..  agreeing  to  the 
terms  and  conditions  as  stated  in  this  scheme,  with 
a  pnimise  to  return  the  sign  should  they  cease  to  ful- 
fil the  conditions  of  membership. 

All  users  of  the  sign  will  be  expected  to  give 
honest  value  in  the  way  of  workmanship  and  mater- 


ials used,  and  mu>t  not  charge  less  than  the  minimum 
price  fixed  'by  the  local  association.  The  carrying  out 
of  these  conditions  is  to  be  supervised  iby  the  local 
as.scciation,  but  it  is  not  intended — in  fact,  it  is  thought 
inadvisal)le — that  a  craft  test  of  wrokmanship  should 
in  any  way  be  enforced,  the  committee  feeling  that 
memibers  generally  will  seek  loyally  tcj  carrv  out  the 
a'bove  conditions. 


'J"he  5s.  rental  fee  wil 
advertising. 


niostlv  Used  for  national 


Does  this  not  suggest  a  line  along  which  the  Ont- 
ario Repairers'  .Association  might  advantageously  take 
action?  The  repair  trade  in  the  Old  Land  has  suffered 
more  seriously  as  a  result  of  the  war  than  has  the 
trade  in  Canada,  and  if  Uritish  shoe  repairers  find 
it  beneficial  to  spend  money  under  present  condititjns 
for  the  purpose  of  advertising  through  their  associa- 
tion, surely  we  in  Canada,  more  favorably  circums- 
tanced as  we  are.  can  afford  to  do  so  with  good  results. 


Resolved:  "That  I  will  Apply  Modern  Methods  to 
the  Operation  of  My  Business  in  1922." 


Start  the  New  Year  right.  It's  not  only  a  good 
time  to  make  good  resolutions ;  it's  a  good  time  to 
get  right  down  to  brass  tacks  and  remedy  the  weak- 
nesses of  your  business. 

What  are  the  weak  spots  of  your  l)usiness?  Can 
you  honestly  say  that  your  records  are  what  they 
ought  to  'be?  Do  you  know  just  how  much  money 
you  made  last  month,  or  do  you  know  whether  you 
are  making  money  at  all  or  not?  Do  you  know  exactly 
what  your  overhead  expenses  are  and  have  you  got 
them  under  control  ? 

These  are  the  questions  you  ought  to  be  able  to 
answer  in  the  affirmative.  If  you  can't  you  need 
to  wake  up  and  change  your  methods  of  operation. 
Take  an  inventory  the  last  day  of  December  and 
start  book-keeping  on  January  1.  Install  a  cash 
register  or  keep  a  memorandum  book  in  which  you 
can  list  every  cash  sale,  so  you  will  know  at  the  end 
of  each  day  how  much  your  cash  sales  have  been. 
Reread  the  article  by  Mr.  J.  Herriot  in  the  September 
issue  of  "Footwear,"  and  follow  out  the  system  he  out- 
lines or  another  equally  good. 

Then  what  about  the  general  a])pearance  of  your 
store?  Is  it  a  credit  to  you?  Is  it  clean,  neat,  inviting? 
Would  a  fashionable  lady  come  in  and  take  a  seat 
in  it  without  hesitation?  Is  your  stock  of  findings 
attractively  arranged,  in  such  a  way  as  might  induce 
a  customer  to  buy?  Start  the  New  Year  with  a  clean, 
tidy  shop  and  keep  it  that  way  right  through  1922. 

Care  Of  Your  Customers'  Shoes 

And  haA-e  you  a  satrsfactory  system  of  keei)ing 
track  of  your  customers'  goods?  'Can  you  locate 
a  pair  of  shoes'  without  hesitation  as  soon  as  they  are 
called  for,  or  have  you  frequently  to  spend  four  or 
•five  minutes  hunting  for  them?  Are  you  sure  you 
never  offend  a  customer,  or  injure  the  appearance  of 
a  pair  of  shoes,  by  the  careless  manner  in  which  you 
handle  them?  If  not  it's  about  time  you  installed  a 
proper  shelving  system  and  began  to  develop  a  little 
respect  for  other  people's  property,  particularly  when 
the  "other  people"  are  your  customers. 

Next,  your  windows!  Are  they  i)ulling  i)usiness 
for  yoti  the  way  they  should?  There  are  enormous 
rents  paid  for  window  space  in  localities  where  they 


are  seen  by  large  numbers  of  peoi)le.  There's  a  re- 
tailer in  New  York  who  pays  $5,000  a  month  rent  for 
a  store  about  the  size  of  an  ordinary  "hen-house." 
\Yhy?  Because  he's  got  window  space  on  Fifth  Ave. 
iiusiness  men  of  to-day  realize  that  the  window  can't 
be  beaten  as  a  means  of  publicity?  It's  a  sheer  waste 
then  to  neglect  it — a  case  of  paying  out  good  money 
for  something  you  make  no  good  use  of.  Begin  the 
New  Year  with  a  clean  window,  containing  a  neat 
display  of  findings,  and  well-lettered  cards  informing 
the  ])assers-by  regarding  the  service  you  can  offer 
them  in  shoe  repairing. 

And  As  To  Advertising 

And  finally  how  about  your  advertising?  Voti  say 
\  on  ha\  en"t  got  any  money  to  spend  that  way?  You 
can  get  out  a  neat  circiilar  to  a  list  of  prospects  every 
month  at  a  very  reaso'uable  cost.  "Oh  !  That  all  takes 
time  and  I  haven't  got  the  time  to  give  to  it."  Does 
that  mean  that  you've  got  so  much  work  on  hand 
that  you  can't  handle  any  more?  Well  you're  a  lucky 
man  if  that's  the  case.  Most  people  at  the  moment 
would  be  glad  they  were  rushed  in  the  same  way. 
The  average  repair  man  to-day  is  not  as  busy  as  he 
would  like,  and  yet  he'll  tell  you  he  has'nt  the  time 
to  give  to  advertising.  The  trouble  is  he  has  not 
come  to  realize  that  it's  not  only  his  job  to  repair 
shoes,  but  also  to  get  after  business.  He  sits  down 
and  waits  for  business  to  come  to  him.  All  very  well 
when  he's  got  the  monoi)oly  of  the  trade  in  his  loc- 
ality. All  very  well  when  things  are  running-  smooth- 
ly and  money  is  easy.  But  in  times  such  as  these, 
if  a  man  wants  to  get  business,  he's  got  to  hustle 
hard.  He's  got  to  advertise.  He's  got  to  hammer 
it  into  the  public  that  he's  there  to  rejiair  their  shoes 
and  he  can  rei^air  them  right.  Time  and  money  spent 
for  advertising  is  not  wasted.  It's  invested. 

Again  ask  yourself  these  questions: 

Is  my  accounting  system  adequate  and  accurate? 

Is  my  shop  clean,  neat  and  attractive? 

Are  my  windows  being  used  to  the  best  advantage? 

Am  I  a  consistent  advertiser? 


The  Toronto  Shoe  Repairers'  Association  intend 
staging  a  big  dance  on  the  evening  of  Jan.  1*>.  Local 
repairers  will  do  well  to  keep  the  night  open. 
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"Big  Business"  in  Repair  Trade 

A  shoe  repair  shop  in  Philadelphia  does  a  bus- 
iness of  nearl)'  $1,000  a  day,  a  total  of  $250,000  an- 
nually, says  the  Boot  and  Shoe  Recorder.^  That's  a 
bigger  business  in  repairing  shoes  than  some  stores 
do  in  selling  shoes.. 

The  proprietor  expects  in  the  future  to  repair  from 
1,500  to  2,000  pairs  of  shoes  daily  and  to  clo  an  an- 
nual business  of  from  $500,000  to  $600,000,  which  is 
larger  than  the  business  of  some  shops  making  shoes. 

This  repair  shop  now  employs  90  persons,  75  of 
whom  are  shoe  repairers. 

The  proprietor  says  there  are  1,400  repair  shops, 
big  and  little,  in  Philadelphia,  and  that  they  do  a 
business  of  from  $8,000,000  to  $10,000,000  annually. 

The  proprietor,  by  the  way,  started  shining  shoes. 


Repairing  Rubbers 

The  repairing  of  rubbers  is  not  a  phase  of  the  bus- 
iness in  which  Canad.an  repair  men  have  engaged  to 
any  extent,  and  some  may  be  surprised  to  know  that 
the  efficient  repairing  of  rubber  overshoes  is  prac- 
ticable. This,  however,  is  claimed  to  be  the  case. 
Patented  heel  and  toe  ])atches  are  on  the  market 
which  are  especially  designed  for  this  purpose. 

These  patches,  or  repairers,  as  they  are  called, 
are  moulded  to  the  recjuired  shape  and  can,  it  is  stated, 
be  applied  in  about  ten  minutes  with  the  aid  of  a  little 
rubber  cement,  making  the  rubbers  as  waterproof  as 
when  new. 

Ho'W  does  this  appeal  to  you  as  a  means  of  keeping 
busy  during  slack  days  in  mid-winter? 


Turn  out  Watertight  Jobs 

At  this  time  of  the  year  the  shoe  repairer  should 
be  particularly  careful  to  maike  his  work  as  waterproof 
as  possible.  ,  Water  will  naturally  incline  to  seep 
through  awl  holes,  needle  holes,  and  other  holes  in 
the  bottom  of  a  shoe,  even  if  the  sole  itself  did  not 
absorb  water. 

There  are  preparations  for  which  it  is  claimed 
that  they  will  make  the  leather  absolutely  water-re- 
sistant, thoroughly  impregnating  the  fibres  of  the 
leather,  and  at  the  same  time  improving"  the  wearing 
qualities.  Repairers  who  have  not  had  experience 
with  preparations  might  find  it  profitable  to  inves- 
tigate. Any  extra  service  that  they  can  oft'er  their 
customers,  and  any  measures  that  they  can  take  to 
make  their  work  more  satisfactory,  will  helj)  to  build 
business  for  them. 


Tlie  Right  and  Wrong  of  Cutting  Sole  Leather 

'Tt  is  well  to  be  economical  of  leather— but  to  be 
economical  of  leather  at  the  expense  of  the  quality  of 
the  job  is  poor  polic}',"  said  a  veteran  shoemaker  to 
Footwear's  representative.  Many  repairers  think  that 
expert  cutting  consists  in  getting  the  greatest  poss- 
ible number  of  soles  and  heels  out  of  a  bend  of  leather 
and  overlook  entirely  the  requirements  from  the  wear- 
ing standpoint.  Thus,  they  will  apply  a  sole  which 
is  light  across  the  balls  of  the  toes  and  along  the  out- 
er edge  of  the  foot  where  the  greater  part  of  the 
weight  of  the  body  is  supported,  and  will  have  the 
leather  thickest  in  the  centre  of  tihe  arch  where  the 
strain  is  at  its  least.    An  expert  repairman,  on  the 


contrary,  will  always  take  into  account  the  points 
which  are  subjected  to  the  hardest  wear  and  will  cut 
his  soles  accordingly,  even  if  he  has  to  waste  some 
leather  in  doing  so.  In  the  case  of  the  heels,  he  will 
help  to  counteract  the,  tendency  to  wear  down  more 
quickly  on  the  outside  edge  by  allowing  a  little  heav- 
ier thickness  of  leather. 

Another  common  error  among  less  expert  repairers 
is  to  cut  oft'  a  half-sole  almost  straight  instead  of  al- 
lowing it  to  extend  well  back  toward  the  heel  on  the 
outer  side  to  take  care  of  the  strain  at  that  point. 


How  to  Kill  Your  Association 

Don't  go  to  the  meetings.  If  you  do,  go  late.  If  • 
you  attend  find  fault  with  the, work. 

.  Never  accept  oft'ice.  It  is  far  easier  to  criticise 
than  to  do. 

Be  terribly  annoyed  if  you  are  not  appointed  on 
committee.    If  apoointed,  do  not  attend  the  meetings. 

If  asked  by  the  chairman  to  give  your  opinion, 
tell  him  you  have  nothing  to  say.  After  the  meeting 
tell  him  how  things  should  have  been  done. 

Hold  back  your  dues  or  don't  pay  at  all. 

Don't  bother  about  getting  new  memljers.  Let 
someone  else  do  that. 


Here  is  an  example  of 
what  one  live  repair- 
ing concern  is  doing 
in  the  way  of  advert- 
ising. If  more  public- 
ity of  this  kind  ap- 
peared in  the  news- 
papers, a  greater 
number  of  shoes 
would  find  their  way 
to  the  repair  shop. 


An  Attractive  Window  Display 

A  recent  window  display  of  Eaton's  Modern 
Repair  Shop, operated  by  Maurice  I.  Cummings'  at 
205  Union  St.,  St.  John,  N.  B.,  is  particularl)^  com- 
mendable and  cannot  help  but  create  a  favorable  im- 
pression on  the  mind  of  the  purchasing  public.  A 
variety  of  work  is  displayed,  each  pair  of  shoes  being 
accompanied  by  a  tastefully  written  showcard  stating 
the  name  of  the  job,  price,  etc.  The  general  color 
scheme  is  green  and  the  whole  illuminated  by  a  row 
of  tiny  green  lights. 

The  store, wiiich  is  equipped  with   thf  latest  in 


Smart 
Shoes 


NOT  always  is  it  necessary  to  bay  now 
shoes  to  have  smart  shoe.s.    Many  a  pai-r 
of  ladies'  or  men's  shoes  that  is  discard- 
ed in  Tavor  of  new  ones  could  be  re-condifioned 
by  our  up-to-date  rebuilding  plan. 

The  ideal  way  ih  to  KEEP  your  shoes  smart 
by  bringing  them  to  us  occasionally  for  atten- 
tion to  the  little  things  which  prolong  the  life 
of  shoes. 

SATISFACTION  GUARANTEED 


Universal  Shoe  \ 
'  Repairing  Reg.  \ 

U  d'Youville  St., 
QUEBEC 
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.(iocxlycar  Dutlils,  is  decoratc-d  with  colored  kid  and 
sheepskins  on  vidiich  have  'hat-n  written  various  mot- 
toes and  wordings  in  airbrush  work,  the  whole  l)ein<4- 
illuminated  at  ni<4ht  and  formino-  a  brilliant  and  taste- 
fid  display  which  i)roves  conclusively  that  the  modern 
shoe  repair  shop  can  ibe  as  attractive  as  a  store  in  any 
other  line  of  business. 


A  Letter  that  Should  Help  Boost  Business 

VVe  have  been  suggesting;  that  shoe  repairers 
iTave,  as  a  class,  been  neglectful  of  the  benefits  of 
advertising.  It  may  sometimes  happen  that  there  is 
no  newspaper  that  is  practicable  to  use— say  where 
a  rei^airer  is  only  in  a  position  to  do  a  local  trade  and 
the  pa])ers  cover  the  entire  city.  Hut  a  good  letter 
or  printed  folder  sent  out  regularly  would  undoub- 
tedly be  a  real  help  in  bringing  in  business.  In  order 
to  be  quite  practical  in  our  suggestion,  it  is  our  in- 
tention to  print  typical  letters  that  would  be  suitahlt 
for  this  purpose.  Here  is  one  that  should  be  effective 
if  sent  to  a  list  of  lietter  class  prospects: 
Shoe  Style  Insurance 

Dear  Madan-  : 

Did  you  notice  someone  walking  ahead  of  you  on 
the  street  to-day  with  crooked  heels?  How  ungainly 
it  looked!  Nothing  so  surely  mars  the  a])pearance 
of  a  costume  as  shoes  in  bad  repair.  It  just  kills  the 
"style". 

The  pity  is  we  often  don't  see  our  heels  as  otliers 


wmiEO :     o'clock,  Ion.  Toes.  Wed.  Thurs.  FrI.  Sal. 

Seted  Full  Sole  Rips 

Sewed  Hall  Sole 

latches 

Kiiled  Halt  Sole 

Heel  llolngs 

riiilllps'  Soles 

Welts 

llealln 

Sqoeaks 

Foil  Hubber  Heels 

Counters 

Half  Aobber  Heels 

Insoles 

leather  Heels 

Back  Straps 

Top  lifts 

Cleats 

loe  Caps 

louis  Heels 

Toe  Pieces 

Sen  Soles 

N9  1283 

Price,  i 

WATERBURY  &.  RISING,  Ltd. 

Repair  Plant 

Not  Rospon«lblC  Aftep  Thirty  Days. 

2|^SAVE  THIS  CHECK'^ 
WE  CALL  WE  DELIVER 

N9  1283 


This  tag-,  used  by  Waterbury  &  Rising,  of  St,  John,  N.B.,  in  their 
repair  department  is  one  of  the  most  complete  we  have  seen.  It  reduces 
the  use  of  the  pencil  to  the  minimum.  On  the  reverse  side  is  space  for 
the  clerk's  initial,  the  date,  the  name  and  address  of  the  customer,  and 
special  instructions. 


see  them.  If  we  did,  one  would  observe  fewer  anl^les 
inclining  slightly  outward  at  each  step--vvh'ch  in- 
jures the  shape  of  the  shoe  and  makes  grace  of  car- 
riage impossible.  No  one  can  walk  properly  while 
going  over  on  their  heels. 

Just  a  matter  of  neglect,  isn't  it,  that  <jne  lets  a 
shoe  get  into  that  condition?  It  will  do  for  to-day 
and  it  will  do  for  to-morrow,  and  then  it  does  for 
next  week  and  perhaps  for  next  month.  And  finally 
it  has  become  .so  homely  that  you  think  it  is  not 
worth  repairing— which  simply  means  that  about  one 
half  the  wear  in  the  shoe  is  wasted. 

It  may  be  that  you  have  not  realized  that  the 


THE  BIGGEST  SHOE  REPAIR  SHOP 
■=^^1N  MONTREAL^^ 

wu  Btarled  a  year  ago  by  a  returned  tolcKer.  It  is  today  doing  the  largeit  business  in  rebuilding 
and  repairing  shoes  because: — 

(1)  Shoe-Craft  makes  a  specialty  of  actually  "rebuilding"  shoes.  This  makes  your  old 
shoes  practically  as  good  as  new.  and  at  about  25%  of  the  cost  of  new  shoes. 

(2)  Shoe-Craft  uses  the  XXX  quality  of  genuine  tanned  leather  exclusively. 

(3)  Shoe-Craft  handles  a  great  deal  of  business  by  phone. 

(4)  Shoe-Craft  guarantees  all  materials  and  workmanship  in  their  '?pa-.r3. 

(5)  Shoe-Craft  calls  for  and  delivers  shoes  without  charge. 

A  year  ago  the  service  man  had  two  repair  men  working  for  him.  Today  there  are  two 
clerks  receiving  work  and  hfuidlinc;  phone  orders.  Every  on*  of  the  shoemakers  is  a  specialist  in  his 
own  line  of  work. 


RE-BUILT  SHOES 


Pnu   S2.90 

With  rubbn  or  Umha  httU.  Piict  13,50 

the  uppers  are  good  th<  rebuilt  ihoes  tool;  and 


HALF  SOLES  and  HEELS 

Mer,',  uu-n  hall  ,alet   J/  «5 

W:(h  kaAv  cr  rMer  heel  J2.25 

LojlUs'  half  solet   S/.50 

(Har,i  .em  J/. 85; 

W:lh  kalhir  heeU   J/.85 

Wilh  rabber  heeli  12.00 


The  aervice  whkh  thii  organization  can  giTC  to  your  worn  tho€6  is  worth  while.  A  phone 
call  put*  it  at  your  service.  We  call  for  your  shoe&  and  take  your  instructions  by  phone;  or  we 
will  recommend  the  repair*  we  think  neceaury — aUo  by  phone. 


Use  the  Shoe-Craft  Service 


Uptown  869 

SHOe-GRAPT 


S.   F.  TILDEN 
Manager. 


315  Bleury  Street 


Opposite 
"The  Imperial" 


Here's  another  example  of  what  a  live  shoe  repairer 
can  do  in  the  way  of  advertising 


i)est  "style  insurance"  for  your  shoes  is  to  have  them 
attended  to  by  a  good  repair  man  just  as  soon  as  they 
show  signs  of  wear.  It  just  about  doubles  the  life 
of  the  shoes,  preserves  their  good  appearance  and 
shape  and  is  a  necessary  protection  to  your  own 
health  and  comfort. 

But  'be  sure    you  go  to  a  good  shoe  repairer. 

That  is  what  J  &  T  claim  to  'be,  and  we 

should  like  to  have  the  opportunity  of  proving  it  to 
you.  as  we  have  to  a  large  clientele  of  satisfied  cus- 
tomers.   Your  shoes  will  be  safe  in  our  hands.    If  any 

of  them  need  attention,  just  phone  Alain  ,  and  we 

shall  be  glad  to  call  for  them.  Or  if  it  is  convenient, 
drop  into  our  store  when  passing — It  is  at  a  near-by 
corner,  Oucen  and  Robert  .*^treets. 


Does  Work  on  Women's  Shoes  by  Hand 

One  of  Toronto's  most  up-to-the-minute  repairers 
told  "Footwear"  recently  that  all  his  repair  work  on 
women's  shoes  was  now  being  done  by  hand.  The 
reason  for  this,  he  states,  is  that  in  late  years  man- 
ufactu  ers  have  been  putting  such  tine"  work  on 
women's  footwear  that  it  was  almost  impossible  to 
resole  them  by  machine  without  mutilating  it.  While 
we  were  in  his  shop  a  lady  called  for  a  pair  of  shoes 
on  which  repairs  had  been  made  involving  the  applic- 
ation of  a  new  welt,  due  to  a  botched  job  done  by 
another  repairer  w  ho  had  practically  cut  the  welt  in 
pieces  with  his  needle.  The  lady  handed  the  proprie- 
tor a  $5.00  bill  for  the  job  and  received  50  cents  change 
without  demur.  The  boots .  pleased  her,  she  wanted 
them  repaired,  and  was  willing  to  pay  a  high  price  for 
high  (piality  workmanship. 
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Why  Not  a  Shoe  Repair  Week? 

Why  not  a  shoe  repair  week? — asks  "Shoe  Find- 
ings." The  suggestion  is  a  good  one.  There  is  no 
reason  why  the  idea  could  not  be  put  across  in  any 
of  the  larger  cities  where  shoe  repairers'  associations 
exist.  Repairers  have  been  spending  little  or  noth- 
ing" for  advertising,  and  they  could  well  afford  to 
start  something  along  this  line.  There  have  been,  as 
OUT  contemporary  points  out,  "Paint  up  Weeks," 
"Coffee  Weeks,"  "Cotton  Weeks,"  "Home  Sewing 
Weeks,"  and  other  similar  co-operative  merchandising" 
efforts  put  over  with  considerable  success,  and  there 
does  not  seem  to  be  any  real  obstacle  to  a  successful 
"Shoe  Repair  Week." 

The  public  has  a  great  deal  to  learn  about  modern 
shoe  repairing  and  its  possibilities,  and  who  is  g"oing 
to  tell  them,  if  not  the  shoe  repairer?  A  large  per- 
centage of  the  public,  who  might  use  the  services  of 
the  shoe  repairer,  never  do  so  merely  because  the  mat- 
ter has  never  been  brought  to  their  attention  forcibly 
enough.  Talk  the  matter  over  with  the  repairers  in 
your  town  or  city  and  see  if  you  can't  work  up  a 
campaign  along  this  line. 


Congratulations  to  St.  John,  N,  B. 

St.  John.  N.  B.,  has  the  distinction  of  being  the 
only  town  in  the  Dominion  that  lias  a  ladv  actively 


engaged  in  the  shoe  findings  business.  '  Geo.  AV. 
Folkins  has  operated  a  shoe  finding"s  business  for 
many  years  at  226  Union  St.  and  it  is  his  daughter. 
Miss  Luella  Folkins,  that  enjoys  the  unique  distinc- 
tion of  being  right  hand  man  and  salesman — or 
woman — of  the  concern. 

Miss  Folkins,  a  young  lady  of  most  attractive  and 
charming"  personality,  entered  the  business  as  suc- 
cessor to  a  brother  who  heard  the  call  of  duty  over- 
seas, and  liked  the  findings  trade  and  the  smell  of 
leather  so  well  that  she  has  stayed  with  it. 

'She  calls  regularly  on  certain  portions  of  the  local 
shoe  industry,  by  whom  she  is  highly  esteemed  and 
respected,  and  it  is  somewhat  of  an  experience  to  see 
a  grizzled  veteran  of  crispincraft  defer  to  Miss  Folkins 
judgment  and  o])inion  in  matters  concerning"  which 
women  in  general  are  not  supposed  to  be  liighly 
informed. 


Get  the  better  business  bee  in  your  bonnet. 


"My  livelihood  was  threatened,  my  trade  was 
going,  I  had  a  price  cutter  on  each  side  of  me,  but  I 
stuck  it,"  remarked  a  shoe  repairer  recently.  "At  one 
of  these  shops  thev  now  sell  fish  and  chips  and  the 
other  is  closed,  the  man  having  taken  a  job  as  a  clerk. 
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Happenings  in  the  Shoe  and  Leather  Trade  | 


H.  W.  Gold  lias  opened  up  a  repair  shop  at  71^  Dundas 
St.,  Belleville,  Ont. 

W.  Warwick,  formerly  of  Toronto,  has  o.pened  up  a  shoe 
business   in   Aurora,  Ont. 

Congratulations  to  Alf.  McCoy,  of  McCoy  Brothers, 
Belleville,  Onit.,  on  the  birth  of  a  daughter. 

Chas.  Bigley,  of  Bobcageon,  Ont.,  has  returned  from  a 
trip  to  the  Old  Land,  looking  as  if  his  holiday  had  agreed 
with  him  splendidly,  as  he  says  i't  has.  He  finds  business  in 
good  shape. 

A.  Davis,  of  Treemore,  Ont.,  is  enjoyinig  good  business 
in  the  store  he  recently  opened. 

Geo.  Kembar,  of  Treemore,  Ont.,  has  installed  a  finishing 
machine  in  his  repair  shop. 

Superintendent  Thurston  .  of  the  J.  Leckie  Co.,  Ltd., 
Vancouver,  has  been  on  a  trip  East  and  is  now  on  his  way 
back  to  the  coast. 

Things  have  been  a  little  liver  in  the  repair  trade  than 
in  the  retail  trade  within  the  last  couple  of  weeks  in  the 
small  places  East  of  Toronto,  according  to  J.  A.  Creech, 
the  genial  representative  of  Chas.  Tilley  &  Sons. 

It  is  reported  that  Bachrack  Bros.,  shoe  retailers,  are 
shortly  to  vacate  their  premises  at  334  Yonge  St.,  Toronto. 

C.  I^evinson,  progressive  young"  Hamilton  retailer,  whose 
main  store  is  located  at  36  King  St.,  W.,  is  opening  a  new 
.branch. 

R.  Greer,  has  opened  up  a  shoe  repair  shop  at  8  Barton  St., 
E.,  Hamilton,  and  has  installed  a  finishing  machine. 

A.  L.  Wilson,  of  73  King  St.,  E.,  Hamillton,  was  agree- 
ably surprised  to  receive  a  nice  souvenir,  with  greetings 
from  Ames-Holden-McCready,  on  the  occasion  oif  his  birth- 
day, Dec.  1.  Mr.  Wilson  is  still  pondering  how  this  firm 
oibtained  the  date  of  his  birthday. 


Jas.  Sutherland,  of  Kingston,  Ont.,  representative  of 
Geo.  A.  Slater,  Ltd.,  had  a  marine  experience  recently 
which  he  is  not  likely  to  forget  for  some  time.  Mr. 
Sutherland  fought  in  France  and  knows  something  about 
hails  of  lead,  barrages,  etc.,  but  he  says  one  oif  the  worst 
nights  he  ever  put  in  was  on  board  the  Huronic  en  route 
for  Port  Arthur  recently.  Old  Lake  Superior  did  her  darnd- 
est,  but  the  boa.t  made  Port  alrig-ht. 

Damage  to  the  extent  of  $14,000  was  caused  to  the  shoe 
store  of  W.  H.  Bartlett  &  Sons,  Brampton,  Ont.,  recently 
by  a  fire  which  started  in  the  repair  department  at  the  rear. 

The  stock  oi  Peter  Metersky,  general  merchant', 
Chatham,  Ont.,  of  which  boots  and  shoes  formed  a  large 
portion,  was  destroyed  by  lire  recently. 

The  United  Rubber  Company,  Montreal,  has  assigned. 

Samson  Angus,  Limited,  Montreal,  has  been  incorpor- 
ated with  a  capital  stock  of  $49,000,  being  authorized  to 
carry  on  bussiness  as  wholesale  and  retail  dealers  in  boots 
and  shoes. 

The  British  Slipper  Manufacturing  Co.,  Ltd.,  Toronto, 
has  been  incorporated  with  a  capital  stock  of  $40,000 

Richard  Sylvester,  of  Hensall,  Ont..  has  moved  to 
Thedford,  where  he  will  conduct  a  shoe  business  and  harness 
shop. 

James  Barter,  has  opened  a  shoe  store  at  11.5  Dundas  St. 
London,  Ont. 

W.  Higgs,  who  came  to  Canada,  recently  from  Bir- 
mingham, England,  has  o.pened  a  shoe  store  adjoining  the 
Post   Office   at   Wardsville,  Ont. 

Val  Dallner,  shoe  merchant,  at  Sebringville,  Out.,  sust- 
ained a  $300  loss  recently  when  burglars  entered  his  store  by 
breaking  a  rear  window  and  helped  themselves  to  merchand- 
ise. 

Fred  Eitel,  of  Gait,  Ont.,  formerly  in  the  C.  P.  R.  Hill 
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Shoe  Store,  lias  opened  up  for  himself,  at  i'.i  Water  .St.,  North. 

y\lex  Rail,  of  New  llamhiirK,  Out.,  has  .uone  to  Kitcli- 
ener,  where  he  has  accepted  a  position  with  tlie  .\nies- 
1  lolden-McCready  Co. 

I)  Kellint>"ton.  of  Cottam,  '  )nt.,  has  iimv  c-d  his  shoe 
and  harness  repair  shop  to  new  and  larL;er  (piarters  which 
he  purchased  recently  on  Main  .St. 

-Fire  wliich  may  have  been  caused  by  a  spark  from  an 
emery  sri'it'^-''"-  caused  damage  to  the  leach  house  of  the 
Acton  Tanning  Company,  at  .\cton,  ()nt.,  amounting  to 
$10,000.  Two  of  the  leaches  were  badly  dama.ged,  and  in 
addition  los5  was  sustained  by  the  .great  amount  of  water 
poured  into  the  tanning  liquor. 

William  .Sim|)son,  of  London,  Out.,  who  had  lo  move 
his  shop  recently  when  the  site  was  purchased  for  industrial 
purposes,  has  secured  premises  on  Clarence  St. 

The  bylaw  which  was  submitted  to  the  ratepayers  of 
Mount  ]'"f)rest.  Out.,  on  Noveimber  14  to  raise  $10,000  for 
the  (iourlay  Shoe  Company,  was  defeated  by  the  two  thirds 
re<|uirement,  there  being  2\:',  for  and  10:2  against  the  measure. 

J.  lilumenitluti,  of  ]'>ramplon,  ()nt.,  who  recently  imi'- 
chased  the  15edard  Block  at  Kidgetown.  will  remodel  it  and 
intends  to  open  as  soon  as  possible  a  lirsl  class  l)oot  and 
shoe  shop.  Work  is  now  in  i)rogress  and  all  new  li.xtures 
will  be  put  in.  The  store  will  be  under  the  managemeivt  of 
J.  Levey. 

The  funeral  of  Henry  Cage,  held  to  Ueechwood  cemet- 
ery at  I'^orest,  Out.,  was  attended  by  Forest  Masonic  Lodge 
in  a  l.)ody.  Mr.  (ia.ge,  wdio  was  74  years  old.  had  been  in  the 
siioe  business  in  b'orest,  for  halif  a  century,  lie  was  a  native 
of  Ancas'ter,  Out.  He  is  survived  by  one  smi  and  six 
daughters. 

Negotiation>  are  in  progress  at  Port  I'.lgin.  <  )nt..  lor 
the  location  there  oif  a  hosiery  factory  by  ICwart  (iandier, 
oif  the  Teasdall  Hosiery  Co.,  of  London. 

In  the  coming  elections,  at  London,  Out..  I'hilip  I'ocock, 
president  o'f  the  London  Shoe  Conipany,  will  probably  run 
again  for  the  Utilities  Commission,  although  efforts  are  being 
made  to  have  him  enter  the  mayoralty  field.  He  does  not 
favor  the  latter,  but  is  willing  to  coivtinue  the  excellent 
service  he  is  giving  the  city  as  a  Commissioner. 

Following  the  illness  of  three  months,  the  death  occur- 
red at  Tillsonburg,  Out.,  of  (  harles  Ross  for  many  years 
shipping  clerk  at  'the  Tillsonburg  Shoe  Co.  He  was  41  years 
old  and  financial  secretary  of  Club  No.  78  C.  C).  F".  almost 
since  its  inception. 

F'ire  of  mysterious  origin  caused  a  loss  of  $.').oon  in  the 
factory  of  the  Grififin.  Shoe  Co.,  at  Tngersoll,  which  was 
recently  taken  over  by  A.  Smith,  of  St.  Thomas,  who  was 
getting  it  in  readiness  for  operation. 

I'.urglars  who  made  a  raid  in  the  business  district  at 
Strathroy,  Out.,  on  the  night  of  November  17  got  away 
with  a  quantity  Oif  shoes  from  the  store  of  h'reel  &  Son. 

W.  Jaesar,  of  Waterloo,  Onl.,  has  moved  to  Linvvood, 
Ont..  and  is  opening  a  repair  shop. 

Herb  Kittle,  i>f  Linwood,  Ont..  has  gone  to  Toronto  to 
accept  a  position  as  traveller  for  tiie  J.  K.  Tree,  Lo. 

Mi'ss  Winnifred  Ashplant,  daughter  of  J.  S.  .\shplant. 
of  London,  Ont.,  is  spending  some  months  in  Europe. 

The  indeiiendeiit  Last  Co.,  Montreal,  lias  suffered  loss 
from  fire. 

The  Empire  Leather  &  Shoe  Findings  Co.,  Montreal, 
has  sold  out  to  the  Eagle  Leather  &  Shoe  I'indings  Co. 

The  assets  of  iHM-dinand  Donaldson,  Quebec  City,  have 
been  sold. 

J.  A.  Hamilton,  representative  of  the  Canadian  .\rrow- 
smith  Co.,  is  making  a  trip  through  Quebec  and  the  Mari- 
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tinu-  Provinces,  calling  on  the  trade  with  the  various  ap- 
pliances manufactured  'by  his  conqjany. 

Mr.  C,  L.  Owens,  of  the  Owens- Elmes  Mfg.  Co., 
returned  on  Thanksgiving  Day  from  an  extended  business 
trip  in  the  States  and  Western  Canada.  Mr.  Owens  visited 
the  States  with  the  object  of  establishing  connections  with 
some  of  the  more  prominent  shoe  retailers  in  the  large  cities 
along  the  Pacific  Coast.  Spokane,  .Seattle,  San  Francisco 
and  Los  Angelles  were  included  in  his  trij)  and  he  reports 
tl  at   excellent  business  has  resulted. 

Provincial  Cut  .Sole-.,  of  Kitchener.  Out.,  are  moving 
from  Queen  St.  to  :;il  Victoria  St.,  where  they  will  have 
larger  and  more  commodious  (|uarters.  .At  their  new  prem- 
ises they  will  occupy  two  floors,  with  a  total  area  of  6,000 
s(|.  ft.  The  increased  space  has  been  made  necessary  by 
the    de\elopnu'nt    of   the    firm's  business. 

J.  .\.  Sullivan,  of  Talbot  Shoe  Co..  likes  football.  -\t 
least  so  we  gather  from  the  fact  that  he  made  a  special 
trip  to  .'\nn  .\rbor,  Mich.,  to  see  the  I'niversity  of  Michigan — 
Minnesota  ru.gby  game.  Someone  said  that  when  J.  A. 
reached  the  entrance  oif  tlie  grounds  he  could  plainly  picture 
his  reserved  seat  ticket  in  the  left-hand  to))  drawer  of  his 
desk  where  he  had  left  it.  W'e  believe  it's  only  a  rumour, 
however. 

Jno.  I,ennox  &  Co.,  of  Hamilton,  have  oiiened  up  at- 
tractive new  sample  rooms  and  offices  at  :U)  King  St.,  E., 
wheri'  members  of  the  retail  trade  will  l)e  made  welcome. 

(ieo.  D.  Mcl^eod,  shoi-  rcjiair  man,  of  West  St.  John, 
N.  1)..  has  solved  the  problem  of  high  rents  by  the  very 
logical  expedient  of  building  a  store  of  his  own  and  moving 
into  it  recently.  The  new  store,  which  was  liuilt  expressly 
for  this  business,  is  of  a  frame  ctmstruction,  white  plastered 
iiisidi'  and   make--  a   most   suitable  ;ind   sanitary  workshop. 

Fred  A.  t  hittick,  a  well-known  and  i)rogressive  young 
shoe  man  who  operates  a  Goodyear  repair  shop  in  Fairville, 
N.  1'.,  has  invested  in  a  car,  from  which  h  derives  considerable 
pleasure,  having  driven  upwards  of  ;2,000  miles  during  the 
last  season.  Fred  is  some  navigator  of  the  gasolene  joy 
waggon. 

¥.  T.  Hill  &  Co..  oi)erators  of  a  chain  of  general  stores, 
ha\'e  recently  opened  up  in  Meaford,  Ont.,  which  makes  them 
the  owner  of  six  esta'blish-ments.  They  have  an  exceptionally 
good  shoe  department  and  report  good  bu>ine-.s  since  its 
opening. 

J.  P)lriiuMithal.  of  lirampton,  ()iit..  has  purchased  the 
liedard  liloclc  in  Ridgetown.  and  will  reniiid(.d  it  for  the 
purposes  of  a  lirst-claass  shoe  store. 

It  is  reported  that  negotiations  are  under  way  for  the 
local i(Hi  of  a  shoe  factory  at  Norwich,  Ont. 

Chas.  Weiner,  shoe  dealer,  Toronto  has  assigned  to  N. 
L.  Martin. 

Trudeau  &  C  o.,  Montreal,  manufacturers  of  shoe  sup- 
lilies,  have  l)een  registered  by  Gustave  J.  Trudeau. 

M.  1\.  Clarke,  the  Victory  Shoe  .Store,  Kings*^on  Ont.. 
has  assignied. 

.Sevlyn's,  Ltd.,  Montreal,  >hoc  stock  damaged  by  ,vater. 
Covered  by  insurance. 

IJerkman's  Sanip'e  Shoe  Store.  Toronto,  has  assigned. 

Paul  Deguise,  shoe  dealer,  Montreal,  has  comuromife-J 
with  his  credi'^ors. 

The  Walk-King  Shoe  Co.,  Montreal,  has  been  dissoUcJ. 

'F'erinand  DonrJd^on.  shoe  dealer.  Qri^bec  C'ty,  i:as 
assigned. 


REPRESENTATIVE. — A  leading  manufacturer  makiiiR  a  full  line  of 
Men'.s  &  Women  s  Goodyear  Welts  and  .Mckays  for  the  jobbing  trad? 
wants  a  good  representative  for  the  Martinie  Provinces  to  work  on  a 
commission  basis.  Must  have  experience  and  good  references.  .\pply 
to  box  No.  71.">.  I'oolwear  in  ("onada,  Toronto.  12 
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MELTONIAN 

Boot 
Polishes 
and  Creams 


A  splendid  line  of  first  class  polish  for  you  to  carry,  Mel- 
tonian  finds  favor  with  the  public  wherever  it  is  featured 
It  is  attractively  put  up  in  the  most  convenient  packages  for 
your  trade.  Samples  and  prices  will  be  cheerfully  given.  We 
can  quote  you  attractive  values. 

Robert  D.  Ayling 

23  Scott  Street 

Phone  Main  7613 

TORONTO 

Agents  for  sole  manufacturers 
E.  BROWN  &  SON,  LTD.  LONDON  &  PARIS 
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This  Stamp  Increases  Sales! 

The  Union  Stamp  on  your  shoes  is  an  incen- 
tive for  the  local  unionists  to  trade  in  your 
store. 

Loyalty  to  the  principles  for  which  organized 
lahor  stands  makes  many  buyers  refuse  foot- 
wear unless  it  bears  the  official  stamp  of  the 
Boot  and  Shoe  Workers'  Union. 

To  increase  your  sales  among  this  vast  buying 
unit,  feature  shoes  which  bear  the  stamp — the 
trade-mark  of  an  organization  which  is  com- 
posed of  intelligent  workmen,  putting  their 
best  into  their  productions. 


The  I'liinn  that  has  an  a>rreeineiit  with  manufacturers  settling 
all  wage  ditterences  by  ARBITRATION. 


Boot  and  Shoe  Workers'  Union 

246  Summer  St.,  Boston,  Mass. 

COLIJS  I.()\  K1.^'.  (  M  iri.I'reH.  CHAS.  L.  BAINE,  (Icii"!  Sec' y-Treas. 


.WORKERS  UNIOh/ 


UNION^Sr/ki^F 

Factory 
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LOOK 

For  The  Yellow 

Klean-Kutt 


LABEL 


6-8  16 


SHOE  RIVETS 

Oaaraote«4  fall  weiRht 


Your  Guarantee  of  Quality  when  Ordering 

SHOE  RIVETS 
TACKS  &  NAILS 


K  K  CLINCH  POINT  SHOE  RIVETS 
K  K  HAND  SHOE  TACKS 
K  K  CHANNEL  NAILS 
K  K  SOLING  NAILS 
K  K  HOB  NAILS 


K  K  COBBLERS'  RIVETS 

K  K  SOFT  STEEL  SHOE  RIVETS 

K  K  SOFT  STEEL  HEEL  NAILS 

K  K  PEGGING  NAILS 

K  K  HUNGARIAN  NAILS 


K  K  DIAMONDS 

A  Complete  Line  Manufactured  and  Packed  Expressly  for  the  Repairing  Trades 

ALWAYS  LOOK  FOR  THE  YELLOW  K  K  LABEL 

ORDER  FROM  YOUR  JOBBER 

United  Shoe  Machinery  Company  of  Canada,  Limited 


City  Office  : 
227  Craig  Street  West. 

TORONTO 
90  Adelaide  Street  West 


MONTREAL 

KITCHENER 
46  Foundry  Street  South 


Main  Office  and  Factory  : 
Bennett  Avenue,  Maisonneuve 

QUEBEC 
28  Demers  Street 
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"La  Duchesse" 
McKays  for  Women 
Turn  Slippers  for  Men 

Get  in  touch  with  your  job- 
ber early  and  let  him  show 
you  the  splendid  "La 
Duchesse"  models  he  has 
waiting  for  you.  In  a  var- 
iety of  leathers,  lasts  and 
patterns,  and  radiating  good 
workmanship  and  unusual 
value. 

Jobbers  Only 

La  Duchesse  Shoe  Co. 

Registered 

MONTREAL 


The  Peterboro  Shoe 


For  MEN,  BOYS,  YOUTHS  and 
LITTLE  GENTS 

A  staple  line  of  Footwear,  prominently  known  for 
its  superior  workmanship,  first  grade  materials,  smart- 
ness and  comfort.  A  Line  you  can  stock  with  assurance. 
Write  us  to-day. 

B.  F.  Ackerman,  Son&Co.^  Limited 

PETERBORO,  Ont.  Western  Branch,  REGINA,  Sask 

MAKERS  OF  THE  "PETERBORO"  SHOE 


H.  o.  McDowell  h.  n.  Lincoln 

International   Supply  Co. 

The  Largest  Shoe  Factory  Supply  House  in  Canada 
IMPORTERS  *■>  M  JOBBERS 

Shoe  Machiaery,  Findings  and  Factory  Supplies 

We  are  Exclusive  Canadian  Agents  for  the  following  well-known  houses : — 


American  Lacing  Hook  Co.,  Waltham,  Mass. 

Lacing  Hooks  and  Hook  Setting  Machines. 
Armour  Sand  Paper  Works,  Chicago,  111. 

Crystolon  Paper  and  Cloth  for  Buffing  and  Scouring. 
Boston  Leather  Stain  Co.,  Boston.  Mass. 

Inks,  Stains,  Waxes,  etc.     Cyclone  Bleach. 
The  Ceroxylon  Co..  Boston,  Mass. 

Ceroxylon,  the  Perfect  Liquid  Wax. 
Cincinnati   Cutting   Die   Co.,   Cincinnati,  Ohio. 

Quality   Breasting  Knives. 
The  Louis  G.   Freeman   Co.,  Cincinnati,  O. 

Shoe  machinery. 
F,    L.  Cilennon  Machine  Co.,  Lynn,  Mass. 

Perforating  Tubes. 
Hazen,  Brown  Co.,  Brockton,  Mass. 

Waterproof  Box  Toe  Gum.  Rubber  Cement. 

We  carry  three  large  stocks  in  order 
You  will  do  well  to  avail  yourself  of 


Markhem  Machine  Co.,  Boston,  Mass. 

Marking  and  Embossing  Machines,  Compounds,  Inks,  etc. 
M.  H.  Merriam  &  Co.,  Boston,  Mass. 

Binding,  Staying,  etc. 
Puritan  Mfg.  Co.,  Boston,  Mass. 
Wax  Thread  Sewing  Machines, 
Poole  Process  for  Goodyear  Insoles. 
Safety  Utility  Economy  Co.,  Boston,  Mass. 

Electric  Heating  Equipment. 
The   S.    M.   Supplies  Co. 

Factory  Supplies,  Needles,  etc. 
J.  Spaulding  &  .Sons  Co.,  N.  Rochester,  N.H. 

Guaranteed   Fibre  Counters,  Fibre  Innersoling. 
The  Textile  Mfg.  Co.,  Toronto,  Ont. 

Shoe  Laces. 
United  .Stay  Co..  Cambridge.  Mass. 

Leather   and    Imitation    Leather    Facing,    Welting,  etc. 


Quality 
Goods 


that  we  may  serve  you  promptly, 
these  stocks. 


Right 
Prices 


Main  Office— 154  Notre  Dame  Street  West,  Montreal 

Branches:— 37  Foundry  street  S.,  KITCHENER  «  -  S66  St.  VaHer  Street,  QUEBEC 
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This  Heel 

Is  the  One  You 
Should  Sell 

It  is  the  heel  that  people  want — they 
ask  for  it.  It  is  the  heel  that  gives 
satisfaction — in  wear,  resiliency  and 
comfort. 

Keep  a  sign  in  your  window 
that  you  sell — 

''Maltese  Cross''  Rubber  Heels 

GUTTA  PERCHA  &  RUBBER,  LTD. 

Head  Office  and  Factory,        -        -  TORONTO. 
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GAITERS 

We  specialize  in  the  iiiaiiiifacture  of — - 

"The Better  Gaiter" 

In  felt  and  broad  doth. 

Our  prices  are  adjusted  to  meet  replacement 
values,  and  we  have  produced  a  better  gaiter 
at  a  lower  price. 

American  Gaiter  Mfg.  Co.,  Ltd. 

2168  St  Lawerence  Main.  Montreal 


7ortuna 

Skiving  Machine 


For  Manufacturers  who  Skive  Leather,  Felt, 
Cork,  Rubber  or  Paper 

Used  extensively  by  Manufacturers  of 

Shoes,  Box  Toes,  Trimmings.  Insoles,  Ankle 
Supporters,  Welting,  Arch  Supporters 

Sole  Anent*  for  Canada 

Fortuna   Machine  Co. 

147-153  Waverly  Place       -       NEW  YORK 


"Judge  It  by  Its  Users" 

New  Castle  Kid 

BLACK  -  WHITE  -  COLORS 

Send  for  Samples 

New  Castle  Leather  Co. 

NEW  YORK 

Canadian  Branch  : — 335  Craig  St.  West,  Montreal 
Factory  : — Wilmington,  Del.,  U.S.A. 


LA-RITA 


A  New  Number 
in  this 
Popular  Line 


"Young 
Misses 


•'La-Rita"  Babies',  Infants',  ami  children's  hi<i;h  srrade 
stitchdowns  have  l(  ,i i'/ Urcn  a  | .ojinlar  line  with  the  trade. 
Because  of  their  p(i|iiilarily  w  »•  have  added  a  new  number 
"  Younu;  Misses"  stitchdow  ns  which  are  of  the  same  high 
(juaiity. 

Write  us  for  particuUirs. 

The  Rita  Shoe  Co. 

Limited 

St.  Hyacinthe  Que. 


Edwards  &  Edwards 


LIMITED 

TANNERS  OF 


SHEEPSKINS 


FOR 

Shoes,  Gloves,  Saddlery 
Upholstering 
Bags  and  Suit  Gases 
Bookbinding 
Fancy  and  Novelty  Goods 
Skivers 
Embossed  Leathers 

Etc.,  Etc. 

Edwards  &  Edwards  Limited 


Head  Off  ice  and  Sale  Rooms 

27  Front  E.  Toronto 


Tanneries 

Woodbridge,  Ont. 

Quebec  and  Maritime  Provinces 

JOHN  McENTYRT'LTD.''^«a^T^'^^^^^^^^^ 
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The  Management  and  staff 
of  the 

United  Shoe  Machinery  Company 
of  Canada  Limited 

join  in  extending  to  you 

Hearty  Christmas  Greetings 

with  the  wish  that  the 

New  Year 

may  bring  you  Peace  and  Plenty 


Montreal 


Christmastide 
Nineteen-Twenty-One 
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ALPHABETICAL  LIST  OF  ADVERTISERS 


Ackcrniaii  &  Son  Co.,  B.  F   80 

Aird  &  Son.  

American  Gaiter  Mfg.  Co   88 

Amcs-Holden-McCready    25 

Ayling,  Robert  D   83 

Bastien  Brothers   

Bcckwith  Box  Toe  Company   10-11 

Boot  &  Shoe  Workers  Union    84 

Breithhaiipt  Leather  Company    1i) 

Brown  &  Son.  E   8;j 

Clatworthy  &  Son,  Ltd   20 

Clarke  &  Co..  A.  K  16-17-'.Hi 

Cote,  J.  A.  and  M   26-27 

Cobourg  Felt  Co.,    33 

Cote  &  Son.  A.  A   4.'; 

Davis  I'ootwcar  Co   28 

Davis  Leather  Co   13 

Daoiist,  Lalonde  &  Co  47 

Dufresne  &  Locke  Ltd   42-43 

Diipont  &  Frere    40 

Dufton,  Fred  F   94 

Eagle  Shoe  Company    24 

Edwards  &  Edwards    88 

Einstein,  Limited,  J   8-9 

Eureka  Shoe  Company    0 

Fortuna  Machine  Company   88 


Franklin   .Machine  Company    91 

Franks,  .Xrthnr    91 

Gait  Shoe  Company    21 

Getty  &  Scott    I 

Globe  Shoe  Company    9.'i 

Goulet  &  Sons.  Ltd   90 

Gutta  Percha  tS;  Rni)ber  Mfg.  Co   87 

Hector  .Shoe  Company    23 

Hewetson,  J.  VV   22 

Hinde  &  Dauche  Paper  Co   94 

Humberstone  .Shoe  Comijany    12 

Independent  Rubber  Company    38 

International  Supply  Co   85 

Jacobi,  Philip    93 

Kelly  &  Co..  Thomas  A    92 

LaDuchesse  Shoe  Co   86 

Lady  Belle  Shoe  Co   12 

Landers  Brothers  Company    92 

Landis  Machine  Co   92 

Lincoln  Paper  Mills,  Ltd   94 

Miner  Rubber  Co   3") 

Metropolitan   Shoe   Co   46 


Narrow  Fabric  Company   93 

New  Castle  Leather  Company   88 

Owens-Elmes    48 

l^anther  Rubber  Company   •.  2 

Pioneer  Products  of  Canada    5 

Proctor  &  Proctor    94 

Progressive  Shoe  Machinery  Co  91 

Rita  Shoe  Company    88 

Robinson  Company,  James    14-1.) 

Robson  Leather  Company    7 

Samson,  Enr.  J.  E   39 

Sisman  Shoe  Co.,  T   44 

Slater,  (ieo.  A   3 

Spaulding  &  Sons  Co.,  J   34 

Standard  Welt  Company    41 

Talbot  Shoe  Co.,  Ltd   30 

Tetrault  Shoe  Co   4 

Trcd-Rite  Shoe  Co   32 

United  Last  Company    18 

United  Shoe  Machinery  Co  85-89 

Valentine  &  Martin    31 

Williams  Shoe  Limited    37 

York  .Shoe  Company    29 


Christmas  1921 


We  have  much  to  thank  our  good 
friends  for  this  Ghristmastide.  Their 
generous  patronage  and  loyal  co-oper- 
ation during  a  year  of  many  trying  dif- 
ficulties has  been  very  much  appreci- 
ated by  us.  It  has  shown  us  that 
"Goulet"  shoes  hold  the  confidence  of 
the  retailer,  and  our  every  effort  dur- 
ing the  coming  year  will  be  to  maintain 
that  confidence. 


O.  Goulet  &  Sons  Limited 

575  St.  Valier  St.,  Quebec. 
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The  Best  and  Most  Durable 
Shoe  Laces  Are  Made 

With  Our 

Power  Shoe  Lace 
Tipping  Machines 

Textile  and  Special  Machinery 
Harris-Corliss  Steam  Engines 

WORM  GEARS  AND  WORM  GEAR 
REDUCTION  UNITS 

The  Franklin  Machine  Company 

Engineers       Founders  Machinists 
189  Charles  Street,  Providence,  R.I. 


V 


Tfie  Greatest  1) 


of  llie  Day 

insist  on  wearing  Arth- 
ur Franks'  Ballet  Shoes. 
No  other  shoes  afford 
the  same  amount  of 
comfort  and  sup- 
port. 


by  Arthur  Franks  are  supplied  ^ 

to  Mesdames  Pavlova,  Kaisa-  ^ 

vina   and    Vera    Karalli,   and  ^'^MKX 
Messieurs   Novikofif,  Volinini, 

Adolph  Bolm,  etc.  |r  ^,  J 

%  t  f 

jirthur  Frank^j\ 

3  Cotton  Street,  Australian  Avenue,        '•■  X 
London,  E.C.  1,  England.  ■■h^-S 
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0/  Had  Not  Replaced  a  Single  Parti 


The  Progressive  Company  recently  sent  a  questionnaire 
to  owners  of  Progressive  Finishers  who  had  purchased 
their  machines  prior  to  1916,  and  asked  several  questions 
about  the  finishers'.  98%  of  those  who  responded  en- 
dorsed the  Progressive  Finisher  without  qualification. 
They  had  no  criticism  to  make  of  Progressive  Equipment. 

You  cannot  afford  to  take  chances.  Progressive  Equip- 
ment has  proved  its  dependability. 


Progressive  Shoe  Machinery  Co. 


Ninety-one  per  cent  informed  us  they  had  never  re- 
placed a  single  part!  Probably  no  other  machine  in 
shoe  repair  shop  equipment  history  has  made  sucli  a 
wonderful  record  of  performance  as  this.  It  is  a  simple 
matter  to  have  a  man  say  he  is  satisfied  at  the  time  of 
purchase,  but  quite  another  matter  to  have  him  satisfied 
after  five  years. 


Minneapolis,  Minn. 


raOGRESSIVE 

ih^ machine  wiih  a  98%  endorsemeid 
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All  Canvas  and  Felt  and  Canvas 
Combination  Innersoling 

FOR  McKAYS 


The  stitches  sink  completely 
below  the  surface  in  this  ma- 
terial and  there  are  no  un- 
comfortable, humpy  places. 
It's  the  ideal  innersole  for 
McKay  work  at  a  low  cost. 

Every  inch  is  usable — prac- 
tically no  waste  in  cutting. 
Let  us  send  samples  for  proof 


THE  LANDERS   BROS.  CO. 

TOLEDO,  OHIO 


KELLEY  KID 

LEADS  THEM  ALL 
in  Uniformify, 
Fine  Texture,  Wearing  Qualities  and  Finish 


In  our  West  Lynn  Factory  during  310  working 
days,  the  average  daily  output  has  been  800  dozen 
finished  skins,  or  an  equivalent  of  9,600  skins  per  day. 
This  represents  60,000  feet  of  leather  turned  out  each 
day,  or  18,600,000  square  feet  of  leather  in  one  year. 
This  amount  provides  over  6,200,000  people  once  a 
year  with  one  pair  of  shoes — a  large  army! 

Sold  in  All  Foreign  Countries 

Thomas  A.  Kelley  &  Co. 

Tannery  and  Main  Office,  LYNN,  MASS. 

Sailing  Agents  : 

ROUSMANIERE,  WILLIAMS  &  CO. 
87-93  Lincoln  St.,   BOSTON,  MASS. 


Landis  Outfits  are  Money-Makers 


Landis  Stitchers  and  Finishers  are  unequalled 
in  quality,  the  prices  are  reasonable  and  the 
terms  are  easy. 

We  have  many  models  of  stitchers  and  finishers. 
Write  for  complete  catalogue  with  prices  and 
terms. 


Landis  No.  12  Shoe  Stitcher, 
outrisht  — No  royalty. 


Landis  Machine  Co.,  isis  N.zsthst.,  St.  Louis,  U.S.  A, 
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The  Fabric  Tip- 
that  can't  come  of 


THE  Nufashond  Fabric 
Tip  is  part  of  the  braid 
itself!  It  has  these  big  selling- 
points— can't  come  of — can't 
rust — can't  tear  hosiery. 

Made  flat,  tubular  and  cord 
in  all  colors  and  in  lengths  for 
all  shoes. 

Excellent  selling  helps  and 
display  cards  furnished. 

Nufashond,  Reading,  Pa. 


Shoe  Lacers 


Aak  your  jobber  for 
Samples  and  prices. 


The 
Season's 
Greetings 


And  best  wishes  for  a  full  share 
of  the  good  things  for  1922 

Moccasins,  Slippers,  Snow  Shoes 

for  your  approval 

At   your  service 

BASTIEN  BROS. 

INDIAN  LORETTE,  QUE. 

Agents  for  Ontario  and  the  West  : 
ROSj  &  SHAW,    121  Wellington  West,    Toronto,  Ont. 


Backed  by  Demand 
Supported  by  Reason 


The  demand  for  correct,  rational 
footwear  for  children  is  increasing. 
Thoughtful  parents  are  no  longer 
content  with  inferior  shoes  the  effects 
of  which  may  be  harmful,  but  insist 
upon  good  shoes  which  permit  correct 
development  of  the  feet. 

Retailers  of  HURLBUT  welts 
throughout  the  Dominion  are  feel- 
ing the  effects  of  this  change  in  in- 
creased numbers  of  customers  and 
greater  average  daily  turnover. 

HURLBVTS  are  trade 
builders  that  assure 
permanent  customers. 


HURLBUT 

CUSHION-SOLE 

Shoes /-^Children 


PHILIP  JACOBI 

5  Wellington  Street  East,  Toronto 


Exclusive  wholesale  distributor  of 
Hurlbut  Shoes. 
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The  Lincoln  Paper  Mills 

Company,  Limited 

can  supply 
your  requirements 

GLASSINE 


Super- Glazed  Kraft 

for  Interlay 

Wrapping  Paper 

The  above  are  tlioioughly 
Canadian-made  ]i)i'<)du(;ts  of 
tlie  highest  (juality  and  at 
the  attractive  jM-ices  quoted, 
should  appeal  to  every  Can. 
adian   shoe  manufaetvuvr. 

Will  you  get  in  toucli  with 


us 


LINCOLN  PAPER  MILLS  CO.,  LTD 

MERRITTON  ONTARIO 
Branch  —  112  Bay  St.,  Toronto. 


Fred.  F.  Dufton 

LEATHER 

50  Foundry  Street  South 

Kitchener        ^  Ontario 
SHEEPSKINS 

Representing  :     Clarke  &  Clarke,  Ltd.,  Toronto 

GLAZED  KID 

Representing  :    The  Bonner  Leather  Co.,  Montreal 

CALF  AND  SIDE  LEATHER 

Representing :      C.  Galibert  &  Son  Co.,  Montreal 

GLAZED  HORSE 

Representing  :  Lucien  Borne,  Quebec 

GOODYEAR  WELTING  AND 
MENNONITE 

Representing  :     Wickett  &  Craig,  Ltd.,  Toronto 

CUT  SOLES 

Repres'ng  :  The  Provincial  Cut  Sole  Co.  Kitchener 

Stoc\  of  above  well  l^nown  lines  always  on  hand. 
Call  and  inspect  them. 


RESULTS! 


The  inetlioiln  at  the  coininand  of  the  f^hoe  re- 
tailer for  procuring  a  thoroughly  reliable, 
mailing  list  are  often  expeuHive  and  uncertain 
For  instance,  the  dead  letter  matter  encoun- 
tered when  listH  have  been  compiled  from 
leleplume  and  city  directories  or  voters'  lists 
would  sometimes  pay  for  one-thinl  of  the  ad- 
vertising. 

The  l)est  way  is  to  send  direct  to  us.  We 
have  the  most  up-to-date  mailing  lists  on 
the  market.  They  are  revised  annually  and 
have  proved  98  per  cent  correct. 
Prices  are  surprisingly  low  when  comparing 
the  I'ost  of  direct  advei-tising  ami  results  with 
other  advertising. 

No  extra  office  staff  reiiuired,  your  jirinting, 
addressing  and  mailing  handled  at  scrv  small 
cost. 

Let  us  send  lull  i>articulars. 


PROCTOR  &  PROCTOR 

Aurora,  Ontario. 


We  Can  Save  Money  for  You  on  Your 
Shipping  &  Packing 

H  &  D  Solid  Fibre  Board  Boxes 


1.  — They  protect  your  shipment 

against  loss  from  dampness 
and  water. 

2.  — They    are    extremely  lip;ht, 

which  means  low  freight 
charges. 

3.  — They     cannot     be  opened 

without  breaking  the  seal. 


4.  — They  save  time  in  packing. 

5.  — They   save  storage  space. 

6.  — They     have     strong  adver- 

tising value. 

7.  — They  can  be  made  to  your 

specifications. 

8.  — Their    first    cost    is  lower 

than  wood. 

Our  booklet  "How  tc  Pack 
It"  explains  all — write  for 
it. 


The  Hinde  &  Dauch  Paper  Co. 

of  Canada  Limited 
TORONTO  ONTARIO 
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Compliments  of  the  Season 


0  OUR  many  friends  and  cus- 
tomers throughout  the  trade 
we  extend  wishes  for  a  Merry 
Christmas  and  a  Happy  New  Year. 

We  also  thank  our  customers  for  their 
kind  co-operation  during  the  past  year 
and  look  forward  to  again  supplying 
their  requirements  during  1922. 

There  are  other  merchants  whom  we 
sincerely  believe  could  handle  our  pro- 
ducts with  profit  and  we  hope  these 
will  give  us  the  opportunity  sometime 
in  the  New  Year  of  showing  what  we 
can  do. 

Globe  Shoe  Limited,  Terrebonne,  P.Q. 

Montreal  Office,  J.  A.  Bluteau,  Representative 
11a  St.  James  Street 
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1852 


1921 
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yMS  the  ship  of  destiny  brings  us  to  the 
jf-j^    end  of  another  year  we  wish  our 
good  friends  *'hon  voyage"  through 
the  year  that  lies  ahead. 

^  As  in  the  past,  so  in  the  future  we  shall 
endeavor  to  keep  pace  with  the  develop- 
ment of  the  shoe  trade  in  Canada  by  mak- 
ing Clarke's  Patent  Leather  worthy  of 
the  finest  and  best  in  Canadian  shoe  man- 
ufacture. 

^We  thank  the  trade  for  their  goodwill , 
which  has  helped  us  to  make  Clarke's 
what  it  is. 


Presiflt'iit  and  Gpnrrtif  Manager. 


A.  R.  CLARKE  &  CO.  LIMITED 

Toronto,  Ontario 

December 

1921. 


LARGEST   MANUFACTURERS   OF   PATENT    LEATHER   IN    THE    BRITISH  EMPIRE. 
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